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Do YOU REMEMBER HER? 
97 
que, POS? She was the girl in the first Webster ad that ap- 


e 






peared in the Saturday Evening Post in 1909. Her 










pompadour and high-shirt waist are seen no more 






but secretaries who prefer Webster's are very much 





with us today 





Webster’s has kept up the demand for 
their quality products by constant adver- 
tising in the Saturday Evening Post and 
other magazines for over forty-four years 







Webster's advertising reaches your cus 
tomers . . . big business, small busi 
ness, office managers, purchasing agents 
and secretaries. This national advertis- 
ing helps Webster's and its dealers by 
building and maintaining recognition of 
one of your best brand names. 













WEBSTER'S MERCHANDISING spe- 







FREE MAT ADS that you can run in BILL ENCLOSURES can bring orders. 












local newspapers over your store Imprint with your store name and cialists can help you sell more 
name. Eye-catching art and hard- mail with your bills. They tell the They'll help you plan your store 
selling copy yours for the asking. Webster story to your customers. promotions, advertising and sales 
They'll help you to more profits Write for complete selection programs. Materials and experi- 





enced help are yours for the asking 














You'll find F. S. Webster's quality brands advertis- 
ing regularly in the Saturday Evening Post, Business 
Week, Purchasing, The Secretary, Best's Insurance 
News, Rough Notes and The Office, as well as lead- 
ing trade magazines. 








Stock the pro fit line 


stock WEB STER'S F. S. WEBSTER COMPANY 


13 Amherst St., Cambridge 42, Massachusetts 


Webster's warehouses in 
New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 
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Office Appliances is a news and technical trade 
journal, serving the entire industry of office 
equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
of commercial stationery. Its comprehensive news 
reports of the industry and its valuable special 
articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 


No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves. 
it will answer any questions germane to its field 
to the best of its ability. 


Copyright. Contents covered by copyright, 1953. 
by the Office Appliance Company. 


Subscription Rates in the United States and its 
possessions—one year, $3.00; two years, $5.00; 
three years, $7.00. Canada and Pan American 
countries—one year, $3.50; two years, $6.00; 
three years, $8.50. Other countries—one year, 
$4.00; two years, $7.00; three years, $10.00. 
Single copies, 35c in the U. S. and its terri- 
tories; 50c in all other countries. 


Change of Address. Subscribers may have their 
mailing address changed as often as desired. 
Both old and new addresses must be given. 


Advertising Rates upon application. 


Entered as second-class matter, July 8, 1905, at 
the post office at Chicago, Ill., under Act of 
March 3, 1879. 


“Office Appliances” is registered in the United 
States Patent Office, Washington, D. C. 
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Acco Products, Inc. 

Ace Lite-Step Co. 

Acme Products Co. 

Adirondack Chair Co. 

Advanco Products Div. ASB 

Aigner, G. J., Co. 

Aigner Index Co. of N. Y. 

Albright, J. E. & Co. 

Allen, R. C., Business 
Machines, Inc. 

Allied Carbon & Ribbon 
Mfg. Corp. . : 
All-Steel Equipment Inc. 

Alma Desk Co.. 
Aluminum Seating Corp. 
Alvin Co. . 

Amberg File & Index Co. 
Amer. Carbon Paper Mfg. Co. 
Amer. Passbook Co. 

Ames Supply Co. 
Andrews-Alderfer Co. 

Art Metal Const. Co. 

Art Steel Sales Corp. 115, 
Atlas Stencil Files Corp. 


133, 


Bankers Box Co. 

Bankers & Merchants Inc. 
Barkley, C. L., & Co. 
Barrett Adding Machine Div. 
Bassick Co. Div. S-W. 
Beach Publishing Co. 
Bentson Mfg. Co. 

Borroughs Mfg. Co. 

Box 1397, P. O. 

Bright Chair Co., Ine. 
Bristol Mfg. Co. 
Brush-Punnett Co. 
Brushmakers Inc. . ' 
Buckeye Ribbon & Carbon Co. 
Burroughs Corp. 


C 


C-Thru Ruler Co. 
Cardinell Corp. . 
Chicago Saddlery Co. 
Clary Multiplier Corp. 
Codo Mfg. Corp.... 
Cole Steel Equipment 
Co. 
Colonial Carbon Co. 
Colson Corp., The 
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Columbia Steel Equipment Co.. 


Commercial Card System Co.. 
Commercial Controls Corp. 
Consolidated Ribbon & 
Carbon Co. ; 
Convoy Ince. ‘ 
Corona Typewriter, The 
Corry-Jamestown Mfg. Co. 
Cotterman, I. D. 
Cramer Posture Chair Co. 
Cushman & Denison Mfg. Co. 
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Dayton Stencil Works 
Dennison Mfg. Co. 
Doppelt, Charles, & Co. 
Doro Mfg. Co.. 

Duplicate Receipt Book Co. 


Elward Mfg. Co......... 
Ennis Tag & Salesbook Co...... 
Esterbrook Pen Co............... 
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214 
201 
211 
oT 
196 
214 
214 
211 


134 


76 
131 
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162 
203 
215 
206 
216 
189 
209 
109 
116 
210 


99 
207 
218 
141 
136 
216 
188 

79 
218 
188 
204 
195 
192 
187 

89 


196 
218 
215 
159 
170 
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204 
177 

69 
195 
204 


190 
208 
. 65 
125 
218 
166 


219 


219 
191 
153 
.192 


217 


217 
184 
143 
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Force, William A & Co 
Free Hand Binder Co 
Fritz-Cross Co 

Fulton Marking Equipm. Co. 
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General Fireproofing Co 


Glidex Corp. 

Globe-Wernicke Co., The 
Goodfrend Metal Products 
Graff, George B., Co 

Grand Rapids Lthr. Furn. Co. 


Mfg. Co 
Guardsman Safe Co. 
Guide System & Supply 


Gregson 


Co. 74. F 


Gunlocke, W H., Chair Co 


H 
Hamilton Mfg. Corp 
Hano, Philip, Co. 
Hanson Scale Co. 
Hardboard Fabricators Inc. 
Harding, Milo, Co 
Harrison Steel Cabinet Co. 
Harter Corp., The 
Haskell Inc 
Hedges Mfg. Co 
Herring-Hall-Marvin Safe Co. 


Heyer Corp., The 

High Pt. Bending & Chair Co. 
Hillside Metal Prod. Inc 
Hoggson & Pettis Mfg. Co. 
Home-O-N ize 


Huntington 


Co. 
Chair Corp 


Desk Co 
Leather Furn 
Imperial Methods Co 
Indiana Desk Co 

Ink Specialties Co., Inc 
Int'l Register & 

Parts Co 

Int'l Office Appliances Inc. 
Metal I 


Imperial 


Imperial Co. 


Cash 


Invincible urn. Co. 


Chair Co 
Desk Co. 
Table Co 
Chair Co 
Env. Mfg. Co 


Jasper 
Jasper 
Jasper 
Johnson 
Justrite 
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192 
219 
214 
200 


208 
171 
187 
204 
212 
150 
199 


io 


188 


93 
194 
218 
212 
189 

95 
179 

82 
199 
191 
221 
148 
129 
216 

91 


209 


137 
217 
178 
161 


200 


218 
209 
123 


111 
198 
154 
186 





Keystone 
King Posture Chair Co 
Metal Products 


Krueger 


L 


La Salle Products Co 
Lehigh Desk Co., Inc 
Lit-Ning Products Co. 
Luggage & Leather 


Goods 


Manufactures of Ame: 
Lyon Metal Products, Inc. 
M 
MacKenzie, Arnold, Inc 


Manhattan Office Equipm 
Manifold Co. 
Markilo 
Markwell 
Maso Steel 
Master Addresser 
Mayfair Co. 
McGraw-Hill 
Meilink Steel 
Metal Craft Inc. 

Metal Office Furn. Co. 
Midwest Folding Products 


Supplies 
Co, 
Mfg. 


Products 


Co. 


Co. 


Book Co. 
Safe Co. 


Milwaukee Chair Co., The 
Milwaukee Metal Furn. Co. 
Monroe Calc. Machine Co. 
Morse, Ralph, Furniture Co. 
Mosler Safe Co., The 
Murphy-Miller Inc. 
Myrtle Desk Co. 

N 
National Lock Co. 
Neiman Loose Lf. Bdry. Co. 
Neubauer Mfg. Co. 
Niemann Inc. 
Noesting Pin Ticket Co 


Norta Distributing Co. 
Northern 


0 
O. A. Buyers Index 
Office Equipment Corp. 
Office Furn. Whol. Distrib. 
Ohio Can & Crown Co. 
Ohio Chair Co., Ine. 


Oxford Filing Suplpy Co 


Steel Equipment Co. 


Co, 


States Envelope Co. 


These advertisements cresent the products of 
the leading manufacturers in each division of 
the industry. Because of the ground for honest 


differences of 
ously cannot undertake 
between 
They do however 


actions 


opinion 
to guarantee 


offer their 


services in 


the publishers obvi- 
trans- 
advertisers and customers. 


re- 


solving any disagreements which result from 


relations established 


173 
210 


187 


213 
203 
218 


193 
139 


158 


207 


213 
205 
202 
207 
176 
208 

87 
217 
164 
164 

83 
199 
147 
172 


145 


208 
207 
219 
217 
146 


soe 





T.. Service Bureau of Office Appliances 
maintained for 
subscribers and advertisers. 
personal letters ali inquiries upon matters 
germane to the field, supplies names of 


the exciusive use of 
It answers by 


SERVICE BUREAU 








manufacturers of any office articie wanted, 
puts man and job together, aids foreign 
dealers in securing U. S. A. lines, and in 
many other ways performs useful service, 
all without charge. 
land have made, and are making, good 
use of this bureau. 
field have evidence of its proved value. 


Subscribers in every 


Manufacturers in this 
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through the journal. 
P 
Paillard Products, Ine 121 
Panama-Beaver 3 
Parker Steel Products Inc 165 
Peerless-Imperial Co. Ine 175 
Peerless Steel Equipm. Co 163 
Pittsburgh Cut Wire Co 196 
Print-O-Matic Co., Inc. 219 
Pronto File Corp. 106 
Q 
Quality Park Envelope Co 174 
Queen Ribbon & Carbon Co.....112 
R 
Regal Typewriter Co. 212 
Regna Cash Registers, Inc 156 
Remington Rand Ine. 184 
Rest-A-Phone Co. 216 
Reyburn Mfg. Co. Ine 197 
Rite-Line Corp 215 
Rivet-O-Mfg. Co. 195 
Roberts, Weldon, Rubber Co...181 
Rockwell-Barnes Co. 160 
Rogers, W. T., Co. 211 
Rowley’s Office Equipm. Co.....216 
Royal Metal Mfg. Co. 220 
Royal Typewriter Co. 73 
Ss 
Scerbo, Frank, & Sons 144 
Schwab Safe Co. 215 
Security Steel Equipment 
Corp. 152 
Servel Inc 169 
Service Products Div. 196 
Shaw-Walker Co., The 101 
Sherness Co. 214 
Smead Mfg. Co. 182 
Smith, L. C., & Corona 
Typewriters Inc. 65 
Smo-King Products 209 
SoundScriber, Inc. 113 
Speed Key Corp. 216 
Speed-O-Print Corp. 107 
Standard Furniture Co. 155 
Stark Calendars, Inc. 202 
Stationers Loose Leaf Co 180 
Stewart, R. A., & Co. 185 
Storms, H. M., Co. 117 
Sturgis Posture Chair Co. 119 
Supreme Steel Products Inc 85 
T 
Taubman, Samuel, & Co. 219 
Taylor Chair Co., The 157 
Technygraph Co., The 185 
U V 
Underwood Corp. Back Cover 
U. S. Chaircraft Mfg. Corp...203 
U. S. Typewriter Ribbon Mfg. 
Co. 211 
Vail Mfg. Co 140 
Valco Co. 199 
Victor Adding Machine Co 149 
Victor Safe & Equipment Co 77 
w y 
Warren, Harry, Mfg. Co 219 
Warshaw Mfg. Co., Inc 180 
Watson Mfg. Co. 183 
Webster, F. S., Co. 2 
Wells Chair Corp. 71 
Wilson Jones Co. 81 
Wolber Dupl. & Supply Co. 151 
Write Inc. 120 
Yawman & Erbe Mfg. Co 67 
York Safe & Lock Co 168 
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Accounting Systems Equipment 


Ligne {; i 

\lgne I ‘ (fn. y 
Adding Machine Parts 

Ame Ss ( 
Adding Machines 

Albria?t & «% 

\ n, KR. ¢ BK ‘ Machine 

barre Machine Div 

KB 

‘ M Cort 

M me « M e ( 

Reg ( Reg 

Rer I I 

S C. & . Typw 

1 ‘ 

\ 4 Ma ne Ce 
Adding Machines, Rebuilt & Used 

Inte 


orf Appliances Inc 
Office I Cor 


Addressing Machines 
H r‘ 
Ma 4 ( 
Adhesives 
See Ink " es, et 


Arch & Clipboard Files 


& D Mfg. Cc 

Globe-W \ ‘ 

Hardt J rs. Ir 
Hed Mf ( 

Rockw I ( 

Ser el > 
Shaw-W ' ‘ 

Yaw & I e Mfg. Ce 


Ash Trays & Stands 
Las P P| 


R ut M M ‘ 
Smo-h I 

Va ( 

Ww ‘ 


Autographic Registers 
Hano, P ‘ 
Bank Supplies 
Ar P ‘ 
Quard ( 
Bankers Note Cases 
Ger ' 7 
Globe-W ke ¢ 
\ Safe & Eq ment ¢ 
Billing Machines 
Ret K 
t ‘ 


Binders, Catalog & Pericedical 
A »P 


Aigne a ‘ 
Ne l f & Bindery (« 
Smead Mf ( 
Wilsor ( 


Binders, Permanent Storage 
Banke 
Mayt ‘ 
Ne an I f & Bindery (er 


Bilackboards 
Service ] D Woodall 


Blankbooks 
Rock | 
W 


Blueprint & Plan File Cabinets 
} ‘ 


\ M ( m ¢ 
4 s s ‘ 
( s } eo 
( S } ment C¢ 
Corr J Mfg. Corp 
(ser al J ( 
I M } ‘ 
Pee Ss } ent ¢ 
Sha Wall 
Ya «A ( 
Bond Boxes 
s ‘ 
Bookcases 
\ Ss I 
Borrot Cor 
‘ Mie. Cort 
Glot W ‘ 
lion o-) ( 
Se Q ; ‘ 
s ‘ 


Bookkeeping Machines 
Monr ( M r c 
R nk I 
! ‘ “i ¢ 


Books, Business Management 
Met e-H “nk « r 


Box Letter Files 


A A ( 
‘rt Ss ‘ 

{ e& ¢ } ‘ 
Globe-W 

Hedges Mf ( 

Mayf ( I 

Rockwe I ( 


Brief & Zipper Cases 
Rr t vii f 
Chica ~ ‘ 
Diop pe ( & « 


Sta I Leaf ¢ 


Built To Order Office Furniture 
Watson M 
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Bulletin Boards 
Lit-Ning Products Co 


Business Forms 
Aigner, G. J., Co 
Aigner Index Co. of N. Y 
Amer. Passhook Co 
Consolidated Kibbon & Carb. Cer 


Cabinets, Refreshment 


Servel Inc 


Caleulating Devices 
Victor Safe & Equipment Co 


Caleulating Machines 
Albright, J. E., & Co 
Allen, R. C., Business Machines In 
Barrett Adding Machine Div 
Burroughs Corp. 
Clary Multiplier Corp 
Monroe Cale. Machine Co 
Smith, L. C., & Corona Typws 
Victor Adding Machine Co 


Caleulating Machines, Used 
Int'l Office Appliances, Inc 
Reliable Tyewriter & Add. Mach. Co 


Caleulators, Used 
Office Equipment Corp 


Calendar Pads & Stands 
Stark Calendars, Inc 


Carbon Papers 
(See Ribbons & Carbons 


Card Index Boxes & Trays 
All-Steel Equipment Inc 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Bentson Mfg. Co., The 
Cole Steel Equipment Co. 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co. 
Goodfrend Metal Products Co 
Guide System & Supply Co. 
Hedges Mfg. Co 
Home-O-Nize Co 
Invineible Metal Furn. Co 
Mayfair Co., The 
Metal Office Furniture Co 
Parker Steel Products, Inc 
Peerless Steel Equipment Co 
Rockwell- Barnes Co 
Shaw- Walker Co 
Smead Mfg. Co 
Yawman & Erbe Mfg. Co 


Card Index Files, Expanding 
Smead Mfg. Co 


Cash Boxes 
Art Steel Sales Corp 
Cole Steel Equipment Co 
General Fireproofing Co. 
Guide System & Supply Co 
Mayfair Co., The 
Peerless Steel Equipment Co 
Rockwell-Barnes Co 


Cash Register Parts 
Int'l] Cash Register Parts Co 


Cash Registers 
Burroughs Corp 
Regna Cash Register (« 


Cash Tills 
Regna Cash Register Co 


Casters, Caster Bearings, Slides 
Bassick Co., The 
Colson Corporation, The 


Center Drawer Desk Trays 
Goodfrend Metal Products C« 


Chair trons 
Rassick Co., The 


Chair Mats 
Hardboard Fabricators, Inc 
Office Furn. Whol. Distributors 
Service Products Div. Woodall 


Chairs, Folding 
Adirondack Chair Co 
Krueger Metal Products 
Lyon Metal Products, Inc 
Manhattan Office Equipment Co 
Royal Metal Mfg. Co 


Chairs, Office 
Aluminum Seating Corp 
Art Metal Construction Co 
Bright Chair Co 
Cramer Posture Chair Co 
Fritz-Cross Co. 
General Fireproofing Co 
Grand Rapids Lthr. Furn. Co 
Gregson Mfg. Co 
Hamilton Mfg. Corp 
Harter Corp., The 
High Pt. Bending & Chair Co 
Huntington Chair Corp. 
Imperial Leather Furn. Co 
Jasper Chair Co 
Maso Steel Products 
Metal Office Furniture Co 
Milwaukee Chair Co. 
Milwaukee Metal Furn. (« 
Morse, Ralph, Furniture Co 
Murphy-Miller, Inc 
Niemann, Inc 
Royal Metal Mfg. Co 
Scerbo, Frank, & Sons, In 
Sturgis Posture Chair Co 


July, 1953 





Taylor Chair Co 
U. 8. Chaireraft Mfg. Corp 
Wells Chair Corp 


Chairs, Posture 
Aluminum Seating Corp 
Art Metal Construction Co 
Bright Chair Co 
Cramer Posture Chair Co 
Fritz-Cross Co. 
General Fireproofing Co 
Gunlocke, W. H., Chair Co 
Hamilton Mfg. Corp 
Harter Corp., The 
High Pt. Bending & Chair Co. 
Imperial Leather Furniture Co. 
Jasper Chair Co, 
Johnson Chair Co 
King Posture Chair Co 
Maso Steel Products 
Milwaukee Chair Co 
Milwaukee Metal Furn. Co 
Ohio Chair Co. 
Royal Metal Mfg. Co 
Sturgis Posture Chair Co 
Tayior Chair Co. 
Wells Chair Corp 


Chairs, Tablet Arm 
Adirondack Chair Co 
Jasper Chair Co 
Wells Chair Corp 


Cheeks, Stamped Metal 
Dayton Stencil Works 
Force, William A. & Co 


Cheekwriters, Used 
Office Equipment Corp 


ipboards 
(See Arch & Clipboard Files) 


Coat & Hat Racks 
Sherness Co, 


Coin Bags, Trays Wrappers 
Amer. Passbook Co 


Continuous Forms 
Hano, Philip, Co. 


Copyholders 
Acco Products, Inc 
Bankers Box Co. 
Int'l Office Appliances, Inc 
Rite-Line Corp. 


Correspondence Trays 
Art Metal Construction Co 
Art Steel Sales Corp 
Corry-Jamestown Mfg. Corp 
Doro Mfg. Co. 
General Fireproofing Co 
Globe-Wernicke Co. 
Haskell, Ine. 
Hedges Mfg. Co 
Imperial Methods Co 
Maso Steel Products Co. 
Mayfair Co., The 
Peerless Steel Equipment Co. 
Security Steel Equipment Co. 
Service Prod. Div. Woodall 
Shaw-Walker Co 
Valeo Co, 
Wells Chair Corp 
Yawman & Erbe Mfg. Co 


Costumers 
Globe-Wernicke Co 
LaSalle Products Co. 
Peerless Steel Equipment Co 
Royal Metal Mfg. Co 
Security Steel Equipment 
Valeo Co 
Wells Chair Corp 

Covers, Loose Leaf 
Smead Mfg. Co. 


Dating Stamps 
Force, William A. & Co 
Fulton Marking Equipment Co 
Rivet-O-Mfg. Co 


Desk Lamps 
Mayfair Co., The 
Wells Chair Corp 


Desk Name Plates 
Acme Products Co. 
Force, William A., & Co 
Heyer Corp., The 


Desk Pads & Tops 
Office Furn. Whol. Distributors 
Wilson Jones Co 


Desk Pen & Ink Sets 
Esterbrook Pen Co 


Desk Side Files 
Amberg File & Index Co 
Cole Steel Equipment Co 
Rockwell- Barnes Co 
Yawman & Erbe Mfg. Co 


Desk Trays 
(See Correspondence Trays) 


Desk Work Distributors 
Advanco Products Div. ASB 
Globe-Wernicke Co 
Lyon Metal Products, Inc 
Victor Safe & Equipment Co. 
Wilson Jones Co 


0. 


Desks 
Alma Desk Co 
Art Metal Construction Co. 
Rentson Mfg. Co. 





For the benefit of the subscribers the tines 
advertised in this issue are here classified. 
Many of the reauirements of the modern busi- 
ness office are reoresenred. Should subscribers 
be interested in any article of office equip- 
ment not listed here, they are invited to com- 
municete with the service oureau, through 
whicn tne iniormarion will be oromptly ena 
cneertully given py terrer witnout obligation 


Columbia Steel Equipment Co 
Corry -Jamestown Mfg. Corp. 
General Fireproofing Co 
Globe-Wernicke Co. 

Harrison Steel Cabinet Co. 
Haskell, Ine. 

Hillside Metal Products Ine. 
Imperial Desk Co, 

Indiana Desk Co. 

Jasper Desk Co. 

Lehigh Desk Co., Ine 

Mayfair Co., The 

Metal Office Furniture Co. 
Myrtle Desk Co. 

Peerless Steel Equipment Co. 
Seerbo, Frank, & Sons, Inc. 
Security Steel Bquipment Corp 
Standard Furniture Co. 
Victor Safe & Equipment Co. 
Wells Chair Corp. 

Yawman & Erbe Mfg. Co. 


Diaries 
See Memo Books) 


Dietating Machines 
Soundseriber Corp. 


Dictating Machines, Used 
Int'l Office Appliances, Inc. 


Drafting Instruments & Equipment 
Alvin Co. 
(-Thru Ruler Co. 
Cardinell Corp. 
Haskell, Inc. 


Drafts, Notes & Receipts 
Duplicate Receipt Book Co. 


Drills, Paper 
Smead Mfg. Co. 


Ouplicating Machines & Supplies 
Ames Supply Co. 
Buckeye Ribbon & Carbon Co 
Codo Mfg. Corp. 
Colonial Carbon Co. 
Harding, Milo Co. 
Heyer Corp., The 
Ink Specialties Co., The 
Manifold Supplies Co. 
Mittag & Volger, Ine, 
Peerless- Imperial Co, , Inc. 
Print-O-Matiec Co., The 
Queen Ribbon & Carbon Co. 
Smith, L. C., & Corona Typws. 
Speed-O-Print Corp. 
Technygraph Co., The 
Victor Safe & Equipment Co 
Wolber DuplL. & Supply Co. 


Duplicating Stencil Files 
Atlas Stencil Files Co. 


Endorsing Machines 
Commerical Controls Corp 


Envelope Openers 
Mackenize, Arnold, Inc. 


Envelope Sealers—Envelope Openers 
Commercial Controls Corp 


Envelopes 
Justrite Envelope Mfg. Co 
Northern States Envelope Co, 
Quality Park Envelope Co. 
Wilson Jones Co. 


Envelopes, Plastic 
Aigner, G. J. Co 
Aigner Index Co. of N. Y 
Markilo Co 
Smead Mfg. Co 


Eraser Refills 
Brushmakers, Inc 


Erasers, Rubber 
Ames Supply Co. 
Brushmakers, Inc 
Roberts, Weldon, Rubber Co 


Expense Books 
Beach Publishing Co 


Eyelets & Eyelet Fasteners 
Rivet-O Mfg. Co, 


File Boxes, Fibre Collapsible 
Bankers Box Co. 
Globe-Wernicke Co. 

Guide Bystem & Supply Co. 


Filing Cabinets insulated 
Herring-Hall-Marvin Safe Co 
Meilink Steel Safe Co. 

Mosler Safe Co 
Shaw -Walker Co 
Victor Safe & Equipment Co. 


Filing Cabinets, Metal 
Advanco Products Div, ASB 
All-Steel Equipment Inc 
Art Metal Construction Co 
Art Steel Sales Corp 
Bentson Mfg. Co., The 
Cole Steel Equipment Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe -Wernicke Co. 
Guardsman Safe Co 
Harrison Steel Cabinet Co 
Hillside Metal Products Ine 
Home-O-Nize Co 
Invincible Metal Furn. Co 
Keystone Steel Equipment Ca, 
Metal Office Furniture Co. 
Parker Steel Products Co 


(Continued on page 6) 








(Continued from page 5) 


Peerless Steel uipment Co 
Remington Kand Inc. 
Rockwell- Barnes Co. 

Security Steel Equipment Corp 
Shaw-Walker Co. 

Victor Safe & Equipment Co 
Watson Manufacturing Co., Inc 
Yawman & Erbe Mfg. Co 


Filing Cabinets, Wood 
Globe-Wernicke Co 
Imperial Methods Co. 
Wells Chair Corp. 


Filing Supplies 
Acco Products, Inc 
Advanco Products ‘Div. ASB 
Aigner, G. J., Co, 
Aigner Index ‘Co. a N. Y. 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Barkley, C. L., & Co. 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co 
Guide System & Supply Co 
Imperial Methods Co 
Justrite Envelope Mfg. Co 
Metal Office Furniture Co 
Northern States Envelope Co 
Oxford Filing Supply Co 
Parker Steel Products, Inc 
Quality Park Envelope Co 
Rockwell-Barnes Co 
Security Stee] Equipment Co 
Shaw-Walker Co 
Victor Safe & Equipment Co 
Warshaw Mfg. Co 
Yawman & Erbe Mfg. Co 


Fountain Pens (inet. Ball Pt.) 
Esterbrook Pen ( 


Gummed Cloth Sins 
Aigner Index Co. of N. Y. 
Dennison Mfg. Co 
Reyburn Mfg. Co., Inc. 
Warshaw Mfg. Co. 


Gummed Tape & Sealing Machines 
Dennison Mfg. 
Reyburn Mfg c 0., Ine. 


Hardware, Office Desk 
National Lock Co 


In & Out Boards 
Lit-Ning Products Co 
index Card Signals 
(See Signals, Index Card) 
Index Tabs 
Aigner, G. J., Co 
Aigner Index Co. of N. Y 
Amberg File & Index Co 
Barkley, C. L., & Co 
Globe-Wernicke Co. 
Graff, George B., & Co. 
Guide System & Supply Co 
Markile Co. 
Reyburn Mfg. Co., Inc 
Shaw-Walker Co 
Victor Safe & Equipment Co 
Warshaw Mfg. Co 
inks Adhesives, ete. 
Colonial Carbon Co. 
Dennison Mfg. Co 
Fulton Marking Equip. Co 
Ink Specialites Co., Inc 
Rivet-O Mfg. Co. 
Inkstands 
Cushman & Denison Mfg. Co 
Labels 
Dennison Mfg. Co 
Imperial Methods Co. 
Oxford Filing Supply Co 
Smead Mfg. Co 
Warshaw Mfg, Co. 
Wells Chair Corp. 


Leather Goods 
Bristol Mfg. Co 
Chicago Saddlery Co 
Doppelt, Charles & Co 
Warren, Harry, Mfg. Co 
Letter Trays 
(See Correspondence Trays) 
Library Equipment 
All-Steel Equipment Ine 
y-Jamestown Mfg. Corp 
Lithographed Continuous Forms 
Hano, Philip, Co 
Lockers & Storage Cabinets 
All-Steel Eqiupment Ine 
Art Metal Construction Co 
Corry-Jamestown Mfg Corp 
Globe-Wernicke Co. 
Invincible Metal Furn. Co. 
Keystone Steel Equipment Co 
Lyon Metal Products, Inc. 
Parker Steel Products, Inc. 
Security Stee] Equipment Corp 
Shaw-Walker Co. 
Supreme Steel Products, Inc. 
Yawman & Erbe Mfg. Co. 


Loose Leaf Books ~ Devices 
Aigner, G. J., 
Algner Index | Co ae N. ¥ 
Amberg File & Index Co 
Free Hand Binder Co 
Neiman Loose Leaf Bary. Co 
Stationer Loose Leaf Co. 
Wilson Jones Co. 

Loose Leaf Metals 
Wilson Jones Co. 

Loose Leaf Sheet Covers, Plastic 
Aigner, G. J., Co. 
Aigner Index Co. of N. ¥ 
Amberg File & Index Co 
Neiman Loose Leaf & Bary. Co 

Loose Leaf Tray Binders 
Wilson Jones Co. 

Mail Distributors 
Advanco Products Div. ASB 
Globe-Wernicke Co. 
Victor Safe & Equipment Co. 
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Mailing Machines 
Commercial Cont ls Corp 


Manifold Books & Business Forms 
Han *hilip, ¢ 


tox 


Manufacturing Business For Sale 
7TP.O 


Map Tacks 
Graff, George B., ¢ 
Marking ponrees 
For i A. & 
Marking Pens, Laundry 
Taubn ar Sar & 
Matched Office Suites 
Indiana Desk Co 
& Sons Ir 


Secerbo, ] 





Standard 


Me morandum Books 


k Teg & Salesbook ¢ 
Rockwe arnes C« 
Wilsor jones Ci 


Memorandum Devices 

I Ning Products ¢ 
Mending Tape 

Denr n Mfg. ¢ 

Re rm Mfg. Co., lr 
Metal ay wed Cheek, Tokens 

Da mn Ste il Works 
Metered Mail System 

( ommer sf rT 
Moisteners 

Mayfair Co., The 

Rivet-O Mfg. Co 
Nameplate Labels 

Metal Craft Inc 
Numbering Machines 

Force, William A & { 

Stewart, R. A. & ¢ 
Office Furniture Sectional Units 


Columbia Steel Equipment (« 
Globe-Wernicke Co 
Morse, Ralph, Furniture (« 


Peerless Steel Equipment Co 
Rockwell-Barnes Co 
Office Furniture Warehouse Wholesaler 
Ome irn. Whol. Distributors 
Office Partitions & Railings 
Globe-Wernicke ¢ 
Watson Mfg. Co., Ir 
Office Printing Outfits 
Force William A & { 
Fulton Marking Equipr ‘ 
Pads Figuring 
Wilson Jor 
Paper 
Rockwe Barnes ( 
Paper Clamps 
‘ rodurct 
Cushman & Der Mf ( 
Esterbr k Pen ( 


Paper Clips 


Cushmar Der n Mfg. ¢ 
Noestir Pit Ticket ¢ 
Pittst Cut W ‘ 
Vail Mf Co 


Paper Fastening Machines 
arkwe Mfg. ¢ 


Victor Safe & Ex ( 
My nent Post & Postal { Seales 
Y (ontr 
Ha inson Seca { 
Paste 
See Ink Adi 
Pen & Ink Sets 
See Desk Pen & Ink S¢ 
Pen & Pencil Deck Cc ec 
Rowley's Office E 


Pencil Sharpeners 
Elward Mf Co 

Pencils, Mechanical 
Alvin Co 
Esterbrook Pen ¢ 

Pens, Steel 
Esterbrook Pen I 

Pins & Pin Containers 
oe ir IP’ Tick ( 

Vall Mi ( 

Platens, Typewriter, etc 
Ames Supply ¢ 
Shipman-Ward Mfg. ¢ 

Postal Meters 
{ mmer i ntr { 

Posting Trays & Stands 


Se ls e Leaf 


Presentation Covers 
I 


Amberg le & Index (¢ 
Smead Mfg. Co 
Price & Sign We 
Force, Will! A.. & 
Fulton Ma ki ng Ka ment Cé 


Stewart, R. A., & ¢ 
Publications 
0. A. Buyers Index 





Punches 
\ Pr I 
ner T lex ( a y 
& Pease ( 
t Ww nicke ( 
Ho m & Pettis Mfg. ¢ 
s ad Mf ( 


aon and Carbons 





Carbon & Rit mn Mfg. Corp 
see Carbon Paper Mf Co 
Ar Supr Co 
Buckeye Ribbon & Ca ( 
Codo Mfg. Co 
Gor ] 1 Ribbon & Carbon Co 
Mar Supplies ¢ 
Pr : erial ¢ I 
Q R mn & Carbon ( 
RK T riter ¢ 


Remington Rand Inc 

Royal Typewriter Ce 

Shipmer Ward Mfg. C« 

torms H. M., Ce 

Cc nderwood Cort 

LU. 8. Typewriter Ribbon Mf < 

Webster, F. 8.,. Co 

Write, Ir 
Rubber Bands 

Roberts, Weldon, Rubber ¢ 
Rubber Stamps 

tankers & Merchar I 
—- Type 

Ww lliam A., & ¢ 

Stewa R. A., & ¢ 
Rulers, Transparent 

C-Thru Ruler ( 


Safes, Office 
Ar 


t Metal Construction 
Brush-Punnett ¢ 
Cole Steel Equipment ¢ 
General Fireproofing ¢ 
Cruardsman Safe Co 
Herring-Hall-Marvin Safe ¢ 
Invincible Metal Furnture ¢ 


Meilink Steel Safe ¢ 
Mosler Safe ¢ 

Remington Rand In 
Schwab Safe Cc 
Shaw-Walker (< 

Victor Safe & Ex ment ¢ 
York Safe & Lock Co 


— Books 


nnis Tag & Salesbook ( 
Sand Urns 
Valco Co 
Scales, Postal 
Hanson Scale Co. 
Serapbooks 


Globe-Wernicke Co 
Wilson Jones Co 


bay Me 


Borroughs Mfg. Co 
Corry-Jamestown Mfg. ¢ 
Lyon Metal Products Ir 
Neubauer Mfg. (« 


Supreme Steel Products, I 
ateee & Exhibitions 
uggage & Leather Gds. Mfr f Amer 


Signals, index Card 
Ennis Tag & Salesbook ( 


Graff, George B., Co 

Victor Safe & Equipment ¢ 
——— Stands, Office 

LaSalle Products 

Ro al Metal Mfg. ¢ 

Smo-King Products 

Valeo ¢ 

Wells Chair Corp 


Sorting Devices 
Amberg File & Index ¢ 
Yawman & Erbe Mfg. Ca. 
Spindle Files 
Wells Chair Corp 


Stamp Affixers 
‘ t eT | 


Stamp Pads 
Force, William A., & ¢ 


I n Marking Equipment ¢ 
Rivet-O Mfg. Co 
Stewart, R. A., & 


Stands for Office Machines 
All-Steel Equipment I: 


Ames Supply Co 

Cole Steel ~ quipment Inc 
Doro Mfg 

General FI roofing ¢ 
Harter Cor; 


Maso Steel Products 
Meilink Steel Safe Co 
Security Steel Equipment ¢ 
thipman-Ward Mfg. ¢ 

s Chair Corp 





te & Stapling Mashines 
{ 


Markwell Mfg 
Vall Mfg. Co 
Wilson Jones ( 


Stencils, Brass 
Dayton Stencil Works 


Stenographers’ Notebooks 


Ennis Tag & Salesbook ( 
Rockwell-Barnes Co 
Stools 


Harter Corp., The 
Maso Steel Products 
Mayfair Co., The 
toyal Metal Mfg. ¢ 
Wells Chair Corp 


Storage and Transfer Cases 
All-Stee!l Equipment ( 
Amberg File & Index (¢ 
Art Metal Construction ¢ 
Art Steel Sales Corp 
Bankers Box (« 

Barkley, C. L., & Ce 
Bentson Mfg. Cc 
Cole Steel Equipment Ce 


Cony Ir 

Columbia Steel Equipment ( 
Corry-Jamestown Mfg. ¢ 
General Fireproofit g 


Globe-Wernicke ¢ 

Guide System & Supply ( 

Harrison Steel Cabinet ¢ 

Herring-Hall- Marvin Safe ¢ 

Home-O-Nize Co 

Imperial Methods Co 

Invincible Metal Furn. Co 

Mayfair Co.. The 
Furniture C 





upply ¢ 
Parker Steel Products Inc 


Peerless 8 Equipment 


Pronto | ( 

Rockwell- Barnes C« 
Security Steel Equipment ¢ 
Shaw-Walhk ‘ 


Yawman & Erbe Mfg. ¢ 


Store Fixtures & Soe 
All-Steel Eq 
Strong Boxes, Fire Protected 
Herring-Hall-Marvin Safe ¢ 
Meilink § Safe 
Victor Safe & Equipme ( 
Tables 
Art Metal ¢ on ( 


Doro Mf; ( 


Royal Metal Mf ( 
Security Steel Equiy nt ¢ 
Shaw -Walh 

Standard I re ( 


Wells Chair ¢ 
Yawman & Erbe Mfg. ( 
Tables, Folding 


Adironrack Chair Co 


Midw I ling P 
Tables, Stee! 


Harrison Steel Cabinet ( 
Tabulating & Statistic Machines 
turn 
Reming Ra ilr 
Tags 
Dennison Mf ( 
Ennis Tag & Salesbook (¢ 


Reyburn Mfg. C¢ Inc 


Telephone Accessories 
Glidex ¢ 
Rest-A-Phone ¢ 
Victor Safe & I ipment ¢ 

Thumb Tacks 
Graff, G e B., Co 
Noestir P Tick ( 
Vail Mfg. ¢ 

Ticket Holders 
Aigner, G ( 
Algner Ind ce cN. ¥ 
Smead Mf ( 


Type, Typewriter 
r 


Ames Sup 

Shipman-W Mf Co 
Typewriter Cleaning Materials 

Ames Supply C« 

Cardinell Cor 

Norta Distributing Co 


Regal Typewriter Co 
Rivet-O Mfg. ¢ 
Rogers, W. T., Co 
Webster, F. S., ¢ 


Typewriter Cushion Bases & Knobs 
Ace Lite-Ster 


Ames Supt ( 
Andrews-Alderfer ( 
Peerless-Imperial Co., Inc 
Speed Key Cort 

Typewriter Cushion Keys 
Ames Sup] 


Typewriter Parts & Tools 
Ames Su 


Typewriters 
Paillard P Ir 
Typewriters, Mfg. of 
Alien, R. ¢ B ness M 
Remington Ra 
Royal Typew ( Ir 
Smith, L. ¢ & Corona T 
Underwood Cory 
Typewriters, Rebuilt & Used 
Int’] Office A I 
Regal Type r < 
Upholstered Furniture 
sright Chair ¢ 
Grand Ray I r. Furn. ¢ 
Hunting ( r‘ t 
Imperial Leather Furn. (¢ 
Maso Steel Fr R 
Morse, Ral Furniture ¢ 
Niemann, | 
Royal Metal Mf ( 
Scerbo. Fra & Sons. I 
U. 8. Chair aft Mf ( 
Wells Chair 
Vault Stees 
Cotterman, I 
Visible Systems Eouioment 
Aigner, G ( 


Aigner I ( cf N. ¥ 

Art M 1 n ¢ 

Commer (ar sy ‘ 

Globe-W ( 

Remir R I 

Sr v-W ( 

8 t I Leaf ¢ 

Vict Safe & I me ( 

Wilson Jones ¢ 

Yawman & I eM ‘ 
Waste Baskets 

Art Stee ‘ 

Cole Stee 1 I nt ¢ 

General I wfing ¢ 

Globe-Wer ke « 

Goodfrend Metal Products ¢ 

Haske I 

Mayfair ¢ I 

Ohio Can & Cr n ¢ TI 

Security 8 } pment ( 





Shaw-Walker ¢ 
Wells Chair Cort 


OFFICE APPLIANCES, July, 1953 








SALESMEN AVAILABLE 





3A OCATED IN CHICAGO is open for connection 
esentative for manufacturer or will consider 

n-competing lines on straighte commission 

is buyer and salesman for two well known 

called on trade throughout Middle West 

niture, stationery, leather goods, or any 

ommercial stationers. Box G-59, care Office 


\ izo 6 . 





SALES \) VELL ACQUAINTED IN THE SOUTH and long 
Southern Travelers Club is open for line of 
juiy ipply to sell in Atlanta and vicinity or State 
G Well versed in files, supplies, office furniture and 
roducts. Will cover territory thoroughly and 
eht commission. Has an excellent record for 

G-60, care Office Appliances, Chicago 6 





MAJO WANTED for Middle West territory by sales- 
t nding record. Interested in meritorious line 

ipplies or furniture that effers suitable re- 

telligent effort. Well known throughout area 

é nd ability that will provide top coverage 

ferences. Address G-70, care Office Appliances, 





SALESMAN WITH EBNERGY and ability and excellent record 

( ‘ onnection—preferably working out of Chi- 

I t tive and capacity neceSsary to put over any 

merit product for office use. Acquainted with leading 

d é t coast Convincing references. jox G-6l, 
inces, Chicago 6. 


RIN \.LESMEN: Ten years selling experience. Will 
o the latter part of August. Not interested 

than $10,000. Will work on commission and 

nd new car. Box G-69, care Office Appliances 


OFFICE MACHINE MECHANICS AVAILABLE 





OMBINA N MECHANIC AND SALESMAN, Twenty Years 
lox rie pewriters, Adding Machines, Duplicators, Fajr 
Ix ‘ sh Registers, Checkwriters, Factory Trained 

\ pl Prefer Ohio or Michigan but will consider 
Box G-62, care Office Appliances, Chicago 6 


EABRCUTIVES WANTED 





AN W ROVEN ABILITY to completely manage Office 


> iipment Business in mid-Western city of 


tration of ability to operate and expand 

lead to opportunity to acquire substantial 

é molete details about your record and com 
ensat require. Write to V-123, care Office Appliances, 


irticulars 
ANA ANTED FOR NEW Office Furniture and Sta 


Ohio Requires someone well experienced 

lice equipment and supply. Favorable op- 

eloping attractive volume. Send full par- 
ire OFFICE APPLIANCES, Chicago 6 








top \TIONER IN SOUTHWEST has opening for as- 
t inager. Must be capable of buying and 
raining program. Salary $3500 to $5000, de- 
cations, with possible bonus arrangement 
and experience All replies confidential 

t \ e Appliances, Chicago 6 


SALESMEN WANTED 





SA : ANTED. Three salesmen who are personable 
é etween 28 and 38 years old, to sell a na- 
leather goods line to department stores 
iggage dealers in the following territories 
California and surounding area and living 
Angeles. A second salesman for the North- 
ving in or near Seattle. A third salesmar 
Mountain States, living in or near Denver 
eather goods desirable but not necessary 
ility will be rewarded by good earnings 

ete resumé to Box V-126, care Office Ap 


RIENCED SALESMAN for complete line of 
d vlies. Largest dealer in Northwestern 
ission Apply V-127, care Office Ap- 


OFFICE APPLIANCES, July, 1953 


The rate for classified advertise- 
ments is Titteen cents a word, mini- 
mum charce $3.00, payable with 
order. Add six words if box address 
is used. 





LEADING MANUFACTURER has opening for salesman to 
call upon stationers in Kansas City area. Full-time connec- 
tion. Established business. Give complete record of experi- 
ence and references. Address V-128, care Office Appliances, 
Chicago 6. 


MENT SALESMAN WANTED—Wonderful territory for right 
man in South Texas. Ideal for young man who wants to get 
eStablished in fast growing area. Must have car. Salary, 
commission and traveling expenses. Write V-136, care Office 
Appliances, Chicago 6. 


TYPEWRITER MECHANICS AND REPAIRMEN WANTED 
WANTED: TRAINED SUNDSTRAND Adding Machine and 
Underwood Typewriter repairman, Permanent position, well 
established Underwood Agt, Good salary, Rowe Typewriter 
Co., Durham, N, C. 














TYPEWRITER & ADDING MACHINE MECHANIC: Steady 
employment, liberal proposition. One with sales ability pre- 
ferred but not necessary Muncie Typewriter Exchange, 
Muncie, Indiana. 





WANTED OFFICE MACHINE Service Man-Friden, Adding 
Machine, Typewriters, Top pay Must have good reference. 
Illini Supply Inc., 141 S. Main St., Decatur, Il. 


SALES REPRESENTATIVES AVAILABLE 

THE HARD TO GET BUSINESS TERRITORY serving all 
types of businesses, is our meat. Have been covering est 
Texas, New Mexico, and Arizona for 25 years. We can do a 
job serving as direct factory distributor for outstanding 
manufacturer that permits both dealer and consumer sell- 
ing. Line must have essential repeat business and need for 
local stock service. Felix Laidlaw, 214 E. Yandell Blvd., 
El Paso, Texas. 











SALESMAN WITH OUTSTANDING RECORD traveling 
Northwest for leading manufacturer plans to establish him- 
self as manufacturers representative with headquarters in 
St. Paul or Minneapolis. Well and favorably known by 
dealers in area. Qualified to sell any commercial stationery 
product whether it be writing materials, files, supplies or 
furniture. Best references. Address G-64, care Office Appli- 
ances, Chicago 6. 





MANUFACTURERS REPRESENTATIVES with excellent 
following in the Great Southwest and current proven record 
of production in Office Furniture desires wood desk: and 
posture chair line of quality We have the organization to 
merchandise your product. Box G-65, care Office Appliances, 
Chicago 6. 





SALESMAN TRAVELING MICHIGAN, Ohio, West Virginia, 
Kentucky, and Tennessee, selling wood desks and desk 
accessories, has capacity for a good line of office chairs. 
Well established in territory, capable, aggressive, Top refer- 
ences. Address G-66, care Office Appliances, Chicago 6. 





RIBBONS AND CARBONS or other office supply or equip- 
ment line wanted by salesman who for more than twelve 
years has covered the southern states. Will consider any 
line sold by dealers and cover entire South or major por- 
tion. Will do good selling job on dependable merchandise. 
Address G-67, care Office Appliances, Chicago 6 





LOS ANGELES CONCERN SETTING UP distribution and 
jobbing organization for Pacific Coast with aggressive sales 
coverage of stationery, variety, drug and market outlets. 
Want best specialty and general lines. Box G-68, care Office 
Appliances, Chicago 6. 








JOBBER ITEMS WANTED: Smaller office supply items and 
supplies wanted to distribute along with the Print-O-Matic 
machines and supplies in Minnesota, Dakotas and surround- 
ing territory. Donald F. Rossin Co., 423 So. 5th St., Min- 
neapolis 15, Minn 


SALES REPRESENTATIVES WANTED 











MAJOR MIDWEST MANUFACTURER of Steel Files, Desks, 
Tables, and Transfer Cases is expanding its operation, and 
seeks hard hitting representatives. Commission basis. Ad- 
vise experience, present lines carried and territory covered. 
Box V-129, care Office Appliances, Chicago 6. 


WANTS AND FOR SALE, Continued on page 5 
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WANTS AND FOR SALE, Continued from page 7 





SALES REPRESENTATIVES WANTED—Continued 





MANUFACTURER’S REPRESENTATIVE WANTED to sell 
well-known Foneholder—a fast moving nationally advertised 
item for all stationery, office supply dealers and wholesalers 
Protected territory, high commissions Write giving com 
plete details, to Reyam, Dept. A, 546 W. Washington St 
Chicago 6. 





DISTRIBUTORSHIPS AVAILABLE with Pres-To-Line Corp 
of America for Pres-To-Line copyholder, duplicating ma 
chines, supplies and other fast selling items for the follow 
ing territories: Dallas-Fort Worth, St. Louis, Boston, New 
Orleans, Seattle. Small investment required for merchandise 
No side lines—full time—earnings $10,000 to $20,000 per 
year. Write Pres-To-Line Corp. of America 2339 Cotner 
Ave., Los Angeles 64, Calif. 


TWO SALES REPRESENTATIVES WANTED: between ages 
of 25 and 40 to sell our well known chair line on commission 
basis. Work with dealer organizations and with dealer's 
men when necessary. States involved are Minn., Nebr., North 
and South Dak., Iowa and Mo., Ill. and Wis. Give experience 
lines carried and states you could cover. Apply to HARTER 
CORP., Sturgis, Michigan by letter only 


LARGE MFR. (est. 43 years) of Loose-Leaf Products, desires 
Sales Representatives. Commission basis Write stating 
experience, territory desired, etc. Box 951—Fall River, Mass 














RETAIL BUSINESS FOR SALE 





OFFICE SUPPLY and Equipment Business successfully op 
erated for eighty years. Located in Ohio city over 250,000 
population. Sales over $120,000, gross averages near 40 per 
cent. Established accounts. Write V-130, care Office Appli 
ances, Chicago 6, for particulars 


FOR SALE—OFFICE EQUIPMENT and stationery store in 
fast growing city of 35,000 population 200 miles west of 
Chicago. Have very good contracts Owner has other 
business interests and due to continued ill health will 
sell business at inventory plus fixtures. Have long time 
lease, Present manager will stay with new owner if desired 
$10,000 down will handle, terms on balance If you can 
qualify and furnish references write box V-131, care Office 
Appliances, Chicago 6 








FINEST GIFT AND OFFICE SUPPLY shop in large Southern 
California City due to death of wife Established twelve 
vears. Only high class merchandis: Many exclusive lines 
Fostoria, Cambridge, Westmoreland, Brayton, Beleek, Gold 
scheider, etc., Norcross, Gibson, Buzza-Cardoza, Brownie, 
Butler-Thomas and other cards Also a complete line 
office suplies. Fine location. Reasonable rent. Will accept 
security. Box V-132, care Office Appliances, Chicago 6 


FOR SALE: WESTERN SOUTH DAKOTA'S Largest Sta- 
tionery Store. Annual sales over $300,000 A complete line 
of Office and School Supplies and Equipment with large 
Book, Greeting Card, and Gift Departments. Excellent build- 
ing. 50 ft. x 140 ft., choice location. Good Lease. Box V-133, 
Care of Office Appliances, Chicago 6 








OFFICE SUPPLY STORE in Rocky Mountain city of 60,000 
Good outside trade area being worked. Gross sales last year 
$28.000. Rent $70.00 with 3 year leas Priced complete at 
$7500.00. Box V-134, care Office Appliances. Chicago 6 


WANTED TO BUY RETAIL BUSINESS 











WANTED TO BUY—Stationery and Office Supply store, well 
established, good volume 3ox V-135, Office Appliances, 
Chicago 6. 








MANUFACTURING BUSINESS FOR SALE _ 





FOR SALE... UNUSUAL OFFER Will dispose of tools, 
dies, patents and goodwill of long established nationally 
known metal product in office appliance field Now being 
manufactured under contract and sold to commercial sta- 
tioners and typewriter dealers Opportunity to take 
over going business and immediately add over $100,000 to 
your annual sales with proportionate ready-made income 
and excellent growth possibilities Pr. O. Box 1397, Church 
St. Station, New York &, N. Y 





LISTS 





WILL SELL CHEAP list of 5 M commercial stationers and 


office appliance dealers. Also list of approx. 5 M typewriter 


and adding machine dealers. Names not duplicated. The 
Kraus Co., 48-02 43d St., Woodside, N. Y 





ADDING MACHINE PARTS, TY PE, ETC, 








LARGE STOCKS of new and used Adding and Calculating 
Machine Parts available. Quotations furnished on specifi 
arts upon request I. A. Dehn, Jr 1643 10ist Ave Oak 
and, Calif. 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and 
Calculating Machines, Comptometers, Electromatic Type- 
writers, and fanfold machines, bought and sold Chicago 
Office Appliance Co., 1930 West 21st St., Chicago 8 
ELLIOTT-FISHER AND SUNDSTRAND machines Comp- 
tometers, Burroughs, Friden, Marchant, Monroe Calculators 
Electromatic typewriters. Adding machines and all office 
machines bought, sold, rented, rebuilt Teeter-Warsh Co., 
849 N. 8rd St., Milwaukee 3, Wis. 











NATIONAL BOOKKEEPING MACHINES wanted, 3000 Class, 
4 and 6 total machines, with typewriter and front feed 
carriage, above 40,000 serial number; also, 3100 Model, Add- 
ing Machines, Calculators, Comptometers. Advise serial and 
model numbers. Office Machines Inc., 619 Pine St., St. Louis 1 
Missouri 








BURROUGHS BOOKKEEPING MACHINES, All Models, 
Bought and Sold. Give serial number and model in request 
for quotation Business Equipment Co., 160 W. Larned, 
Detroit 26, Mich 








WANTED TO BUY Late model Elliott-Fisher bookkeeping 
and billing machines. Must be over 270,000 serial number 
J. & T. Office Machine Co., 605 W. Washington St., Chicago 6 





NATIONAL 2000 & 3000 Class, Burroughs Bookkeepers, Cal- 
culators, Addressing Machines, Bought & Sold Send full 
description Pan-American, 1225 S. Olive, Los Angeles 











WANTED—ALL MAKES calculators and adding machines 
State make, model, serial number and adding capacity In 
ternational Office Appliances, Inc., 326 Broadway, New York 
i; ee 





WANTED TO BUY Sundstrand bookkeeping machines, 
Models A, C and D. Give complete model number, serial 
size carriage and whether front feed or back feed Inter- 
national Office Appliances, Inc., 326 Broadway, New York 7, 





BOOKKEEPING MACHINES—National Models 2000—3000 
and 3100 Bought and Sold. For quotation contact Jordan 
Scheid Co. S.E. Corner 7th & Market, St. Louis, Mo 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington 
Accounting Machines, and everything in the office machinery 
line. State model, serial number and we will quote highest 
cash prices. International Office Appliances, Inc., 326 Broad- 
way, New York 7, N. ¥ 


WANTED Burroughs or N.C.R 3ookkeeping and Billing 
Machines, Calculators, Comptometers, Adding Machines, etc., 
any style Quote complete description and best price 
AMERICAN BUSINESS MACHINES, In 573 Broadway 
New York 12, N. Y 





BURROUGHS, MOON HOPKINS KARDEX, Bookkeeping 
Machines, Comptometers, all makes calculators bought and 
seld Dorrell Office Machines Co Inc., 89 So. llth. Street, 
Minneapolis, Minnesota 





BURROUGHS PRODUCTS our specialty, get our higher cash 
prices for calculators, bookkeepers, billers, comptometers 
A. L. Steen, 547 So. Dearborn, Chicago 5, II] 











ELLIOTT-FISHER machines, calculating machines, adding 
machines—all office equipment, bought and sold. W. J. Crow 
ley Company, 906-908 N. Water St., Milwaukee 2, Wis 





CASH FOR NIAGARA BX2M and A. B. Dick 90 Mimeographs 
and late model Underwood and Royal Typewriters. Housel 
tox 13, Basking Ridge : 








CASH PAID FOR MULTIGRAPH, MULTILITH, Varitypers 
Mimeograph, Addressographs, Typewriters Presses Also 
we trade and sell. Write Dixie Service, King, North Carolina 








KARDEX, ACME, all makes used visible filing equipment 
Thousands of reconditioned cabinets, panels, books, always 
on hand. Special service and prices to dealers for purchase 
or sale. Get our quotations, Chas. S. Nathan, Inc., 548 Broad 
way, New York 12, N ‘ 





VARITYPERS, IBM'S, all kinds office machines sold, bought 
wholesale, export All-Languages Typewriter Co 119 West 
23rd Street, N " CH-3-8086 








VISIBLE EQUIPMENT bought, sold and exchanged W 
specialize in rebuilt Kardex, Acme and International Visible 
Factograpb cabinets, as well as other makes. Write and tell 
us what Visible Equipment you need or have for sale. Special 
prices to dealers. Heineman Office Equipment Co., Dept. OA 
{ N. Sth St., St. Louis 1, Mo 





LARGE AMOUNT used visible cabinets, KARDEX ACME 
and RAND. Variety of sizes and styles 4-1 condition, very 
reasonable. Evereteel Equipment Company, 69 Spring Street 
New York 12 


KARDEX, ACME, POSTINDEX, ETC 
SPECIALISTS IN VISIBLE Filing Equipment for 30 years 


Full cooperation offered to dealers on sales or purchases 
All equipment thoroughly rebuilt and guaranteed. Com 
mercial Card System Co., 135 Grand St., New York 1 i. ae 
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As we go fo press——— 


OFFICE MACHINE DEALERS AID IN WACO 
CLEAN UP ... Many thanks have been expressed 
by office machine dealers in Waco, Tex., following 
the disastrous tornado of last May 11, which dam- 
aged more than 150 buildings in the downtown 
business district. 

Most of the firms, of course, were immediately 
faced with an apparently insuperable problem in 
bookkeeping, taking inventory of remaining stock, 
tracing down accounts receivable and payable, 
and otherwise getting a black-and-white picture 
of how they stood. Since in all of the demolished 
buildings, office machines were completely de- 
stroyed, this has been a more than serious matter. 

The Waco office machine dealers, who through 
one stroke of good fortune or another escaped 
damage or injury, were quick to loan their facilities 
to businessmen. The local agency of Friden Cal- 
culator Company, for example, loaned out not 
only all of its adding machines, calculators, etc., 
which had been in stock at the time of the tornado, 
but likewise obtained several shipments from other 
Friden outlets throughout central Texas to help 
carry the load. 

Hill Printing & Stationery Company, another 
major office machine dealership, swiftly placed 
all of its equipment at the disposal of its former 
customers and other businessmen as well. 

Along Franklin street, between 5th and 6th 
avenues, “office machine row,” damage was not 
as intense as in other sections of the downtown 
district, and some 250 adding machines were 
resurrected for duty in the “cleaning-up” process. 
This service by the Office Machines Company, by 
Burroughs, National Cash Register Company and 
other agencies, was of inestimable value in helping 
businessmen in all retail fields to file claims with 
insurance companies. There were more than 250 
representatives of underwriting firms on the job 
in Waco within a few days after the giant twister 
had devasted the city, and each expressed him- 
self grateful for the help furnished in the form of 
office equipment by dealers.—RAL (Story on page 
124) 


NEW REGIONAL MANAGER FOR FLO-BALL . . . 
Promotion of Allen Newman to the new post of 
midwestern regional manager of the Flo-Ball Pen 
Corporation was announced on June 4 by Charles 
Sabel, executive vice president. Mr. Newman, 
who has been a member of the pen company’s 
New York staff, will headquarter in Chicago. 

Creation of the new regional sales office serving 
midwestern states is in keeping with Flo-Ball’s 
expanding sales activities in that area, Mr. Sabel 
said. 

Flo-Ball, one of the leading producers of ball 
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point pens, is an affilliate of Clary Multiplier Corp., 
manufacturer of business machines. 


WHARTON HEADS LOCKWOOD BUSINESS . .. 
Millington Lockwood Inc., one of Buffalo’s oldest 
office supply and stationery concerns, announced 
the election of Hugh D. Wharton Jr. as president. 
He succeeds Richard B. Lockwood, who becomes 
chairman of the board. Son of the company’s 
founder, Millington Lockwood, Richard Lockwood 
has been with the company since 1904 and its 
president since 1932. 

Mr. Wharton has been executive vice-president 
and treasurer of the Swan Printing & Stationery 
Co. Inc., Buffalo, which he helped found in 1940. 
Ray G. Hoemke, sales manager of Swan Printing, 
has joined Millington Lockwood as assistant sec- 
retary. 

The Lockwood concern and its predecessor firm 
date back to 1884. The company has been in the 
Ellicott Square since 1896.—GET 


SOUNDSCRIBER ELECTS TWO NEW DIREC- 
TORS . . . Walter J. Niles, president of The Sound- 
Scriber Corporation, announced on June 11 the 
action of the company’s board of directors, which 
elected R. W. Davidson and William C. Fenniman 
as new board members. 

R. W. Davidson has been with the company 
since 1948, when he took over its sales manage- 
ment. In 1950 he was appointed vice-president 
and general sales manager. 

William C. Fenniman is vice-president and trust 
officer of Phoenix State Bank & Trust Company, 
Hartford, Conn., and is also a director of Abbot 
Ball Company, E. Ingraham Company, Sisson 
Drug Company, and others. 


OEMI APPOINTS RAY A DIRECTOR . . . Carl P. 
Ray, vice-president of Underwood Corporation, 
was appointed a member of the board of directors 
of the Office Equipment Manufacturers Institute 
at a recent meeting in Boston. 


MARCHANT DISTRICT OFFICE IN SAGINAW 
. . . Edgar B. Jessup, president of Marchant Cal- 
culators, Inc. announced on June 3 the establish- 
ment of a district office in Saginaw, Mich. 

“The new Marchant office” said Mr. Jessup, “has 
been established to meet the growing demand for 
our new Figuremaster and Figurematic calculators 
in the progressive Saginaw area.” 

Brian V. Weadock has been promoted to the 
position of agency manager of the new district 
office and Raymond D. Fisk has been promoted 
to service manager. Marchant offices are located 
at 113 Federal Avenue, Saginaw. 





State of the — PSE AD Is Sos 


@ New Credit Plans. Harold Mann in his NOMDA ~ ee Mechanization Challenge. Addressing the 
“Keeping You Posted” bulletin poir NOMA convention in Boston, Ray R. Eppert 

A new credit plans are being offered including the executive vice-president of Burroughs Corporation, 
NAMA plan recently opened on the Pacific Coast made these remarks of particular interest to our 
and expected to spread nation-wide. He says, industry 
“Latest of all is the plan of commercial banks to The feeling is widespread, these days, that fo! 
take non-recourse paper on contract sales with a some years the productivity of the individual office 
charge of 3 to 5% to the merchant. This is very worker has actually been on the decline 


be 1+ 4} wrens 
it that ma 


new but it is being taken =. oe ind more Perhaps largely because of competing indus 
banks as a means of giving the small merchant a trial wage rates and increased fringe benefits in 
charge account plan that will enable him to com- the factory, the difficulty of hiring high caliber of- 
pete with the department pant fice personnel has become a common complaint 

Office machine dealers have been vitally inter Office wages are rising; training costs | om 


have g 
a h om — og Dra a Dr sid gen ip tremendously owing to rapid turnover 
tr Thin - weg = eaeees . STOR ert = yether, these considerations present a singula 

einer. is makes possibie the sadie oO! typewriters lanamy eHiTre——<¢ ' dd fo " s office 

on the installment plan without having the dealer ae aoe oo tapings is enact casa agen 

nant mage. Page salase Be people who are likely to produce progressively less 

handle his own paper. Canadian members of the for progressively more pay! 

industry were told about this scheme at the recent as hag NP g 8. EE Se 

Niagara Falls meeting. inis siltuat n nds p € aa a il¢ C 1Ce € ult 

ment industry with a sturdy challenge with respect 

: so , to designing and building office machines. It has 

i rh erat fale es - 7 gots op af been possible to reduce materially the effort and 

‘ he Air Force methoc ‘ ; : 7 wasdaliies 

ra i. ‘al ~aa ree y , 4 7 Anan "hes raining formerly required of a machi le operator 

C I ISIS Of eacn oOllc . 

ot em pa tly He ’ = j ae ; nae yy There has been, too, a erence ible eff to pro 

ee eee TICK OF oes. Aegem duce office machines whose flexibility wou suld insure 

dled in its entirety throug] mt ;. lhere are : cident of idin Hen ab acini oak ean 5 
around 300 individual air force office ind sta hs: ce Saeetieet teaseiran 


; 


tioners are advised to start immediately getting 
j 


acquainted with the purchasing personnel at the 
various bases. Office mac 11 upplies w 
be bought from local com; 


@ Super Markets Have Troubles, Too. The Journa! 
of Commerce recently reported from the Cleveland 
Super Market Institute convention that store operat Page 12. Here’s more about ‘Profile of a Dealer mother 
ing expenses during the past year have increased hapter from the Office 
at a faster rate than sales. This continuing rise Four pages of graphic 
has impaired the industry's net profit position and those who move the products of this industry 
periled a continuing expansion progran 
Of a group of 300 super market companies, 74 Page 15. Keeping a card file on every office machine sold 
reported a higher store operating expense ratio has paid dividends for J. A. Garner of City Office Supply 
for 1952, with only 14% able to reduce their ex rompany, Corsicana, Tex. It’s another experience story 
pense ratio, while 12% maintained the 1951 ratio with Mr. Garner passing on his ideas in order to help other 
Higher productivity per man hour, other operat sili 
ing economies and larger dollar volume are the 
super market targets just as they are in the sta Page 18. Bud Wilson passes along excerpts from 
tionery and office equipment industr handising Primer. A page for fast and profitable reading 


® Parcel Post Rates Perilous. Testifying before the Page 20. Emphasis on Color in Dur machin per 
Interstate Commerce Commission on the matter of has boosted sales for Curry Office Supply Company in 


increased postal rates, NS SO] “A ; attorney, Reuben Wa Tex. Here's profitable pron 
S. Haslam, recently said: lealer 

“During the past four years, stationery and office 
equipment dealers along win other user f parcel Page 21. | collection letters present a problem in prey 
post have experienced an increase of more than tion? Let Irving Settel, conductor of the Ad-V 
65% in the cost of distributin«: j their products throug} help | y ten rules 
the parcel post system. If the I.C.C. consents to the 
current rate increase prop 1] f the post office Page 22. More modern display ideas on a “Keep Your Desk 
department, the parcel post increase will amount in Order promotion and how to better use the list y space 
to 100% or more over the rates in effect four years f your store window . 
ago. Since warehousing and transportation costs 
of retail stationery and office equipment deal 
now represent $.03 per dollar les, or 16% n h ri : 
than their profits per dollar of sales, a further in the NOMA conference and twe inadian industry gather- 
crease in postal rates could be disastrous for many ngs. This is up-to-the-minute news coverage of the ollice 
small dealers .. .”. supply and stationery industry ae 
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What Products Does He Handle? 


—_—) BxhZ 


The profile shows that the average dealer is 88% 
handling a tremendous variety of products. ” 
Though there are still dealers who sell sta- 87% 
tionery, machines or furniture to the exclu- 
sion of the other two categories, the con- 
tinving trend is toward a complete office 
outfitting service. With two out of three 


dealers, ‘Everything for the Office’’ is more 43% 






than a slogan— it represents an actual fact. 


Commercia 


Because of the thousands of commercial stationery and 
office supply items sold by dealers, it is impractical to 
obtain specific data on each of them. The products 
listed above are not all-inclusive and are intended 


only to represent various classes of merchandise. 





61% 
29% 
10% 


| Stationer 
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W. Jackson Bivd., Chicago 6, Ill. Dota obteined and 
compiled by Elrick, Levidge & Co. Reproduction pro- 
hibited without permission. 
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FILING CABINETS 
FFICE MACHINE STANDS 
CHAIRS & STOOLS 
DESKS 
TABLES 
WASTE BASKETS 
SAFES 
DESK ACCESS. 
STORAGE & WARD CABIN. 
DESK LAMPS 
COSTUMERS 
COUNTER HEIGHT EQUIP. 
BOOKCASES 
SHELVING 
CHAIR IRONS, CASTERS 
UPHOLSTERED FURN. 
LOCKERS 
FOLDING CHAIRS 
RECEP. ROOM EQUIP, 
FOLDING TABLES 
SCHOOL FURN.& EQUIP, 
DRAFTING EQUIP, 
BANK & COURT HSE.FIXT. 
FLOOR LAMPS 
SHIPPING ROOM EQUIP. 
LIBRARY FURNITURE 
AIR CIRCULATING EQUIP, 
SHOP EQUIPMENT 
PARTITIONS 


profile of a DEA 


Copyright 1953, OFFICE APPLIANCES Mogorzine, 600 


W. Jackson Bivd., Chicago 6, II!. Data obtained and 
compiled by Elrick, Lavidge & Co. Reproduction pro- 
hibited without permission. 


OFFICE FURNITURE and EQUIPMENT 
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SOCIAL STATIONERY ITEMS 


43% 


41% 
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Q GANIZATION and 
ADMINISTRATION 









VOLUME 
Under $50M | 11% © i How Is His Firm Organized? 
2 aes <= — Half of th j t 
50M- 100M PART: 22% SINGLE PROPRIETORSHIP 5] % a ts “ eee a niin 
* OS ee gie proprietorships. orporate 
1G0M-250M 12. 2 ownership is next in popularity 


% 32% 


with partnerships the least in 
250M-1 Mil. | vogue. Quite naturally almost all 


of the largest firms are corpora- 
Over $] Mil | . © tions as the chart illustrates. 
; 4 


How Large a Staff Does He Have? 


Under $50M : ; +S 7 ; : bee | Ss i » The number of employees is di- 
es : rectly related to dollar volume. 
50M- 100M There is a rapid increase in the 
100M- 250M size of the staff from $250,000 
sed D : ae a up. It should be noted here that 
250M-1 Mil ee me Prigy he ">> practically every dealer has in 

RS Se ma | addition at least one part-time em- 
Over $1. Mil ployee—some have as many as 







ten. 





EALERS OWNING OR LEASING SPACE BY CITY SIZE 





City Under 10M} own Sra LEASE 68% aa 

ia Ws Who Owns the Building? 
10M- 25M So 
‘" One out of four dealers own their 
25M-50M | To I3o own space on an industry aver- 
E 18.4 age. The small town dealer rents 
SOM: 100M = “ in fewer cases than his big city 

100M-500M _ 80% cousins. 
— OVER 500M 81% 


Where Is His Store Located? 


are 10% 3 
fe) dist se . The dealer feels his Main Street 
NS) . , location is essential for customer 


convenience and for rapid deliv- 





ery service. Even more important 





, is his first floor location where he 
OFT can attract the public with window 
ued displays. 
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Keep a Card File on Every Machine Sold 


»ARNER 


City Office Supply Company, 


Corsicana, T 


gm MAINTAINING A CARD FILE 
has many advantages, we have dis- 
ugh our many years of 
experience in the office supply field. 
We are referring to a file which lists 
every machine, typewriter, 
or other office equip- 
ipplies ordered by a spe- 
cific purchaser. Full details are 
noted on price, serial number and 
brand 

One of these advantages was 
graphically brought to light several 
months ago, in connection with the 
theft of adding machine from 
the automobile of one of our cus- 
tomers. He had been transporting 
machine to his home for 
1 work on his books 
ving the car for a few 
irned to find the ma- 


covered tnrt 


cash registe! 


ment or 


the addil 


some adaition 


Helped Police 

Naturally, he reported the theft 
to the lice, but was unable to 
serial number or any 
tatistics concerning the 
hine other than its des- 


When he contacted me, I was able 
o give him all the necessary details 
rom i fle which I have main- 
tained meticulously for the past 30 

t card which bore his 
name, was a description of the add- 
ing machine, its serial number, 
price, bral and all other details. 
This information was passed along 
and within a week, 
the addi machine was recovered 


1€@ PO1Ice 
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from a pawn shop in another Texas 
city. 

Our customer, of course, was de- 
lighted, and well aware of the fact 
that if I had not registered these 
facts, the adding machine might 
never have been recovered. Most 
customers, we have found, never 
take the time to jot down the 
serial number of any of their office 
equipment, and for that reason, 
I consider it simple “good business” 
to maintain a complete card file 
record on every machine I sell. 


Keep Tab on Supplies 


We also list the office supplies 
purchased, so that we can see “at 
a glance” what type carbon paper 
the customer uses, whether he uses 
heavily inked ribbons, or standard 
types, weight of paper, types of 
inks, and all other information. 

The cards are maintained in a 
capacious green metal card file, lo- 
cated on the main service counter 
of. our store, where any salesperson 
can quickly put it to use. 

The card file was developed orig- 
inally to provide us with an “at 
sight” inventory of the equipment 
and supplies which we had sold to 
specific customers. We used it to 
guide our direct-mail sales efforts, 
to follow up customers in person, 
and to thus obtain a quick reference 
as to what his needs were. All of 
these facts alone, make mainte- 
nance of such a card file worth- 
while. 

In recent years, however, the rise 
in the cost of living and highly com- 
petitive nature of good jobs has 
brought about a correlary increase 
in the amount of petty theft—and 
office machines rank high on the 
list. Therefore, we have taken the 
simple precaution of registering 


every serial number possible, whe- 
ther it refers to a small adding ma- 
chine, or an expensive bookkeeping 
machine. We tell our customers that 
this information is kept for them, 
and in this way we have gained 
additional good will. 

The cards we use are 5x7-inch 
printed forms. On the face is the 
customer’s name, address, telephone 
number and similar facts. Below are 
columns in which are listed all the 
office machines he has purchased, 
with the price paid, method of pay- 
ment, and any general information 
of interest. 


If we sell a cash register, for ex- 
ample, after all of the serial num- 
bers and so forth are registered, 
we add the notation, “Will need an 
adding machine,” for later refer- 
ence. If a firm purchases a type- 
writer and we know they have a 
tremendous amount of copy work, 
we add the notation, “Possible pros- 
pect for a duplicating machine.” 

Over the course of a year or two 
a lot of information appears on 
these cards, to the point that our 
customers are surprised by the 
knowledge we seem to have about 
their offices and the equipment they 
need. 

Mailing List Basis 

The card file forms the basis for 
a fine mailing list, inasmuch as al- 
most every one of the 750 cards in it 
represents a regularly-buying cus- 
tomer, one who is well disposed to- 
wards the store, and will respond 
to special invitations and informa- 
tion. 

In fact, we have on many occa- 
sions, encountered many customers 
who ask to be added to the card 
file because that automatically 
places’ them on our mailing list.— 
RAL 
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Strike Up 
the Band 


Act | of a Series 
by ZENN KAUFMAN 


sales consultant 


Zenn Kaufman 








New Article Series Empha- 
sizes Showmanship 


It has been our custom in editing 
to feature material obtained mostly 
from within the industry. We 
believe that no trade can live ex- 
clusively on the ideas that it de- 
velops within itself. Our business 
has no monopoly on brains—and 
this series deals with ideas that are 
fundamental to all men in business. 
Showmanship will be a universal 
need of merchandisers as long as 
shows are a universal craving of 
the people who use and buy prod- 
ucts. Acknowledgement is made fo 
Harper & Bros. for permission fo 
reprint parts of “Showmanship in 
Business” by Goode & Kaufman. 

—The Editors. 
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m@ BELIEVE IT OR NOT—~you are a 
showman, Every day you put on 
your own little show, and the extent 
to which it is a good show and 
pleases your audience determines 
your “box office.” Most of us recog- 
nize this. Most of us admire the 
good showman. You have one or 
more in your community—he prob- 
ably commands a good income and 
the respect of his fellow business- 
men 


“A Simple Force” 


But the trouble with good show- 
men is that they never tell you how 
to do it yourself. On occasion they 
will write or tell about their ex- 
ploits. But although they are al- 
ways interesting, they never are 
instructive. In fact, they will imply 
there is a certain subtle, elusive 
something about showmanship that 
is impossible to define. It’s a gift! 

Now that’s not true. Showman- 
ship is a simple, everyday force. 
Every office appliance dealer can 
use it as simply as he turns on the 
light. This series of stories will 
show you one by one the things that 
make good commercial showman- 
ship—will tell you how to do them 
yourself in your own business to 
sell more office supplies and equip- 
ment. 

But before we discuss the basic 
elements, let’s stop for just a sec- 
ond and consider, exactly, what 
showmanship will do. It will do 
just three things: 

@ Attract attention. 
@ Emphasize a point. 
@ Appeal to emotions. 
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First, this matter of attracting 
attention. 

In Oklahoma City, Dorsey Doug- 
las got real attention for his out- 
door advertising by using a huge 
cut-out of a man on a bicycle— 
wheels turning all the time. 

A salesman for a printing supply 
house has a list of his products 
printed on his calling cards. Before 
presenting his card to customers, 
he gets plus attention value by 
punching a hole next to the item 
he wants to discuss. 

In Muskegon, Mich., the Daniels 
Company got attention for a win- 
dow display by hanging a washline 
full of skirts in the window. The 
copy said, “Losing Your Shirt?” and 
went on to tell how mounting costs 
of office operation could be con- 
trolled by using the right equip- 
ment. 


Stress A Sales Point 


Now for emphasis—and here we 
reach a type of showmanship that’s 
vastly more profitable. One of the 
earliest examples of good showman- 
ship was the original Shaw Walker 
trademark which showed a man 
jumping into a file drawer and il- 
lustrated the slogan, “Built Like a 
Skyscraper.” The Daniels Company, 
too, was emphasizing a selling point 
with the display mentioned above 
since it told customers Daniels 
could help them save money in the 
operation of their office. 


“The Heart Decides” 


Now for the emotions. All good 
selling is emotional. Appeals to 
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pride, love, and fear are the sound- 
est. Even most logical selling suc- 
ceeds only because when you use it 
you are flattering the buyer, imply- 
ing that he is sensible and a good 


buyer. That’s an appeal to his 

pride. It isn’t your facts that sell 

him—it’s the fact that you are 

willing to accept his supposedly 
shrewd judgment. 

Reflect Feelings 

“The people will buy any paper,” 


says Hearst, “that in addition to 
giving news reflects their feelings.” 


Feelings! “It’s not the intellect of 
a juror—nor his intelligence that 
is the important thing,” said the 
late Clarence Darrow in Esquire. 
“In fact, deliberation, if it does 
anything, retards decision.” 
Darrow’s shrewd appraisal has 


saved the skins of many men. Let 
it save you money. Appeal to emo- 
tions and feelings. 


Cincinnati 400 men went into a 
Knox hat shop to compete for re- 
semblance to Apollo Belvedere, you 
can see that vanity has not yet 
gone from the United States, nor 
the earth, for that matter. 

In Seattle, a Chrysler dealer 
found that there was one magic 
spot on the sale floor in which al- 
most any car would sell. Investiga- 
tion showed that the reason lay in 
the fact that the car faced a ceiling- 
height mirror and, sitting at the 
wheel, a prospect could see himself 
in all the glory of possession of the 
car. Similarly, The Adams Desk 
Company in St. Louis found it a 





FREE! FREE! 
Send a self-addressed stamped 


good investment to place a mirror 
facing their most expensive desks. 
Then, sitting behind the desk, the 
prospect would say, “Boy! I feel like 
a millionaire!” And buy. 
Amos and Andy, Esther Williams, 
Mickey Mouse, Orphan Annie—they 
don’t appeal to our intellects, do 
they? Few shows do. Showmanship 
is essentially a great emotional 
force. Use it for greater profits! 


Turn to Shows 


To discover the basic elements of 
showmanship, we naturally turn to 
the great public shows. We turn to 
the movies, stage, radio, sports 
arenas, circuses, newspapers and 
magazines. These are the shows 
that extract billions from the public 
annually. What are the things that 
all these shows have that make 
“box office” and how can we turn 
them into “cash register?” Next 


month we start to name them and 
tell how to use them—and give you 
examples of how to use it yourself 
in selling stationery and office 
equipment. 


envelope for your copy of the Show- 
manship Yardstick — a 12-notch 
check list of showmanship elements 
that you can use in your business. 


The Chesapeake & Ohio Railroad 
sold night travel by picturing a 
sleeping kitten. It appealed to senti- 
ment. When you consider that in 








THE SALT LICK 


Monthly musings on salesmen 
and their problems 


by L. R. ADDINGTON, vice-president 
dealer sales, Art Metal Construction Co. 





@ MANY MEN START in the selling field 10. Am I willing to give before taking? 


under the impetus of needing a job. They 11. Am I conscious of responsibiltiy? 
take a job selling in much the same man- 12. Do I enjoy competition? 
ner they would running a machine, a 13. Am I easily discouraged? 
truck, or working on a construction crew. 14. Am I neat and clean? 

Selling can become a profession 1S. Do I like to meet people? 
through hard work, self-improvement, and 16. Do I plan my work? 


17. Am I willing to study, think and im- 
prove each day all my life? 


self-discipline. Every man before tackling 
a selling job should do some self-analysis. 
It is just as important for him to do this 
as it is that the prospective employer 


The above self-appraisal when carefully 
checked should almost have a unanimous 
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analyze the pluses and minuses in his 
makeup. 

Each man thinking of entering the sell- 
ing field, should ask himself some very 
personal questions. 


Do I like to do things for others? 


yes after each question for if a man wants 
to excel at his life's work of selling he 
will find that he has chosen an exacting 
task master who seldom gives him a sec- 
ond chance if he fails with the people 
whom he contacts. 


l. 

2. Do I like to work with people? The man who thinks of becoming a 
3. Am I analytical? salesman must realize that because he is 
4. Do I have good word knowledge? dealing with people, he must start off by 
5. Am I observing? knowing that his employer expects him to 
6. Do I look at myself for the answer to be healthy, eager, like to work, earnest 


my failures? 

Am I healthy? 

8. Do I like to win? 
S. Am I honest? 


~ 
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and be able to motivate others to buy those 
things which they need. 

The know-how in selling comes from 
constant trying. 
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Merchandising Primer 


Excerpts from 


a book 
by BUD WILSON 


THE MISSING INGREDIENT 
* Just what is merchandising? 


When 
the package wins prizes but no 
customers ... 
the ad enjoys high readership, 
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About Merchandising 
Primer and Author: 


“Merchandising,” says Bud Wilson, “has 
been the least catalogued phase of mar 
keting science. It has been played largely 
by ear. Now, the Merchandising Primer 
endeavors to set down some notes. Read 
ing time for the score: 2 to 3 hours. 
Published by the McGraw-Hill Book Com 
pany, New York City; price $3.95. 

Mr. Wilson is now president of the 
Twining Sales Corporation. His former 
positions include executive vice-president 
and general manager of the Hanscom 
Baking Corporation; eastern general sales 
manager, Old Town Corporation; adver 
tising and sales promotion manager, Burry 
Biscuit Corporation. He has also been 
associated in a merchandising capacity 
with Young and Rubicam, the M. R. Weiser 
Company, and R. H. Macy’s. He is a mem 
ber of the New York Sales Executives 
Club, National Sales Executives, Inc., and 
the N. Y. Bakers Club. 





but readers aren’t buying ... 
the salesman is making calls but 
not sales... 
product standards are high but 
buyer acceptance low... 
distribution is adequate but not 
effective 
something is missing! 
What? 
In more cases than not 


the missing ingredient is 
merchandising .. . 


”) JUST WHAT IS MERCHANDIS- 
“* ING? Merchandising is mar- 
keting strategy to get 
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to the right place 























in the right quantity 




















at the right price 






at the right time 
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in the right light 
Merchandise (both goods and 
services) refers to articles as ob- 
jects of trade. 


A shoe, for example, in the final 
possession of the consumer is no 
longer an item of merchandise. 

But that same shoe, as a mer- 
chantable article intended for sale 

-at any point from the factory to 
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the ultimate consumer—is a piece 
of merchandise. 

Merchandising means strategic 
action to move merchandise. 

But isn’t that marketing? 


NO... 


Marketing is the over-all function 
of moving merchandise. 

Merchandising is that subfunc- 
tion of marketing dealing specifi- 
cally with strategy to move mer- 
chandise ... with the manipulation 
of merchandise and tactics to make 
the flow of merchandise more rapid 
and more economically effective. 


Right 
is the important word in our 
definition. 


Marketing without any merchan- 
dising consideration whatsover 
would simply be getting 

a product (any product 

to a place (any place) 
in a quantity (any quantity) 
at a price (any price) 
at a time (any time) 
in a light (any light) 

The degree of rightness in the 
actual market place is the measure 
of merchandising accuracy. This 
means “rightness” as to 

product, 
place, 
quantity, 
price, 
time, 
and the light in which the product 
is made to appear in each suc- 
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eeding party in the channel of 


distribution 

Merchandising is the selective, 
liscretionary and regulatory factor 

marketin« 

Without it, product and package 
lesign would be strictly, unimag- 
inatively, and incomprehensively 
utilitarian 

Without merchandising, advertis- 
ing and selling would be as water 
power unharnessed—as a blind 
shot-gun blast, rather than a care- 
fully aimed and timed rifle shot. 

Without merchandising, market- 
ing research would be probing with- 


out purpose. For marketing research 
receives most of its assignments 
from merchandising. 

Regardless of one’s place in the 


marketing operation, he is con- 
stantly arriving at strategic cross- 
roads. 

The ability to take the right road 


in these questions of selective dis- 
cretion is merchandising ability. 
Merchandising ability and the op- 
portunity to use it are by no means 
limited to merchandising men. 











Each member of the marketing 
team... 
Sales Manager 
Advertising Manager 

Sales Promotion Manager 

and Marketing Research Manager 

has a hand in a company’s 

merchandising. 


Nor does it stop there. 

The salesman with merchandising 
ability sells better. 

And the copywriter with mer- 
chandising ability writes more ef- 
fective copy. 

A newly-appointed advertising 
counsel was discussing with a citrus 
fruit canner the problem of a prod- 
uct that was not selling well. 

“What kind of syrup is in that 
can?” asked the advertising man. 

“Oh that’s not syrup,” replied the 
canner. 

“We pack that fruit in its own 
juice.” 

“Eureka!” shouted the advertising 
man. 

“Let’s test what happens when we 
feature the juice instead of the 
fruit!” 

Under the new policy sales soared. 

That advertising counsel had 
merchandising ability. 





(Case histories reported 
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RETAILER’S LIABILITY FOR DEFECTS 


@ AN ALUMINUM TUBULAR chair was 
purchased from a San Diego, Calif., re- 
The chair had been delivered to 
this retailer “knocked down” by the man- 
ufacturer who had subsequently become 
bankrupt. A few days after the purchaser 
used the chair as a step ladder. The user 
in getting down from the chair rested her 
hand for support on the back of the chair. 
The back fell off and she was thrown into 
the sharp uprights to which the back of 
the chair had been attached, suffering 
serious injury. 


tailer. 


A judgment against the retailer for $25,- 
000 was affirmed by the California Su- 
preme Court with the comment, 

“If the manufacturer is negligent where 
danger is to be foreseen a liability will 
follow. The manufacturer of a commodity 
has the duty to see the probable results 
of the normal use of a commodity or of a 
use which can reasonably be anticipated. 
The retailer cannot be heard to complain 
because it was bound by the same rule 
of liability as the manufacturer, pertaining 
to the particular part it played in assem- 
bling the manufactured article. 


7 . . 


Phillips v. Ogle Aluminum Furniture, 235 
Pac. 2d 857, California. 
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by Albert Woodruff Gray) 


LACK OF SERIAL 
NUMBER 


@ A PHYSICIAN of Tucson, Ariz., had 
for nearly a year supplied a drug addict 
with morphine and taken in pay stolen 
articles among which were two type- 
writers. With the issuance of a search 
warrant these typewriters were found in 
the home of the physician. An indictment 
later handed down by the grand jury was 
in part that this man did, “wilfully, know- 
ingly and unlawfully, for his own gain, buy 


or receive stolen property, to wit two 
typewriters, all totaling the value of $50, 
knowing the said personal property to have 
been stolen.” 

The physician was arrested, tried and 
convicted. In the reversal of his conviction 
a few months ago the Supreme Court of 
Arizona said of the lack of the serial num- 
bers of these typewriters in the indictment: 

“The property was capable of a com- 
plete, exact and definite description. This 
is not an instance where the goods are 
homogeneous. The County Attorney with 
a minimum of effort could have ascertained 
these identification marks and described 
the property so that there would be no 
doubt as to which property the defendant 
was charged with receiving.” 


State v. Kuhnley, 242 Pac. 2d 843, Arizona. 








Emphasis on Color in Duplicating Machine 


Papers Boosts 


Sales 


by R. A. LATIMER 


special writer 


@ COLOR IN THE PRODUCTS of 
office duplicating machines is be- 
coming an increasingly important 
factor in merchandising the ma- 
chines themselves, and have been 
directly responsible for a solid vol- 
ume increase at Curry Office Supply 
Company, Waco, Tex. 

The Curry organization, with a 
small, but modern store one block 
off the central Texas community’s 
main shopping thoroughfare, has 
specialized in duplicating machines 
for most of its business life 

Theodore Curry, head of the firm, 
is personally responsible for the 
fact that many Waco business firms 
who formerly used no direct mail 
whatsoever, are now dependent 
upon it for much of their own sales 
volume, and through a close study 
of the promotional needs of each, 
he has expanded the department to 
cover almost any situation. 


Even small two and three-em- 
ployee firms are capitalizing upon 
easily-produced direct mail, while 
many of the larger business organ- 
izations which formerly depended 
upon printed flyers, folders and 
similar “stuffers,” have switched to 
producing their own. 


Color Essential 


Essentially responsible for the 
sharp upturn in duplicating ma- 
chine sales since the end of World 
War II, has been the emphasis on 
brilliant and unusual colors in du- 
plicating machine work, according 
to Mr. Curry. In the Waco store he 
displays papers ranging through 
some 36 color choices. The battery 
of steel shelving at the right of the 
store, directly opposite the active 
duplicating machine display, has 
been carefully labeled off to imme- 
diately impress the visitor with 
color choices. 

As shown, shelf after shelf bears 
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Labels Tell Story ... 





Curry Office Supply Co. uses the labels shown on the 


shelves to indicate the wide range of color available in mimeo bond. 


two-inch “strip signs’ under each 
stack of packaged duplicating bond, 
indicating the color choice avail- 
able. All of the primary colors, un- 
usual shades in pastels, multiple 
colors, and even varieties which 
bear names usually associated with 
artist’s palettes appear. 


Black & White Ebbs 


When demonstrating duplicating 
equipment of all types carried by 
the store, Mr. Curry, or one of his 
salesmen is sure to seize upon the 
“direct-mail topic” as soon as pos- 
sible. If the customer intends to 
make use of such machines in con- 
tacting customers, it is immediately 
pointed out that the familiar black 
and white of yesteryear is rapidly 
receding from the promotional pic- 
ture. He is told that the employ- 
ment of bright, attractive colors, in 
making up any type of direct-mail 
enclosure, or in the production of 
letterheads, bill heads, statements, 
forms and invoices, is getting far 
better results. 


“Every businessman, of course, is 
familiar with firms which have 
adopted an identifying color and 
use it in every phase of their oper- 
ations,” it was pointed out. “This 
is true in the use of colored type- 
writer ribbons to match the color 
of trucks, packaging, or the product 
iuself. We urge even small business- 
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men who normally depend upon 
standard forms and advertising 
materials to similarly choose a 
color and implement it in every 
step of conducting the business. 
This is an idea which invariably 
gets real response from the pros- 
pect.” 

Bringing out one sample after 
another, Mr. Curry points out the 
bright, fresh appeal which the color 
of the paper, or contrasting colors 
effected by the use of vari-colored 
inks can produce. The businessman 
can benefit by utilizing a different 
color for each season of the year, 
switching from month to month, 
or even automatically “classifying” 
his type of direct mail by using a 
separate color for each variety. 


No Salesmen Required 


It does not require the presence 
of a salesman for the “color theme” 
to be vividly brought to the store 
visitor’s attention. The “strip signs” 
which appear liberally along the 
Shelves throughout the store, indi- 
cating-as they do color choices from 
stack to stack of duplicating bond, 
invariably cause immediate inter- 
est. “Thus, we go a bit further than 
usual in identifying our stock,” Mr. 
Curry smiled. ‘‘Therefore, what 
would be expected to be only a bat- 
tery of shelving has become an ef- 
fective selling display point.” 
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by Irving Settel, authority on retail advertising 


34. Ten Ways to Write Collection Letters 
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@ EVERY MONTH, hundreds of collection let- 
ters are mailed out by office appliance mer- 
chants in an effort to collect overdue accounts. 
If the retailer maintains any kind of credit 
system in his store (and most do), a periodic 
problem of unpaid bills arises. This is usu- 
ally solved by frequent solicitations by mail 

. many of which are unsuccessful. 

Strangely enough, with all this experience, 
many writers fail to realize the importance 
of a tactful letter. It is well to remember that 
effective collection letters must serve two pur- 
poses: 

@ They must get the money. 

@ They must keep the customer. 


Letters Classified 


From a standpoint of collectors, delinquent 
customers fall into one of the following classi- 
fications: 

1. The customer who neglects to pay merely 
because he has poor business methods. Col- 
lection is possible here. 

2. The customer who neglects to pay be- 
cause the account may be very small. Col- 
lection is possible here. 

3. The customer who wants to pay but is 
slow in getting around to pay the biil. Col- 
lection is possible here. 

4. The customer who is financially unable 
to pay. Eventual collection is possible here. 

5. The customer who disregards due dates 
because he feels that he can get away without 
paying. Collection is possible here but a little 
more difficult. 

6. The customer who is deliberately dishon- 
est. Collection is very difficult here. 


Intend to Pay 

In other words, most customers fully intend 
to pay their bills. They are honest, self-re- 
specting people with no desire to withhold 
payment. Offensive and insistent letters may 
not only lose the money .. . but the account 
as well. Great care must be employed to 
maintain the good will and patronage of the 
majority of these people ... and this can be 
done with good, well prepared collection let- 
ters. 

Below are reprinted a few samples of tact- 
less paragraphs, taken from actual office ap- 
pliance collection letters. In them, you will 
find the easiest way to lose a customer: 

“We believed you were honest when we er- 
tended credit to you ... but apparently you 
are not.” 
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“If we do not hear from you promptly, we 
shall take you to court.” 

Now, let us consider some comprehensive 
rules which may be employed without antag- 
onizing the recipient: 

1. Use tactful language in your letters... 
even second and third offenders. Be cheerful 
and constructive in considering the customer’s 
possible predicament. Use an appeal such as, 
“We feel sure that you should like to maintain 
mutual trust” or “If you cannot send the 
money immediately, perhaps we can arrange 
an easy payment plan,” or “We should like 
to co-operate with you in every possible way.” 


Brevity is Best 

2. Make your letter short, your message 
brief. Do not discourage reading with long 
unnecessary stories. 

3. Try to be original. Avoid stereotyped 
phrases and sentences. Remember that the 
customer has probably received collection let- 
ters before. If yours is the “same old stuff,” 
he will not take the appeal seriously. 

4. Make your letter sound human and ap- 
preciative of his predicament. Indicate fair- 
ness and good will in your understanding of 
his problems. There should be no hint of ex- 
asperation. Do not make threats (unless coun- 
seled by a lawyer). 

5. A handwritten or typewritten letter is 
always effective. It shows that you have given 
the case individual attention. If there are 
many letters to be written, use the multi- 
graph process which gives the appearance 
of hand work. A stereotyped form letter loses 
the personal touch. 

6. Make it simple for your reader to mail 
his check to you. Enclose a self-addressed 
stamped envelope. 


Watch Your Approach 


7. Use the positive approach in your appeal 
to the reader. Instead of saying, “We can only 
believe that you are not going to send us the 
check,” say, “Naturally, you want to preserve 
your excellent credit rating at our store.” 

8. Include a duplicate bill or statement with 
your letter. It will impress upon the customer 
that the request demands immediate atten- 
tion. 


9. Use the “you” attitude by approaching 
the problem from the customer’s point of view. 

10. Stimulate action by asking for it in your 
closing paragraph. Tell the reader exactly 
what should be done. Leave nothing to the 
imagination. 
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"Keep Your Desk in Order” Promotion 


Creates Extra 


Expander 
File Sales 


@ CAPITALIZING UPON the psy- 
chological fact that “every man is 
inherently neat” and offering handy 
expander files for putting away the 
usual desktop accumulation, has 
steadily built sales in this bracket 
for the Kendrick-Bellamy Company, 
outstanding office supply firm in 
downtown Denver, Colo. 

Jack Kendrick, head of the firm, 
and H. E. “Woody” Woodend, dis- 
play manager, make regular use of 
“slack seasons” and _ sporadically 
available window display space for 
expander file promotion built on the 
slogan “Keep Your Desk In Order.” 

A typical window will show 12 
Styles of alphabetically-indexed ex- 
pander envelopes, ranging from 
postcard size up to more elaborate, 
leatherette-finished models capable 
of accommodating legal-sized pa- 
pers. 

A typical such window is shown 
herewith, with the expander file 
samples grouped around a sign let- 
tered “Keep Your Desk In Order 
With One of These Ready Reference 
Files.” Mr. Woodend designed the 
window particularly to attract the 
attention of executives who litter 
their desks with unfiled material 


For Office and Home... This sign 
aims at two markets for reference files at 
Kendrick-Bellamy Co., Denver, Colo 
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At least four out of five business- 
men today, Mr. Woodend has found 
through personal experience, accu- 
mulate letters, memos, folders and 
magazines which they intend to 
“take care of in spare time,” but 
find them piling up, atop the desk, 
over long periods of time. 

The expander file, with its con- 
venient alphabetical bracketing of 
general subjects, preserves desktop 
neatness at low cost, and certainly 
keeps the accumulation handy for 
proper handling. Thus, “reminder 
signs” with the “Keep Your Desk In 
Order” suggestion, provide a lot of 
impulse sales. 

Steady promotion on reference 
files is by no means limited to the 
office executive, incidentally, it was 
pointed out. At the bottom of all 
such signs, Kendrick-Bellamy usu- 
ally includes the notation “How 
About a File For Home?” Women 
shopping in the Kendrick-Bellamy 


store, which includes a huge library, 
book department, art supplies and 
gift section, are frequently re- 
minded of sheafs of papers kept on 
a closet shelf or in a kitchen drawer, 
and immediately recognize the con- 
venience of the classified file. In 
fact, during recent years, the per- 
centage of sales to housewives has 
grown continuously, proving that 
“it requires only an effective display 
to remind the housewife of the need 
for filing at home.” 

Backing up the window exhibit, 
“spot displays” of expander en- 
velopes are shown here and there 
throughout the store, wherever 
space permits. The customer, no 
matter what he came in to buy, is 
never very far from such a layout. 
The result has been many “pickup 
sales” merely added to the purchase 
of other office supplies, requiring 
little or no effort on the part of the 
salesperson or the customer 





Keep your Desh in order 


| with one of thee 


Ready Reference 
FILES 





How abou a File 
for Home? 
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ge THE STATIONER who really 
knows the Book of Merchandising 
has learned how to make the eyes 
of his customers contribute to the 
profits of his investment. He does 
this by means of a constant 
succession of arresting, original 
window displays that practically 
compel the attention of the com- 
munity and create accumulative 
interest in all the activities of his 
store 

Such a progressive merchandiser 
knows how to make his display 
frontage justify the yearly rental 
charge which good window display 
frontage (second only to the loca- 
tion value, of course) is the prin- 
cipal factor in determining. 

Apart from published advertising, 
there are eral effective devices 
for forcing the physical store itself 
into public attention and investing 
it with more prominence among 
the other retail outlets along the 
business boulevard 


Sign Attracts 
A distinctive electric sign in col- 
ors, whether with or without a 
“flasher” unit, will always register 
its attraction force on the public 
eye. In fact, the same thing may 
be said of bright new colored 
awning or even of a striking color 
combination in a new paint job for 
the store exterior. These are all 
methods « yetting the public eye” 
which means so much in retail 
merchandising 
Usually, however, fostering public 
attenticn to a retail business is 
concerned more specifically with 
planned window display promotions 
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Your Customer's Eyes 
Can Make Money for You 


rather than merely maintaining a 
modern and attractive storefront, 
important as that, too, is. 


What is gotten out of window 
advertising (and advertising is es- 
sentially what all good window dis- 
plays are) depends upon what is 
put into it in thought and sustained 
interest to have distinctive window 
promotions throughout the year. 


Consider Facts 


I believe it is true that the failure 
of some retailers to get more sales- 
producing value out of their window 
frontage results from lack of reali- 
zation of the potentialities of win- 
dow advertising when it is planned 
according to the most modern sci- 
entific principles of business pro- 
motion. 


The stationer should bear this 
fact in mind: 

Window advertising is point-of- 
supply advertising. It wins or loses 
right on the spot. Observers seldom 
tell a retailer what they think of 
any particular window exhibition, 
unless perchance, it be something 
so unique or spectacular as to chal- 
lenge public comment. The only 
gauge of any window display’s 
impression-making powers must, 
therefore, be the results achieved 
in actual sales. 


Quick Results 


In the matter of window mer- 
chandising, these results usually 
come quickly, if they come at all, 
and window advertising has the 
basic merit that, when results are 
profitable, they can always be 
traced with conclusive accuracy. 


Not sO many years ago, a sys- 
tematic effort was made to ascer- 
tain the value that the average 
retail merchant placed upon his 
window display frontage. A large 
number of retailers attributed at 
least 30% of the’r daily sales to 
window displays, even when they 
were using news aper or circular 
advertising concurrently, and in 
some of the larger cities, the esti- 
mate reported was 50%, both esti- 
mates, of course, applying to stores 
selling staple merchandise. 


One metropolitan retail establish- 
ment valued the sales-préducing 


power of its combined window dis- 
play area (frontage on two im- 
portant streets) at $150,000 a year. 
Innumerable comparatively small 
outlets reported estimates of $10,- 
000 a year and upward. From 
another, and more general, per- 
spective of appraisal it has been 
estimated that the windows alone 
in a store 60 to 80 feet deep and 20 
feet wide are worth 13% to 15% of 
the entire annual rental value of 
the premises. 


Produced 65% 


Many retailers had never actually 
ascertained, on a mathematical 
basis, the dollar-value of their win- 
dow display facilities with relation 
to gross annual dollar-volume of 
transactions. One dealer with a 
yearly turn-over of about $45,000, 
estimated that his window promo- 
tions produced at least 65% of his 
Sales; another dealer in the same 
trade valued his window frontage 
at 40% of gross annual sales. 


The proprietor of another sub- 
Stantial business transacting a 
yearly volume of $65,000 believed 
that the sales-producing value of 
his display frontage was equal, at 
the very lowest estimate, to the 
selling ability of two top-notch 
salesmen. 


A few specific instances of what 
certain individual window promo- 
tions have accomplished for some 
retailers should illustrate these 
points conclusively, leaving no room 
for doubt that well-located window 
frontage is worth all the effort and 
ability that can be applied to the 
intensive development of its poten- 
tial power for creating business. 


Paid Well 


One retailer who planned all his 
window displays with unusual care 
and skill sold $1,500 worth of vaca- 
tion goods and sporting accessories 
that he promoted in a special win- 
dow display for 10 days. Such re- 
sults are not uncommon, even in 
medium-size cities. 


Another retailer, as a matter of 
deliberate testing to prove the re- 
lation of cause and result, sold only 
12 units of a certain article during 
one whole week without window 
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advertising of the article. He dis- 
posed of 125 units of the same mer- 
chandise the following week with a 
window display of the “reason-why- 
you-should-buy” theme. 

Attempts have been made from 
time to time to set “circulation val- 
ues” upon window display frontage 
in a manner comparable to the 
circulation values of newspapers 
and periodicals. 


Selected City 


One large national advertiser se- 
lected a city of 35,000 population 
with an additional 75,000 popula- 
tion in the contributory trading 
area. The circulation of the only 
newspaper in the city was 10,000 
daily, or 60,000 copies weekly, 
and the cost of six one-quarter- 
page advertisements in its columns 
amounted to about $280.00. 

It was proved, by “clocking” the 
daily flow of pedestrian traffic past 
the window frontage at the site 
selected for this investigation, that 
nearly 90,000 people were passing 
the site in both directions during 
the week of the experiment. This 
traffic was one-half more than the 
total weekly circulation of the lo- 
cal newspaper. Incidentally, the 
special window displays that were 
installed for the week of the test 
increased the usual sales of the 
merchandise selected for display by 
nearly 700 per cent! That window 
display was, needless to remark, 
the work of expert hands. 

It has been estimated reliably 
that in a town of only 1,000 inhab- 
itants, 178 persons will pass a dis- 
play window daily, on an average, 
and that, in a city of 50,000, nearly 
9,000 pedestrians pass to and fro 
through the retail section every 
day, on an average. 


Proof of Pudding 


From. experience - authenticated 
figures such as these, anyone can 
get a practical idea of the number 
of persons who are likely to look 
into a store window in the average 
town or city every day—OR, who 
undoubtedly would look into 
any well-located mercantile window 
during one day, if the window 
contained timely or seasonable at- 
tention-challenging displays, rein- 
forced with interpretive or selling- 
point “talking cards.” 

At a convention of The Window 
Display Advertising Association of 
America, a report was presented 
which included consideration of the 
problems of window display promo- 
tions. The findings upset several 
long-cherished “display notions,” 
confirmed a few others, and shed 
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light on some unexplored dark cor- 
ners of the subject. 


Findings Listed 

Among some of the more gener- 
ally applicable findings were these: 
“Cheap or slapped-together dis- 
plays prove an expensive economy.” 
“An institutional display or special- 
idea window exhibit usually has a 
strong sales pull for at least 10 
days.” “There is a strong preference 
for price tickets, especially on all 
merchandise appealing to women.” 
“The majority of merchants who 
have used window display contests, 
such as guessing contests, say they 
will not use such schemes a second 
time.” 

The over-all purpose of any win- 
dow display should be to add pres- 
tige and “class” to the store—to 
distinguish it as an up-to-date sta- 
tionery outlet handling pedigreed, 
quality stationery supplies and of- 
fice appliances. The immediate 
purpose should be to influence sales 
directly from the advertising force 
of the window exhibit. 


Be Simple 
A good window display of the 
caliber that so often succeeds in 
inviting the looker to come into 
the store, need not be intricate nor 
elaborate. In fact, the simple, but 
dynamic, display is usually the type 
of display that has the most power 
to command quick, on-the-spot in- 
terest. Even a brisk walker can 
obtain a definite impression of a 
simple, openly-spaced display set- 
up in a big window, and his or her 
attention being “trapped,” will stop 
for more-extended observation. 
Persons invariably take to the 
Side of the street that has some- 
thing to attract—they do it in- 
stinctively. The attractions of all 
principal business streets are the 
window displays. It is a fact, there- 
fore, that the more original any 
window promotion can be made, the 
larger will be the percentage of the 
pedestrian circulation of the par- 
ticular location which the window 
display will attract. 


Don’t Overdo It 


Originality, however, does not 
mean strained efforts at so-called 
“cleverness,” but simply doing 
something a little bit better or a 
little differently than it has ever 
been done before—strictly, how- 
ever, with a view to influencing 
sales, not merely to excite interest 
in the manner of presentation to 
the detriment of interest in what 
is offered for sale. 

A window display may be novel, 
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or even unique, but “unique” does 
not mean freakish. A “freak” win- 
dow will draw a crowd almost any- 
where, anytime, but the “freak” 
window crowd seldom buys. That 
old saying “The eyes are the win- 
dows of the soul” seems equally 
applicable to the windows of a 
retail store. Displays in the win- 
dows can tell a surprisingly de- 
pendable story of just about what a 
buyer can expect to find after en- 
tering the store to make a purchase. 


Slant Appeal 


In general, the window display 
should slant its merchandising ap- 
peal to the class of trade to which 
the store caters—‘“cheap,” medium, 
or high-grade—but the _ display 
should be set up with only one pur- 
pose in mind—that of selling the 
goods on display 

Display an article — especially, 
any mechanical appliance—in such 
a manner as to demonstrate the 
need for it and the usefulness of 
it, making use of action whenever 
practicable. Reflect. and build up 
constantly the store’s individuality 
through its daily window advertis- 
ing. 

Strive for unified appeal in each 
window presentation, and try to 
accomplish good balance in the set- 
up, but not a stifiy “mechanical” 
balance. Display only articles that 
are now for sale—not something 
new that makes an unusually at- 
tractive picture in the window, but 
which “hasn’t arrived yet.” 

An inexpensive and valuable fa- 
cility of display, especially for sta- 
tioners, is an entrance lobby display 
case. It is especially effective for 
directing attention to new special- 
ties. 


Portable Helps 


Many merchandising counsellors 
believe that these portable display 
cases have more sales-producing 
value than twice the same amount 
of display space in the salesroom. 
It is easy and convenient to make 
frequent changes of such detached 
entrance displays, and if the case 
is wired for illumination, such a 
display fixture can be made to work 
for the stationer both night and 
day. 

The stationer who changes his 
principal window displays only 
once a week should be interested 
in knowing that, according to 
actual tests made in several repre- 
sentative cities, a Saturday change 
will give his window displays ap- 
proximately 45% extra circulation 
as compared with the other five 
days of the week. 


1953 





A Man and a Study of 
Christian Business Ethics 


From his boyhood in Sweden, we note that David 





A. Hillstrom had the burning desire, under God's 
rules, to carve out a place for himself in this life. 
His faith carried him onward as he steadily climbed 
the ladder of success from the time he landed from 
steerage in New York City. 

Christian business ethics is the underlying theme 
of his life. Mr. Hillstrom strongly believes in the 


freedom of industrial thinking and decision and in 
industry's responsibility to the community. 


He is an outstanding exponent of working hard 


fomorrow. 





to achieve worthwhile goals. His personality is a 
combination of old word grace and dignity plus 
practical American business sense. This is topped 
with the youthful zest of looking to a greater 


He has given of himself to everyone who knows 
him—and to many who do not—nor will ever know 
this fine man except through his constructive in- 


fluence on his community and industry. 


@ YOUNG, DETERMINED, full of 


faith in a wondrous America, David 
A. Hillstrom landed from steerage 
in New York in June of 1900. He 
was 23. He proceeded on to Chicago, 
where for seven years he served his 
apprenticeship in several factories, 
and, by frugal living even managed 
to attend an Indiana University. He 
then became an engineering de- 
signer 

His dream was always to establish 
his own business. With this thought 
his constant companion, he left 
Chicago and found new employ- 
ment in Jamestown, N. Y. This was 
in 1907. For 12 years he worked 
there in the steel furniture business. 


Formed in 1919 

In 1919 the Corry-Jamestown 
Manufacturing Corporation was 
formed with David A. Hillstrom at 


the helm of his own ship (interest- 
ing to note that the present Su- 
preme Court Justice Robert Jack- 
son, his legal counsel, thought up 
the name when the papers were 
drawn up at the formation). A 
small building was secured in Corry, 
Pa., (about 30 miles from James- 
town). From this limited beginning 
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came office furniture history—‘“Steel 
Age” (the Corry-Jamestown trade- 
mark) is now know the country 
over. Since the inception, Mr. Hill- 
strom added six new buildings—the 
latest is a most modern self-con- 
tained plant built in 1951 with 100,- 
000 square feet of production space. 
The factory output has doubled 
even in the last five years. A dream 
come true ... and just beginning, 
too! 


Served Man, Country 


But—we have another side to 
David A. Hillstrom—his service to 
man and country. While he toiled 
unceasingly toward success in his 
business, he has always found time 
to give of himself to others. 

He was long a council member of 
St. Paul’s Lutheran Church in 
Corry, and his helping hand today 
continues to be in evidence in all 
church projects and civic Christian 
activities. He is one of the town’s 
biggest boosters. He has served on 
the board of several orphanages. He 
is past president of the Oorry 
Chamber of Commerce—and is cur- 
rently a director of the Swedish 
Chamber of Commerce of the 





David A. Hillstrom 


Chairman of the board and president of 
Corry-Jamestown Mig. Corp., Corry, Pa. 


United States of America as well as 
a member of the United States 
Chamber of Commerce where he 
has served on several important na- 
tional committees of this group. He 
is active in the N.A.M. He has been 
a trustee of Edinboro College. King 
Gustav V. of Sweden knighted Mr. 
Hillstrom in 1926. He remains active 
in Swedish-American affairs. 


Delights in Family 


A source of great joy is his family 
—his wife Clara, a constant inspira- 
tion (he met her in Chicago and 
brought her to Jamestown in 1909) 
—and his two sons D. Armour and 
Clare A.—who have followed him 
into the business. A daughter, Mary 
Helene, is married and resides in 
Corry. There are seven grandchil- 
dren. 

Mr. Hillstrom considers life is just 
beginning for the company he 
founded 34 years ago. He remains 
at the helm of his ship—Corry- 
Jamestown—guided by a firm set of 
high principles which has been the 
keystone of his life. 


NEXT MONTH | 
Jim Armington 
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Furniture Volume is Built Upon a 


Background of 


@ MAINTAINING a continuous 
reputation for “every type of office 
chair for every purpose” is an un- 
usual deviation in office furniture 
merchandising, which has paid ex- 
cellent dividends for Jack Henson, 
head of Henson’s, Waco, Tex. 

The central Texas office appliance 
store, long known for its slogan “A 
Business of Business Necessities,” 
has not let serious space limitations 
hinder its building an impressive 
office furniture sales volume. Con- 
fined to a single floor, with no pos- 
sibilities for expanding in any di- 
rection, Henson’s simply has turned 
to chairs, which occupy far less 
space, to graphically impress store 
visitors with the size of his office 
furniture inventory. 

Whereas the usual office furniture 
showroom puts most of its space 
into the display of desks, Henson’s 
has applied the same sales tech- 
nique to chairs. There are three 
huge rows of chairs across the 
showroom, at either side of the 
main entrance, plus a mezzanine, 
over the display windows them- 
selves, in which more than 100 
chairs can be readily stocked. Al- 
though he shows numerous desks 
through the careful use of available 
footage, Mr. Henson devotes the 
lion’s share of the sales floor to 
chairs. Because of this fact, many 
Texas businessmen automatically 
think of Henson’s whenever the 
subject of chairs comes up. 


Large Stock 

“Far from being regarded chiefly 
as an accessory to the desk, the 
office chair has much personality, 
and lends itself well to one-purpose 
merchandising, according to Mr. 
Henson. For this reason, the store 
stocks at least 48 choices of office 
chairs ranging through three major 
price brackets, and offering as 
many as 12 variations on a single 
basic chair style. “What we actually 
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Chair Specialization 


did was to start with six basic chair 
styles, familiar to the usual busi- 
nessman,” the Texas office furni- 
ture dealer said. “From that start- 
ing point, we added two finishes 
in each, and three additional num- 
bers, which provide arms, uphol- 
stered backs, swivel bases, more 
modern designs and so forth. The 
inventory, in a way, resembles an 
inverted pyramid: from each of the 
staple chair styles, the choice 
branches out, until we are reason- 
ably certain that no matter what 
the considerations may be, we can 
meet them.” 


Wide Variety 
Moving from one point to another 
in the Henson showroom, the pros- 
pect quickly grasps the wide varia- 
tion in chair choice which the store 
offers. A simple geometric addition 
to the display effect has been devel- 
oped by spacing rows of desks a bit 
wider. Thus, in addition to the 
chairs already matched up with 
desks on display, 12 additional 
chairs may appear in each row. 
Chair backs are placed against the 
fronts of desks to make up the next 
display division. All styles are 
grouped primarily by manutacturer, 
rather than by color, type, or price 
classification. This, Mr. Henson has 
found particularly advisable, in 
view of the fact that a lot of chair 
customers are now brand conscious. 
Whereas prior to World War II, the 
usual chair was bought on its in- 
trinsic appeal, rather than who 
made it, war-time experiences with 
substitute brands made many men 
wary. They show a surprising fa- 
miliarity with chair brands, and a 
large percentage have already made 
up their minds to buy the products 
of a specific manufacturer, regard- 
less of economies which otherwise 
might be effected. 
An excellent sales tool which has 
developed from this situation lies in 


asking the prospect for the name of 
the manufacturer who made his 
desk. If the businessman is well 
satisfied with the performance of a 
desk over a period of years, he is 
usually well aware of the manufac- 
turer, and equally well disposed 
toward a chair produced by the 
same firm. Often, merely bringing 
this fact out has helped Henson’s 
to “trade up” the customer from a 
lower-priced chair up to a top- 
quality model on the strength of 
its name alone. 

“In merchandising chairs, we 
make a lot of use of the trade-up 
factor,” Mr. Henson observed. “Nat- 
urally, our inventory carries a lot 
of low-priced models, but we pre- 
fer to consider them a starting 
point, rather than the consumma- 
tion point of a sale. If the business- 
man obviously can afford better and 
is merely toying with the idea of 
economy in selecting a low-priced 
chair, we begin demonstrating the 
luxury features of a model in the 
next higher price bracket, such as 
the comfortable arm rest and the 
adjustable back. That way we can 
almost invariably move him into 
the better-price range. It isn’t un- 
usual for a customer to spend twice 
as much as originally planned for 
a chair. Naturally, we point out that 
the office chair, particularly a desk 
chair, is associated with the user 
for a large part of his active life, 
and that maximum comfort, eye- 
appeal and personal pride, are more 
important considerations than 
economy. This sort of suggestion 
usually gets results.” 


Package Sales 

Individual sales quite often de- 
velop into equipping an entire office, 
Mr. Henson has found, and there- 
fore, there is no hesitation involved 
in spending a lot of time with the 
individual chair customer. Where 
the customer is still unsure, either 
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because of the price or because he 
fears that a chair will not match 
equipment already in his office, it 
is not unusual for Henson’s to send 
th fice in the company 
ruck, f in on-the-spot look.” 
this way is always 
repaid with better sales volume 


Texas taste in office furniture has 
always been surprisingly conserva- 
tive, Mr. Henson further added, but 
in recent years, men who preferred 
the time-honored Bank of Eng- 
land chair, stiff, straight oak models 
and so forth are unbending far 
enough to choose more modern 
styles, with detachable arm rests, 


adjustable backs and brighter col- 
ors in upholstery and padding. “We 
don’t go in for Hollywood styles,” 
Mr. Henson said, smiling, “but by 
gradually switching the bulk of our 
inventory to more modern, decora- 
tive styles, we believe we are influ- 
encing the market in that direc- 
tion.” —RAL 





"Office of Tomorrow” Included in 


Hardwoods Exhibit in Chicago 


g@ EVERYTHING from the botani- 
val to the interior decorating story 
told in a newly- 
A World of Hard- 
‘hicago’s Museum of 
Science and Industry. Sponsored by 
ntributions from all 
branches of t hardwood industry, 
this exhibit valued in excess of 
$350,000 a1 one of the largest 
exhibits at Museum. 

A gracefu irdwood arch at the 
entrance t the “Hall of Hard- 
ng about one-third 
of the tot exhibit space, symbol- 
izes the beauty of the hardwood 
products found in this room where 
finished p! ts are displayed. 
Featured prominently is an “Office 
designed by Henry 
ored by The Wood 


woods _ 


Glass and 
Office Furnit Institute. 
Beauty efficiency merge in 
this moder} fice with desks espe- 
igi for maximum con- 
venience and utility. Beautiful pan- 
eled hardv walls and built-in 
storage al eating units add to 


+h basket, : t¥ " 
npre eltect 


Clauy desi 


includes a recep- 
tion roon ind secretarial office 
section panel in rosewood with 
matchin in fixtures, with 

cretal es] in rift oak and a 


Display Ties In with Mosler Pro- 
motion lor Desk & Fixture Co 
Atlanta this window display 
1s! Mosler Safe Co.'s intensive 
i ew line of “A,” "B,” and 
label re safes. Designed by Ray- 
Loewy, t 1fes feature the Counter 
i ne of single and double- 
le I Horne display was almost 
ize f Mosler’s two-page 

, Evening Post.” 
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partially carpeted floor of Parkay 
scored solid wood block in naturally 
brown Gothic oak. 

Walnut plywood paneling im a 
warm, natural finish is used for the 
walls and built-in fixtures in the 
executive office, and natural walnut 
Parkay solid wood blocks in a 
squared pattern are used for the 
flooring in addition to the carpet- 
ing. Backgrounds for the offices 
are by the Woodwork Corporation 
of America, Chicago. 

The executive’s desk, which opens 
into a conference table for 10, is 
made of dappled, semi-figured wal- 
nut inlaid at right angles to in- 
tegrate the convenient push-up bins 
into the basic desk design. 

These handy storage bins open 
and shut electronically when visi- 
tors press the pushbuttons to re- 
veal mail, stationery, calendar 
clock, pencils and other desk sup- 
plies in the center bin, and ciga- 
rettes, lighters, pencils and memo- 
books for conference use in the 
side bins. The bins recess to leave 


a smooth, uncluttered working sur- 
face. Sliding panels hold intercom, 
telephone and dictating machine 
handy but out of the way, and a 
walnut wastebasket hooks onto the 
underside of the desk. The hand- 
some wood and leather chairs 
shown are scientifically designed for 
good posture, to increase efficiency 
and reduce fatigue. 

The secretarial desks are corre- 
lated in design to the executive 
desk, but include such features as a 
flip-up stand to hold a shorthand 
pad while transcribing. 

This office has been planned to 
demonstrate the thermal properties 
of wood, which is warm in winter 
and cool in summer, as well as the 
versatility and beauty of hardwood 
for modern offices. Large translites 
of various offices featuring wood 
furniture and paneling are shown, 
and large sliding panels in the ex- 
ecutive’s office explain the various 
features of the specially designed 
desk and chairs, when visitors press 
the pushbuttons. 














Are You Making a Living? 


Address Delivered at Dealer's Workshop Session, 
1953 National Office Furniture Convention in 
Cleveland, Ohio 


by MOE TURMAN 


Metwood Office Equipment Corp. 
New York, N. Y. 


@ TO CALL A SPADE a spade, 
“making a living” is the basic pur- 
pose of all of us who are in business. 
If that is true, it is necessary to 
start with two definitions—‘what is 
a living?” and second, “how does 
one make it?” 

Without competing with the dic- 
tionary, I would like to give you my 
own definition of “making a living.” 
To make my business bring me a 
fair return on the money I have in- 
vested in it, on the time I put into 
it, the knowledge I require in order 
to stay in it, and a little bit besides 
to put away for the day when ulcers 
have got me, or when old age or ill- 
ness creep up on me, or when I am 
just too gosh darn tired to be in it 
anymore, all this, as I see it, comes 
under the heading of “making a liv- 
ing.” And if I have children, to be 
able to care for them, educate and 
raise them to manhood and woman- 
hood is also included in my defini- 
tion of “making a living.” 


Builds Business 


Now how do I go about making 
this living? My answer is that I 
build my business and sell at a 
profit. What do I mean by building 
my business? By building it, I mean 
I try to attract customers. I do this 
by giving the maximum in service; 
I help with layouts; with systema- 
tizing; with solving space problems. 
I help office managers and book- 
keepers by suggesting the proper 
files for the proper purpose. I solve 
intricate problems of odd size forms 
by suggesting the proper equipment. 
I instruct customers in the use of 
visibles and how and where they 
will best serve their purpose. 

In the past few years, I have had 
to become an expert in protecting 
them against the hazards of war by 
being able to suggest the right safety 
equipment; the right type of safe 
and its interiors. Always I have to 
protect customers against disaster 
due to fire, by suggesting the proper 
housing for their important records. 

In the last few years also, I have 
had to know, or to have on my staff, 
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people who know layout, who can 
make sketches and give advice. In 
addition to knowing about tradi- 
tional furniture, I have had to be- 
come an expert on modern trends in 
furniture. I have had to add to my 
staff many young people trained in 
modern design because of the many 
new facets which have become part 
of everyday business. 


Can’‘t Be Sure 


But after I have done all those 
things .. . after I have managed to 
equip myself with all this learning 

.. after I have managed to induce 
my staff to study more and get to 
know more ... and even after I 
have established myself by being in 
business for nigh on to a quarter of 
a century ...and even after I have 
found the customer and satisfied 
the customer, am I sure I am “mak- 
ing a living?”. And the answer is 
“No, Mr. Dealer, I am not sure.” I 
am sure that my overhead is higher, 
that I employ more help than I used 
to, my office is bigger because my 
office is now a tax collector for a 
city sales tax, a health insurance 
plan, social security, a Federal tax, 
a state tax, an excise tax, and the 
Same number of clerks I used to 
have, cannot handle all that. So I 
have to employ more people in the 
office. I am sure that I employ more 
people to handle my furniture than 
I used to, because, though we con- 
duct a retail store, our help works 
five days a week, on an eight-hour 
shift, and everything above that is 
overtime. And on Saturdays, the 
best we can do is to rotate the shift 
until 1:00 p.m. And somehow, the 
times are such that because of this, 
and because the present generation 
often does not want to work as hard 
as their fathers did, we need more 
people to do our job well. 


Can’t Figure Costs 


In spite of all this, we could still 
be doing all right if it weren’t for 
another element that enters into it. 
That element is that I am con- 
stantly up against the fact that 
many of us have learned a lot about 
many things, but unfortunately we 
have not learned how to figure the 
costs of operating a business. 

We persist in rendering all the 





Moe Turman 


additional super-services which I 
have itemized earlier and in meet- 
ing all the new overhead costs 
which have crept up on us with 
the times, but we still have not 
learned the common sense that we 
cannot do these things unless we 
get a price sufficient to pay for the 
costs of these services. In plain 
speaking, what I am saying to you 
is this: 


More changes have taken place in 
the last 20 years than in the pre- 
vious 100 years. We are aware of 
some of these changes, but we have 
not learned how to take these 
changes into consideration in fig- 
uring our costs of doing business. 
There are still many among us who 
do business on the basis of maxi- 
mum discounts ... any kind of dis- 
counts as long as we can put the 
business on the books. And many of 
us must frankly confess to our- 
Selves that in spite of the increase 
in volume of sales, when the net 
of the thing is figured, we are not 
making as much money as we used 
to make when the call for service 
was less, when our knowledge was 
less, and our overhead was less. 


Dwell on Profit 


In my opinion, the best thing we 
can do at this workshop meeting is 
to dwell primarily on what is a fair 
profit, what are reasonable services, 
and how much we can afford to give 
when we sell at discounts? Also, 
how quickly will we be out of busi- 
ness, if we give away our capitol 
and our creditors’ money to over- 
head? Conceivably, what we need 
among other things, is a respect for 
our own industry. The time is long 
past, for most dealers when they 
were junk shop operators in a hole 
in the wall, a shabby building on a 
side street, letting the dust fall 
where it would, inches thick on their 
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furniture; letting the air in the 
store get fowled up, a little by na- 
ture, and a little because of the 
method of doing business that 
some used. Most often they at- 
tracted chiseling shoppers who, 
seeing the state of the store, im- 
mediately decided, “Such a place 
can’t be reliable, I better be on my 
guard.” And the minute they were 
quoted a price, a chiseling process 
began which made a peddler’s life 
the better of the two, because he at 


least was operating from a pushcart 
in the fresh air 

A Rare Type 

That type of dealer is now a 


rarity. Our sons do not want to op- 
erate like that, nor are they capable 
of doing so, and that’s a good thing. 
Today, our business has all the 
facets of every good business, plus 
many professional angles which re- 
quire trained and educated people. 
We have to be decorators as well as 
experts in the science of office op- 
eration. We must even have a fair 
knowledge of the economy of our 
country, recognize and know the 
trend of the times, because our 
business sells to all other businesses 
and professions. The volume of our 
sales is generally a pretty good 
barometer of what is doing in in- 
dustry generally 


We haul big items, bulky items, 
we need large areas of space, we 
combine in our business the need 


for cleaners and sweepers, we have 
to carefully watch the layout of our 
store and display our furniture well. 
We have to watch to keep our win- 
dows alive and alert. If these things 
have a value, it is that they should 
make us conscious of the profes- 
sional aspects of our business. We 
should feel proud of the knowledge 


we have. We cannot dress haphaz- 
ardly. We do our business, in many 
instances, with important firms, 
and important people. Our business 
creeps into our personal lives. We 
often become friendly with cus- 
tomers, invite them to our homes. 


Our homes have to be more livable, 
they have to be better equipped. 
We cannot live as our forefathers 
in this business lived .. . anywhere, 
any place on a meager subsistence 
level. We are expected to entertain. 

We are respected citizens of our 
community, we have to participate 
as good citizens do, in the com- 
munal activities of the city. We 
have to participate in charity, we 
have to do all of the self-respecting 
things that people in other indus- 
tries do. We are no longer second- 
rate people selling second-hand 
furniture who used to wait for 
bankruptcies or try to outsmart the 
fellow who had to dispose of an 
office. 


Work Hard 


We work so hard, we play so little. 
Why is it unreasonable for us to 
expect to make a decent living out 
of our business? We conduct ethical 
institutions. We stand behind what 
we sell, we don’t send out anything 
that isn’t good to use or good to 
look at. Most of us operate on the 
good business theory that the cus- 
tomer is generally right, and if 
sometimes he is wrong, we still have 
to take it and treat him as if he 
were right. All of us take back 
furniture it costs money to truck, 
handle and sell, even though we 
may have filled an order exactly as 
the customer asked for it. The cus- 
tomer doesn’t like a picture and it 
ends up hanging on our wall, yet he 
selected it in the first place. Odds 
and ends of lamps, tables, and spe- 
cial units often wind up on our 
floors, even though we followed 
instructions and gave the customer 
what he asked for. 

Fine that we do things this way, 
right that we do them this way, but 
fine and right only if we make a 
legitimate profit that enables us 
to do things this way. There is no 
industry that does as many things 
for as small a mark-up as does the 
office furniture industry, and if we 
will educate ourselves to accept 


these basic truths, our customers 
will learn to respect us more. 

If we talk it out with some of 
them, if we make them conscious 
of all that we are required to do, 
the honest and decent among them 
will not expect these things to be 
done without a fair return to the 
dealer. But all of us would have 
to pursue such a policy together. It 
could not be done by one lone wolf. 
It has to be done by educating all 
of us dealers to know what is good 
business and what is not. 

The day has also passed in our 
industry, as it has in most American 
industries, when we can consider our 
employees as a necessary evil. Their 
work helps our operations to grow 
and prosper. They ease the owner’s 
burdens. In order to hold on to 
good workers and to live decently 
with them, we have to become con- 
scious of their lives, their problems, 
their human instinct to thrive and 
prosper. They are part of our busi- 
ness family, our daily life, our 
everyday problems. They want each 
year to be better than the year 
before. They want to know they’re 
getting somewhere. They are con- 
cerned about their children. It’s an 
eternal chain, and none of us 
should want to prosper off their 
backs. 


Basis of Progress 


If we are to be progressive and 
worth our salt as merchants, this, 
too, has to be reflected in the cost 
of doing business, and this has to 
be reflected also in the price we 
set upon our own services. We per- 
sonally, sometimes have to get along 
on a little less in order to do the 
right thing toward our employes. 

If, this workshop meeting does 
no more than to direct our indi- 
vidual thinking, if it can help us 
to arrive at a business-like basis 
in calculating what is required in 
our individual establishments for 
profitable operation, it will, in my 
opinion, have been a worthwhile 
session indeed. 





Special Attention to "Little Things” Cuts Store Operating Cost 


@ SKAGSETH STATIONERY COMPANY, Miami, Fla.., 
is one of those progressively-minded retail office-sup- 
ply houses making a serious attempt to cut operating 
costs in the face of today’s conditions. With increas- 
ing prices, the definite appearance of “tighter money” 
in the market, and the general prevalence of buyer 
resistance, it is doubly important that the stationery 
store do away with “profit leaks”, according to Arne 


Skagseth, general manager. 


Operating three stores in the Miami area, Skagseth 
Stationery Company recently made a study of oper- 
ating costs, aimed at reducing wasted or unnecessary 
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plished. 


expenses in every department in the store. By insti- 
tuting small economies here and there, it has been 
found, tremendous overall savings may be accom- 


The Miami Stationery concern, like many others, 
has broken down its operating overhead by a per- 
centage basis—allotting so much for advertising, so 
much for lights, window display expense, merchan- 


dise markdowns and fixture depreciation. 


In striving to cut overall costs, each item budgeted 
to a certain percentage was carefully studied, as well 
as many others which were not. 
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Impressive First View .. . On enter- 
ing the main salesroom the client imme- 
diately gets a splendid impression from 
the modern decor which supplies a tasteful 
background to the consultation desk and 
executive chair. 


Boston Furniture Distributor Enlarges 


Display Rooms for Boom Business 


by V. N. VETROMILE 


@ THE L. J. PEABODY Office Fur- 
niture Company which began serv- 
ing the office equipment buyers of 
Metropolitan Boston back in 1897 
has since extended its activities to 
cover practically all of New Eng- 
land. In the recently completed re- 
modeling program, showroom facili- 
ties were increased to occupy the 
entire first floor of the firm’s spa- 
cious six-floor building, at 299 At- 
lantic Ave., corner of Storer St., in 
Boston. 

Appropriate to this remodeling 
and enlargement project, the com- 
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pany’s own clerical and executive 
offices have been thoroughly mod- 
ernized. Peabody has thereby dem- 
onstrated the genuineness of its 
belief in the business-producing 
value and the improved work-flow 
efficiency of the complete office 
modernization that it recommends 
to other business firms. 

This office furniture business is 
one of the oldest in Boston in point 
of continuous ownership under the 
same identity, and it is also one of 
the most successful. From a modest 
start, when the foundation was laid 
by Lorenzo Peabody, the company 
has been developed to its present 
stature by sound policies and enter- 
prising methods under the man- 


agement of Lester C. Peabody, sor. 
of the founder. 

Lawrence W. Goodwin, widely 
known in the New England office 
furniture trade as “Larry,” is sales 
manager. He has proved the cor- 
rectness of his belief in well-trained 
salesmen and skillfully-planned ad- 
vertising to keep the orders com- 
ing in. 

In addition to the main building, 
which was acquired in 1946, the 
Peabody firm has a reserve ware- 
house in Broad St., adjacent to the 
headquarters in Atlantic Ave. The 
firm merchandises practically all 
the leading trade-advertised wood 
and steel office furniture and re- 
lated-use fixtures. 
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In the specimen model offices in 
its showrooms, may be seen exam- 


Sales Manager Goodwin said that 
current demand is good and that he 


dollar annual turn-over of office 
machines and office furniture, the 


























ples of tl atest Globe-Wernicke is optimistic about prospective de- Sales organization is being enlarged 
Techniplar rtable unit installa- mand. In line with this optimism and promotional strategies are be- 
tions tha emonstrate the flexi- and the determination to obtain a ing planned to keep the sales vol- 
bility and | iliar adaptability of profitable share of the two billion ume at Peabody’s mounting. 

he Techniplan idea to special re- 
quirements with regard to avail- 
able space, unusual office dimen- 
sions and similar problems. 

The Techniplan of office installa- 


tion may be likened to the job- 
rated truck. It is designed for a 
oad that must be ac- 
complished under specific condi- 
tions. Its efficiency is heightened 


specific work 





by the fact that it economizes the 
floor area required for the installa- 
tion, saving time and eliminating 


wasted moti 
The model 
showrooms aré 


ffices set up in the 

intended to dem- 
firm’s ability to plan 
office layouts that achieve maxi- 
mum workin efficiency, at the 
same time achieving the maximum 
result in comfort for the workers 
and attractiveness in the impres- 
sion registered on a'l who enter 
the offices 


onstrate the 





Customer Reception Room... 
Clients don’t mind if occasionally they 
have to wait a few minutes since the 
time can be spent relaxing in these 
pleasant quarters. Leather upholstered 
chairs and couch add to the comfort. 
Or if they prefer, they can look 
through the partition for a view of the 
main salesroom. Executive Office 
. . - Center photo shows a model office 
for the executive which proves tradi- 
tional furniture can look just as attrac- 
tive in a modern setting as in the 
setting of its own era. African masks 
on the wall and driftwood on the fire- 
place mantel complete the finished 
look of the display. 





Enlarged Showroom ... An- 

the pse of the newly remodeled 

wroom displays matching 

tes separated by eye-catching 

12 partit lecorated with shadow 

fodern paintings spaced care- 

ighout the room, rugs and 

1 mbine to add an unusual 

he warmth to so large a showroom. Sep- 

he irate units are also displayed to 

je in the various space ar- 

ments provided so unobtrusively 
partitions. 
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Installations... . 


In Pompano Beach ... Posture and 
arm chairs by The Taylor Chair Co. fur- 
nish the offices of the First Federal Savings 
& Loan Assn. in Pompano Beach, Fla. The 
installation was made by Business Equip- 
ment Co. of Ft. Lauderdale. 





vi) ee ae 


Floor Space-Saver .. . Techniplan 
modular office equipment by The Globe- 
Wernicke Co. adds to the efficiency of the 
recently modernized offices of Sylvania 
Electric Products, Inc., of New York City. 
Semi-private arrangements are achieved 
by 66-inch steel and glass Techniplan par- 
titions. Secretarial work stations, adjacent 
to the private offices, are equipped with 
horizontal filing sections to meet the speci- 
fic requirements of the job to be performed 





After Careful Analysis ... The 
result of a survey of office routine resulted 
in these new offices of John W. Galbreath 
& Co., Columbus, Ohio. The Globe-Wernicke 
Co. made the Streamliner Soundguard steel In 
desks, Streamliner tables and 7000 Line Ge 
steel files. Chairs are by Sturgis Posture up 
Chair Co. Jim Howells of The Diehl Office cer 
Equipment Co., Columbus, handled this der 
distinctive installation. cib 
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Board Room . two directors’ tables 
made by Frank Scerbo & Sons, Inc., and 
chairs by tne Sikes Co. furnish this board 


room of a ge Conn. utility company. 
James Redmond of F. L. Vanderlip Co., 
Hartford, Conn., made the installation. 


In Line with Expansion The 
George L. Nankervis Co., Detroit, keeping 

up with constantly growing business, re- 
ently modernized its offices with modern 
jesks and filing cabinets made by Invin 

ible Metal Furniture Co 
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Bank Offices ... In the enlarged 
quarters of the Mechanics Savings Bank, 
James Redmond of F. L. Vanderlip Co., 
Hartford, uses Leopold Master Streamline 
desks and Sikes chairs. 








»| ME Installations... 


Kansas State Legislature 

Brown leather No. 2294AC chairs manu- 
factured by the W. H. Gunlocke Chair Co. 
supply comfortable seating for members of 
the Kansas State Legislature. Thacher, Inc., 
Topeka, Kans., specified foam rubber seats 
for the newly refinished chambers. 














Cheerful Surroundings ... Wynne- 
wood State Bank of Dallas, Tex., provides 
modern desks by Central Desk Co. for its 
staff members. The desks are part of Cen- 
tral’s 8000 Line. For clients, the bank fur- 
nishes comfortable upholstered chairs. 
Bennett Office Furniture & Supply Co 
handled the installation. 




















Bank Official’s Office .. . In another 
part of the Wynnewood State Bank, Ben- 
nett Office Furniture & Supply uses an 
executive desk from Central Desk Co.'s 
8000 Line. 
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. . 
Modern Bank . Contemporary 
, riture by Watson Manufacturing Co. is 
f shown to advantage in this modern bank. 
The new |} s the Gateway Branch of 
s the Mellon National Bank & Trust Co. of 









Teachers’ Library .. . Chairs by the 
Milwaukee Chair Co. are a feature of this 
quiet library at State Teachers’ College, St. 
Cloud, Minn. The installation was made by 
the St. Paul Book & Stationery Co., St. 
Paul, Minn. 





The Richness of Wood .. . Superior 
irt Count t House, Santa Barbara, 
ses rs by the Milwaukee Chair 

to keep the mood of dignity created 


wood fixtures. William 
inta Barbara, handled 
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Installations... |; 
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Comfort in Motel... Kenmar Mig. t 

Co. furnished this impressive grouping t 

for an installation in the lobby of Wil- t 

liams Motel, 6110 Market St., Youngs- 

town, Ohio. The purchaser selected two P 


love seats, No. 2602, covered in deep 

red elastic U.S. Naugahyde. These love 

seats are 58 inches wide, 36 inches a 
deep and 33 inches high. 





Gentlemen, Be Seated ... An 
installation of comfortable B. L. Marble 
Chair Co. arm-chair seating in the 
American Building & Loan Assn. offices, 
Middletown, Ohio. The installation was 
made by Office Outfitters, Inc., Middle- 
town, Ohio. 
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Ceiling Treatment .. . Luminous Mz 
Ceilings, Inc., 2500 W. North Ave., Chi- . 
cago, supplied the Acusti-Luminus ceil- an 
ing pictured here at the Stimsonite ‘ 
plastic plant of the American Gas Ac- a 
cumulator Co., division of Elastic Stop 
Nut Co., Chicago. Considering the fact Co 
that this was a 14-foot ceiling height, 
factory space results are evident. A wil 
pleasant and modern environment was Ot! 
wanted. 
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EDITORIAL 





The Spotlight on Profits 


@@ THE CHAMBER OF COMMERCE of the 
United States points out that profits of corpo- 
rations have been declining moderately since 
the beginning of 1951. Yet—and this is the 
paradox of the situation—during this period 
other forms of compensation have increased. 

Net profits (after payment of income taxes— 
the amount left being what is really available 
to business and stockholders) were lower in 1952 
than in any post-war year since 1946, with the 
exception of 1949. 

The Chamber of Commerce makes this pointed 
analysis of the situation: 

1. Net profits do not cause high prices. “Over 
the last decade, net profits have accounted for 
only about $.05 of every dollar of sales. In 1952, 
they averaged less than $.04. The quest for 
profits is responsible for America’s enormous 
production. This profit-inspired production 
helps, under competition, to cut costs and to 
keep prices down.” 

2. How are net profits maintained? “By a 
tremendous rise in the volume of sales. Being 
residual amounts, net profits are subject to wide 
fluctuations. They are geared closely to sales 
volume. For a corporation showing a good profit, 
a 10% to 20% decline in sales volume may not 
only eliminate such profits, but result in losses. 
Just as a small decline in sales may wipe out 
all profits, so a rise in sales volume may create 
a greater comparative rise in profits.” 

3. Wages are paid out of sales, not profits. 
“For example, in the post-war years 1946-1952, 
corporate net profits rose from $13.0 billion to 
$17.1 billion, or by 3.2 billion. Over this same 
period the compensation of employees increased 
from $117.1 billion to $190.4 billion, or by $73 
billion. Thus the entire increase in net profits 
equalled only a small fraction of the rise in 
wages and salaries.” 





Convention Panels Can be Clinical 


#& MUCH GOOD CAN come out of a whole- 
some panel discussion between dealers, manu- 
facturers and travelers in our industry. This 
was demonstrated at the recent District No. 5 
convention in Columbus, Ohio. With General 
Manager Paul Burbank supplying some of the 
answers, here are a few of the knots untied in 
a “clinical” manner: 

1. Is fair trade dead or alive? If the Supreme 
Court says the McGuire Act is lawful Fair Trade 
will have a tremendous “shot in the arm.” 
Otherwise, it will be dead until a new measure 
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can be enacted. The McGuire Act is now the 
law of the land unless proven otherwise. 

2. How can correspondence with manufac- 
turers be speeded up? One request in a letter 
instead of several, all dealing with different de- 
partments, will help. Another good method is 
a type of form for query and answer all on one 
sheet. An educational program could also help. 

3. What are some of the problems bothering 

dealers? There are many and one is whether 
or not a charge should be made for deliveries. 
Today, delivery costs are mounting to the extent 
they all but wipe out the profit on a small 
transaction. If other retail stores do it, why 
can’t a dealer in this industry charge for delivery 
of merchandise? Dealers, too, are concerned 
about rising transportation costs and the pool 
car shipment plan is being given wide study. 
How to maintain adequate inventory is another 
subject of rising importance and will provide 
a topic for the forthcoming national NSOEA 
convention. 
’ Problems, yes, aplenty. But the comfortable 
reaction, as expressed by General Manager Bur- 
bank, is that in perhaps no other industry is the 
degree of co-operation enjoyed between manu- 
facturer and retailers as it is in the stationery 
and office equipment field. 





Values and Responsibilities 


of Association Membership 


@¢ THIS INDUSTRY is blessed with a number 
of worthwhile and constantly-expanding indus- 
tries. They represent the stationer and office 
equipment segment, office furniture, office ma- 
chines and other product divisions. These, in 
turn, are broken down into sectional organiza- 
tions. 

Are such associations worthwhile? The proof 
of the pudding, apparently, lies in the eating and 
the industry appears to thrive on the menu. In- 
stead of standing still, these organizations are 
expanding in membership and convention par- 
ticipation. 

But all this can mean nothing without par- 
ticipation at the local level of the travelers club, 
the office machine dealers’ chapter, the office 
furniture local group. No association can supply 
worthwhile counsel or good fellowship unless its 
members attend meetings and join in the local 
activities. 

A measure of responsibility lies with each 
member. He must be more than a joiner; he 
must by his own acts furnish proof that mem- 
bership is worthwhile. The responsibility begins 
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at the bottom with participation in meetings. 
It expands next into acceptance of leadership. 
Members must be willing to take committee 
tasks and fulfill them. If chosen for even greater 
responsibilities in holding office they must trans- 


here and there 


Hospital Fetes Salesmen 
In Unique Industry Event 

Kansas City’s Thornton and Minor Hos- 
pital was the site of an event, recently, 
that may be without precedent in the 
business world. A large organization re- 
versed the procedure and entertained 
more than 100 of their suppliers’ salesmen 
at a full-course steak dinner with cock- 
tails before and entertainment after. The 
meeting was a gesture of appreciation of 
a customer for his friend, the salesman. 
More than 120 invitations were sent out 
and included some 20 men in the office 
equipment and supply field. Many of them 
had been dealing with George Williams, 
director of the hospital, for 25 years or 
more. 

Complete with a dinner, office girls serv- 
ing as hostesses, after dinner addresses by 
Mr. Williams and Mayor Kemp of Kansas 
City and a magician act, the salesman left 
with a feeling that his life was not so 
tough after ali if he could make friends 
like this along the way. 

Some of those present were: Martin 
Aker, Crowley Reuter Stationery Co.; Al 
Vanhee, Allis Press; Bill Evans, Central 
Desk & Safe Co.; C. E. Terry and Eddie 
Zentner of Terry Sales Co.; Jim Minnick, 
Grace V. Strahm Letter Co.; Frank Ran- 
dazzo, General Typewriter Co.; James 
Gray, Grennen Litho Plate Service; Victor 
Burch, Tempo Co. and Don Booser, Kan- 
sas City Loose Leaf Co. 





Annual Youth Week 
Honors Chicago Students 

Harold Ginsburg, secretary-treasurer of 
Jos. Ginsburg, Inc., Chicago, gave the 
welcoming address at the Annual Youth 
Week Civic Assembly luncheon in the Ter- 
race Casino of the Morrison Hotel, Chi- 
cago, on May 14. 

Mr. Ginsburg was chairman of the As- 
sembly luncheon, which is sponsored by 
the Board of Education and the Junior 
Association of Commerce and Industry in 
conjunction with the Youth Federation of 
Chicago. More than 100 students from 
Chicago public high schools and junior col- 
leges were honored. The top student was 
presented with a $250 scholarship. 





Swedish C. of C. Elects 
Two Facit Officers 

Erik A. Ohlsson, president, and L. W. 
Wilkens, chairman of the board of Facit, 
Inc., sole American distributor of Swedish- 
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form that acceptance into diligent acts for the 
good of the association. 

Doing must always be more fruitful than join- 
ing. Otherwise the vine of association activity 
will wither from lack of nourishment. 





made Facit calculators and Odhner adding 
machines, have been elected members of 
the board of directors of the Swedish 
Chamber of Commerce of the U. S. A. 

Their nomination was announced here 
by Alex J. Pagel, president of the Swedish 
Chamber, which includes hundreds of busi- 
ness organizations here and abroad. 

Mr. Ohlsson has been associated with 
Facit’s parent organization, Aktiebolaget 
Atvidabergs Industrier, of Stockholm, for 
the past ten years. He directed South 
American sales of the Swedish manufactur- 
ing company’s export products—business 
machines and office equipment—before 
taking charge of the new United States 
branch in 1951. 

In addition to serving as Facit board 
chairman, Mr. Wilkens is president and 
general manager of Johaneson, Wales and 
Sparre, Inc., well known New York import 
and export firm. He is also president of 
Kockum Shipyard U. S. Agency, Inc. 








Catches Record Bonefish... 


Mrs. Bruce Adams, wife of the president 
of Pelouze Mfg. Co., Evanston, IIl., 
proudly holds 12%4-pound bonefish after 
battle to land it off the north shore of 
Bermuda. It is claimed as a world 
record catch for women in 12-pound test 
line class. The fish measures 322 
inches long with a girth of 17 inches. 
Mr. & Mrs. Adams attended the recent 
convention of the National Assn. of 
Scale Manufacturers held aboard the 
Queen of Bermuda. 
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Wins Award . Art Steel Co., 
Inc. received the Urban League Cer- 
tificate on May 4. The award recogni- 
tion, for the firm is “effective work in 
furthering the Urban League goal of 
equal economic opportunity,” was pre- 
sented at the Fifth Anniversary Lunch- 
eon of the Bronx Branch of the Urban 
League of Greater New York, held at 
the Concourse Plaza Hotel. 


Manufacturer Praised 
for Voter Registration 

Reyburn Manufacturing Company was 
among 42 concerns in 19 American cities 
honored for its non-partisan participation 
in the register-to-vote campaign last fall. 
The Philadelphia company was awarded a 
prize by the American Heritage Founda- 
tion in recognition of “the greatest demon- 
stration of political activity in the history 
of American citizenship.” 





Dick Pfaff One of Top 
Students in Nation 

Dick Pfaff, son of Fred Pfaff, former 
governor District No. 8 NSOEA and man- 
ager of the office supplies department of 
Omaha Printing Company, Omaha, Nebr., 
is one of the 59 top high school scholars 
in the nation. 

This was announced recently by the 
National Honor Society Headquarters in 
Washington, D.C., which on March 24 
conducted its scholarship examinations. 

Young Pfaff, who will enter Harvard 
University next fall on a scholarship, is 
far rempved from bookworm status. A 
straight ‘1’ student throughout his four 
high school years he has been editor of 
the school paper, a member of the Latin 
Club, Quill and Scroll and A Capella 
Choir. He has held major leads in his 
high school opera and senior class play 
and was the school’s student commence- 
ment speaker. 
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director in Area 9; F. 
president; R. G. Sinn, first 
W. Moore, president; F 


New NOMA Officers, Directors. . 


esident; D. F. Carrell, vice- 
NDING—M. O. Kirkpatrick, di- 
W. J. Jacquette, director 


Forster, director in Area 
ector in Area ll; F. A 
Area 5; W. Emmerling 


Not shown are Jj. b 
past-president, and M 
n Area 14. 


Boston is Scene of NOMA'S 
34th International Conference 


All-Purpose Business Show Draws 

Good Attendance—“Dynamic Leadership 
for Better Management” Proves theme— 
Elect K. W. Moore New President 


g@ TERMED “THE MANAGEMENT Event of the Year,” 


packed with office management know-how, the 34th 
annual International conference and office machinery 
and equipment exposition of the National Office Man- 
agement Association were held May 24-28 in Boston, 
Mass 


The fou y exposition—NOMA’s all-purpose busi- 


ness show—was open from 1 to 10 P.m. each day. Large 
crowds of visitors were attracted to Boston’s huge Me- 
chancis Hall just a few blocks away from the Statler 
Hotel, scene of the conference. 

One of the biggest events in the history of the 
Association, with an all-time high registration of 
some 1600, both the NOMA sessions and the exhibits 


were attended by business executives and their fami- 
lies from all parts of the United States and Canada 
in addition to local business people. 

Eighty-five manufacturers and distributors of office 
machines, furniture, equipment and accessories dis- 





played their newest products to best advantage. All 
booths were manned by trained company representa- 
tives who described and demonstrated the outstanding 
features of the various products. Attendance was 19,336. 

H. F. Smiddy, General Electric Company gave the 
keynote address entitled, “Dynamic Leadership for 
better Management” in which he pointed out, that 
under our basic American philosophy, sound and last- 
ing progress can be achieved only through individual 
and personal effort, self-discipline and voluntary co- 
operation. 


Choose New Officers 


At the annual business meeting following this ad- 
dress, Kenneth W. Moore, vice-president of the Chi- 
cago Title & Trust Company, was elected 1953-54 
president of NOMA. He replaces J. B. Andrews, who 
becomes a member of the association’s board of direc- 
tors. Other new officers were: first vice-president— 
Ralph G. Sinn, Detroit Edison Co.; vice-presidents— 
Darwin F. Carrell, Bell Telephone Company of Pennsyl- 
vania; Frank G. Mac Ilroy, Soundscriber Corp., San 
Francisco; Floyd Guillot, Industrial Finance & Thrift 
Corp., New Orleans. 

The second session held Tuesday, May 26, consisted 
entirely of technical sessions with the following speak- 
ers and their subjects: R. L. Lucas, Shell Oil Co., 
Houston, Texas, on “The Control Function of the 
Office”; H. C. Pennicke, Management Council, Green- 
wich, Conn. on “The Office—Our Business Home” and 





NOMA Annual Banquet. . . Scene at the Statler Hotel in Boston on Tuesday Evening, May 26 
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R. R. Eppert, Burroughs Corporation, whose topic was 
“New Developments in Office Mechanization.” 

In the evening 1400 delegates attended the annual 
banquet held in the Imperial Ballroom, after which 
the presidential key and scroll were presented to 
retiring president J. B. Andrews by K. B. Willett, 
Hardware Mutuals, Stevens Point, Wis., chairman 
NOMA National Honorary Council. Other awards were: 
The Leffingwell Medal, presented to H. A. Wichert, 
Packard Motor Car Co., Detroit, Mich. by H. M. Law- 
son, Salada Tea Co., Boston, Mass.; the presentation 
of fellowship to H. J. Volk, Prudential Insurance Co. 
of America, Los Angeles, Calif. by R. P. Brecht, Uni- 
versity of Pennsylvania, Philadelphia. Next came the 
recognition of 25-year members of NOMA which was 
conducted by F. L. Haskell, Wallace Barnes Corp., 
Bristol, Conn. 

He was followed by the guest speaker of the evening, 
Norman Vincent Peale, Minister of the Marble Col- 
legiate Church, New York, New York, whose topic 
was: “The Technique of Successful Living.” This 
was an inspirational address in which Dr. Peale said 
that people, especially businessmen, must learn to 
think positively if they are to succeed in living happy, 
fruitful lives. 





1. John L. Eckert, Jasper Seating Co.; Geo. B. Wray and R. E. Sturm, 
Jasper Office Furniture Co.; H. A. Clemetsen, Jasper Desk Co.; A. 
F. ieg, Jasper Seating Co. 

2. Nelson Demarus; J. Arthur Johnson, Art Metal Construction Co.; 
D. J. Casey and J. P. Casey, D. J. Casey Paper Co 

3. Mrs. & Mr. C. B. Lundstrom and Robert C. Wallace, all of Lund- 
strom Laboratories, Inc. 
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The Wednesday morning program was devoted to 
panel discussions on the subject of “How to Organize 
an Office Methods Program” with N. J. Brown, Steel 
Co. of Canada, Ltd., as moderator. 

Attendance at the exposition in Mechanics Hall, 
a large historic structure, was good from the start 
when the doors were opened at 1:00 p.m. on Mon- 
day and continued until closing time at 10:00 Pm. 
Thursday night. Many top executives of concerns 
displaying products at the exposition and their re- 
gional representatives were present to greet visitors. As 
business people entered the hall lavishly decorated 
with flags, they saw harmonious splashes of color on 
every hand. Spacious aisles and generously propor- 
tioned booths made for easy progress and access to the 
various displays. 

See Sorting Machine 


Just inside the entrance huge crowds were attracted 
to the Remington Rand display to see their new elec- 
tronic high speed sorting machine in operation. It is 
said to sort 800 tabulating cards per minute, both in 
alphabetical and numerical classificactions. Also shown 
was their new low cost bookkeeping machine a com- 
plete descriptive machine with standard typewriter 
keyboard for descriptions and ten numeral keys for 
figure entries, permitting multiple registers which may 
be varied in numbers, depending on requirements of 
accounting jobs. Also shown was their “Transcopy 
Duplex” photocopy machine which is said to expose, 
develop and print in a matter of seconds. 

The Wood Office Furniture Institute occupied a large 
section facing on two aisles in which the products of 
16 members were set up in office formation as a prac- 
tical demonstration of the richness of wood furniture 
in today’s executive office. 

At the Underwood Corporation display considerable 
interest was shown in the new “Samas” punched 
card accounting machine which uses twenty-one and 
forty column cards for use by organizations who re- 


On the Opposite Page... 


1. A. N. Davis and O. E. Bergstrom of Friden Calculating Machine 
Co., Inc. 

2. Allan W. Lufkin and Leon O. Stewart, Macey-Fowler Co., Boston 
Mass. 

3. V. S. Bigelow, F. H. Caswell and W. H. Adams, all of F. S. 
Webster Co. 

4. R. L. Weber, Rite-Line Corp.; George C. Wheeler, OFFICE AP- 
PLIANCES. 

5. J. L. Collins, The Leopold Co.; W. M. Small and Robert P. Mack, 
een Chair Co.; Fred W. Fogg. Contract Sales, Inc., Boston, 
ass. 

6. George Hayes, Thos. Groom & Co., Inc., Boston, Mass.; R. E. 
Coleron and Walter Cassady, Acme Visible Records, Inc. 

7. John Hamline, John Beadle, Myron Stolp and Rudy Kaspar, all 
of A. B. Dick Co. 

8. S. Caliguri, Hood Rubber Co.; Henry Holmes and C. H. Water 
man, Columbia Ribbon & Carbon Miq. Co., Inc. 

9. J] K. Boling, High Point Bending & Chair Co. 

10. Howard Gatewood, Wood Office Furniture Institute; Sterling Lord, 
The Leopold Co 

ll. Gordon Ackland and George H. Palmer, Royal Typewriter Co 

12. Fred D. Valleau and Hugh T. Morgan, Clemco Desk Mfg. Co., Inc. 

13. H. R. Russell, Underwood Corp.; C. L. Keenoy, National Cash 
Register Co. 

14. Frank Gregor and W. F. Brill, Ditto, Inc. 

1S. W. F. Chatfield, R. D. Powers, Adelle Jann and E. S. Martin, 
all of Shaw-Walker Co. 

16. Arnold E. Wolf, Tiffany Stand Co.; Bob Liscomb, Martin M. Mol 
dow Associates. 

17. W. Bruce Ellsworth, M. R. Cowan and Ralph E. Larson, all of 
Corry-Jamestown Mfg. Corp. 

18. R. H. Carrington and Kirk Bassett, Hamilton Mfg. Corp. 

19. G. A. Bettcher, J. W. Gray, R. A. Courtemanche and E. S. Pierce, 
Domore Chair Co., Inc. 

20. F. B. Bacon, The Sikes Co., Inc. 

21.. C. H. Collison, H. C. Olson, H. H. Kiehn and J. E. Johnson, all 
of Security Steel] Equipment Corp. 

22. Joseph J. Ryan, Dictation Systems, Inc., SoundScriber distributor; 
Normal J. Collister, Collister Corp., SoundScriber distributor. 

23. Folger Fellowes and John Fellowes, Bankers Box Co 

24. Hugh L. Clary, Joseph W. Stallings and Robert T. Pratt, all of 
lary Multiplier Corp. 

25. Dwight B. Steele, Jim D. Bender, D. D. Tomb, H. W. Knapp, 
T. O. Cole and L. H. Jones, all of The General Fireproofing Co. 

26. R. E. Contryman, C. W. Schreiber, E. W. Murphy, R. F. Collett 
and W. B. Cox, all of Yawman and Erbe Mfg. Co 

27. Fred J. Blumpot, Mrs. G. H. Bosse and Gilbert H. Bosse, all of 
Imperial Desk Co. 

28. Albert E. Farr, National Blank Book Cx 

29. Watson Dee, W. B. Craig, Jack Wilson and K. N. MacDonald, 
all of Esterbrook Pen Co. 
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quire statistical analysis of their operations. Also 
shown was tabulation equipment used for simplifica- 
tion of office accounting routines in various applica- 
tions including billing, accounts receivable and ac- 
counts payable, payroll operation, inventory and 
costing. 

The Esterbrook Pen Company exhibit was attrac- 
tively laid out with a counter motion display as the 
center of attraction. It consisted of four revolving 
shelves upon which were tastefully arranged desk 
and pocket pen writing equipment. Featured at this 
booth was the new desk pen set No. 444 that fills itself 

At the International Business Machine Corporation 
exhibit was to be seen a miniature reproduction of 
the new No. 701 electronic data processing machine 
which is said to compute the answer to some prob- 
lems in as little as seven seconds. Also shown was 
the No. 528 accumulating reproducer, which is in real- 
ity two machines in one unit, a high speed accumulator 
and a selective reproducer; and a new I.B.M. electronic 
paging system without special signal wiring. 


Feature New Machine 


The Burroughs Corporation exhibit featured the 
new “Sensimatic 500” Bookkeeping, Accounting and 
Statistical machine having 19 large capacity totals 
for use in statistical work, sales analysis and payrolls. 
Also shown was the No. 100 machine used for pro- 
duction and inventory control, the number F-300 
machine latest development in preparation of gov- 
ernment tax reports (941 A and W-2). At one corner 
of this exhibit was to be seen an interesting scale 
model of the electronics and related sciences research 
centre buildings which are located at Paoli, Pa. 

At the Royal Typewriter Company exhibit interest 
was shown in the HH Model standard typewriter with 
the “Magic” tabulator, carriage control, magic margin, 
easy action bar and time saver top. The Royal 
electric typewriter and the new portable typewriter 
in three models were exhibited. New features on these 
portables are: speed selector, line meter, visible tab 
set, push button top and other improvements. 

The Clary Multiplier Corporation showed and dem- 
onstrated the new hand-operated cash register having 
all the modern design, simplicity of operation and 
bookkeeping features of the all-electric cash register 
including simplified keyboard, locked-in autographic 
record tape. It shows cash, charges, paid-outs, cumu- 
lative total and lists up to nine separate departments, 
keeps cash in balance at all times. It can be con- 
verted to an adding-subtracting machine by the 
touch of a knob to speed up after-hours figuring, it 
is claimed. 


Capacity for Work 


In addition to the line of Clary electric adding 
machines the new heavy duty portable hand operated 
adding-subtracting machine weighing 16 pounds with 
Clary’s exclusive extra capacity key was shown. To- 
talling capacity is 10 times the keyboard listing 
capacity. 

Marchant Calculators Inc. featured the new Fig- 
urematic Model ADX with new dividend entry key 
and a new simplified decimal setting, automatic 
simultaneous push-button multiplication, one hand 
keyboard control and three-dial proof of every entry 
were among the features. Also shown was the new 
model S-8DRX calculator adaptable for chain store 
use in addition to a new Braille calculator for use by 
those who cannot see. 


The Mosler Safe Company featured the new Swing- 
way seat for practical use by banks, institutions, 
insurance offices, counter use and many other appli- 
cations. Also to be seen was a display of modern 
fire-resistant protective equipment. 


Diebold, Inc., showed and demonstrated office equip- 
ment including the Cardineer, rotary record file; the 
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Diebold elevator file, the versatile V-line trays and 
stands, the Flofilm duplex microfilm camera-printer 
and the portable Flo-Motorized microfilm camera with 
daylight magazine loading facilities, weighing 20 
pounds. 

Many other new products too numerous to mention 
were shown, such as: office planning materials, check 
cancelling machines, duplicating supplies, dictating 
machines, intercommunication systems, office furni- 
ture, Lithograph supplies, blankbooks, ledgers, business 
forms, copy holders, time recorders, collators and 
stands for business machines. 

Exhibits Described 


Following are brief descriptions of the exhibits and 
names of persons in attendance 


Acme Visible Records, Inc., Crozer, Va.—Ex t were A 


aC ers rc t KS Fle v 
ail Ve 
nana 3 
were A r 
j tories sters and price lists. Walter sssady w harge 
Adressograph-Multigraph Corp., Cleveland, Ohio—Ar 
jisplay were the 9300 Addressograpt a £ 
3 Addr jraph. C. F. W ar 
Dit A t 3 him were Cla 
Ad ‘ yrac und W.A 


Multigrapt 
Aima Desk Company ligh Point, N. C 


; 


harles E. Hayw T y anc Gg f manager 


Art Metal Construction Co., Jamestown, N.Y 
3 the New 2 ; desk A wy Art WW 





1. J. W. Hardinger, W. K. Downing and R. W. Sprott, all of The 
Globe-Wernicke Co. 
Harvey E. Scheu and John J. Schulda of Invincible Metal Furni- 
ture Co. 

3. W. T. Powell, Myrtle Desk Co. 

4. H. W. Frapwell and G. W. Head of the National Cash Register Co. 
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Banke Box Chicago 5.—On display were Liberty record storage 
¢ | pyh Jers ynd Staxonstee! transfer files 
1¢ ‘ the t 
B ghs A 3 Machine Co., Detroit, Mich—Displayed here were 
nes, Microfilm equipment, billing machines, 
hines and ca stors. J. R. King, assistant 
é harde of the booth. 
Sha B f company, inc., Chicago 41, Ill—On display at this 
. pyflex mode » deck ze machine for Dying 
. esentatives of the firm were on hand to greet 
hart.Pak Sars ford, Conn.—Products shown here featured draftsman 
\ harte ra ; - harts flow chart 
jed grapt tapes, pictotapes 





W. K. Wilson, W. H. Dautel and D. L. Beatty, all 


C. Segee, Walter T. Keller and Roy A. Cra 
mer Posture Chair Co., Inc. 
Joseph G. Ryan of Master Addresser Co 
Salsman of Rockwell-Barnes Co. 
Dixon Crucible C W. E. Jenkins, Marchant 





WOF'I Exhibits at NOMA Show... 
M pours a drink of water 
e-president of Doten 
the firm's display 
ient of the Imperic!l 
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tangles, templates, layout tapes and plastic charting and layout boards. 

n attendance was Eugene N. Fitch, general sales manager. 

Chicago-Cummins Corp., Chicago 40, II|.—Demonstrated was the firm's 
equipment capable of signing up to 27,000 checks per hour, along with 
perforators for canceling checks and invoices and other tools in the 
Cummins line. In charge of the display was Lyman E. Nivling of Brookline, 
Mass. 

Clary. Multiplier Corp., San Gabriel, Cal.—Displayed were a full line 
of electric adding machines, registers and electric computing equipment. 
Featured was the new hand-operated adding-subtracting machine and cash 
register. W. F. Larkin, Jr., Boston branch manager, was in charge of 
the booth. 

Clemco Desk Manufacturing Co., Bloomfield, Ind.—Shown here was execu- 
tive office furniture including a conference type desk, credenza, and tele- 
phone cabinet. Fred D. Valleau, assisted by Hugh Morgan and Fred 
Wahlberg, were in charge of the booth. 

Columbia Ribbon & Carbon Mfg. Co., Long Island, N. Y.—Shown by 
the systems and duplicating division were offset plates and duplicating 
supplies, Ready-Master hectograph units and hectograph supplies. in 
sttendance was W. P. Murphy 

Commercial Controls Corp., Rochester 2, N. Y.—Displayed here was the 
following equipment, Flexowriter, models FL, FG, FC, FIM, FPC and the 
Justowriter. Also shown were opener: ealers, stamp vendors, scales, 

rting racks, ticket systems and other mailroom equipment. Donald G. 
Osborne, assistant advertising manager, was in charge 

Corry-Jamestown Mfg. Corp., Corry, Pa.—On exhibit were Steel-Age 
jJesks, filing cabinets, tabulating files, and blueprint cabinets. Ralph E. 
Larson, vice-president in charge of sales, attended the booth. Assisting 
him were W. Bruce Ellsworth, manager stock sales, Maurice Cowan, Boston 
manager, and Tom Gross of the Boston office 

Ralph C. Coxhead Corp., Newark 5, N. J.—On display were the Standard 
Vari-Typer, Coxheads Composing Machine—model DSJF and Headliner 
Photo-composing machine Mr. Ralph Wilbur, New England division 
manager, was in charge of the booth 

Cramer Posture Chair Co., Inc., Kansas City 6, Mo.—The firm's office 


hairs, machine stands, stop-step ladders and sshions were shown. Chair 
nstruction was varied, including posture je and swivel types of both 
sluminum and steel In attendance were Roy A. Cramer. Jr.. Walter T. 


Keller, vice-president, and Ralph Segee, New England representative. 

A. B. Dick Co., Chicago 3/1, Ill.—Highlighting this exhibit was the first 
public display of the Mode! 106 Plate Exposure unit. Also shown was the 
Mode! 220 spirit duplicator introduced earlier this year, along with two 
mimeographs, the model 445 and 450, plus accessories and supplies. Lois M. 
Corbeil was in charge of the exhibit 

Dictaphone Corp., New York 17, N. Y¥Y.—Machines shown were the Dicta- 
phone Time-Master electronic dictating and transcribing machine, the 
Plastic Dictabelt record, and the Dictaphone Telecord System. Attending 
was Samuel Werner, district manager. 

Diebold, Inc., Canton 2, Ohio—Exhibited V-line posting trays, V-Dex 
vertical visible files, Tra-Dex vertical visible files with new colors, safes 
elevator files. a Cardineer rotary file. the 9003 Flofilm camera. the 9077 
portable Fiofilm camera and the 9204 new portable Fiofilm reader. In 
harge was Thomas Cortright, Jr., Boston branch manager Attending 
; were W. K. Wilson. vice-president harae of systems sales: W. I. 
Thompson, New York branch manager: H Shea, Jr., Hartford branch 


manager; H. M. Anderson, sales manager Flofilm division, and Felix 
Kleeberg, directcr of services, Flofilm division 
Ditto, Inc., Chicago 12, lil.—The list of products shown included liquid 
nachines quid supplies gelatin machines and supplies, one-writing busi- 
ess systems Jemonstrations) that ir jed rder billing, parts order, 
duction rder, purchasing—receiving, and payrol In charge of the 
booth was F. Gregor, Jr., director of sales promotion, Ditto, Inc. 
Domore Chair Co., Inc., Elkhart, Ind.—Shown were the firm’ omplete 


e f chair with G. A. Bettcher attend ] 
Doten-Dunton Desk Company, Cambridge 39, Mass.—On display was 


new group of modern executive off re Attending was Harry 


A stin 
Thomas A. Edison, Inc. 


West Orange, N. J.—Displayed were the V. P 
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Exhibitors at NOMA Exposition in Boston. . . 


1. 6. Columbia Ribbon & Carbon 
Mfg. Co. 

Commercial Controls Corp. 
A. B. Dick Co. 


Addressograph - Multigraph 
Corp. 

Art Metal Construction Co. 
Bankers Box Co. 


2. 
3 
4 
5 


oO ON 


11. 
12. 
13. 
14. 





Esterbrook Pen Co. 
Executone, Inc. 

General Fireproofing Co. 
Globe-Wernicke Co. 


Burroughs Corp. . Thomas A. Edison, Inc. 15. International Business Ma- 
Chart-Pak, Inc. 10. Elliott Addressing Machine Co. chine Corp. 
Edison Voicewriter, and the Ed tat jraph r rs. Featured was i se mplete 
In charge were Robert R. Sieger and Har } ew design with pa f the display devoted er furniture 
The Esterbrook Pen Company, Camden, N. J.—& we founta K. B 3 was nd to greet friends 
pens, renew-points, mechanical push pe and k sets n attend Hoosier Desk Company, Jasper, Ind.—Thre k f t Empir 000 
ance were W. B. Craig, J. T. W Ww K. N. MacDona ries r sk finish were shown. noeneaps 644 IS58B 
Executone, Inc., New York 7, Ve ay we Executone inte 558X. Atte the booth was V. L we e snage 
com systems and the Executone ’ syster " Ra Swa ; treasurer 
charge of the booth. indlens Chair e- Jasper, Ind.—lIr o wit Ww firrr 
Friden Calculating Machine Co., Inc., San Leandro, Cal—Shown was tt howed severa The New Engla entat werling 
complete line of Friden automat ; 5t eaturing e Friden Aut wa harage 
matic Square Root Calculator and f and tal Ca at Indiana Desk Co., Jasper, Ind.—Three highlighte s exhibit 
O. E. Berastrom, manager of the Bost ; w sras N 1513 dout edestal flat-top desk N c “ ta 
General Fireproofing Co., Youngstown, Obie t ise ncluded p desk and N 1531 Stationary n typew esk. A 
Goodform aluminum insti tutional and hairs, Mode-Mak and 1600 ee were ftone sk. A. W. Braun w . ; friends 
line metal desks and tables, Super-F and Rig tront 3 equipment Imperial Desk Co., Evansville, Ind.—A M an exe oup of 
Goodform lounge furniture of alumin enera e fing nt ference desk redenza. and utility sbir kcase w exhibit 
equipment. John Saunders, manager sir sales sion, an e All we N 7i Mellotone wa finish bert Bosses 
Clarence Straubel, manager of f were Jent. a N A. Gerth » we harge 
charge. ted by F Representatives Fred B H.W. Koet ty 
The Globe-Wernicke Co., Cincinnati 12, Ohio plan Modular office i Hen th 
equipment in both wood and steel was featured in this exhibit. Also show international Business Machines Corp., New York 22, N. Y te 
were stee! desks, visible record equipme 000 € files. safe rT trated we electron nd electr f wda j : 
guard filing systems, Cello-Clip Map and Plan File, and aluminum office sctr typewriters and electric time ind ' Jing snaling 
chairs. In attendance were A. C. Howar side W. K. Downing, sales ystems and electror f regulation. F. N. M e ar Redfield 
promotion manager: R. W. Sprott, assista sles el W. Hardinger sttended the booth 
sales department, and C. Malcolm Derry, New England district representative Invincible Metal Furniture Co., Manitowoc, Wis.—D : were desks 
Gray Mfg. Co., Hartford, Conn syed were Audograph Electroni files featuring a typewriter desk. a fers tive desk 
Soundwriters, PhonAudograph teleph tatior ter and equipment ed style table, letter file, and lega All were fin n Moderr 
accessories and supplies for these Sa F tion Manage ; sray. George Alter e-president Ww snt sale 
Charles H. Donahue, Jr., was in charge snager. attended hoath 
The Haloid Co., Rochester 3, N. Y.—Xe e ss feat st Jasper Chair Co., Jasper, Ind. wih the W 
booth with Ben P. Meeks in charge t ture institute. this firm thowed leet aoe C 
High Point Bending and Chote Ceo Siler City N. C.—Along w firm were attendance 
Wood Office Furniture Institute ? howed uf ff 3 Jasper Desk Co., Jasper, Ind.—Show with the Wood C ” 
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Exhibitors at NOMA Exposition in Boston. . . 


1. Lundstrom Laboratories, Inc. 6. National Cash Register Co. 11. Simplex Time Recorder Co. 

2. Macey-Fowler, Inc. 7. Olivetti Corp. of America 12. Thomas Mechanical Collator 
3. Marchant Calculators, Inc. 8. Pitney-Bowes, Inc. 13. —« Corp. 

4. McBee Co. 9. Remington Rand Inc. 14. Victor Adding Machine Co. 
5. Monroe Calculators Inc. 10. Security Steel Equipment Corp. 15. Yawman and Erbe Mfg. Co. 


were the N 6ST54 S« ftone and N«¢ 6ST42 
ng with the No. 6SL48, a sma 
sk. Attending were H. A. Clemetsen, Raphae 


ewriter cesks 5 


Jasper Seating C Jasper, Ind.—Shown were executive posture chairs 
; fice chairs and fine wood office chairs. In attend 
" { snd A. F. Krieg 

Johnson Chair t 


Chicago 39.—Exhibited were chairs in the executive 
‘ r patterr rative colors The booth was 
} jirector of sale 
The Leopold Burlintgon, lowa—On display here was a typewriter 
sk } jesk N 210 and a compact desk No. 210 
3 Lord attended the booth 
Marchant Calculators, Inc., Oakland, Calif.—Exhibited were fully aut 
‘ ‘ wr by Cc a Petercor 
Master Addresser Co., Minneapolis 16, Minn.—Shown were Master Ad 
3 with master f stors and supplies 
The McBee Company, New York 17, N. Y.—Displayed were punched cards 
t f forms, posters for payr and ledger posting 
rms for simplifying unting and statistica 
k istomer relations manager, attended 
Metal Office F ture Co., Grand Rapids, Mich.—A representative private 
f t was shown here jing desk, table, filing 
e f office furniture a ong w th a harmonic 


pes and wa Attending were David [ 
; i George C. Ohland, manager of dealer sale 
Monroe Calculating Machine Co., Orange, N. J.—Monroe adding-cak 
’ nd a nting and ¢ kkeeping machines were 
e R. A. Fisher, sales manager New England Divis 
Mosler Safe Hamilton, Ohio—Products exhibited here included 
' Re te files, Swing-way seats and bank ledger desk 


Anderson, New England manager of 
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Myrtie Desk Company, High Point, N. C.—On display were an inter- 
viewer's desk in frosted walnut finish, and secretarial desk in light natural 
walnut, also equipped with a Formica top. T. R. Pitts, sales manager, 
was in charge. 

National Blank Book Co., Holyoke, Mass.—The products shown included 
nose ~ leaf binders, visible equipment, machine accounting equipment 
accounting forms and analysis pads. Directing the display were A. E. Farr 
snd Ray Fletcher. 

The National Cash Register Co., Dayton, Ohio—The firm's line of account- 
ng machines and adding machines were on display, featuring five models 
of National's Class 31, and the New “‘Live’’ Keyboard adding machine. 
Representatives from the Dayton office and branch operations explained 
snd demonstrated the equipment. 

National Litho Forms Co., Cleveland 12, Ohio—On display were Ready- 
sets, carbon interleaved business forms: Copifixt, to make carbon copies 
and the firm's inter-office communication forms. Representatives of the 
firm were on hand to greet friends 

Nettie Office Equipment Co., Boston 16, Mass.—Shown for the first time 
was the A-Dress-R, Jr. metal plate addressing machine. Shown also were the 
Auto-typist, the automatic letter-writer with push-button selectivity and the 
Auto-Typist Copy-Typist, along with the Rex-Rotary duplicators. Directing 
the exhibit were Rudolph Nettle, W. M. Schulz and R. Henderson, assisted 
by Mrs. Belle Anderson and Henry Nettle 

Olivetti Corporation of America, New York 36, N. Y.—On exhibit was the 
livetti Fully Automatic Printing Calculator. General Business Machines, 
Boston, personnel were in charge. 

Ozalid Division, General Analine & Film Corp., Johnson City, N. Y.— 
The Ozamitic copying machine was featured at this booth with sales promo- 
tion manager, H. R. Silbaugh, in charge. 

Peirce Wire Recorder Corp., Chicago 31, IIi.—Peirce dictation systems, 

nference recorders, airborne recorders, telephone recorders and the new 
Peirce remote telephon dictation system were displayed. Charles Peirce 
president. directed the booth with assistants from Art Kuehn of the Cleve 
nd district and F. D. Pratt of the New England area 

Pitney-Bowes, Inc., Stamford, Conn.—Shown were postage meters, mailing 


(Turn to page 150, please) 
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Beautiful Mission Inn Houses 
District 14 at Riverside 


352 Register for Enjoyable Meeting— 
Walter McNevin Succeeds Governor 
Russ Davis Completing His Second 
Term—Hear Paul Buckwalter 


@ UNDER THE DIRECTION of Governor Russ Davis, 
Alhambra Office Supply Company, and his commit- 
tees, District 14 NSOEA staged one of its most success- 
ful and enjoyable meetings at Mission Inn, Riverside, 
Calif.. on May 4 and 5. The Inn is one of America’s 
most interesting hotels with arches, patios, long ar- 
cades, 777 bells ranging in weight up to 2800 pounds, 
paintings, murals and other sights too numerous to 
see in a few days. 

Mr. Davis completed his second term as governor 
with a record which brought praise from President 
Adrian Pembroke. Walter McNevin of Stationers Cor- 
poration, Los Angeles, was chosen to lead the district 
for the ensuing year. Phoenix was selected as the 
convention city. 

Most of the program was supplied by members of 
the NSOEA troupe, composed of Adrian Pembroke, 
The Pembroke Company, Salt Lake City, president; 
L. R. Addington, Art Metal Construction Company, 
vice-president; Elmer Rahe, The Globe-Wernicke Co.; 
Robert Spelman, Wood Office Furniture Institute, and 
substituting in brilliant manner for Paul Burbank, 
detained by pressure of work in Washington head- 
quarters, a well-seasoned trouper in the person of 
Paul Buckwalter, National Blank Book Company. Mr. 
Buckwalter last made the regional circuit in 1950. 

Other speakers were Phil S. Mitchell, Weber Show 
Case & Fixture Company, and Milton R. Sage, Sage’s 
Complete Markets, a long time friend of Frank Binney, 
general convention chairman. 

Activities started with registration beside the swim- 
ming pool where in true Southern California fashion 
coffee and doughnuts were served to all. A registra- 
tion of 350 was hoped for; 352 was the actual count. 
The program started with a luncheon with Governor 
Davis presiding. Mr. Binney extended a welcome to 
Riverside on behalf of his committee. President Pem- 
broke offered the greetings of the national association. 





1. Russell Davis, retiring governor and Mrs. Russell Davis; Mrs. and 
Mr. Adrian Pembroke, NSOEA's president 

2. Harold Bass, mfg. rep.; Roman Schmit, Zellerbach Paper Co.; Al 
Knox, mfg. rep.; E. J. Serr, Serr’s Stationery, Redlands. 

3. Guy Denison, and Eleanor Wilson, both of Joe D. Hale Co.; Jack 
Polster, Wilson-Jones Co.; Roy Wilson, Joe D. Hale Co. 

4. Bill Moreau, Carter’s Ink Co. with his attendance prize, a crate 
of oranges. 
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The first afternoon was occupied by the trio, Mr. 
Pembroke, Mr. Addington and Mr. Buckwalter, each 
covering a phase of the subject, “This We Believe.” 
Their remarks were covered in previous regional re- 
ports. 

The second day started with separate breakfast 
meetings for travelers and dealers. The dealers’ break- 
fast resolved itself into a question and answer period. 
A panel to which questions were directed was composed 
of Roland A. Thomas, Grimes-Stassforth Stationery 
Company, Los Angeles, chairman; George Hatten, 


On the Opposite Page... 


1. Wilson G. Turner, Craftint Mfg. Co.; Rush Polgrean, mfg. rep.; 
Bob Reid, American Pad and Paper Co.; Irv Satrang, Schwa- 
bacher-Frey; Pete Masterson, mfg. rep.; George Collup, Stationer’s 
Corp.; Joe M. Davis, mfg. rep.; Ed Cooper, S. E. & M. Vernon Inc. 

2. Wilson S. Turner, Los Angeles Stamp 4 Stationery Co.; Harry F. 
Homer, retired, formerly Esterbrook Pen Co. 

3. Henry L. Palmer, Joe M. Davis Co., Los Angeles; Mrs. and Mr. 
Cc. W. Clemen, G. J. Aigner Co.; Mrs. and Mr. John Wikle, Millam 
& Wikle, Phoenix. 

4. T. H. Daniels and B. T. Haberkorm, both of Minnesota Mining 
& Mig. Co.; Charles Reynell, Oxford Filing Supply Co.; H. R. 
Long, Minnesota Mining & Mig. Co.; Stanley Geismar, Joshua 
Meier Co., Inc., New York. 

5. Bert Smith and J. B. Hinch, both of Acme Visible Records, Inc.; 
R. M. Mulhaupt, W. A. Sheaffer Pen Co.; Jerry Gianotti, Adair 
Typewriter & Office Supply Co.; Whit Curley and Gene Rohr, 
both of Minnesota Mining & Mig. Co 

6. Mrs. Russell Davis, Alhambra Office Supply Co.; Mrs. Kenneth 
Sprague, Stockwell & Binney, Riverside; Mrs. E. J. Serr, Serrs 
Stationery, Redlands, Calif. 

7. Ebenezer Wallace, Southern California Stationers; Elmer Rahe, 
Globe-Wernicke, Cincinnati; Muriel Wallace, Southern California 
Stationers; Stewart Last, Cahen Davis Co.; Paul Buckwalter, Na- 
tional Blank Book Co. 

8. Frank Binney, Stockwell & Binney, San Bernardino, Calif.; Adrian 
Pembroke, president NSOEA; Elmer Rahe, The Globe-Wernicke Co. 

9. Mr. and Mrs. David Piltzer, Dapso Leather Products, Los Angeles; 
Bert Jackson, Wholesale Office Equipment Co., Los Angeles; Mrs. 
and Mr. Jos. A. Savel, Savel Commercial Stationery Co., Los 
Angeles. 

10. F. W. (‘"Ben’’) Vorwick, Blaisdell Pencil Co.; Bernice Cory, Eagle 
Pencil Co.; Arthur Carlson, Charles R. Barry Co. 

ll. Bill Jenkins, Jenkins Index Card Co.; Florence Honaker and Mary 
Sue Honaker, Industrial Suppliers, Glendale, Calif.; Clara E. 
Adams, formerly Kendrick & Bellamy, Denver; H. J. Phillips, In- 
dustrial Suppliers, Glendale. 

12. George Stetson, Heinze, Bowen & Harrington, Phoenix; Mrs. John 
A. Gilbert, OFFICE APPLIANCES, Bob Long, Arey-Jones, San Diego, 
Calif.; Mrs. and Mr. Tom Stoyle, General Fireproofing Co.; George 
Wall, Smead Mfg. Co.; Vern Schacht, Belcher & Schacht, Long 
Beach, Calif.; Mrs. George Wall; Wayne Stickler, Valley Office 
Supply Co., Bakersfield, Calif. 

13. Robert Spelman, Wood Office Furniture; William Moreau, Carter's 
Ink; R. A. Thomas, Grimes-Stassforth Stationery Co.; George Stet- 
son, Heinze Bowen & Harrington, Phoenix. 

14. Roy Wilson, extracting an ace from the sleeve of Joe Hale with 
Guy Denison as an interested spectator, all from Joe D. Hale Co. 
Joe’s gin rummy follows him even to regional meeting. 

15. Hank Lyles, McMillan Book Co.; George Hatten, Eaton Paper 
Corp.; Willis Palmer, Boorum & Pease Co.; Vic Hall, All-Steel 
Equip. Corp.; Walt Waldvogel, National Blank Book Co.; Ernie 
Daniels, Bert M. Morris Co.; Bill Jenkins, Jenkins Index Card Co. 

16. C. O. Markham and J. L. Mann, both of Sturgis Posture Chair Co. 

17. Mr. and Mrs. F. W. “Ben” Vorwick, Blaisdell Pencil Co.; Mrs. F. 
C. Ellsworth, King Posture Chair Co.; Mrs. Sam Bullock, Los An- 
geles Stamp & Stationery Co. 

18. Frank Nolan, Gills Office Supplies & Equipment, Long Beach; 
Dave Price, Eagle Pencil Co.; V. H. Bentley, Stockwell & Binney, 
San Bernardino, Calif.; Carl Walker, M & D Display Mfg. Co., 
Alhambra, Calif. 

19. Sam Flateau, mfg. rep.; Ralph Poore, Stationers Corp.; J. A. Eich- 
horn, Flood Stationery Co., San Pedro, Calif.; Willard S. Joy, 
Yale Filing Supply Co.; Ralph Alexander, Alexander Stationers. 
Hollywood, Calif. 

20. Mr. and Mrs. Arthur Carlson, Charles R. Barry Co 

21. Charles B. Cole, Mrs. and Mr. W. E. Nevis, all of Ideal Systems 
Co.; Grace and Ralph Maneval, A. W. Faber Castell, Inc. 

22. Carl Judkoff, Cantigny Stationery Corpv., New York, Gov. of 13th 
District; Russell Davis, Alhambra Office Supply Co., Alhambra, 
Calif., Gov. of 14th District. 

23. Mrs. Carl Grimes, and Mrs. R. A. Thomas, both of Grimes-Stass- 
forth Stationery Co.; Mrs. Bert M. Morris, Bert Morris Co.; Mrs. 
Ernest Martin, Barnum & Flagg. 

24. Louis Polonsky, Atlas Stationery Corp.; Ralph Poore, Stationers 
Corp.; Stanley Geismar, Joshua Meier Co., Inc., New York; Jules 
Sarret and Walter Johnson, both of Sarret Office Equipment Co., 
Las Vegas. 

R. J. Richards, Frasher’s, Inc.; Ben R. Thomas, Dennison Mfg. 
Co., Los Angeles; Mrs. and Mr. Blake Lockard, Stationers’ Assn. 
of Southern Calif.; Floyd H. Smith, Dennison Mfg. Co 

26. Two old-time friends Milton Sage, featured speaker, and 
Frank Binney, general convention chairman 

27. Kenneth Bowles, San Diego Office Supply Co.; George Cornell, 

Cornell's Chula Vista; Dick Kirkpatrick and Byron Thayer, both of 

Jos. Dixon Crucible Co.; Russell Davis, Alhambra Office Supply 

Co., Gov. 14th Dist.; R. C. Brock (hidden), Jos. Dixon Crucible Co. 

28. Frank Binney, Stockwell & Binney, San Bernardino, Calif.; Russell 
Davis, Alhambra Office Supply Co., Alhambra, Calif. 

29. George Hatten, Eaton Paper Co.; Frank Rising, mfg. rep.; Mrs. and 
Mr. Carl Grimes, Jr., Grimes-Stassforth Stationery Co.; Bob Reid, 
American Pad and Paper Co. 

30. George Cornell, Cornell's Chula Vista, Calif.; Herman Hirdler, In- 
dustrial Printing & Stationery Co., Huntington Park, Calif.; Joe 
Savel, Savel Commercial Stationery Co., Los Angeles; Ernest 
Martin, Barnum & Flagg. 
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Eaton Paper Corporation, R. J. Richards, Frashers, 
Inc., Pomona, and Thomas M. Early, Arey-Jones Com- 
pany, San Diego. The two groups merged to hear Elmer 
Rahe, vice-president of The Globe-Wernicke Co., give 
his address on “There Is a System,” also Robert Spel- 
man, assistant secretary of the Wood Office Furniture 
Institute, who presented his Certified Office Planning 
Service program. Mr. Spelman spoke with a number 
of dealers at greater length who were interested in 
the comprehensive promotional effort WOFI had to 
offer. 

The interest in the two final addressess was indica- 
tive of the wide-spread trend to self help in selling. 
One topic was “Store Planning and Present Trends in 
Self Service Fixtures,” by Phil S. Mitchell of Weber 
Show Case & Fixture Company; the other was “Cutting 
Costs in Retail Merchandising.” Mr. Mitchell told of 
equipment used to display packaged merchandise and 
the desirability of using the packaged display method 
of selling. Mr. Sage recited instances in which the 
sale of packaged merchandise increased greatly when 
the open display plan was put into use 


Audience Participates 


Many in the audience participated in the question 
and answer periods which followed. Both speakers 
were quick to agree that only certain types of mer- 
chandise were suitable for self service but both advo- 
cated it as a means of greater sales at lower costs for 
those that qualified. 

Mr. Sage is a director of the Super Market Institute 
and a member of the research committee of that 
group. His appearance before a stationery and office 
equipment meeting, where dealers are toying with 
the self-help idea for customers, therefore provoked 
considerable interest. He added that the super markets 
are in the stationery business—to the extent of school 
supplies and greeting cards and told how in his store 
a center island display sold over $63,000 worth of school 
supplies and stationery last year, almost twice the 
average of the whole store and at twice the gross 
profit of the store—‘“the strictly food business pro- 
duces $2.41 per square foot while the non-food items 
after taxes produces $3.39 per square foot, or $1.00 
more per square foot .. .” 

Discussing customer services and the cost of han- 
dling products he asserted: “You will all remember 
that we used to go around and take grocery orders, 
then we would go back and put up the order, then 
we delivered it and charged it. . . . Now, this service 
in 1900 cost 34.5% of retail sales prices while today 
Mama shops for 12.5% of the retail sales prices. At 
one place or another the customer rebelled against 
that service she no longer wanted, the convenience 
of someone calling at her back door and asking what 
groceries are needed and delivering the groceries... . 
There comes a point when we have to consider that 
maybe the services that we are offering are not what 
the customer wants .. .” 


“Custodians of Public’ 


Mr. Sage then suggested, “I don’t propose to you that 
all stores give up all services but I do propose there 
is a place where we as merchants are custodians of 
the buying public. There is only a certain amount of 
services that the customer wants, and if it costs more 
to bring the products from where they are made to 
your customer now than it did last year, the year 
before, or ten years ago, there will come a time when 
the customer will not pay your idea of what the serv- 
ice is worth, because he will have ideas, too... 

“You are going to have to decide whether self-serv- 
ice belongs in your store,” Mr. Sage told members of 
his audience. “There is no panacea as all of us in this 
room know. There is no cure-all. There is no chloro- 
phyll for business management. First, before I would 
consider self-service or self-help, or a new type of 
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display problem in your store, I would ask a question 
of myself and of no one else: ‘If I do this, will it be 
interesting to my customer?’ ” 

In making the store more interesting, Mr. Sage sug- 
gested: 

1. Displays in self-service must be rotated. 

2. You cannot leave displays up as long as you do 
when you have service-type operation. 

3. Use talking signs on displays. 

4. Self-service takes more lineal feet of display. 
Your back room will be smaller and your front room 
will have to be larger. 

5. You will want to consider night stocking. You 
must have your store ready for business. 

The convention was preceded by a golf tournament 
with the dealers competing with the travelers. The 





a 


1. Milton R. Sage, Sage’s Complete Markets, San 
Bernardino, Calif., speaker on “Cutting Costs on 
Retail Merchandising.” 

2. Grace and Ralph Maneval, A. W. Faber-Castell, 

Inc. 


dealers won, taking possession of the trophy which 
had been in possession of the travelers. Bill Lash- 
brook, Esterbrook Pen Manufacturing Company, turned 
in the low gross of 77. He has a record for low scores 
at NSOEA in Chicago and local meetings in the De- 
troit area and elsewhere in the middle west. Low net 
went to Jim Cahill, American Pencil Company. 

Entertainment the first evening was put on by the 
Golden State Travelers Club under the direction of 
Pete Masterson, manufacturers’ representative and 
club president, and the dealers under the guidance of 
Ernest Martin of Barnum & Flagg. The travelers pre- 
sented five types of salesmen—the first-timer, the 
good will type, the electric dynamic, the group or gang 
type and the juvenile. Mr. Martin was moderator of 
a dealer panel featuring “Whats My Secret”, a humor- 
ous adaption of the TV program “What’s My Line.” 
Between the two skits some excellent vocal work was 
provided by Roy Bauman of American Crayon Com- 
pany, so good that he was drafted for a repeat per- 
formance at the banquet the next evening. 

Mr. Davis was unable to extend greetings to his 
successor, Mr. McNevin being in a hospital at the time 
for repairs. 





Stationery Show Draws Record Attendance 


Increased attendance and buying activity establish- 
ing a record topping all former shows marked the 
seventh annual New York Stationery Show held on 
Sunday May 17 through Friday May 22 at the Hotel 
New Yorker, New York, N. Y., under the direction of 
George F. Little, Management. 

Some 3,607 buyers journeyed to the show to inspect 
approximately 350 lines of products displayed in 282 
exhibit rooms. With the addition of the entire ninth 
floor this year, 73 rooms were added. Six floors in all, 
from the fourth to the ninth at the Hotel New Yorker, 
were used to accommodate the displays. Among the 
products to be seen were: social stationery, pens and 
pencils, greeting cards, Christmas ornaments and dec- 
orations, gift wrappings and ties, desk accessories, 
leather goods, office and school supplies, artist’s ma- 
terials, albums, plastic novelties, typewriters, calcu- 
lating machines, playing cards and adult games, party 
and household paper goods, candles and miscellaneous 
items. 
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District No. 12 Convenes 


in Yosemite Park Setting 


Fred Goette Succeeds Tom McWhorter 
at Close of Second Term—Scenery 
intrigues Visitors at Convention 


g@ STATIONERS AND TRAVELERS of NSOEA’s Dis- 


trict No. 12 met May 7, 8 and 9 at the Ahwahnee Hotel, 
Yosemite National Park, Calif., the scene of their 
greatest vious success established a year ago. It 
is significant that both meetings were under the di- 


rection of Tom McWhorter of McWhorter-Young, Inc., 
San Jose, who served two years as governor of the 
district. His successor is Fred Goette of Schwabacher- 


Frey Company, San Francisco. It was expected that 
the site of 1954 meeting would be determined shortly. 

Most of the program was furnished by the NSOEA 
troupe with Paul Buckwalter, National Blank Book 
Company, serving in place of Paul Burbank. The others 
were Adrian Pembroke, president; L. R. Addington, 
Art Metal Construction Company, vice-president; El- 
mer Rahe, The Globe-Wernicke Co., and Robert Spel- 
man, Wood Office Furniture Institute. 


Sim; Ensemble ... Fred Tiejen, H. S. Crocker Co.; 
jin Burk A carlisle & Co.; Bud Konnersman, Eagle Pencil 
Mick Hall's Staty. Store, doubling as vocalist. 
The imp: : horus at the banquet. 


The tw . n the show .. Governor Tom McWhorter; 
President A n Pembroke. 

New office Forty-Niners Travelers Club ... Herb Morgan 
National Blan) k Co., president; Everett Dickinson, Minnesota 


Mining & Mf vice-president. 
Don Lindsay rtis-Lindsay, San Jose; Everett Dickinson, Minne 
r Mig. Co. 
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An Official Quintette ... 

Fred J. Goette, Schwabacher-Frey Co., governor; Kenneth N. Brown, 
chairman, nominating committee, Santa Rosa, Calif.; Henry A. Sleeper, 
Sleeper Stamp & Staty. Co., Sacramento, lieutenant governor for 
Sacramento Valley; Dan Toquero, Lee Bros., Modesto, lieutenant gov- 
ernor for San Joaquin Valley; Tom McWhorter-Young, Inc., San Jose, 
Calif., retiring governor. 


Other speakers were Lee Hale of Wholesale Office 
Equipment Company, San Francisco and Ralston A. 
Derr, secretary-manager of the Stockton Chamber of 
Commerce. 

Sibley Smith, manager of Wholesales Office Equip- 
ment Company, was scheduled to speak on the sub- 
ject “Don’t Let the Side Show Keep You from the 
Circus”. Unfortunately he was hospitalized at the time 
of the meeting, Mr. Hale taking over the responsibility. 
His initial point was to the effect that the dealer should 
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6. Jack Stewart, Associated Stationers, Oakland; Mick Hall, Hall's 
Staty. Store. 

7. Bob Heath, Boorum & Pease Co.; Don Hillhouse, Hillhouse, Inc. 

8. Don Lindsay, Curtis-Lindsay, San Jose; Everett Dickinson, Minne- 
sota Mining & Mfg. Co.; Jack Stewart, Associated Stationers, Oak- 
land. 

9. Don Lindsay, bridesmaid; Al Brandhofer, groom; Everett Dickinson, 
bride. 

10. Bob Heath, Boorum & Pease Co.’s.; Dan Kerr, Bert M. Morris Co. 

Most of these photos are through courtesy of the Pacific Stationer.) 
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recognize all the prospect’s needs and keep him aware 
of all the products the dealer has to sell. He told of 
finding two modern safes on a customer’s floor and 
asking why he had not been given a chance to figure 
on them, only to be told the customer did not know 
he sold safes. 

Mr. Hale said that when you get into the big tent 
of practical selling you find most of the side show 
features there as well. More time, he said, should be 
given to product education through sales meetings, 
individual training and help in the field .. . “We lose 
more order by our own weakness than by our com- 
petitor’s strength.” Mr. Hale closed by saying, “A sales- 
man who does not ride the tide of boom times but 
creates his own sales opportunities need not worry 
about trends or conditions. Current conditions mean 
little for he will make his own conditions”. 


Interesting Talk 


Ralston Derr was assigned the subject “Are You 
Getting Your Share?” He put his story over in a talk 
so well spiced with humorous illustrations as to be 
reminiscent of the well known trouper of an earlier 
year, Bill Gove of Minnesota Mining & Manufacturing 
Company. Among his quips were: “People are scared 
to death about the future, but just look ’em in the 
eye—rock ‘em, Sock ’em and sell ’em . In selling, 
interpret peoples’ needs; some folks are in a rut and 
don’t know it ... You miss a lot of fun in life and 
a lot of sales, too, by being too fussy about unimpor- 
tant details . . . Mold public opinion, educate people 
including yourself .. . Don’t neglect the closing pitch. 
Have faith in yourself, your own business, the future 
and in God.” 

Day-time entertainment was supplied by the Yo- 
semite Valley itself. Yosemite, Bridal Veil and other 
waterfalls, mountain scenery of various sorts, the busy 
Merced River with its rocky bed, Mirror Lake and 
other sights combine to make Yosemite National Park 
one of the most scenic areas of America. Convention 
visitors traveled around the valley by sightseeing buses 
and private automobiles. 

The style show was billed as “Convention Fashions 
of ’53 (and unconventional) .’’ Professional models dis- 
played an interesting selection of California styles of 
distinction for women from the shops of leading styl- 
ists, the array ranging from bathing suits to formal 
dress. From the beautiful to the ridiculous, a group 
of travelers with some help from dealers and Al Brand- 
hofer, secretary of the Stationers Association of North- 
ern California, modeled the same gamut of ladies’ at- 
tire. 

Fun and Costumes 


Mr. Brandhofer, a professional showman, applied 
the make-up and himself played the bridegroom in 
a wedding party of bride, bridesmaid and groom. Only 
he, of the entire male cast, played a man’s role. The 
commentator for the convention fashions was Jayne 
Standish, the unconventional “Gayle Nightbird, alias 
Nachtigal, alias Ed Nightingale.” 

The “Stationers Simp-Fony Ensemble” provided eve- 
ning entertainment and consisted of “Tickle Key Fred 
Tiejen and his Shrunken Baby Grand”, “Big Blow 
Elgin Burke and his Blues Bugle”, “Huzza Buzza Mick 
Hall and his Broom Bucket Bass,” and “Klam Bang 
Bud Konnersman and his Pots and Pans.” Mr. Tiejen 
is with H. S. Crocker Company, Mr. Burke with A. 
Carlisle and Company, Mr. Hall with Hall’s Stationery 
and Mr. Konnersman with Eagle Pencil Company. 
Both Mr. Burke and Mr. Tiejen were formerly pro- 
fessional musicians with bands of their own. The 
ensemble advertised that it was available at all times, 
in any rooms, especially after midnight. The demands 
for its services were so great as to consume all avail- 
able time. 

The banquet was a joyful occasion with Governor 
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McWhorter presiding. Mr. Pembroke spoke briefly and 
expressed his appreciation to Cy Lungren, F. S. Webster 
Company, president of the Forty-Niners Travelers 
Club, for his organization’s great contributions to the 
meeting’s success. Thanks were extended to Ed Night- 
ingale and the entertainment committee for their 
generous program assistance. 

On behalf of the association Mr. Pembroke presented 
the NSOEA plaque to Mr. McWhorter for his faithful 
service. Music for the dinner was supplied by pro- 
fessional talent and by a male chorus recruited that 
day from convention visitors. 


On the Opposite Page... 


l. Ralph Buckley, Apsco Products, Inc.; Fred Goette, Schwabacher- 

Frey, San Francisco; Rolly Mann, A. Carlisle & Company, San 

Francisco; Gilbert Weis, Weis Mig. Co.; Dan Toquero, Lee 

Brothers, Modesto, Calif.; Bob Smith, mfrs. rep. 

Ed Cooper, S. E. & M. Vernon; Herb Morgan, National Blank 

Book Co. 

3. George Silman, The Esterbrook Pen Co.; Bob Sweet, Joe D. Hale 
Co.; Doris Lashbrook; Richard E. Wallace, Charles R. Barry Co.; 
Frank Cooper, Codo mfg. Corp. 

4. Wayne Journigan, mfrs. rep., and Mrs. Journigan. 

5. W. W. Herrington, Hunting-Roberts Co., San Francisco; James 
Cahill, American Pencil Co.;* Claude Williams, American Lead 
Pencil Co.; Bill Langan, factory rep.; George Silman, The Ester 
brook Pen Co., San Francisco. 

6. Jack Shelburne, Shelburne’s Staty. & Office Equipment Co., Fresno, 
Calif.; Clayton O. Markham and Lou Mann, Sturgis Posture Chair 
Co.; Wayne Journigan, mfrs. rep. 

7.. Linda Harper, Geo. L. Harper, Minnesota see & Mf 
Mrs. R. D. Buckley; Mrs. Robert Heath; Mrs. C. R. Barry, (oe 
R. Barry Co.; Bud Konnersman, Eagle Pencil Gen Mrs. Ed Night- 
ingale. 

8. Strictly Candid . . . Adrian Pembroke, The Pembroke Co., presi- 
dent NSOEA: Fred Goette, Schwabacher-Frey, governor-elect. 

9. Bill Lashbrook, The Esterbrook Pen Co.; Augie Erickson, Sanford 
Ink Co.; Bob Reid, American Pad & Paper Co.; Al Knox, mfrs. 
rep.; Pete Masterson, Acco Products, Inc.; Rush Polgrean, mfrs. 
rep.; Ralph Buckley, Apsco Industries, Inc.; Fred Allerdyce, Hill- 
house Inc., San Francisco. 

10. Florence Clemen, Clarence Clemen, G. J. Aigner Co., Chicago; 
Dick Sheppard, Minnesota Mining and Mfg. Co.; Florence Thom- 
son; E. B. Thomson, Minnesota Mining and Mfg. Co.; Linda Har- 
per; George Harper, Minnesota Mining & Mfg. Co 

ll. Mr. and Mrs. Henry A. Sleeper, Sleeper Stamp and Staty. Co., 
Sacramento; Mr. and Mrs. R. W. (Dick) Mayo, Jordan-Mayo, 
Sacramento. 

12. Ed Knightingale, Wobber’s; Dick Mayo, Jordan-Mayo, Sacra- 
mento; Bob Heath, Boorum & Pease Co., San Francisco. 

13. L. R. Addington, Art Metal Construction Co.; Gilbert Weis, Weis 
mfg. Co.; Paul Buckwalter, National Blank Book Co. 

14. Al Furrer, Furrer’s, Richmond, Calif.; Jack Polster, Wilson-Jones 
Co.; Jack Stewart, Associated Stationers, Oakland; J. Cowie, 
Schwabacher-Frey, San Francisco. 

15. Virginia Leonard; Philo H. Leonard, The Globe-Wernicke Co.; 
Jewel Ruffner, Charles E. Ruffner, H. S. Crocker Inc., San Fran- 
cisco; Mrs. Lee Johnson. 

16. G. W. Hall, Hall's Stationery Store, Marysville; Bob Reid, Amer- 
ican Pad & Paper Co.; Ralph Sheehan, Eaton Paper Corp.; Bill 
Langan, F. Weber Co.; Harry Orman, Orman & Wyant, Sacra- 
mento. 

17. Mrs. L. E. Thomas, Smith Bros.; Jack Turner, Wilson-Jones Co.; 
Ed Nightingale, Wobber’s; Mrs. Charles R. Barry, Charles R. 
Barry Co.; Lee Adams, Charles R. Barry Co. 

18. Viola Reid, Jennie Zachs, C-Thru Ruler Co.; Esther Davis, Togni- 
Branch, Visalia. 

19. Fred Rohrback, Patrick-Moise, San Francisco; Henry Sleeper, 
Sleeper Stamp & Staty. Co.; Jack Polster, Wilson-Jones Co.; Bob 
Frier, Pacific Stationer. 

20. Harry L. Fellows, Frank E. Rising, Bankers Box Co 

21. Esther L. Davis, Visalia; Howard C. Davis, Togni-Branch, Visalia; 
Viola Reed, C-Thru Ruler Co.; Al Brandhofer, Sec’y., Stationers 
Assn. of No. Cal.; Tracy Higgins and Tom Higgins, Higgins Ink Co. 

22. Earl Campbell, Campbell Typewriter Co., Oakland; Ann Camp- 
bell; Win Phillips, Win Phillips Co., Oakland; Bertha Phillips; 
Gil Kufahl, Campbell Typewriter Co.; Mary Ellen Kufahl. 

23. Herb Morgan, National Blank Book Co.; George Brown, Morgan 
& Barclay, San Francisco; Mrs. Herb Morgan; A. G. (Tony) Fisco- 
vich, Morris Bros., Stockton, Cal.; W. E. Morris, Morris Bros., 
Stockton. 

24. Mrs. L. R. Addington; Mrs. Adrian Pembroke. 

25. Mr. and Mrs. Dan Kerr, Mrs. Bert Morris, Mr. and Mrs. Lee 
Schaeffer, Bert M. Morris Co. 

26. William Roumbanis, Isadore Maloff, Fred Quedens, Quedens & 
Willis, San Francisco. 

27. Louis J. Schuster, Codo Mfg. Corp.; Mr. and Mrs. John L. Drucquer, 
Radston’s Office Supply Co.; Frank Cooper, Codo Mfg. Corp. 

28. Stanley Roselle, Mrs. Best, A. H. Best, Richard Best Pencil Co. 

29. Ralston Derr, manager, Stockton Chamber of Commerce, Stockton, 
Calif.; Mrs. Derr; Bill Morris, Morris Bros. Stationers, Stockton; 
Mrs. Morris; Mr. and Mrs. Charles Chambers, Branch & Chambers, 
Hanford, Calif. 

30. Victor R. Watson, Binney & Smith; Harry Ford, Rockwell-Barnes; 
Fred H. Tiejen, H. S. Crocker Co., San Francisco; H. C. Konners- 
man, Eagle Pencil Co. 
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Region 10 Meets in Colorado, 
Using Broadmoor at Springs 


Elmer Pearce of Pueblo Succeeds 
Himself as District Governor— 
New Out West Store on Display 


@ THE BROADMOOR HOTEL in Colorado Springs 
seems to be the favorite meeting place of Tenth Dis- 
trict NSOEA dealers and travelers. It was the site of 
their 1953 meeting May 14, 15, 16 and has been se- 
lected for 1954. The governor, Elmer Pearce of Rocky 
Mountain Bank Note Company, Pueblo, as recognition 
of a job well done, was selected to succeed himself. 
Probably foremost in attractions of the location is the 
hotel itself, outstanding for surroundings, exclusive 
features, service and cuisine, Motor trips into the 
mountains were a delightful diversion. A novelty for 
a regional meeting was providing an afternoon visit 
to the new quarters of a leading dealer. 

As with all regionals most of the program was sup- 
plied by the NSOEA troupe consisting of Adrian Pem- 
broke, president; L. R. Addington, Art Metal Construc- 
tion Company, vice-president; Paul Buckwalter, Na- 
tional Blank Book Company, these three presenting 
the association’s trilogy, “This We Believe”; also Elmer 
Rahe, The Globe-Wernicke Co., Robert Spelman, Wood 
Office Furniture Institute, and Paul Burbank, the as- 
sociation’s general manager. Other speakers were Wil- 
liam Mason, Jr., Out West Printing & Stationery Com- 
pany and H. F. Burnough, assistant freight traffic 
manager of the Denver & Rio Grande railroad. 


Welcome Convention 


The meeting was called to order by Governor Pearce. 
After the invocation by Arthur Casper of the Kelley 
Company, Salt Lake City, an address of welcome to 
Colorado Springs was delivered by Walter Kuenning 
speaking on behalf of the mayor, C. Harry Blunt. Jim 
Haynes extended the welcome of the Rocky Mountain 
Travelers in his capacity as president of that organiza- 
tion. After introduction of national officers the pro- 
gram was under way. Except as a well-deserved com- 
pliment, the president required little introduction, 
having participated in affairs of the district many 
years. Jack Kendrick, Kendrick-Bellamy Company, 
Denver, past president of the assoeiation, was given 
recognition as was Jesse Peck, Springfield Stationery 





Life in an Out West Window Display... 


William Mason, Jr., Out West Ptg. & Staty. Co.; L. R. Addington, Art 
Metal Construction Co.; M. H. Rife, Wabash Filing Supplies, Inc.; 
Winsome Sally in an Art Metal aluminum chair: Al Bachmann, Art 
Metal Construction Co. 
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Four of the District 10 Leaders... 


John Daughaday, Out West Ptg. & Staty. Co., convention chairman; 
Elmer Pearce, Rocky Mountain Bank Note Co., Pueblo, district gov- 
ernor; Paul Burbank, qomaee manager NSOEA; Jim Haynes, American 
Pencil Co., president Rocky Mountain Travelers Club 





Company, Springfield, Ill., retiring governor of Dis- 
trict 6. 

All sessions had attentive audiences. The visitors 
liked Mr. Pembroke’s quotation from Goldsmith, “‘Peo- 
ple seldom improve when they have no model other 
than themselves.” Mr. Addington paid a tribute to Mr. 
Burbank whose smile and inspiration he termed a re- 
flection of his wife’s good qualities. Mr. Buckwalter 
stated that he acquired a philosophy the last time he 
was in Colorado Springs and visited the Will Rogers 
shrine on Cheyenne mountain, namely, Rogers’ famous 
statement “I never met a man I didn’t like.” 

Mr. Burnaugh spoke on transportation problems. 


(Turn to page 153, please) 
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l. Mrs. and Mr. E. M. Sawyer, Binney and Smith; Mrs. and Mr. 
W. B. McGarvin, Eagle Pencil Co. 

2. Mr. and Mrs. Marion Follin, mfrs.. rep.; C. B. Horr, Associated 
Stationers Supply Co. 

3. C. R. Kendrick, Kendrick-Bellamy Co., Denver, Col.; Mrs. and Mr. 
Bob Latsch, Latsch Bros., Lincoln, Nebr. 

4. Charles A. Butler, Butler Stationery Co., LaJunta, Col.; Wayne 
Hall, Idaho Typewriter Exchange, Pocatello, Idaho; Jack Nicoulin, 
mfrs. rep.; Russ Stevens and Bruce Isaacs, both of Carter's Ink Co. 

5. At the Registration Table . .. Mrs. Richard Armstrong; William 
Mason III, Mr. and Mrs. John Daughaday, all of Out West Ptg. 
& Staty. Co.; Harold Richardson, Richardson Office Supplies Co.; 
Lloyd A. Gilbertson, Minnesota Mining & Mfg. Co. 

6. Mrs. Melvin Packard; Mrs. L. M. Slagle; Mrs. R. D. Latsch; Mrs. 
P. F. McLaughlin; Mrs. L. P. Slagle. 

7. Leo A. Campbell, Wilson Jones Co.; Edward L. Robinson, Weber- 
Costello Co.; M. D. Hasty, mfrs. rep.; George Wolcott (seated) and 
Joe Simmer, both of Wilson Jones Co.; Bill Lashbrook, Esterbrook 
Pen Co.; Tony Love, Wilson Jones Co.; Archie Westfall, University 
Book Store, Albuquerque, N. Mex. 

8. Part of Albuquerque group ... J. B. Nusbaum, Albuquerque 
Stationery Co.; Mrs. E. T. Harper, General Supply Co.; Jack 
Wentworth, Wentworth Co.; Dick Radtke, Valliant Printing Cc.; 
Mr. and Mrs. Dick Davis, Dick Davis Office Supply Co.; H. ‘has 
Davis, Strong’s Bookstore. 

9. New Officers . . . Rocky Mountain Travelers. Glen G. Barclay, 
Kistler’s Denver, treasurer; Don Koss, Eberhard Faber Pencil Co., 
president; Edward Robinson, Weber-Costello Co., second vice- 
pees George M. Feeley, Dennison Mfg. Co., sergeant-at-arms; 

arl C. Zuhlke, Dennison Mfg. Co., secretary. 

10. Mrs. Elmer Pearce; Mrs. Jim Haynes; Mrs. Leonard Wilcox; Mrs. 
Adrian Pembroke; Mrs. Paul Burbank; Mrs. Jesse Peck. 

ll. Mrs. and Mr. Gus Lipp, Kistler’s; Mrs. and Mr. Herb Riley, Out 
West Ptg. & Staty. Co. 

12. James C. Bangs, Bangs Office Supplies, Pocatello, Idaho; flanked 
by Chuck and Jack Kendrick, Kendrick-Bellamy Co., Denver, Col. 

13. Elmer Rahe, The Globe-Wernicke Co.; Robert Spelman, Wood 
Office Furniture Institute; Paul Buckwalter, National Blank Book 
Co.; Paul Burbank, NSOEA; Adrian Pembroke, The Pembroke Co.; 
L. R. Kendrick, Kendrick-Bellamy Co., Denver, Col 

14. Mrs. and Mr. Ivan Soderquist, C. F. Hoeckel Blank Book & Litho- 
raphing Co., Denver, Col. 

15. we A. Gilbert, OFFICE APPLIANCES; George Wolcott, Wilson 
ones Co. 

16. Elmer Rahe, The Globe-Wernicke Co.; Mrs. Jesse A. Peck; Robert 
Spelman, Wood Office Furniture Institute; Mrs. and Mr. Leonard 
Wilcox, Roberts Ptg. & Staty. Co.; Jesse A. Peck, Springfield Staty. 
Co., Sprinfield, Ill., ex-governor of district 6. 

17. F. W. (Ben) Vorwick, Blaisdell Pencil Co.; W. B. McGarvin, Eagle 
Pencil Co.; E. M. Sawyer, Binney and Smith; Glen Barclay, Kist- 
ler’s, Denver, Col.; Walter Kane, National Blank Book Co.; Marvin 
Coulter, Seal Office Supply, Inc., Denver, Col.; M. D. Hasty, mfrs. 


rep. 

18. Bill Goff, Bill Goff Office Supplies, Madison, Wis.; Mrs. J. A. Gil- 
bert, OFFICE APPLIANCES; Mrs. Bill Goff; M. D. Hasty, mfrs. rep. 

19. Mr. and Mrs. Harry Henkel, mfrs. rep.; Mr. and Mrs. Jack Kern, 
mfrs. rep.; Elbert Filer, O’Brien Ptg. & Staty. Co., Pueblo, Col 

20. Jesse Peck, Springfield Staty. Co., Springfield, Ill.; Elmer Pearce, 
Rocky Mountain Bank Note Co., Pueblo, Col., district governor; 
Harold Richardson, Richardson Office Supplies Co., Grand Junc- 
tion, Col., spokesman for nominating committee. 

21. Dick and Doris Johns, Johns Office Equipment Co., Ft. Collins, Col.; 
Ed. Robinson, Weber-Costello Co.; Mrs. and Mr. C. J. Jensen, 
Sturgis Posture Chair Co., Ft. Collins, Col. 

22. Mrs. and Mr. Jack Wentworth at Out West Store refreshment ta- 
ble, Wentworth Co., Albuquerque, N. Mex.; and caterers, with 
telephone girl in background. 


OFFICE APPLIANCES, July, 1953 























RE YAY ay 
, ¥ °] F Fr 









































OFFICE APPLIANCES, July, 1953 





Seattle Stationers Hosts to NSOEA 
Dist. No. 11 Members 


Registration Reaches a Record 262— 
Robert Strawn Chosen as New Governor— 
Sun Valley to Be Scene of 1954 Assembly 


@ IN RECORD BREAKING numbers, manufacturers’ 
representatives and their ladies assembled in the New 
Washington Hotel, Seattle, Wash., May 20, 21 and 22, 
for the annual convention of Dist. No. 11 of the 
National Stationery & Office Equipment Association. 
With Gov. Lew Hilton, Ruggles, Inc., Seattle, at the 
helm, the program moved rapidly and on schedule. All 
sessions were started on time and were well attended. 

When the final figures were tabulated, the regis- 
tration total was announced as 262. A check of the 
registration list showed the following figures: 99 
dealers, 85 manufacturers’ salesmen, 71 ladies, and 
7 miscellaneous. Attendance at the annual banquet 
was nearly 400. 

At the election held on Friday, Robert Strawn, 
Strawn Office Supply Company, Boise, Idaho, was 
elected governor. The following officers were chosen 
to serve with him: Clarence Larkin, D. C. Wax Office 
Equipment House, Portland, Ore., first lieutenant gov- 
ernor; Jack Overholt, Murphy Stationery Company, 
Ltd., Vancouver, B. C., Canada, second lieutenant gov- 
ernor; Harper Jameson, McMinnville, Ore., treasurer. 


Elect Officers 


Following custom, registrations were accepted up 
to 8 o’clock Wednesday evening, May 20, when meetings 
were called to order in separate rooms, one for dealers 
and one for the Oregon Trail Travelers Club members. 

President West Davis, Minnesota Mining & Manu- 
facturing Company, called the travelers meeting to 
order and conducted the club’s annual election of offi- 
cers. The following were chosen to serve in the coming 
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1. New officers, Oregon Trail Travelers Club—Standing: Charles 
Courtman, Minnesota Mining & Mfg. Co., second vice-president; 
Clint Martin, R. L. Smith Co., pres.; Ken Dickensheet, National 
Blank Book Co., first vice-pres. Standing: George N. Simmons, 
Eberhard Faber Pencil Co., treas.; West Davis, Minnesota Mining 
& Mfg. Co., retiring pres.; Chet Williams, Yawman and Erbe Mfg 
Co., secy. 

Zz. & 3. Annyal skit by members of the Oregon Trail Travelers Club. 
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New Officers of District No. ll... 


Seated: Clarence Larkin, D. C. Wax Office Equip. House, Portland 
Ore., Ist lt. gov.; Lew Hilton, Ruggles, Inc., Seattle, Wash., retiring 
gov.; Robert Strawn, Strawn‘s Office Supply, Boise, Idaho, gov. elect. 
Standing: Jack Overholt, Murphy Staty. Co., Ltd., Vancouver, B. C., 
Canada, 2nd It. gov.; Harper Jameson, McMinneville, Ore., treas. 


year: Clint Martin, R. L. Smith Company, president; 
Ken Dickensheet, National Blank Book Company, first 
vice-president; Chuck Courtman, Minnesota Mining & 
Manufacturing Company, second vice-president; Chet 
Williams, Yawman and Erbe Manufacturing Company, 
secretary; George Simmons, Eberhard Faber Pencil 
Company, treasurer. During the course of the evening 
President Adrian Pembroke, Pembroke Company, Salt 
Lake City, Utah, and Paul Buckwalter, National Blank 
Book Company, representing manufacturers, visited 
the travelers session and spoke briefly. An important 
decision reached was to incorporate the club in the 
State of Washington as a non-profit organization. 
The dealer meeting was well attended. Gov. Lew 
Hilton presided, assisted by Bob Strawn and Clarence 
Larkin. In addition to short talks by Adrian Pem- 
broke and Paul Buckwalter, the program consisted of 
forum discussions on several subjects of importance 
to dealers. 
Travelers Are Hosts 


When the meetings were adjourned, Oregon Trail 
Travelers were hosts at one of their traditional “Pot- 
latches.” On two other occasions—before the luncheon 
and before the banquet on Friday—registrants were 
pleasantly entertained at “Potlatches.” 

On Thursday morning the program was provided by 
NSOEA Troupers, as follows: A trilogy titled, “This 
We Believe,” by President Adrian Pembroke, Pembroke 
Company, Salt Lake City, Utah; Vice-president L. R. 
Addington, Art Metal Construction Company; Paul 
Buckwalter, National Blank Book Company. “Certified 
Office Planning Service Program,” by Robert Spelman, 
assistant secretary, Wood Office Furniture Institute. 
These addresses have been reported in stories of pre- 
vious regional meetings. 

A delightful boat tour involved most of the con- 
ventionites on Thursday afternoon. Aboard the S. S. 
Sightseer were fun, frolic and food. The latter was 
furnished by the Oregon Trail Travelers Club. Gerry 
Whitcomb, American Pencil Company, functioned ef- 
fectively at the microphone, pointing out places of 
interest on the shores of Lake Washington, the canal 
and Puget Sound. All kinds of weather, from bright 
sunshine to blustering rain, added to the interest of 
the trip. 

Called Navy Night, the evening was spent at the 
officers’ club on Pier 91. It was a no-host buffet 
dinner dance arranged by the Oregon Trail Travelers 
Club. About 200 enjoyed the festivities. 

Clarence Larkin presided at the Friday morning 
session. The first speaker was Watt Fallis, a well 
known Seattle purchasing agent, whose topic was, 
“A Purchasing Agent’s Perspective on Sales.” Mr. 
Fallis referred to several qualifications of a good 
purchasing agent before discussing the future of sales 

(Turn to page 162, please) 
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Mrs. Jack Kern; Jack Kern, mfrs. rep 

Fred Schaefer and Ed Stivers, both Sanford Ink Co 

Elmer Rahe, Globe-Wernicke Co.; Dick Singer, Cooke & Cobb Co 
Joel F. Hanes and Joel C. Hanes, both Yelland & Hanes, Mason 
City, Ia.; Robert Valleau, mfrs. rep 


28th Annual Assembly Staged in 
Minneapolis by NSOEA Dist. No. 7 


Strong Program Informs and Inspires 
Registrants—William Whiting Chosen 
Governor—1954 Convention May 13 and 14 


fF ePpe 


@® UNDER THE STEADY leadership and smooth plat- 
form skill of Gov. Cliff Halverson, Midwest Beach Com- 
pany, Sioux Falls, S. D., the 28th annual convention of 
NSOEA Dist. No. 7 moved into function like a well- 
oiled machine in the Nicollet Hotel, Minneapolis, 
Minn., Monday and Tuesday, May 25 and 26. With a 
registration of nearly 250, a program loaded with 
high-powered speakers and entertainment features 
of outstanding calibre, the gathering lived up to 
advance billing. 

Of the 12 addresses on the program, six were pre- 
sented by NSOEA Troupers, as follows: The trilogy 
“This We Believe,” by NSOEA President Adrian Pem- 
broke, Pembroke Company, Salt Lake City, Utah; 
NSOEA Vice-president L. R. Addington, Art Metal 
Construction Company; Paul Buckwalter, National 
Blank Book Company; “Certified Office Planning Serv- 
ice Program,” by Robert Spelman, Wood Office Furni- 
ture Institute; “There’s a System,’ by Elmer G. 





New and Ex-Governors District 7... 
Retiring Gov. Cliff Halverson and Gov.-Elect William Whiting 





5. Dan MacDougall and Jim Roche, both Stationers Loose Leaf Co, 
Jim is the new representative of the company in Minnesota, lowa, 
the Dakotas and Nebraska. 

6. William Whiting, Journal-Chronicle Co., Owatonna, Minn.; Howard 
Schaub, Schaub Office Supply Co., Minneapolis, Minn.; L. E. Swartz, 
Swartz Office Equip. Co., Rhinelander, Wis. 


Rahe, The Globe-Wernicke Co.; “A Traveler Talks 
to Dealers,” by Ralph Maish, Dennison Manufacturing 
Company, NSOEA field division vice-president. 

Late Tuesday afternoon, William Whiting, Journal- 
Chronicle Company, Owatona, Minn., was elected gov- 
ernor for the coming year. Chosen as lieutenant gov- 

(Turn to page 166, please) 
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1. Art Grayston, Thomas & Grayston Co., Minneapolis; Ed Wilson, 
General Fireproofing Co.; G. W. Paardekooper and B. J. Bristoll, 
both Koch Brothers, DesMoines, Ia.; A. J. Walker, Farnham Staty. 
& School Supply Co., Minneapolis, Minn. 

2. Henry Huette, Autopoint Co.; Mrs. Huette; A. G. Schaefer, Seng- 
busch S-C Inkstand Co.; Mrs. Stanley Griebel; Stanley Griebel 
and Harvey Rockwell, both Yawman and Erbe Mfg. Co. 

3. Standing: C. B. Horr, Associated Stationers Supply Co.; Donald 
F. Rossin, Donald F. Rossin Co., Minneapolis, Minn.; Dick Steding, 
Wallace Pencil Co.; Arnold Berglund, Jos. Dixon Crucible Co.; 
John S. Redmond, Dennison Mfg. Co. Seated: Larry Goodhand, 
Oxford Filing Supply Co.; L. E. Swartz, Swartz Office Equip. Co., 
Rhinelander, Wis.; Chester H. Racine, Racine Office Supply Co., 
Green Bay, Wis.; J. R. Foreshew, Foreshew Supply Co., Pierre, 
Ss. D. 

4. Bertrand Amberg, Amberg File & Index Co.; John A. Gilbert, 
OFFICE APPLIANCES; W. A. McNichols, Amberg File & Index Co.; 
Chester W. Racine, Racine Office Supply Co., Green Bay, Wis.; 
Bob Kane, Richard Best Pencil Co. 

5. Bill Schoettle, Earl C. Funk, both Rediform Div., Moore Business 
Forms, Inc.; Don Aharpe, Reyburn Mfg. Co.; Roger Lundgren, 
Rediform Div., Moore Business Forms, Inc.; A. C. VanHorne, 
Eberhard Faber Pencil Co.; Jim Wilkins, Rediform Div., Moore 
Business Forms, Inc.; Paul Mailloux, Eberhard Faber Pencil Co. 

6. Bud Laughlin and J. A. Sweeney, both Harter Corp.; W. S. Read, 
St. Paul Book & Staty. Co., St. Paul, Minn.; Ray Hammond, Na- 
tional Blank Book Co.; Bob Jerue, McClain & Hedman Co., St. 
Paul, Minn. 

7. Kieth Gordon, Boorum & Pease Co.; Mel Sowell, Esterbrook Pen 
Co.; O. C. Halverson, Midwest Beach Co., Sioux Falls, S. Dak., 
gov., Dist. No. 7; O. J. Bertelson, Bertelson Brothers, Minneapolis, 
Minn.; H. E. Bergquist, Boorum & Pease Co. 

8. Harry Hitchcock, American Carbon Paper Mfg. Co.; John S. Red- 

mond, Dennison Mfg. Co.; Ed Odermann, Odermann Co., Dicken- 

son, N. D.; H. J. Woodmansee, Woodmansee Staty. Co., Bismark, 

N. D.; Merrill Hasty, mfrs. rep.; A. M. Wilson, Mittag & Volger, 

Inc. 

Rev. Jack Berry, chaplain, Northwest Travelers Club; Bud Caruso, 

Northern States Envelope Co.; Car! Hegstrom, Bemidgi, Minn.; 

Larry Goodhand, Oxford Filing Supply Co.; Jack McLennon, Mce- 

Lennon Pen Co., Chicago. 

10. Willard Epke, W. H. Gunlocke Chair Co.; Ed Williamson, Elmer 
Krumwiede & Associates; Ed Erickson, Hibbing Office Supply Co., 
Hibbing, Minn.; George Rocker, W. H. Gunlocke Chair Co.; Chuck 
Storey, Storey-Kenworthy Co., DesMoines, Ia Floyd Kongsvik, 
Curtis 1000, Inc., St. Paul, Minn 

ll. Merrill Hasty, mfrs. rep.; Matt Dillon, Smead Mfg. Co.; Harry 
Lynn and Harold Blum, both Esterbrook Pen Co 

12. Ben Matthews, Matthews Office Equipment Co., Davenncrt, Ia.; 
Herb Fall, Japs-Olson Co., Minneapolis; Katherine Matthews, 
Matthews Office Equipment Co., Davenport, Ia B. Jj. Bristol, 
Koch Brothers, DesMoines, Ia. 

13. Mrs. Stanley Griebel, Minneapolis; Russell Ragan, American Pad 
& Paper Co.; Mrs. Floyd Kongsvik, St. Paul, Minn 

14. Larry Johnson, Globe-W-rnicke Co.; Oscar Haase, Northwestern 
Furn. Co., Milwaukee, Wis. 

15. Henry Huette, Autopoint Co.; Dick Sheppard, Dick Armstrong 
and R. J. May, all Minnesota Mining & Mfg. Co 

16. Howard Shaub, Shaub Office Supply Co., Minneapolis, Minn.: 
©. J. Bertelson, Bertelson Brothers inneapolis 

17. Scott Parnham, Alma Desk Co. and Myrtle Desk Co.; Al Collatz 
Rediform div., Moore Business Forms, Inc.; Austin Waterbury 
Carters’ Ink Co.; Herb Walsh, Ace Fastener Corp.; Lee Gamel, 
Bates Mig. Co. 

18. Lorraine Engfer, guest; Mrs. Larry Goodhand; Ethel Gruner, Curtis 
1000, Inc., St. Paul, Minn. 
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Board of Directors, The Stationers Guild of Canada, Inc., Elected May 15 

FRONT ROW-—George Basil; Hugh L. Kennedy, vice-president; Lordly Art Lancaster; S. Tackaberry, Art Careau; REAR ROW- Robert Usher, 
W. Jones, president; Gage Love, retiring president; Robert C. Denver J. S. (Steve) Luckett (advisory board); J. H. Rehem, J. S. (Jim) Luckett, 
vice-president; Harold Hopkins. MIDDLE ROW—Eugene B. Charters; Jr.. Armand Toupin, Fred R. Smart (secretary manager). Milford 


Gord Lowe (field division); Lawrence F. Beattie (advisory board Miller, director, is missing from the picture 


. . 

Cit of Windsor Host to 9. Manley Minor (with pail of feed) is surrounded by birds and the 
y Stationers Guild members at the famed Jack Minor Bird Refuge. 
3 10. Art Lancaster, Dennison Mfg. Co. of Canada, Ltd., Toronto; R. 
20th C di G ld M t E. Gooley, Cushman & Dennison, New York, N. Y.; Walt Harmer, 
ana lan ul ee Acme Carbon & Ribbon Co., Toronto; Lindsey Warner, Luckett 

Looseleaf Co. 
ll. New officers of Stationers Guild of Canada, Inc. Hugh L. Kennedy, 


Profitable Discussions Feature Sa heaton oak teeedeus Wchet oO" Deneer bcfedane tal 
Program—Lordly Jones Succeeds 12. der eee te a ae, ee Go c; Bruce Wright, 
Gage Love as President—Annual Quebec: Ted Wright, ‘Ontario’ Oilice Outiitiers, Kitchener. Bris 
Banquet held at Elmwood Casino me —), ty fC, 

Dawson Bros., Ltd., Montreal; Bob Parish, W. J]. Gage Co., Ltd., 


Toronto; W. A. Bordeleau, Villenaire Freres Ltd., Montreal. 


C Yntario, was > setting ~ 
@ HOSPITABLE WINDSOR, Ontari us_the settins 14. Ralph Soulby, Eberhard Faber Pen C: Canada, Ltd.; Margaret 





ler at the registration desk. ternational concern, in pen at the Jack Miner Bird refuge 
G 





Canada, Inc., and Peggy Stemm 


for the 20th annual meeting and convention of the St. Louis, Marentettes Bookstore, Windsor, secretary of Windsor 
Stationers Guild of Canada. Inc.. headquartering at Stationers Assn. and secretary of Stationers Guild of Western 
Ontario; Lorine Selway, Smead of Canada; George Basil, Carter's 
the Prince Edward Hotel May 13-16. More than 250 Ink Co. of Canada. 
registrants from all sections of Canada participated 1S. Hugh Kennedy, L. E Waterman Co., director vice-president of 
Guild, explains the NSOEA manuals 
in the profitable program and the ranks were swelled 16. Mr. & Mrs. Jim Luckett, Jr.; Mrs. & Mr. J. S. (Steve) Luckett, all 
7 . “co j » j a Luckett Loose Leaf, Ltd., Toronto 
by the presence of a numbe! of brothers in the indus 19) Wee eee cand se eee at CL. BR. Reeitee Go. senrencciie 
try from across the border in the United States. It Bates Mfg. Co., Hamilton Mfg. Co., Master Addresser Co. and 
ra ¢ . Tnite ates oc "i Sengsbusch Self-Closing Inkstand Co. in Canada 
was evident that more and more United States com 1. Tee Uitee, Dectee Tam Pad eve Geowa, foown Metr. Co. Wiel 
panies who do not have Canadian branches or sub- sor; Clyde E. Everett, W. A. Sheaffer Pen Co. of Canada, Ltd.; Don 
j 9 og ave . : ar Mayhew, Windsor Office Supply, Windsor. 
Sidiaries find in the Guild a good avenue of approach ee  - Werekee. Micah Gimwece, 1. 32 Stason! 
to Canadian contacts. Ltd., Charlottetown, Prince Edward Island 
- : sare, Catt act 20. W. H. Gunlocke, president W. H. Gunlocke Chair C Fred Smart, 
Spearheading the convention were Guild President quash adenelent: Gidllanem Gala a Gatede, tac. . 
rr > 21. R. S. “Dick’’ Greenwood, Warwick Bros. & Rutter, Ltd., Toronto; - 
Turn to page 173, please Mrs. Gage Love, Toronto, wife of the Guild president; Sam Jason, 
On the Opposite Page... mfrs. rep., IDI of Canada, Mfg. & Sales Corp., Montreal; Harry 
Barshaw, president of Montreal Stationers Assn H. Barshaw 
1. Mrs. Gage Love, Toronto; Mrs. R. S. Parish, Toronto; Mrs. Rae Office Systems, Montreal; Rene E. Piche & Harvey, Montreal; Ar- 
McNamara, London, Ontario nold Toupin, T. V. Bell, Ltd., Montreal, secretary of Montreal Sta- 
2. Ben Sperling Prior Staty. Corp., New York, N. Y.; Charlie Lip tioners Assn.; Bill Boyer, Wilson Jones Co., Canada, Ltd., Toronto. 
man, George B. Graff Co. 22. Mrs. James Preston, James D. Preston, John C. Preston, Ltd., Ot- 
3. A. M. “Duke” Marnoch, Marnoch Supply Co., Windsor, member of tawa; James Preston, Preston-Noelting, Ltd., Stratford. 
prize committee; Fred Smart, general secretary, Stationers Guild 23. W. B. Gregory II, W. B. Gregory & Son, Inc., Detroit; Dave Brown, 
of Canada, Inc.; Dave Brown, Brown Staty., Co., Windsor, presi- Brown Staty. Co., Windsor, president of Windsor Stationers Assn.; 
dent of Windsor Stationers Assn Gage Love, president, Stationers Guild of Canada, In 
4. A. L. Naismith, Bunton Gillies Co., Ltd., Hamilton; Harry Tehan, 24. Folger Fellowes, Bankers Box Co., registers for the convention. 
ee Ink Co. 25. Gage Love, president of the Stationers Guild of Canada, Inc., at 
S. A. 5S. Patrick, Hutchings & Patrick, Ltd., Ottawa; F. S. Fosdick, microphone. 
F. S. Fosdick, North Bay, Ontario; Walter Smith, Miller Stationers, 26. Secretary Fred Smart, giving his annual report 
Ltd., Edmonton. 27. W. B. Gregory Il, W. B. Gregory & Son, Inc., Detroit, at the 
6. J. Roberts Holmes, Wendell Holmes, Ltd., London, Ontario; Wm microphone. 
Boyer, Wilson Jones Co., Ltd., Canada; S. Tackaberry, Windsor 28. S. Tackaberry, guild director, Windsor, who presided at the open- 
Office Supply, Ltd., Windsor; Dick Cochrill, Wendell Holmes, Ltd., ing breakfast. 
St. Thomas; Joe Wexelbaum, Cooke & Cobb, Toronto. 29. Harold Hopkins, Barnes Hopkins, Ltd., St. John, N. B., the chair- 
7. A cribbage session ‘in the Parker Pen suite. Players and kibitzers man, at the microphone; Alex Naismith, Buntin Gillies & Co., 
include Jack Hill, Canadian Pad & Paper Co.; Jim Grier, the genial Ltd., Hamilton; A. S. Patrick, Hutchings & Patrick, Ltd., Ottawa; 
host; Don Taite, Joseph Dixon Crucible Co.; Dick Cockrill, St. R. H. Stainton, Stainton & Evis, Ltd., Toronto. Participants in a 
Thomas, Ont.; Howard Egli and “Whitey” Farrant, Parker Pen Co panel discussion. 
8. Miss Marian Townsend; Lillian McGrath, Stationers ‘Guild of 30. ‘Minnie’, the famed goose whose safety became a matter of in- 
.¢) 
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The Niagara Falls Blue Ribbon Brigade, Convention Chairmen and Committee Members 


SEATED—Mrs. James McFadyen, Niagara Falls, Ont.; Mrs. A G. Hale, 
Montreal, Que.; Mrs. Rene T. Armand, Montreal, Que.; Mrs. C. J. 
Burrell, Toronto, Ont.; Mrs. Herbert Blake, Hamilton, Ont.; Miss L. H. 
Forgie, Toronto; Mrs. Mabel Ross, Walsh & Ross Typewriters, Ltd., 
Toronto. STANDING—E. L. Maag, Maag & Co., Ltd., Montreal; James 
McFadyen and Nelson Saxby, both Frontier Typewriter Co., Niagara 


Canadian Office Machine Dealers 


Convene at Niagara Falls 


Meaty Program Headlined by Informative 
Addresses and Panel Discussions—Elect 
Campbell Hood as the New President 


@ NEARLY 200 MEMBERS and ladies attended the 
sixth national convention of the Canadian Office Ma- 
chine Dealers Association at the General Brock Hotel, 
Niagara Falls, Ont., on May 7, 8 and 9. Responsive 
to the call of President E. L. Maag, Maag & Company, 
Ltd., Montreal, and the convention committees, con- 
ventionites began arriving on Thursday afternoon. By 
Friday morning the count was nearly complete and 
about 180 assembled in the Blue Room for the formal 
opening of the convention. 

President Maag declared the convention officially in 
session and expressed a warm word of welcome to 
all those present. The ladies left to participate in a 
program of activities prepared especially for them 
and Mr. Maag presented an agenda for the two days 
of the convention and received unanimous approval 
of his suggestions. 

Alvin Hale, Wm. M. Hall & Co. Reg’d., Montreal, 
national treasurer, presented a report indicating that 
COMDA’s finances are in good condition. Mr. Maag 
followed up with his report as national president, 
distributing mimeographed copies. At the same time 
he gave each one present a copy of a new roster of 
COMDA members. On request, he made an oral 
presentation of the highlights of his annual statement. 


Decide on Ottawa 


The next order of business was a discussion of the 
time and place of the next national convention. The 
decision reached was to assemble again in the Fall 
of 1954 in Ottawa. 

Just before adjournment, the nominating committee 
presented its report. As the election was not scheduled 
until the next morning, members were given an oppor- 
tunity to consider other names for presentation from 
the floor, if desired. 

Following the Friday luncheon, presided over by 
Frank Poulton, Toronto, convention chairman, the 
afternoon was devoted to informative panel discus- 
sions. Rocky Jones, Shipman-Ward Manufacturing 
Company, Chicago; Ill., functioned as moderator. After 
commenting briefly on the problems of spare parts 
control, pricing and storage, Mr. Jones presented 
Rosaire Armand, Randmar Platens & Parts, Ltd., 
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Falls, Ont.; Herb Blake, Hamilton, Ont.; Frank Poulton, Toronto; Rene 
Armand, Canada Typewriter Exchange & Supply Co., Montreal; 
Herbert Simpson, H. Simpson Typewriter Co., Ltd., Toronto; Thomas 
Walsh, Walsh & Ross Typewriters, Ltd., Toronto; H. L. Kerr, Kerr 
Ellams Office Appliances, Montreal; Roger Vigeant, Speed-O-Print, 
Ltd., Montreal 


Montreal, who spoke on the control phase. Asserting 
that literally millions of parts should be available 
within a few seconds, Mr. Armand offered as a solu- 
tion a rack or cabinet fitted with sectionalized drawers. 
He made a skillful demonstration of the rack he sug- 
gested. 

P. Laperriere discussed pricing methods, urging a 
system of listing the price for each part on the drawer 
or compartment holding the part. 

Peter Maag, Maag & Company, Ltd., Montreal, 
speaking from the dealer viewpoint, suggested keeping 
parts segregated by catalog numbers. As the number 
of parts is so great, system is essential and it must be 
adhered to strictly. 

George Hofstetter, M. P. Hofstetter, Ltd., Toronto, 
outlined a system in which parts shown on page one 
of the parts catalog are stored in drawer No. 1. He 
advocated the use of signals on drawers to indicate 
ample supply, short supply, and parts on order. 


Talks About Catalog 


In summing up, Mr. Jones stated that no parts 
catalog of wholesale suppliers is actually up-to-date. 
He said that he had suggested to manufacturers that 
they increase their catalog sums to 10,000, the addi- 
tional 8,000 to be distributed to independent dealers. 
Thus dealers would have official, current catalogs and 
everybody concerned would benefit. Mr. Jones was 
optimistic about the possibility of such a program 
being launched in the near future. 

The second panel discussion or workshop dealt with 
service contracts and trouble calls. Gerry Rudner, 
National Typewriter, Inc., Montreal, described his 
firm’s system of dividing a month into 22 working 
days and scheduling service calls by location, time of 
day and the number of service men available. George 
Hofstetter said that his company gives a one-year 
guarantee on new machines in addition to regular 
service contracts on non-guarantee machines. They 
have found the use of record cards in colors by sections 
of the city has contributed to efficiency in meeting 
heavy service demands. Peter Maag showed the record 
sheet used by his company to control service contract 
activities. 

Mr. Jones was asked the question, “How do you keep 
service men on the payroll?” Admitting frankly that 
he didn’t know the answer, Mr. Jones indicated that 
the answer may be in the fact that the typewriter 
service man is the lowest paid of all office machine 
mechanics. He pointed out that a calculating machine 
mechanic can be trained in 10 months and imme- 
diately begin earning a good wage. It takes at least a 
year to train a typewriter mechanic and then another 
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five years before he becomes enough of a psychologist 
to be able to find out what an operator is doing wrong 
to make her typewriter run wrong. Furthermore, other 
industries are now paying higher wages for much less 
skill 

The afternoon session was adjourned at 5:30, cock- 
tails were enjoyed at 6:30 and dinner began at 7:30. 
As usual chairman, H. A. Hohs, Hohs & Jarman, To- 
ronto, president of COMDA’s Ontario division, called 
nm President Maag to introduce the head table folk. 
Mr. Maag responded gracefully and humorously. The 
euest speaker of the evening was Dr. Louis Blake Duff, 
who entertained with a number of stories and inspired 
with dissertation on the 136 years of peace between 
Canada and the United States. The evening was con- 
cluded with a very entertaining puppet show. 

With Ernest Maag presiding, the Saturday morning 
session started only a little behind schedule. 





Seen at Canadian OMDA Session ... 


New officer Eugene Roy, Roy Typewriters, Ltd., Hull, Que., sec- 
nd vice-president, Roger Vigeant, Speed-O-Print, Ltd., Montreal, 
first vice-president; Esther Doyle, Murdock Duplicators, Ltd., To- 
ront secret mmpbell Hood, City Typewriter Co., Toronto, 
president; George Hofstetter, M. P. Hofstetter, Ltd., Toronto, treas- 
New officer nd directors: Eugene Roy, Roy Typewriters, Ltd. 
Hull, Que., second vice-president; Rene Armand, Canada Typewriter 
Exchange & pply Co., Montreal, director; George Donaldson 
Donaldson A ng Machine Co., Toronto, director; Roger Vigeant, 
Speed-O-Print td., Montreal, first vice-president; Esther Doyle, 
Murdock Dur tors, Ltd Toronto, secretary; Campbell Hood, 
ity Typewriter: Toronto, president; E. L. Magg, Magg & Co., 
Ltd., Montrea rman of the board; George Hofstetter, M. P. 
Hofstetter, Ltd., Toronto, treasurer; Jack Barr, Barr Typewriter Co., 
Vancouver lirector The following directors were not present 
when picture was taken: A. Hamman, General Typewriter Co., 
Winnipeg; Ted tain, Costain-Stiles-Langford, London, Ont.; A. 
Kaiser, Reliabl« ypewriter Co., Montreal; J. Colpitts, R. R. Col 
pitts & Sons, Ltd., Moncton, N. B 

At the opening session: E. L. Maag, Maag & Co., Ltd., Montreal 
president madian Office Machine Dealers Assn.; H. A. Hohs, 
Hohs & Jarman, Toronto; Frank Poulton, Toronto; R. L. Kerr, Kerr 
Ellams Office Appliances, Montreal. 

Herbert mpson, H. Simpson Typewriter Co., Toronto; George 
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7. Mr. and Mrs. Ernest Maag, Maag & Co., 


9. Gerald Woodfine, Woodfine Bros., Ltd., Montreal; 


The first item on the program was a talk by Rosaire 
Armand on service department tools. He demonstrated 
a new type of paint spray can and a new spray can 
for oil. He showed a number of shop tools which were 
demonstrated by Tom Walsh, Walsh & Ross Type- 
writers, Ltd., Toronto. 

Rocky Jones gave some revealing information on 
electric typewriters. He told about the International 
Business Machines Corporation coming into the type- 
writer field with an electric and launching a sales 
program of selling typewriting impressions instead of 
machines. People were willing to pay from $350 to 
$800 for machines that made good impressions on 
paper, which made good impressions on recipients of 
letters. Manual machines are still sold as typewriters; 
electrics for the results they achieve. 

Contrary to a common assumption, Mr. Jones as- 

(Turn to page 181, please) 


Donaldson, Donaldson Adding Machine Co., Toronto; Leslie Allen, 
Canada Carbon & Ribbon Co. 


5. William Corney, Thomas & Corney Co., Toronto; Stanley Thomson, 


John Underwood Canada, Ltd.; Tom Walsh, Walsh & Ross, Ltd., 
Toronto; Campbell Hood, City Typewriter Co., Toronto. 


6. A. J. Duffin, Burroughs Corp., Toronto; Jack Weiner, Belmont Type- 


writer Service, Chicago, Ill., president, National Office Machine 
Dealers Assn.; Robert Sanders, Burroughs — Detroit, Mich. 

td., Montreal; Jack 
Weiner, Belmont Typewriter Service, Chicago, Ill. 


8. Peter Maag, Maag & Co., Ltd., Montreal; Mrs. Mathew Fisher. 


Montreal; C. L. (Rocky) Jones, Shipman-Ward Mig. Co.; Mrs. 
Ernest Maag, Montreal; Harry Ritchie, Imperial a a a Ltd. 

ene Armand, 
Canada Typewriter Exchange & Supply Co., Montreal; Ralph Cor- 
son, John Underwood Canada, Ltd.; C. J. Gilhooly, Toronto. 
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Kansas City Firm Lives 
Up to What It Preaches 


by John A. Marshall, 
John A. Marshall Company, 
Kansas City, Mo. 


There is a business axiom that says merchandise 
must be shown to be sold. During the past few years 
it seems that whenever one doesn’t have a particular 
item that was exactly the moment when the customer 
wanted it most. We are rapidly getting back to the 
time when we must apply the old axiom, and show our 
products to their best advantage in order to success- 
fully compete with the merchants down the street who 
already have put glamour into the office equipment 
business. 

There used to be a little ditty that went something 
like this—“Little drops of water, little dabs of paint, 
make a girl’s complexion look like what it ain’t. Until 
a few years ago, the average office furniture store was 
a drab sort of place. Solid rows of desks, chairs along 
the wall (sometimes even hung from pegs), files of all 
heights and sizes, typewriter stands usually presented 
a hodge-podge because of the difficulty of arranging 
such pieces in an orderly display. The average office of 


Expansion at Marshall's .. . Right: model office; 
Below, left: Impressive chair display; right: partial view 
of the steel furniture display. Bottom left: Filing equipment 
is given ample show room; right: wood executive desk, 
chairs and sofa. 
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our customers reflected the way our merchandise was 
presented to them. 

Few of us in the industry knew much about interior 
decorating or office planning. We looked upon our 
products as business necessities, which the customer 
had to have to carry on, Efficiency, without style or 
beauty, was the order of the times. Not so today. The 
buyer of our merchandise is discriminating. He is the 
same fellow who is demanding color, often two tone 
in his automobile. He buys a modern television set, and 
then lets himself in for an interior decorating job to 
match it. He still wants efficiency in his office equip- 
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Ox original founders insisted from the 
very beginning that trading down to competitive 
levels was putting the cart before the horse. 
Make intrinsically superior products and watch them 





find their own markets — was their idea, and still is 
our idea. We put first things first. 



















Fanama-3eaver Ribbons and Carbons 
are blueprinted and manufactured by skilled 
technicians cleaving to a careful formula — 
no guesswork, no mass-production conces- 
sions, no deviations from our time-honored 
custom ... Quality First! Thus do PANAMA- 
BEAVER materials hold the favor of execu- 
tives, secretaries and purchasing agents 
who measure economy by results! 








PANAMA-BEAVER 
Ubud nha 


Coast to Coast Distribution 


MANIFOLD SUPPLIES Co. 
188 Third Avenue Brooklyn 17, N. Y. 





HECTOGRAPH UNI-MASTERS INKED RIBBONS 








CARBON PAPERS 





Putting 
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things first 
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ment, but he wants it surrounded with color and light, 
and he wants it styled to meet the trend of today 
and tomorrow if you like. 

As we drive to our office, we are in a throng of beauti- 
ful streamlined cars. Each manufacturer has tried to 
keep ahead of the other in style, color and perform- 
ance. Many of the occupants of these cars are going 
to an office and will occupy a chair at a desk. If these 
men or women are not using modern business equip- 
ment in pleasant and comfortable surroundings, it is 
our fault. We are neglecting to take advantage of the 
desire that the automobile and television people have 
created in the public mind for beauty, color and style 

Manufacturers in our field are streamlining their 
products and using color in fabrics. Some time ago, the 
factory we represent, General Fireproofing Company, 
began a program of aiding the dealer in a better 
presentation of his products to a discriminating public 
We visited several dealers, and branches, after they had 
put the plan into effect, and found them all highly 
pleased with results. 

It was amazing to note the decided improvement ac- 
complished by the striking use of colors on walls, 
draperies, louvered and poled open partitions, planters 
and lighting. For instance, one each of the Goodform 
adjustable chairs are covered in unusual gold or silver 
threaded fabrics, and the six chairs are placed on a 
carpet covered platform under spot lights. This staged 
effect gives the impression of a beauty show, and that 
is just the impression that is wanted—every chair a 
beauty, and much to be desired. 


Harmony Accomplished 


Several executive groups are arranged against scenic 
wallpaper and drapes under fluorescent lighting. Un- 
usual harmony is accomplished by the use of fabrics 
in striking colors on chairs and settees. General office 
desks and chairs are so placed that both the customer 
and salesman can visualize every necessary item re- 
quired for completion of the prospect’s office. A com- 
plete filing cabinet display is set up, with every type 
of file and drawer-insert combinations. A counter sec- 
tion is included, complete with continuous linoleum top 
and dress backs. Anyone who has had to sell a counter 
arrangement knows how helpful this must be 

After seeing several such installations in other 
dealers’ stores, we were sold on the idea that the in- 
vestment for ourselves would be worthwhile. Our place 
has recently been completely remodeled and redocor- 
ated. No one was more surprised than our own organ- 
ization at the transition. 

We are convinced that we can now better help our 
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customers to realize the application of our products 
to his business, and our entire organization will become 
more efficient and productive because of the better 
tools with which to work. 








 * 

Still Adding The Figures ._. . Victor Adding Machine Co. 
announces that its millionth unit (in operation since December 
10, 1952) has reached the 11,326,230th stroke. This millionth 
Victor has been in continuous operation now for 21 weeks, 6 
days a week, 8 hours a day. Shown with the machine as it 
progresses on its endurance marathon are Vice-President A. C. 
Buehler, Jr., President A. C. Buehler and Vice-President and Gen- 
eral Sales Manager A. F. Bakewell. 





Y and E Chicago Branch Expands 


Anticipating further expansion of its sales force, 
the Chicago branch of Yawman and Erbe Manufac- 
turing Company has announced completion of a pro- 
gram which has increased its floor space by 55%. 

Retaining the same address—168 N. Michigan Ave., 

the branch has leased additional offices and has had 
all space completely renovated. This move provides 
for ample office facilities and, in addition, greater 
warehousing facilities have been acquired. 

Notable improvements, according to C. G. Stiles, 
manager, have been made in facilities for the display 
of the latest models of Y and E steel desks and filing 
cabinets. A specially designed display rack has been 
built to add to the effectiveness of the display area. 

The need for larger quarters was credited by Mr. 
Stiles to increased business activity and a continuing 
program of sales expansion throughout the territory 
served by the Chicago office. 


Chicago Branch View of the 
main showroom at Yawman and Erbe’s 
newly-expanded offices. 
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had 10 SAYS sor Portable Typewriter Dealers! When asked this 


‘ides 


atadl question by an independent research organization in a nation- 


as wide poll... the answer was Smith-Corona—a 2 to I favorite 
play 
ling 
been 


" \ hy..! SMITH-CORONA REQUIRES 


LESS SERVICING! 


over any other make! 





Machines can be unpacked in 17 seconds or less...and be 
ready to operate...and be trouble-free for years to come. 
That means no bite into profits for returns and repairs; no 
mechanics’ time needed. 

No wonder Dealers like Smith-Corona...and sell them! If 
you are not already cashing in on this overwhelming popularity 


‘s of the World’s Fastest Portable... .get the facts and start now! 


LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 NY Canadian factory and offices, Toronto, Ontarw. Makers also of famous 
Smith-Corona Office Typewriters, Adding Machines, Vivid Duplwators, Ribbons and Carbons. 
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Carbon and Fabric Ribbon 
Typewriter 

Underwood Corp., 

1 Park Ave., New York 16, N. Y. 


Eye appeal that commands attention is the 
aim of the newly-developed Underwood elec- 
tric duplex carbon and fabric ribbon type- 
writer. Designed to handle peak production 
of top quality typewritten work, the duplex 
feature permiis the use of either a carbon or 
fabric ribbon, and is particularly suited to 
executive correspondence, sales letters and 
presentations, portfolios, display advertising 
and master copy for photo offset, multilith or 
image reproduction. The new feature, how- 
ever, does not interfere with the use of the 
machine for regular typing work requiring 
a fabric ribbon, and is available for all Un- 
lerwood electric Finger-Lite models. 





Utility Stand 


Maso Steel Products, 
53 W. Jackson Blvd., Chicago 4, Ill 





The Jet, No. 495 is designed to meet volume 
demand for a quality-built stand in the popu 
lar price field. Available with or without a 
handy size let'er drawer, it is designed to 
provide safe, strong support for standard size 
office machines. A heavy gauge steel sheet 
provides the top with indented panels to keep 
the machine from slipping. Snag-and bur 
proof rolled edge steel legs are curved to 
give added strength and more leg room for 
the operator. Drop leaves close or open with 
positive locking action. With leaves raised 
the top measures 142 x 35 x 27 inches. Three 
baked enamel finishes are available, office 
gray, green or brown. The model minus the 
drawer is priced to retail at $8.95, and with 
the drawer at $10.95. 





Insulated File 


The Schwab Safe Company 
Lafayette, Ind. 


Having increased the wall thickness of this 
file to 2 inches overall, the manufacturer 
furnishes it with either a combination or key 
lock which operates all drawers. The file is 
also completely equipped with ball bearing 
suspension and is available in a smooth gray 
or green finish 





Vertical Filing Guides 
C. L. Barkley & Co., 


1220 W. Van Buren St., Chicago 7, I 


Tabs on these card guides for ve 
cal filing are slanted at an ang 
for easy reading. The tab itse 
made of plastic and available 
green, amber, red, pink, blue a 
green, has a magnifying featur 
making small typewritten words ap 
pear larger when slipped inside 
The model shown, No. 0 tab, is % 
inches wide and accommodates one 
line of typing. Other models ru 
up to three inches wide, accommo 
dating two lines of typing. The 
entire card is 8 inches high overall 
3% inches wide and is made of % 
point black pressboard 





Sound Absorbing Cushion 
Safeguard Appliance Corp., 
Lansdale, Pa. 


Ritchie sound absorbing cushions, fo 
heavy duty office equipment, featur 
air chambers designed to sofien toud 
and stop vibra.ion and sponge rubbe 
to absorb noises. Especially recom 
mended for carpeted offices, they arf 
made in various sizes. Desk size No. ! 
is 47% x 544 inches and retails at $1.lf 
The No. 60, for extra heavy machine 
weighing up to 2000 pounds, sells fa 
$1.50. The No. 4 is designed for mé 
chines 300 pounds or over and the Ne 
50 for machines with heavy vibratiost 
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QUALITY and STYLE 





Another of the four complete 
“Y and E”’ lines—the Associate 
Line with graceful, molded tops, 
= , ed a. ig 








Only “Y and E” has a complete 
steel Executive Suite. Here are 
the masterpieces of office equip- 
ment. 


The Departmental Line with Island Base. Note 





This office is equipped with the 


Departmental Line—leg Type. 
This line brings together great 
efficiency and great economy. 


prize salesmen for you 





Call them intangibles, something you can’t put your finger on, but 
QUALITY and STYLE are what your prospects want in their offices 
and office equipment. 


“y dE Your prospects want their offices to make a fine impression, to say 
an clearly: “Here’s a company that does things well. They use modern 
QUALITY methods. They’re on the ball.” 

— That’s exactly what the quality and style of ““Y and E” can do for your 
STEEL... prospects. And that’s why the quality and style of “Y and E” can be 

gloved prize salesmen for you. 
~ Furthermore, the thorough-going quality and thoughtful design of 
stele “Y and E” equipment will give your prospects’ offices an enduring style. 
: They'll appreciate this. Years from now the sleek, graceful, simple lines of 
—<— “Y and E” desks will still have an up-to-date, stylish look, still say clearly: 

“Here is a fine company.” 

i dis, The consistent high quality, the style of “Y and E”, and the amazing 
; tou ect /* mame gers pon completeness of the four lines add up to one thing...a product your 


prospects want, a product you can sell. 


YAWMAN 4»? FRBE MFG.(0. 


1015 Jay Street, Rochester 3, N. Y., U.S.A. 





Manufacturers of steel desks and filing cabinets, visible index record equipment, filing systems, filing supplies. 
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Steel Box File 


Hedges Manufacturing Co., 
2931 Wentworth Ave., Chicago 16, IIl. 


Box file No. C108 returns to the Hedges line 
after an absence of many years. Constructed 
of heavy gauge steel, it features 16 leaf- 
cloth tab indexes from A to Z. A strong 
heavy-duty hinge is included along with a 
suitcase lock that is riveted on. The box is 
available in green only 


Manifold Book Line 


Moore Business Forms, Inc., 
900 Buttalo Ave., N., Niagara Falls, N. Y. 


Known as the Moore Rediform line, this new 
book system is said to be the most complete 
selection of stock system books available 
today. They cover purchasing, receiving, 
stockkeeping, selling, delivery, billing, col- 
lecting, and disbursing. A number of mis- 
cellaneous books handle special needs such 
as credit inquiries, promissory notes, job time 
tickets, daily absentee reports, payroll books, 
charge vouchers, repair orders and others. 
Designed to harmonize with the new book 
covers are colorful boxes for shelf storage. 
featuring a separate lid to make contents 
easily accessible. 


All-Hours 
Depository 

Cramer Safe Company, 
1417 McGee St., 
Kansas City 6, Mo. 


Neat and dignified, the 
new depository can be in- 
stalled through the plate 
glass of a front window 
or in the masonry of a 
wall, with a chute to the 
A 


° e N E Ww Continued 


Bantam Calculator 


Curta Calculator Company, { 
3851 W. Madison St., Chicago 24, Ill. 


Manufactured abroad by German anf 
Swiss technicians, this new large 
model II Curta calculator will nog 
handle problems of 11 x 8 x 15 digiff 
Its increased capaciy has be@ 
achieved through little sacrifice in sig 
cs it still fits easily in the hand am 
weighs just 12 ounces. The machi 
should be of interest to engineer 
personnel and for office and field c@ 
culations 








receiving safe inside. a te 
special throat was de- © 
signed to thwart “fishing” : 


and prevent jamming. The 
unit is available with or 


without an envelope dis- 

penser. Installation draw- — 
ings made up to suit in- ) - 
dividual requirements are ME la 
provided by the manufac- J ‘ 


turer 


Acoustical Cabinets 


Gates Associates, 
8 Commercial St., Rochester 14, N. Y. 


Sof-Tone, the acoustical cabinet equipped with 
lighting, features a soft, noise-absorbent materia! 
to “trap noise at its source.” It is said to reduce 
sound volume by 50%. Illustrated is the No. 
365-NCR for use with National Cash Register 
class 2145 or 2142 payroll machine. Included on 
this model are doors in back for access to card 
boxes and three shielded fluorescent lights, 
either AC 60 or DC current. Overall dimensions 
are: 65 inches inside width, 31 inches deep, 
56 inches high. Corresponding outside measure 
ments are 69 x 33 x 58 inches. The color is gray 
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Dictating-Transcribing Unit 


Dupli-Voice Company, 

224 W. Illinois St., Chicago 10, Ill. 

Utilizing the magnetic recording principle, Dupli- 
Voice is equipped with a flexible recording belt that 
may be used hundreds of times without reprocessing 
and slipped into an envelope for easy mailing. The 
machine weighs less than 12 pounds and measures 
only 6 x 10 inches, less than a standard letterhead. 
The dictator records correspondence though a hand- 
type microphone, which is also used. for playback. 
To correct an error, the operator goes beck to the 
mistake and inserts the correct information. Each 
recording belt holds a 10-minute unit of dictation. 
Using convenient ear set and foot control with auto- 
matic back spacer, the typist has complete control 
of the machine 


Central Locking Device 


The Home-O-Nize Company, 
Third and Oak Sts., Muscatine, lowa 


The Unilock, distinguishing a new 
line of combined storage-filing Uni- 
file cabinets, has the feature of only 
one lock. This lock performs the 
entire function of Iccking all filing 
drawers and the storage compart- 
ment door of the unit, so that one 
key in one lock secures everything. 
The models have the adced advan- 
tage of a chrome door handle, and 
according to the company are priced 
below the cost of a plunger lock in- 
stallation. Either a gray or green 
finish is available. 





Portable Recorder 


Ectro, Inc., 
Delaware, Ohio 





The Cub Corder, a completely portable 
self-powered tape recorder that goes 





anywhere and records any audible 
sound, operates on a four-volt, non-spill 
storage battery which has a life span 
of 450 hours. The unit is designed to 
record for two full hours before battery 
recharging is necessary. Weighing less 
than 13 pounds, the recorder may be 
strapped on the shoulder for convenient 
carrying. The push-button microphone 
tan be used for recording, playback 
and to stort and stop the unit. Tape 
used on the machine is conventional 
size and may be played back on al- 
most all makes of tape recorders 








Calculator 


Marchant Calculators, Inc., 
1475 Powell St., Oakland, Cal. 


The new model Figurematic calculator features 
the new dividend key which, when touched, 
automatically clears both carriage dials, returns 
the carriage to the proper position, enters divi- 
dends and clears keyboard dials. The machine is 
designed to meet the need for fest and accurate 
invoicing, payroll, prorating, installment and 
other figure work. Automatic clearance and tabu- 
lation as the dividend is entered makes division 
amazingly simple, according to the manufacturer. 
All other popular Figurematic features also are 
included in the new model. 


Secretarial Posture Chairs 


Royal Metal Manufacturing Company, 

175 N. Michigan Ave., Chicago 1, Ill. 

The model shown on the left is designed for those who prefer a 
flat instead of a shaped chair seat. One of the four in the firm's 
new office line, it features a two-post, padded backrest which 
tilts independently of the molded foam rubber seat and is adjust 
able four ways for working comfort. The seat also may be ad 
justed up or down according to individual posture requirements. 
Island base and square tubular steel frame are finished in Plas 
telle. The model is No. 1264. A Micro-hite, posture shaped foam 
rubber seat highlights the No. 1266 secretarial posture chair, 
shown on the right. The seat, which snaps on for easy, inex 
pensive replacement, can be adjusted to a minute degree with the 
Micro-hite mechanism. The single padded backrest can be ad 
justed four ways to assure comfort and correct posture. This base 
also is of square tubing. 
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Modern Desk Line 


Art Metal Construction Company, 

Jamestown, N. Y. 

Designed ‘to fill every office need are the 53 madels in the New Century 
line. Styles range from executive or conference models to the general 
office type. All models can easily be equipped with interchangeable 
drawer fittings, thus making desks flexible in adjusting to changed con- 
ditions in the office. Drawers are mounted on non-binding ball-bearing 
rollers. Depths range from 301/16 to 40 inches and heights are stand- 
ardized at 29 inches with a 30’ inch height available if desired. One 
line is offered without center drawers, providing them in the pedestals 
to conserve floor space. All models are finished in eye-pleasing colors 
designed to complement modern trends in decoration and lighting. The 
model shown is Style 18078FB-40, flat-top desk. 












































Transcopy Duplex 


Remington Rand Inc., 

315 Fourth Ave., New York 10, N. Y. 
Transcopy Duplex, a two-in-one unit machine 
containing both a printer and processor, is 
designed to make photocopies of any office 
record in less than a minute without develop- 
ing, washing, fixing or drying. Approximately 
the size of a dictating machine, it operates 
after being plugged into any electrical outlet 
so that a special installation is not required. 
The semi-dry process uses a negative paper 
placed face-to-face with the copy. After run- 
ning through the machine, the exposed nega- 
tive paper is then placed face-to-face with a 
sheet of Transcopy transfer paper and the 
two are inserted together. When they emerge 
a few seconds later they are adhered to each 
other. After a few more seconds the two may 
be separated, leaving the photo-exact copy of 
the original on the transfer sheet. 





Combination Table 


Halverson Specialty Sales Co., 
1219 W. Chestnut St., Chicago 22. 


Designed to provide ample work- 
ing area with versatile storage 
space, the new all steel Utili-Table 
unit may double as a typing table, 
desk, storage cabinet or stand. It 
measures 29 inches high, 32 inches 
wide and 20 inches deep, with a 
16%-inch opening for knee space, 
Lightweight in construction and fin- 
ished in gray baked-on enamel, the 
new table is shipped completely 
assembled. It retails for $29.95. 


Pencil Clipper Heather Tweed Pattern 


Rowley’s Office Equipment Co., Bolta Products Sales, Inc. 

227 Main St., La Crosse, Wis. 151 Canal St., Lawrence, Mass. 
Designed by an engineer for the purpose Heather Tweed, the new Boltaflex plas- 
of increasing the efficiency of the engi- tic pattern, simulates the appearance of 
neering, drafting, layout and art depart- costly tweed fabrics with its printing 
ments, this handy device holds and segre- and embossing techniques. The pattern 
gates drawing pencils. Aiding the worker is now available in junior (.012 gauge) 
by reducing point breakage, allowing grad- standard (.020) gauge) all-plastic and in 
ing of pencils, and freedom of drafting Nylonized Boltaflex. The junior weight 
machine, preventing soiled drawings and material is designed for pieces having 
localizing pencils within easy reach, the no deep-spring construction, while the 
clipper needs no drilling or bolting onto standard weight is planned for use on 
the shade of the lamp, and will simply sofas, chairs, divans, and other heavy- 
snap on. duty furniture. Easy to care for, it 
resists staining, scuffing, fading and 
wearing and wipes clean with a damp 
cloth. 
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Look at the wonderful package 
Royal has for you! 


A sensational new portable typewriter which is 
e better than ever in 9 different ways. 


The greatest advertising and promotion program 
e ever offered for any portable, bar none. 


4 Fullest protection for you, the dealer, with Royal’s 


e continuous dealer-minded policies. 


$40 profit for you on every new, quiet de luxe Royal 
. Portable you sell. Yes, you heard right... 40 
repeat 40 dollars profit. 


ROYAL -World’s No. 1 Portable 
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This Transfer time- 
Finger tip control 


Guicte-O folder 


THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


Just think of it! No longer do file clerks have 
to break their backs all day long—day in and 
day out—pushing and tugging old style folders 
in overcrowded file drawers. Now Guide-O- 
Folders eliminate all that—they just glide 
along on their steel frames at the touch of the 
finger. Imagine the difference this makes in 
filing departments. Filing and finding becomes 
a pleasure instead of drudgery. Easy? Just like 
falling off a log. And—speed plus accuracy 
follow as a matter of course. 


When Guide-O-Folders are withdrawn from 
the file, the metal hangers can not drop out— 
they are fastened to the folder permanently. 
Guide-O-Folders can be lifted out of the file 
with utmost ease and when returned to the 
file, just drop into place. 5 





Your customers will be amazed at the change 
Guide-O-Folders will make in their filing 
and finding. This transfer time is the time 
for special sales emphasis. You will realize 
a handsome profit when you do. 


They ee: 
hang! N 


This cut-away illustration shows clearly 
how Guide-O-Folders hang on the steel 
Guide-O-frames in a file drawer. The 
folders never scrape the bottom. Thus, 
the back breaking friction of old style 





folders is eliminated. The Guido-O-frames 
are adjustabl: for a snug fit in any stand- 
ard file drawer—no sawing or cutting. 
Note the adjustable metal tabs. They can 
be placed in any regular filing position 
for either 1/5th or 1/3rd cut. Guide-O- 
Folders fit right into any or all filing sys- 
tems. 


STEEL DESK DRAWER UNIT 


Made to fit the lower deep drawer of ail 
standard desks. Using this unit, the desk 
worker always has important and vital data 
at the finger tips—always in an upright 
position. Instantly available and instantly 
replaced. The unit consists of a metal tray 
and 25 Guide-O-folders complete with ad- 
justable metal tabs and an assortment of 
inserts for tab headings. 





GUIDE SYSTEM & SUPPLY CO. 


NEW YORK 13, N. Y. 


335 CANAL STREET 
WEST COAST REPS. - 





74 


GUSSCO SALES 


INC., 337 WINSTON ST., 
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¢ FILING SUPPLIES ¢ 


When you handle the GUSSCO Complete Line of Filing Supplies you 
can be absolutely certain there is no better value being offered any- 
where. Item for item, line for line, all GUSSCO products will compare 
favorably with all and way ahead of most. The whole line is inherently 
sound—made of quality materials on modern equipment by people 
who have spent the best years of their lives making filing supplies. 
And, most of all, it is competitively priced. 


The items in the GUSSCO Line have been carefully selected to pro- 
vide dealers with stock items to meet all daily requirements. And what 
specials are required are handled in the GUSSCO factory with a cer- 
tainty and despatch which will please both yeu and your customer. Try 





Transfile 


us today. 








Write for latest 
catalog and price list 
No. 531 just released. 








STEEL FRONT FIBRE BOARD TRANSFER FILES 


Do you know what will happen if everyone in your organi- 
zation asked every customer, “How do you keep your in- 
active and semi-active records?” Amazing as it may seem, 


you will find a large percentage of them still bundle up these 
records and toss them into a storage room or vault. And 
what happens when they must be referred to? Wasted time 
and effort in attempting to find them if, indeed, they are 
ever found 

rRANSFILE fibre board transfer files will solve this fil- 


ing and finding deficiency for they keep all records at finger 
tips—at very low cost, too. They are steel reinforced so that 
all the weight of the drawers and contents are supported 
on steel. Stacked as high and wide as desired they will stand 
the gaff of years of constant use. In 3 styles and 13 sizes 
there is a TRANSFILE File for every purse and purpose. 


3 


STYLES 


13 


SIZES 


Il your customers 
filing and finding. 







GUIDE SYSTEM & SUPPLY CO. 


NEW YORK 13, N. Y. 


335 CANAL STREET 
WEST COAST REPS. — GUSSCO SALES INC., 
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How much stock 
does it fake === 
to do a good aa 
carbon paper business? 


It all starts with Flagship’s revolutionary metallic back . . . 





















the Flagship Line 











This important patented development, which gives Flagship 
fine working, handling and lasting qualities, also give it versatility 






* Flagship is curl-proof, never before found in carbon paper. 
not just curl-resistant er +: 
ee ee And it is this versatility that can mean carbon paper volume 
agship's metallic back —and profits — you never dreamed of. For now, instead of stocking 
ans extra wear, easier a different kind and price class for almost every customer, you can 


please your most discriminating customers with a single brand! 


That’s something to rock the carbon paper business. But mark 
these points as well: 


e Flagship’s pigmentized carbon formula, its absence of dye and 
smudge, give your sales staff something new to talk about. And 
because the Flagship line is easier to understand and explain 
— it’s easier to sell. 


e Flagship’s rememberable look —its one and only metallic back 
with the silvery gleam — establishes itself unforgettably in your 
customers’ minds. They become your carbon paper steadies. 


e Flagship’s home office and road staff stand behind you with 
expert merchandising counsel and sales aids that really sell. 
And still there’s more! For the whole story, write today! 


CARBON AND RIBBON MANUFACTURING CORPORATION 
ALLIE General Offices and Factory: 165 Duane Street, New York 13 
Western Office & Warehouse: 3404 S. Main, Los Angeles 5 
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Metal Plan File 


Engineering Manufacturing Company, 
Sheboygan, Wis. 

The new plan files consist of a five- 
drawer unit, cap, and flush or sanitary 
base. The unit is constructed to allow 
stacking in whatever number desired, 
and is made in popular sizes with re- 
spect to inside drawer space and out 
side cabinet dimensions. A distinctive 
feature of the Mayline file is the 
hinged dust-cover arrangement. The 
cover, made of smooth plastic coated 
cotton cloth, is attached to tilting arms 
which will stay in place when raised, 
thus enabling the operator to use both 
hands when removing or inserting ma- 
terial. The new file also features con- 
struction of furniture quality steel, ball 
bearing roller drawers and a hammer 
gray enamel finish. 


Steel File 


Harrison Steel Cabinet Company, 

4718 W. Fifth Ave., Chicago 44, Ill 
This four-drawer file features 14-qauge 
steel tested 70 to 80 Rockwell hardness 
on the B scale for the progressive 
slide mechanism. Equipped for simple 
field installation of automatic lock, the 
file also has full-cradle suspension, 
heavy-gauge prime steel, a spring ac- 
tion thumb latch to hold door snugly 
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Electric Adding and Subtracting Machine 


Clary Multiplier Corporation, 

San Gabriel, Calif. 

This manufacturer has announced a custom line of super-deluxe electric adding and subtracting 
machines. They feature a green and beige color combination, touch-contoured keyboard and a 
claimed world-record 190 cycles per minute speed. The many new design components include 
a new nameplate, using a replica of the Clary advertising logotype. The machine is engineered 
for maximum quiet operation, the noise level held down by its rotary action mechanism and 
sound-treated case floated on “live” rubber. This custom model, which also does multiplication 
and division and incorporates all the basic improvements of the Clary adding-subtracting machine. 
retails for $325. 


Unfitted Travel Kit 


Harry Warren Manufacturing Company, 
127 S. Market St., Chicago, Ill. 

The “Flatop” Wren-Kit is a collapsible 
travel kit of top-grained smooth cowhide 
that opens wide and stays open for 
ready access. Featured Talon zipper 
and multiple saddle-stitched construc- 
tion that reduces wear, creates eye 
appeal and offers folded sides to 
permit expansion. The kit is lined with 
a plastic waterproof material and also 
has pull tabs, stitched carrying handle 
and a hand-turned bottom. Available 
in a large 10-inch size or the medium 
9-inch size there is a choice of two 
colors, ginger or suntan. 





Executive Chair 


King Posture Chair Company, 

953 S. Raymond Ave., Pasadena 2, Calif. 
The model 530 Prince Regent is one of 
the new executive models of rotary and 
side chairs added to the Royalty pos- 
ture chair line. The generously pro- 





closed, a positive lock and all-acluminum portioned 34-coil-spring seat measures 
hardware. Extra heavy gauge corner 19 x 18% x 4 inches and the foam 
and center posts support the file and rubber padded back rest measures 16 
rubber bumpers are designed to assure x 14 inches. The new model also fea- 
noiseless operation. A rachet type tures a 17- to 20-inch height adjust- 
follower block is equipment for ment and foam rubber padded arm 
drawers, also. Available in olive green rests. The aluminum base, molded in 
or gray finish, and in two and four- one piece, has a 24-inch caster spread 
drawer sizes, the file is 28% inches mounting two-inch ball-bearing soft rub- 
deep and comes with or without lock. ber hooded casters. 
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BORROUGHS PRODUCTS 





are meeting the needs of business from coast to coast 


if you are not a Borroughs dealer, you are missing out on a line of products that is sweeping the nation. Over 
1500 dealers have bought Borroughs products in the last 18 months. If there ever was a success story, it’s the 
Borroughs story. Write Joe Davis, sales manager, today...tell him you want to know how Borroughs products 
can make the cash register ring for you, too. 


iSTORAGE CABINETS 


with sliding doors AND sliding shelves 





Yes, sir. . here’s a storage cabinet with not one, but TWO 
outstanding features... 1—the ball bearing, sliding doors 
are removable in 3 seconds ...and 2—sliding shelves are 
adjustable without bolting. If there ever was a storage 
cabinet that sells on sight, this is the one. It’s a real space 
saver, too..can be used in areas too small for swing- 
door cabinets. Units are 38” wide, and are available in 
heights of 42” and 78”, and depths of 12” and 18”. 
Each unit is packed complete in a “Ship-a-unit” carton 


for your convenience. 

















LL 


LIBRARY SHELVING 


Sliding shelves and %4" vertical adjustment 
--no bolting required..make this 36”- 
wide unit the most practical, efficient and 
flexible library shelving on the market. 
Available in single or double-faced units, 
with open or closed backs. Open backs have 
rear book stops. 3 heights—42”-84”-90”. 
Shelves 914" deep 





A SUBSIDIARY 


OF THE 








WRAP RACKS 


This unit is available in 3 sizes to hold 
6, 12 or 24 coats and hats. There is 
clear hanging space for coats. . hats 
rest on non-dust collecting rods and not 
on dusty shelves. Rigid steel construction 
.-spot welded for added strength. 


FPRODUETS 














BOOKCASES AND 
STORAGE UNITS 


All units have sliding shelves (adjustable 
without bolting), and are available in 
heights of 42”, 78” and 84”, and widths of 
12” and 18”. Customer has his choice of 
open or closed backs, single or double-faced. 
This item has many uses, and is gaining in 
sales every day. 


MANUFACTURING COMPANY 


AMERICAN METAL 


PRODUCTS COMPANY OF 


DETROIT 


3002 NORTH BURDICK alll KALAMAZOO, MICHIGAN 
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Envelope Hanger 





Gathering Racks 

Evans Specialty Company, 

407 N. Munford St., Richmond, Va. 

The improved gathering rack, for use in office or work 
shop, is said to collate as many as 3,500 sheets an hour. 
Another feature is that it requires only one pair of hands 
to do the work. Each section of the rack holds 500 sheets 
at an inclined angle. The complete gathering outfit is made 
in three sizes. Designed to take up a minimum of office 
space and to handle a wide range of papers of all kinds 
at reduced cost, with new speed, the racks may be used 
by the clerk in either a sitting or standing position. 


Guest Book 


Irvin R. Ritchie of Typewriter Distributors, Inc., 336 
Broadway, New York City, and Pete Molenaar of Nauta 
Brothers, Toronto, called at OrricE APPLIANCES May 19. 
Mr. Ritchie, past president of the National Office Ma- 
chine Dealers Association, was on his way to San 
Francisco and then over to Yosemite National Park 
where he was to participate in a meeting of California 
dealers and furnish part of the program. His com- 
panion, Mr. Molenaar, had attended the meeting of 
the Stationers’ Guild of Canada, Inc., at Windsor and 
was in the United States in the interest of the Oliver 
portable typewriter. When visiting at Orrice APppPLi- 
ANCES, he was only 50 miles from Woodstock, IIl., where 
the original Oliver was built and the machine quickly 
earned a world-wide reputation. The American com- 
pany was sold to English interests several decades ago. 
The newest model is a well-designed machine which 
should find a ready market. Mr. Ritchie is unusually 
well informed on typewriters and other office machines. 








Mr. & Mrs. Robert Kiesling of Havre, Mont., favored 
OFFICE APPLIANCES with a visit on May 22. They were 
accompanied by C. B. Horr of Associated Stationers 
Supply Company, with whom they had visited earlier. 
Mr. Kiesling served in the United State Air Force and 
has a small business which may be enlarged to make 
him a full-fledged commercial stationer. 


William E. Nevis of Ideal Systems Company, Los 
Angeles, dropped in at our offices May 28 while on 
his way home from a trip which took him to New York 
and Boston. While traveling in the East he appointed 
Sales representatives in several sections which had 
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Atlas Stencil Files Corporation, 

16716 Westfield Rd., Cleveland, Ohio 

Designed for use with Atlas vertical filing cabinets, this envelope is equipped with two pockets, 
one for each negative and offset plate, protecting both. The offset plate is then ready for reruns, 
and the corresponding negative is available for making a new plate. The hanger is also for 


X-ray photograph negative. 





No. 130 Smoker 

La Salle Products Company, 

2216 N. Clybourn Ave., Chicago, Ill. 

The firm’s new smoker is built of solid walnut 
with a broad base that is heavily weighted 
to prevent its tipping. The handle is of 
brushed brass in a modern design while the 
liner is of amber glass. The smoker is de 
signed to combine the advantage of solidity 
in metal smokers with the luxurious appear. 
ance of beautifully grained wood. 


been open territory. His next trip to Chicago is timed 
for the NSOEA convention in September. 


M. S. “Jake” Perry of Basin Typewriter Company, 
Pasco, Wash., visited with Orrice APPLIANCES June 9, 
He had been in Chicago 10 days to attend a sales train- 
ing school on the Sweda cash register and was about to 
leave by plane for home. Mr. Perry’s company is agent 
for a number of well known lines of office machines 
and office furniture, including L. C. Smith-Corona 
typewriters and adding machines, Olivetti adding ma- 
chines and calculators, SoundScriber, R. C. Allen busi- 
ness machines, All-Steel Equipment, Royal Metal, and 
Cramer posture chairs. He sells most makes of portable 
typewriters and adding machines. Mr. Perry estab- 
lished his business only a few years ago and has 
made good progress. After completing his course on 
the Sweda and before visiting with Orrice APPLIANCES 
he looked in upon Associated Stationers Supply Com- 
pany. We wish him well as his scope of operations 
expands 




















DANES LO REM EWNBIaR 




















August 2-6. Nationa! Luggage & $s M America 

Inc. show at Hotel New Yorker, New York, N t 6 Citronbaumy 
utive e-f t, 220 Fifth Av New York : 

September 26-30. National Stationery & Office Equipment Association's 47th 

annual convention. Conrad Hilton Hotel, Chicago, Ill. Paul Burbank, gem 


_ 


eral manager, 740 Investment Building, Washington 5, D. C. 
September 30-October 3. Marking Devices Association annual convention, 
Edgewater Beach Hotel, Chicago. 

October 5-7. Toledo Business Show, Secor Hotel, Toledo, Ohio. Jack Senn, 
manager. 

October 19-24. The 1953 National Business Show, Grand Central Palace, 
New York, N. Y. Rudolph Lang, managing director, 33 W. 42nd St., New 
York 18, N. Y, 


OFFICE APPLIANCES, July, 1953 


Pe gene mera 
a. 


OF 


nued 


EXCLUSIVE 





: de = GREEN 
“ae | | 
Added to i - ; 
WILSON JONES : 


REDI-COVER LINE 





There ew member in the famous quality line of 

sf Wilsc s Redi-Covers. 

it it’s Ex ve Green...a rich shade your customers 

told us they wanted and would buy. 

ror Made of genuine pressboard, Exclusive Green, 
like ali W n Jones Redi-Covers, gives longer life. . . 
repels water and finger marks... 

a stays fresh and clean during hard usage. 

hi Multis nching accommodates a wide variety of 

ple pur eets. 12 most popular sizes. 

ce For year 1 have known the quality of Wilson Jones 
Red ick genuine pressboard Redi-Covers. 
Now merchandise... at greater profit... 
3 pref olors that make it easier for your fa —end openings 

| 7 sizes 

customers to distinguish and identify 

: their material. 2 

x Ava for immediate shipment, ; 
order ete line today. ‘2 


Yow can depend on Wilson Jones 
quality because only genvine 








pressboord is used in Redi-Covers. ILS OR oon 
P Headqvarters for Record Keeping Essentials 
: WILSON JONES COMPANY : 
209 S. Jefferson St./ Chicago 6, Mlinois 3 
Pelece NEW YORK + ATLANTA © KANSAS £ITY + SAN FRANCISCO + TORONTO ane 
New <” 
+ 
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YES, SOMETHING NEW... AN 


Every month—a new, large market of impor- 
tant men and women will see Haskell steel 
desks and tables at their best—in U.S. News & 
World Report! Here’s a paying combination! 
No matter how you take it— it’s sure to lead to 
new sales and profits for Haskell dealers. 


HASKELL CATALOG 
ea a> 


303 
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SEE MAY 15 ISSUE, PAGE 106 
AND MONTHLY THEREAFTER! 





ar 


Your office distinctively on 
with HASKELL eae 






HASKEL, 
oh far 40 Lilly / 


OTHER IMPORTANT MARKET 


Haskell—the leading name in budget steel— 
gives so much for so little. So many features 
found only in higher priced lines. If you need 
a budget line of steel desks and tables to bal- 
ance your present lines, then link your name 
with Haskell leadership. Remember when you 
plan with Haskell, you plan for the future! 


E. CARSON ST., PITTSBURGH 19, PA. 
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OWN GUIDE-POSTS COME TOGETHER 
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NOW! a Full Keyboard 


_ Calculator for only *21928 
a MONROE Exclusive! 


Here’s a real sales maker 

for office equipment dealers. 

And an exceptional value for the 
small businessman or merchant! 
It's Monroe’s unique Model 

LE 1307 small, hand-operated 
calculator with full keyboard. It’s 
got all the sales-appeal and 
advantages of the world-famous 
Monroe line. Its capacity 

(7 column keyboard and 13 result 
dials) makes it useful for a wide 
variety of figuring work. You 

can be sure of extra profits with 
this Monroe machine on your sales 
floor. Mail the coupon today for 
full information on the 


Monroe LE 1307. 


“MONROE 


CALCULATING and 
ADDING MACHINES 


Monroe Calculating Machine Company, Inc. 


Dealer Sales Division 


555 Mitchell Street, Orange, New Jersey 
1953 
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Monroe Calculating Machine Company, Inc. 
Dealer Sales Division 
555 Mitchell Street, Orange, N. J. 


Gentlemen: 


We're interested. Please rush complete dealer information on 
the LE 1307 Monroe Calculator. 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, June 1 


@ AN UNUSUAL BUT highly appropriate, souvenir 
of the coronation was presented to all employees of 
a West Bromwich typewriter firm by the directors. 

Every worker at British Typewriters, Ltd., received 
a copy of a photograph of the queen taken at the 
British Industries Fair in London in 1949 when, as 
Princess Elizabeth, she was presented with one of the 
firm’s Empire Aristocrat portable typewriters. The 
photograph showed Her Majesty receiving the gift 
from Mrs. S. S. Elliott, M. B. E. exhibitions director 
of the Office Appliance Trades’ Association, on whose 
behalf the presentation was made. 

In addition to the photograph—contained in a 
brochure with a message from the chairman, C. S. 
Bache—the firm’s employees each received a boxed 
crown piece. In his message, Mr. Bache recalled that 
Queen Victoria was the first reigning monarch to 
adopt a typewriter for her correspondence, and added 
that the British typewriter owes much to the personal 
interest of members of the Royal Family. 

The first British typewriter was made in West Brom- 
wich by a forerunner of the present company. 


* . . 


We write this before the opening of the Business 
Efficiency Exhibition, due to be held at Olympia, June 
16-26. However, a “preview” as we write of some of 
the exhibits at what is claimed to be the largest ex- 
hibition of its kind ever held in the world, will not 
come amiss. 

A new Swedish-made adding and listing machine, 
the Odhner, was to be displayed. 

The new machine has been designed specifically 
for electric drive, and works in units of sterling in- 
stead of in decimals. It is claimed to be speedier, 
more accurate, and more adaptable than any other 
comparable machine. Further details, however, will be 
given in the report dealing with the B.E.E. 


*. ” . 


An official of the B.E.E. told me:—‘“The Coronation 
Business Efficiency Exhibition will be on a scale un- 
exceeded by any other similar exhibition ever held 
not only in this country but anywhere in the world. 
Nearly 100 firms will be participating and new ma- 
chinery, devices for facilitating office routine in all 
its aspects, and the latest office furniture, will be on 
show, sent to London from factories all over Britain.” 

Tremendous advances in’ the field of electronics 
were particularly noticeable, I was informed. A new 
compact “electronic brain” for the office, capable of 
multiplying a sterling sum by a four-figure amount, 
checking it by a different method, and recording the 
result in half a second, was due to be on show. 

A new Office copying machine, said to be “revolu- 
tionary”, which will stand on an ordinary desk, a 
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machine for extracting square roots in one opera- 
tion, all-electric machines able to reproduce 20 car- 
bons at a time, were but a few of the exhibits which 
were to be seen. 


* * * 


Noteworthy, was the wide display of dictating and 
recording machines, and one of the most recent of 
these to be shown uses a cartridge of tape allowing 
a full 30 minutes’ recording, after which the machine 
may be reloaded without switching off. A single lever 
control enables one to dictate, erase, correct, and play 
back the recording with the minimum fuss. 

For the first time, too, was shown an executive's 
steel desk with a detachable waste paper bin between 
the pedestals, interchangeable box and filing drawers, 
adjustable screws on the base of the pedestals for 
leveling on uneven floors and a special plastic top 
covering. 

Opening up new fields of activity for visible records 
is a device called a “Visicopier’’. It provides a means 
of making three entries in one writing without hav- 
ing to remove the records from their binder. The sys- 
tem can be applied to wages, hire purchase, stores 
accounting, sales and purchase ledgers and so on. 
Briefly, it offers many of the advantages of machine 
accounting but without machines. Lugs on the left 
of the copier click automatically into prongs of the 
binder locking it into position, while clips at the top 
hold carbons. If one wishes to post statement, ledger 
and day book, simultaneously, the day book sheet 
slots on to four studs and becomes firmly held by a 
sprung segment. Two finger-holders on the right 
meanwhile enable the top part of the device to be 
slid into exact alignment with the ledger sheet and 
statement. 


* * ’ 


Also new, were two continuous stationery devices. 
The first for addressing machines automatically gears 
to the print-and-skip of the machine, enabling it te 
be run at full speed without interruption. 

The second is for punched card tabulators, and is 4 
carbon control feed. The carbon with this is fed from 
a spool, the movement of the spool and the supply 
of the carbon being guided by the print mechanism 
of the tabulator. Carbon used is thus entirely un- 
related to the number of forms printed and governed 
by the actual number of lines printed. A striking ex- 
ample of the economy attained was revealed in 34 
test, with 1,000 eight-inch forms each of six lines 
Using single-ply one-time carbon the old way, someé 
666 feet of carbon were used. Using the attachment 
only, 36 inches of carbon were consumed to perform 
the same task. 

A further innovation is a “punch hole” time re 
corder using a special seven-column type card specially 
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reom NATIONAL LOCK... 


FOR BOTH WOOD AND METAL FURNITURE 


NATIONAL LOCK manufactures an extensive line 
of ruggedly constructed, ball bearing casters for 
both wood and metal chairs and other office 


furniture. 


Wheels are of molded Phenolic self- 


lubricating, high impact material for use on car- 
pets, and molded Rubber wheels, having hard 
core and soft tread, fitted with oil impregnated 
bearings, are designed for use on hard floors. 


If you are an original equipment manufacturer or jobber, write us. 
If you are a dealer, see your jobber. 


CASTERS FOR WOOD CHAIRS 


PLATE TYPE 


Plate type casters offer threaded axle with nut (stand- 
ard) or riveted type. Have full double ball race con- 


struction for free swiveling action and troublefree 


GRIP NECK TYPE 
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' 
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service. Grip neck type provides same double race 
ball bearings. Selection of sockets, depending on speci- 


fic application. National Lock has whatever you need. 





FURNITURE GLIDE 
LEG EQUALIZERS 
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Here are leg glides and leg equalizers designed for 
most any piece of office furniture. Let us figure on your 


requirements. Take advantage of 1-Source buying. 





CASTERS FOR METAL CHAIRS 
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PW EL@)» -\ Gu © @ 1G) Giro lolt] o) (mi cela-Mm ole] | MM ol-telalile ME ael ila: 
have top bearing point, which centers caster in grip 
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socket for easy swiveling. 


. whichever you prefer. 


DISTINCTIVE HARDWARE... ALL FROM ] SOURCE 


HANDLES, LOCKS, 
HANDLES... 


LABEL HOLDERS, 
EVERYTHING FOR 


CASTERS, LOCKER HOOKS, HINGES, LIFT 
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NATIONAL LOCK COMPANY 
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Ask the dealer who features 


STEELCASE 


to fill you in on these facts: 


EXECUTIVE SETTINGS GENERAL OFFICE ADVANTAGES 


@ Steelcase gives you “years ahead” styling @ Steelcase engineering eases work flow—in- 
creases output as much as 35% 
@ Steelcase gives you a choice of many har- 


monizing color combinations © More filing capacity in less space—more 


employees seated per square foot 


@ Steelcase comfort adds warmth and person- Interchangeable desk tops, drawers and ped- ~ 
ality to your office estals make office planning flexible Gitese 
in the classified 


Leading national organizations are standardizing on Steelcase for both executive 
and general offices. Ask your dealer . . . today! 


For new ideas in office planning, write for “Tooling Up Your Office” tetas FE: 


— eS or 





METAL OCRFICE FURNITURE COMPANY+Grend Rapids, Michigen 
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. designed to facilitate the work of the wages’ office. 
At each registration a hole is punched into the card, 
the machine automatically positioning successive reg- 
istrations one below the other and abolishing the 
necessity for an “in-out” shift lever. “Out” record- 
ings can be made immediately after “In” recordings 
—a great advantage where shifts or meal times over- 
lap—and the card receiver shifts automatically at 
midnight every night. 

. * . 

In the four months of 1953 (January 1-April 30) 
exports of British office machinery to the U.S.A. to- 
talled nearly £550,000, the Office Appliance & Business 
Equipment Trades Association announced. 

This figure is £145,000 more than in the same period 
last year, which proved a record. 

During April, exports of office machinery, steel cab- 
inets and safes totalled £1,039,124, of which the United 
States took £172,480 worth—some two and a half times 
as much as in April, 1952. 

Overall exports of the industry were £20,000 more 
than in April, 1952. 

Accounting machinery exports in the first quarter 
of 1953 were £829,653, over £60,000 more than in the 
first quarter of 1952. The biggest buyers of office 
machinery during the period January 1-March 31, 
1953, were Australia, £379,078, and the U.S. A. £375,565. 


. eo ° 


The recent B. I. F. in London, proved a money- 
spinner for manufacturers of office equipment who 
exhibited, according to reports now coming in. Moore’s 
Modern Methods, Ltd., declared that the Fair was 
the best they have known since they first exhibited 
in the late 20’s. The volume of “worth while” in- 
quiries during the first two days of the Fair was 100% 
greater than in the same period of 1952. 

Kaye’s Rotaprint Agency, Ltd., sold £5,000 of equip- 
ment in the first morning the Fair was opened. 
British Typewriters, Ltd., said that it entered the 
Fair anticipating a “reasonable volume” of inquiries 
and direct sales of 10 machines a day. To start with 
the firm averaged 100 machine sales a day and a 50% 
increase over last year in the volume of “sound” in- 
quiries. Particularly noted were buyers from smaller 
countries: Papua, New Guinea, British Guiana, Af- 
ghanistan and Denmark. 

a all shows the value of taking space at exhibi- 
tions. 





. o ? 


The Twinlock Company—Percy Jones (Twinlock), 
Ltd., of Beckenham—announces it will use new alloy 
clamping bars for a number of its series of thong 
ledgers. The alloy clamping bar is allied with nylon 
thongs and Twinlock anti-buckling device for the 
binders. 

A great deal of research work has been done in 
respect of these alloy clamping bars as a result of the 
Government restrictions on the use of brass. Now, 
with the lifting of the restrictions, the company feels 
that its research with alloys has been so worth-while 
that continued use is to be made of these. They are 
stronger than brass and much lighter. 

& e oa 


Among new equipment that is newsworthy is a 
mechanical charting system, especially suitable for 
mural graphing. Its speed and operation is dependent 
upon revolving multi-coloured discs mounted in units 
of 10 on boxes which slide into rails on a board. Each 
disc is painted round the perimeter in five colours 
and locks automatically into 10 positions so making 
possible 100 different colour flashes per “box”. The 
railed cabinets into which the “boxes” slide are built 
to take five or 10 in each row affording 500 or 1,000 
possible signals per line. For the industrial board 
there are 2,800 discs or a possible 28,000 signals and 
it is claimed the whole thing can be set up from 
scratch in a quarter of an hour. Thereafter as the 
discs do not have to be moved but merely rotated, 


day-to-day charting can be done in a few seconds, 


The system is particularly useful for costing and fi- 
nancial budgeting but is highly versatile. Manufac- 
turers are Dacron, Ltd., 32, Fitzroy Square, London, 
W. 1. 

> * > 

One of the most useful gadgets which I have seen 
for some time is that for removing staples from paper. 
The cost is very small but its usefulness will be real- 
ized. Manufacturers are Standard Office Supplies 
Company, 57, Farringdon Road, London. E. C. 1. 

J = - 

The Imperial News, Coronation Issue (organ of the 
Imperial Typewriter Co., Ltd.,) carries well-designed 
reproductions of The Queen’s Beasts. These fabulous 
creatures (used as decorations in the issue) are sup- 
porters in the various coats of arms of Her Majesty 
The Queen’s ancestors, and they have become ‘news’ 
since being chosen to decorate the annex built on to 
Westminster Abbey for the Coronation. 

The titles illustrated in Imperial News are: The 
Lion of England, the Unicorn of Scotland, the Falcon 
of the Plantagenets, the Bull of Clarence, the White 
Lion of Mortimer, the Greyhound of the Tudors, the 
Dragon of the Tudors, the Yale of the Beauforts, the 
White Horse of Hanover and the Griffin of Edward III. 

+ - * 

A firm which has just celebrated its diamond jubilee 
is that of Messrs. J. H. Todd and Sons, Ltd., of Lincoln. 

The firm was founded early in 1893 by Joseph H. 
Todd, who purchased samples of rubber stamps and 
various stationers’ sundries and commenced canvass- 
ing the shops and offices in Lincoln and the surround- 
ing districts. He used a room at his house as a store 
and office. The business prospered and a shop was 
opened. Fountain pens were quite a novelty in those 
days and hundreds were sold. Thus the firm of J. H. 
Todd was formed. 





Hold Microfilm Show in Marseille 


The third Microfilm Exposition of Marseille was held 
May 4 through 13 in the exposition room of the Ricord 
Building, 5 rue d’ Italie. Particularly interesting docu- 
ments reproduced by microfilm were shown through 
the courtesy of the city’s leading firms. The reproduc- 
tion process was demonstrated to visitors as well as 
the uses of various microfilm accessories and supplies. 
A feature of the show was colored projections. 


Although microfilm is now widely used in the larger . 


French cities it has not yet become popular in the 
smaller towns. In presenting the show, the Ricord 
Organization emphasized microfilm as an economical 
and quick way to obtain copies of documents, an effi- 
cient system of records and as an effective tool for 
teaching and demonstration. The firm stressed the 
convenience of microfilm for traveling salesmen who 
could show samples in color with a minimum amount 
of equipment to carry with them. 





News Notes From the Maritime Provinces 


WILLIAM McNULTY, CORRESPONDENT 
116 PRINCE EDWARD ST., ST. JOHN, N. B., CANADA 

Arrangements are being made for the installation of 
a stone memorial to the late Frank Alexander, over 
the family lot in a suburban Saint John, N. B. ceme- 
tery. The late Mr. Alexander was a veteran member 
of the staff of J. & A. McMillan, Ltd., Saint John, and 
was president of the old office supply firm at his death. 
Two sons are Frank, Jr. and Robert, both on the Mc- 
Millan executive board. 

a. 7 * 

For the first time, May 18 was observed as a public 
holiday —in place of the holiday which had been 
known as Victoria Day for many years. The observance 
in the office supply trade was general. 

(Turn to page 182, please) 
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Customer 
Acceptance 


Makes Burroughs 


Dealers’ Choice 





SOME BURROUGHS DEALER SALES BUILDERS 


Typical of the extensive sales aids Burroughs furnishes 
its dealers, without charge, are these two forceful sales 
kits. (Left) A complete local merchandising program 
that includes booklets, special direct mail plan and 
materials, mat service and radio spots. (Right) Special 
promotion program and materials for Burroughs Cash 


Registering Machines, with dealer bulletins, price lists, 
catalog sheets, a 20-page consumer booklet, radio spot 
announcements and special mat service advertisements. 
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Experience shows that Burroughs adding and cash 


registering machines are easier to sell. Why is 

this so? For one thing, Burroughs dealers get a 
variety of up-to-the-minute merchandising helps — 
leaflets, booklets, displays, signs, and many others. 
Then there’s national advertising in LIFE and 

the POST and NATION’S BUSINESS helping you 
sell Burroughs. And, most important of all, there’s 
Burroughs’ world-wide reputation for quality . . . 
for rugged dependability, ease of operation, and 
long product life. This reputation is a reality in your 
neighborhood, among your customers. It means 
easier selling for you and a solid foundation of 


customer satisfaction for your business. 


Shown here are some of the famous line of 
Burroughs machines that you can sell and profit by. 
Get all the facts on the Burroughs dealer plan 

from your nearest Burroughs branch office or write 
Burroughs Corporation, Detroit 32, Michigan. 


WHEREVER THERE’S BUSINESS THERE'S 


Burroughs 
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New, Attractive Home-O-Nize Bookcases 


have quality appeal at moderate cost! 


GrowING SALES VOLUME 
is reported by dealers—to busi- 


banks — institutions and homes. 
Certainly a real sales opportunity 


























nesses, institutions, and homes. for you. o_o ~ 
These attractive, practical, Efficient groupings can be a= 

sturdy bookcases are not limited made of these single units as == 

to a specialized market. Be- they are of modular construc- 2 fle 

cause they’re good looking—be- Son, designed e fit na er _ 

cause they fill a need—because Now ready yeaa 30 inch Oo | 

they‘re moderately priced—the and 48 inch heights = with or ~ 

a gest Y without sliding 4” thick glass 


ready market doors. See below for description 


among professional offices—pri- of these handsome, practical 
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Iustration shows Home-O-Nize Bookcases Model 30-B installed in series along an office 
wall. These well-designed and beautifully finished units add to the appearance and to 
the efficiency of business and professional offices. The 30 series is available with or with- 
out the sliding glass doors. Baked enamel finish in grey or green over rust-resistant 
bonderized coat. Size is 30H by 3444W by 11%D. The 48 series is 48 high, other dimen- 
sions the some as 30 series. The 30 series is also available in 16” depth. 
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38 AU with Unileck.. $58.95 
38H x 29W x 16D 


32 AU with Unilock.. $49.95 
32H x 29W x 16D 


\WZ Wd 











38 DU with Unilock.. $53.25 
38H x 29W x 16D 


with the NEW 





UNILOCK MECHANISM 


in H-O-N UNIFILE CABINETS 


The Unilock is a new central locking 
mechanism that locks all drawers and 
doors on combination cabinets with 
one lock. Now you get plunger lock 
performance — at lower cost than 
plunger lock prices. This better, im- 
proved locking method called Unilock 
is an important selling feature. 


Thus the new Unilock plus recent con- 
struction improvements make Unifiles 
top choice for the store who seeks to 
give customers a better value. These 


Also send us complete new Unifile catalog folder. 


c------- 
| 
_ 
Pfs eee 
Ship us 
Ship us 
| 
of | 
; | YOUR NAME 
Prices shown are list. 
Slightly higher in mountain and COMPANY ........ 
Pacific States. | 
| ADDRESS 
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—" Models 32AU with Unilock [] Grey [] Green 


.. Models 38DU with Unilock [] Grey [] Green 


other H-O-N features also add to user 
satisfaction: Ball bearing rollers on all 
drawers. Adjustable shelves on 2” 
centers. Guide rods in letter drawers. 
Z-bar support members. Welded-to- 
base torque plates. Handsome baked 
enamel finish in grey or green. 


Fifteen models offer a complete choice 
of any combinations desired. With 
coupon below you can order the 
models shown here. The Home-O-Nize 
Co., Muscatine, lowa. 


.. Models 38AU with Unilock [] Grey [] Green 
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INDUSTRY 


DINNERS 





CONVENTIONS 

















COMDA Hears About Hermes Line 

At the regular monthly meeting of the Chicago 
Office Machine Dealers Association held on Tuesday 
evening, May 12, the feature was an address by Dave 
Sigler, Hermes sales manager, Paillard Products, Inc 
Mr. Sigler presented Lee Sterling as the new Hermes 
district manager in the Chicago area and then pro- 
ceeded to demonstrate the Hermes Rocket portable 
typewriter, the Hermes 2,000 model portable and the 
new Hermes Ambassador, a semi-electric standard size 
typewriter which has a number of unusual features 

Prior to the address two delegates—Clarence Schue- 
man, International Typewriter Exchange, and Larry 
Walters, Peter Paul Mechanical Service—were elected 
delegates to the National Office Machine Dealers As- 
sociation convention scheduled for June 18, 19 and 20 
in Atlantic City, N. J. 

Rocky Jones, Shipman-Ward Manufacturing Com- 
pany; Walter Lennartson, editor Orrice AppPplti- 
ANCES, and Jack Weiner, Belmont Typewriter Sales 
& Service, made brief reports about the recent annual 
convention of the Canadian Office Machine Dealers 
Association. Mr. Weiner was than appointed chair- 
man of the Chicago group’s annual dinner dance and 
review which is to be held next November. 

Just before adjournment it was decided that the 
June meeting would consist of a panel discussion on 
rentals of various types of office machines. 





Stationers Square Club Meets 

Stationers Square Club of Greater New York met 
Thursday, May 28, for the final meeting until fall, at 
the Prince George Hotel, 14 E. 28th St., New York 
City. Dinner was served at 7:00 and the group heard 
Peter M. Brown, assistant United States Attorney 
and former senior assistant counselor of the New York 
State Crime Commission, speak on the new U. S. At- 
torney’s Office. 





y 





Dinner Dance Scene 
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Stationers Association of New York 
Holds Annual Dinner Dance at Astor 


More than 700 members, their wives and guests at- 
tended the second annual dinner dance and enter- 
tainment of the Stationers Association of New York, 
Inc., held on Saturday evening, May 23, in the grand 
ballroom of the Astor Hotel. 

Prominent among those present were: Milton Gold- 
hair, Harmill Office Supply Co., New York, New York 
president of the Stationers Association of New York, 
Inc.; George Reichman, Mooney’s, Inc., vice-president: 
Carl C. Judkoff, Cantigny Printing & Stationery Corp., 
governor NSOEA 13th regional! district; Past Governors 
Richard E. Wahrman, R. E. Wahrman, Inc., Robert 
Reichman, Mooney’s, Inc., and J. S. Libien, Libien 
Press, and many stationers, manufacturers and sales 
representatives with their ladies from the metropolitan 
New York area as well as from New Jersey, Philadel- 
phia and other points. 

At each guest’s place were to be found a handsome 
journal containing names of member firms of the 
association, officers and committees, also a souvenir 
issue of Stationers Digest, the association’s bulletin. 
Other gifts were a ball-point pen, compliments of 
Flo-Ball Pen Corporation; a pocket photo album, 
compliments of Redi-Record Products Company; cigars 
for the men, compliments of J. L. May Company, and 
orchids for the ladies, compliments of Regency 
Thermographers. 

President Milton Goldhair extended a hearty wel- 
come on behalf of the association. 

Excellent entertainment followed, which consisted 
of a variety of well-chosen acts with master of cere- 
monies, Myron Cohen, star of radio, television and 
night clubs. Music was furnished by Herb Steiner and 
his recording orchestra and the George Romero 


rhumba band for dancing between courses and for 
the balance of the evening. 
Credit goes to the following committees: 
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Stationers Assn. of New York annual affair in Grand Ballroom of Astor Hotel 
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“Many dealers FEATURE Cosco 


HAMILTON MANUFACTURING CORPORATION 











FOR FASTER TURNOVER OF 
OFFICE FURNITURE 


—More Store Traffic—Increased Sale 
of ALL Office Equipment 


FEATURE 


GHD 


MODEL 20-LA 
SIDE CHAIR 


I" 


FULL PROFIT MARK-UP 


All Cosco chairs are designed 

by Seating Engineers .. . to 

reduce fatigue —increase 
efficiency. 





OFFICE 
CHAIRS! 











ba 





— 


ter value than any 

makes the Cosco 

ynfidence-build- 

1ing sales leader 

for volume sales with full profit 
t ny Cosco de he or! 


for competitive advantage.. 
t new customers .. _ to win 
pprecia sane sales. 
Thus...1 ling store traffic that 


f ALL office equip- - 


- 





. ’ ALL-STEEL CONSTRUCTION—foam-rubber cushioned, soddle-shaped seat, 
re fully stocked to cash In on Cosco Ss tubular steel legs—extended to prevent beck morring wall, Du Pont 
tising and merchandising campaign. “Fabrilite” upholstery. Bonderized, boked-on enamel finishes in 4 colors. 
*$28.50 in Florida, Texas and 11 Western States (Zone 2) 


BETTER SEATING means BETTER WORK ab...) 


Model 15-F Model 18-T and j ne ad 
Secretarial Chair 18-S 
$29.95 General Office ( ($15. Py in Tone 2) 
($31.00 in Zone 2) Chairs 


CUE CO . 


Model 15-S all | by 
on “— =. cil ne Bt 
($33. Py is , & 2) a Pe: ($23. ob - _ * 2) 
3 















(s49. a _ # 2) 





Columbus, Indiana 
NATIONALLY ADVERTISED 
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Dinner Dance—Co-chairmen Carl C. Judkoff, Can- 
tigny Printing & Stationery Corp., and Sam Rabino- 
witz, Sport Stationers & Printers, Inc. 

Publicity—Robert Reichman, Mooney’s, Inc.; J. 8. 
Libien, Libien Press, Inc., and Milton Peretz, Almo 
Stationers & Printers, Inc. 

Journal—Carl C. Judkoff, Cantigny Printing & Sta- 
tionery Corp.; J. G. Libien, Libien Press, Inc.; Sam 
Rabinowitz, Sport Stationers & Printers, Inc., and 
Mannie Klein, The Klein-Heimbinder Co. 

Advertising—J. S. Libien, chairman, Libien Press, 
Inc.; M. Abel, Savoy Stationers; Hyman Baden, Baden 
Manufacturing Co.; Robert Benet, Robel Press; Isidor 
Berg, Plaza Stationery & Printing Co., Inc. Morris 
Breitstein, Huston Stationery & Printing Co.; Roy 
Carol, Carol Printing Co.; Arthur Dexter, Exchange 
Stationery Co.; R. Flock, Park Stationery & Printing 
Co.; Max Friedman, General Stationery Corp.; Leo 
Heimbinder, The Klein-Heimbinder Co.; Irving Horo- 
witz, Batlin & Horowitz; Milton Landsberg, M. Lands- 
berg Stationery Co.; Daniel F. O’Brien, J. J. O’Brien 
& Son; Irving Orans, Alpha Office Sup. Co., Inc.; 
Herbert L. Pariser, General Stationery Corp.; Arthur 
Robinson, Simax Stationery Co., Inc.; Louis Scheicht, 
M. C. Flynn, Inc.; Perce Snitzer, Summit Office Supply 
Co., and R. E. Wahrman, R. E. Wahrman, Inc. 

Tickets—Mannie Klein, chairman, The Klein-Heim- 
binder Co.; Milton Adelmann, Standard Stationery 
& Printing Co., Inc.; Archie Brosowsky, Huston Sta- 
tionery & Printing Co., Inc.; William Cantor, Phoenix 
Stationery Corp.; Herman Forstein, Lexington Station- 
ery Co.; Herbert Fox, Bert Stationery & Printing Co.; 
Herman Goldner, Symac-Harlem; Albert Goldrich, 
Summit Office Supply Co.; Joseph Hein, Midcity Press, 
Inc.; Sam Kahn, Kahn Stationery & Printing Co.; 
W. H. Landis, Exchange Stationery Co.; Jacob Lands- 
berg, Landsberg Bros.; Mortimor C. Lazarus, M. C. 
Lazarus, Inc.; Isidore Lerman, Lerman Bros., Inc.; 
Robert Lovett, The Hill Co., Inc.; M. F. Murray, Styles 
& Cash; Lewis Novick, Novick Press; Robert Polon, 
Robel Press Rose Rousch, Jewel Stationery Co.; Robert 
Reichman, Mooney’s, Inc.; Harry Rosen, Radio City 
Stationery Co., Inc.; Joseph Rosenberg, Pelzer Printers 
& Stationers, Inc.; Louis Rosenberg, York Paper Co.; 
Alex E. Rosenthal, Aero Stationery Co.; Dan Siegel, 
M. C. Flynn, Inc.; Harry Seidman, Trinity Stationers; 
Phil Suchman, S. & S. Stationery Co., and S. Wein, 
Esco Stationery Co. 

Officers of the association are: Milton Goldhair, 
president, Harmill Office Supply Co.; George Reich- 
man, vice-president, Mooney’s, Inc.; Irving Steinholtz, 
treasurer, Cantigny Printing & Stationery Corp.; Man- 
nie Klein, secretary, .The Klein-Heimbinder Co.: 
Sophia K. Ehrlich, executive secretary, and Herbert 
M. Markham, general counsel. 





Hold Week-Long Training School 


A group of 15 dealer representatives, mostly from 
the eastern area, recently attended a week-long dealer 
training school at the National Blank Book factory 
in Holyoke, Mass. 

Sessions on commercial and equipment products were 
held throughout the week and sales promotion and 
advertising programs for the balance of 1953 were pre- 


In School . . . Dealers and representa- 
tives of National Blank Book Co. attend 
training school in Holyoke, Mass. 
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sented. Factory tours through the plant completed 
the program. As a special feature, a tour was made 
available through the Parsons Paper Company. 


Those attending the school (listed in the order they appear 
in thé accompanying picture) were as follows: Standing: 
Delno D. Van Wie, Union Book Company, Inc., Schenectady; 
John J. Kelley, Foster Brothers, Philadelphia; Ray White- 
house, National Blank Book Company; Roland E. Johnson, 
Wilkinson’s, Kewanee, Ill.; Daniel I Fox, Broadway Sta- 
tioners, East Boston, Mass.; Robert Cameron and Albert E. 
Farr, merchandise manager, both National Blank Book Com. 
pany; Sidney H. Challenger, Frank H. Fargo Company, 
Bridgeport, Conn.; Roy Kirchner, sales promotion manager, 
National Blank Book; William LeGrand, Edward Granfield 


Company, Inc., New Haven, Conn.; Herbert Burton, assistant 
merchandise manager, National Blank Book; Carl Johnson, 
Augusta Office Supply Co., Augusta, Ga.; and Martin Escoffier, 


Clinton Stationery Company, Clinton, N. J. 


Others included (seated) the following: Brad Downey, 
Roney Brothers, Hagerstown, Md.; Leslie Stephens, Thorp 
& Martin, Boston: Paul C. Morgan, O. S. Pulman Company, 
Albany; Brewster Towne, western division manager, National 
Blank Book; Charles Wright, L. B. Moody Company, Salem, 
Mass.; William O’Connor, Forbes Snyder, Inc., Holyoke, 
Mass.; and Henry H. Sears, The Frankling Printing & En- 


graving Company, Toledo, Ohio. 

In addition to the National Blank Book men pictured, 
R. M. Weiser, vice-president, and Francis Flemming, special 
order manager, were in charge of the sessions 





N. Y. NOFA Members Enjoy Outing 

Some 70 members and guests attended the 14th 
annual golf tournament of the New York Chapter of 
the National Office Furniture Association held on 
Thursday, May 14, at the Colonia Country Club, Colo- 
nia, N. J. 

Despite the hazy weather that prevailed during most 
of the day many of these ardent golfers arrived early 
so as to play a few holes before lunch. Those who did 
not compete in the golf tournament enjoyed a day of 
relaxation playing clock golf or cards on the spacious 
veranda. 

Security Steel Equipment Corporation, whose plant 
is situated close by at Avenel, N. J., as usual served 
refreshments at the 11th tee and later on in the early 
evening provided refreshments at the club house. R. 
G. Drinkuth, C. H. Collison and H. G. Tough were on 
hand to act as hosts to the group, assisted by B. W. 
Kane, J. Chaney, J. F. Scott, J. Seymour, H. Thistle, 
C. Reid, William Perry and C. Miller. 

As the day drew to a close, all adjourned to the 
dining room for a delicious beef steak dinner. Pres- 
ident Dan Waldner, D. Waldner Company, Mineola, 
Long Island, N. Y., extended greetings. He thanked 
co-chairmen John E. Mossman, Desks Inc., and Ber- 
nard H. Nemlich, Regan Furniture Corporation, for 
arranging a fine day’s outing and also thanked Jo- 
seph Weiner, David Kramer Inc., for helping with the 
ticket and financial arrangements. 

He then expressed the appreciation of the associa- 
tion to the Security Steel Equipment Corporation for 
generosity in playing host at the affair. 

Chairman John E. Mossman, Desks, Inc., announced 
the summer program of two more golf outings to be 
held on July 14 at Old Oaks Country Club, Purchase, 
N. Y., and September 22 at Westchester Country Club, 
Rye, N. Y. The winners of the golf tournament were 
then announced. Awards went to: 

Low Gross—Samuel Henning, Cole Steel Equipment 
Company; runner-up—A. J. Kuhn, Sr., Peerless Steel 
Equipment Company. 

Low Net—Don McCree, Lackawanna Leather Com- 
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FILE CABINETS STEEL TABLES STEEL OFFICE DESKS TRANSFER CASES 


Only 


can offer YOU .... 
Grade “A” Files - 
ata 
Grade “B” price ! 
@ 28-1/2" DEEP 
@ FULL CRADLE SUSPENSION 
@ THUMB LATCHES 


@ HEAVY FURNITURE STEEL 





Steel used in the progressive slide mechanism 
is 14 gauge and of a Rockwell hardness which 
assures a minimum of 50,000 drawer operating 
cycles with drawer FULLY LOADED! 











_ Increase your propit | 


SEND TODAY FOR LITERATURE AND SENSATIONAL 
NEW PRICE STRUCTURE THAT WILL ASSURE YOU 
ADDITIONAL PROFIT AND SALES ! ! ! 








— STEEL CABINET COMPANY 











4718 WEST FIFTH AVENUE + CHICAGO 44 ILLINOIS 
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pany; runner-up—John R. Gray, NOFA executive di- 
rector. 


Other winners were: Herman Lakow, Samuel Lakow 


& Sons Inc., New York, N. Y.; Wm. Perry, Security 


Steel Equipment Company; 


George Clark, Clark & 


Gibby Inc., New York, N. Y.; Angus Gordon, Penny § 
Gordon, New York, N. Y.; Hugh Morgan, manufac 


turers’ representative; 


H. A. Clemetson, Office Fur. 


niture Warehouse Company; A. J. Eardsohn, guest; Sy 


Pels, Royal Metal Manufacturing Co.; 
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Day of Golf Enjoyed by New York Chapter of NOFA at Colonia, N. J. 


1. 


aa 


Dave Cohen, 
Babe Janklow, 


New York, N. Y.; 
New York, N. Y 


Samuel Itkin, Itkin Bros., Inc 
guest; Abe Itkin, Itkin Bros., Inc 
uest. 

erry’ Lakow, Samuel Lakow & Sons Inc 
Eardensohn, guest; Al Lakow, Samuel Lakow & Sons 
York, N. Y. 

John F. Emhardt, Columbia Steel Equipment Co 

H. A. Clemetson, Office Furniture Warehouse Co.; Joseph Wallace 
mfrs. rep.; Hugh Morgan, mfrs. rep.; Max Block, Keystone Steel 
Equipment Co.; Charles Blad, Corry-Jamestown Mfg. Corp. 
Harold Edgren, Corry-Jamestown Mfg. Corp Hal G. Tough, 
Security Steel Equipment Co.; E. S. Ronk, guest; Merman Lakow, 
Samuel Lakow & Sons, Inc., New York, N. Y.; B. W. Kane, Security 
Steel Equipment Co.; Sid Dembner, Royal Metal Mfg. Co. 

Henry De Brito, Huntington Chair Corp.; H. A. Clemetson, Office 
Furniture Warehouse Co.; John Broere, Lackawanna Leather Co.; 
Joseph Wiener, David Kramer, Inc., New York, N. Y.; Jack Sey- 
mour, Security Steel Equipment Co.; Max Block, Keystone Steel 
Equipment Co.; Victor Sheinman, Cole Steel Equipment Co. 

C. Miller, Security Steel Equipment Co.; William Perry, also of 
Security Steel Equipment Co.; Dan Fox, Macey-Fowler Inc., New 
York, N. Y.; Hug ard, Geyer Publications 


New York, N. Y.; A. J 
Inc., New 
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8. 


Bright 


Sam Henning, Cole Steel Equipment Co.; Harvey Bright 
L. @ 


Chair Co.; Dan Waldner, D. Waldner & Co., Minneola, 
N. Y.; Joseph Maser, Keystone Steel Equipment Co 

Don McCree, Lackawanna Leather Co.; Adam Jj. Andrasick 
Macey-Fowler Inc., New York, N. Y.; William Wood, W. B. Wood 
Co., Newark, N. J.; Jack Schwander, Desks Inc., New York, N. Y. 
J. F. Scott, J. Seymour, C. H. Collison, H. Thistle, R. G. Drinkuth 
C. Reid, H. G. Tough, and J. Chaney, all of Security Steel Equip 
ment Co 

Ed. Golden, mfrs. rep.; Si Polishook 
Mfg. Co. 

J. F. Burns, Bauer-Brooks Co., Rahway, N. J.; David S. Fisch 
Regan Furniture Corp., New York, N. Y.; John E. Mossman, Desks, 
Inc., New York, N. Y: B. H. Nemlich, Regan Furniture Corp., New 
York, N. Y 

Jim Wray, guest; Howard A. Newman, NOFA attorney; George B 
Wray, mirs. rep.; John R. Gray, NOFA executive director. 
Security Steel Equipment Co.'s refreshment truck at llth tee. 
Charles Stettler, Berry Dickie & Stettler, New York, N. Y.; A. J. 
Kuhn, Sr., Peerless Steel Equipment Co.; Angus Gordon, Penny 
& Gordon, New York, N. Y. 


guest, Sy. Pels, Royal Meta 
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O©GF Co. 1953 


GE will boost gour PE* 


For a small fraction of 1% of your “fixed expense’’ you can 
enjoy GF’S MODE-MAKER, America’s finest desk 


* PRESTIGE FACTOR 


me, efhcient GF 
make you feel 
er 
plish more. 
restige or that 


ng clients or 


Mode-Maker is America’s foremost line 
of desks. There are models for private 
and general offices and all of them are 
unusually efficient and handsome in 


appeal ance, 


ee GT Eau 


Learn what a relatively insignificant 
faker desk, which investment in Mode-Maker desks can 
me, is relatively do for you and your office. Call your 

1“c) when nearest GF distributor or write The 
paid to the General Fireproofing Company, Dept. 


X-19, Youngstown 1, Ohio. 


a 1O-year period. 


Good metal business furniture is @ good investment 
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MODE-MAKER DESKS 
GOODFORM ALUMINUM CHAIRS 
METAL FILING EQUIPMENT 

GF STEEL SHELVING 


97 





ALWAYS DEPENDABLE! 





There’s nothing experimental or untried 
about Jasper Chair Co. Chairs. After 30 years 
of delivering consistent satisfaction, they’re 
America’s most wanted Chairs . . . tried and 


proved .. . always dependable. 


The men who make them are specialists . . . 
They’ve met and solved every conceivable prob- 
lem in chair construction and finishing.. The 


plant itself is geared to making Chairs efficiently 





...and making them right! You take no chance 


in buying Jasper Chair Co. Chairs. 


They re made Right and Priced 


for profitable operation. 


“The 
RIGHT CHAIR 
at the 


RIGHT PRICE” 


By Invitation Member 
RICE LEADERS OF THE 
WORLD ASSOCIATION 











Jasper Chair 


JASPER, INDIANA 


REPRESENTATIVES: Geo. A. Litchfield, Sales Mer. 






Fred Deutsch, (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
3525 Southwestern Blvd. 666 Lake Shore Dr. 385 Madison Avec. 

Dallas 5, Texas Chicago. Ill. Space 844 New York, N. Y. 

James S. Fowls, (Southern) R. A. Browne, (West) Jack S. Doran, (Northwest) 
327 Sunset Drive, North 2925 Revere Ave. 538 E. 91st St., 

St. Petersburg, Flérida Oakland, Calif. Seattle 5, Wash. 
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The Only Fibre Board 
TRANSFER FILE 


That ‘Builds Its Own Steel 
Framework As You Stack It” 






ie ie 





TRANSFER RECORDS THIS IMPROVED WAY 


Stack them to the ceiling, load them to capacity— 
each drawer will work perfectly. No sticking, no bulg- 
ing. Space-saving STAX ON STEEL units are the 
only fibre board drawer files engineered so the steel 
framework carries the entire weight load at four 
equal points, in rear as well as front. Factory applied 
steel side-plates and horizontal steel stackers fit 
together with precision and skyscraper strength. Rust- 
proof metal card-holder drawer pulls are securely 
fastened to Masonite panel drawer fronts. These 
panels (used in both front and back of drawers) are 
covered with high grade corrugated fibre board, which 
is used throughout. Beautiful Banker's gray fade- 
proof finish, complemented by lustre-steel parts, 


= 


No. 511 LETTER SIZE 


| i | 





produces a neat front office appearance. 


EASILY ASSEMBLED, QUICKLY STACKED WRITE FOR CATALOG, giving prices and complete 
STAX ON STEEL units are shipped dealer story. Newspaper mats and 
knocked down, six to a space saving : P 

promotional literature free. 





carton. Each makes a complete sturdy, 
durable file drawer unit. Shells and 
drawers are assembled in three easy 
steps, ready to stack as illustrated 





INTERLOCK STURDY UNITS 


Bolts are provided for interlocking 
all units through keyhole slots in 
metal side-plates both front and rear, 
making complete steel framework for 
battery installations stacked as high 
and wide as desired. 





HAND-HOLE FOR EASY “TOTING™ 
soap mael hess ee oa bons BANKERS BOX COMPANY 
hole in the back of the drawer. . . ervine Stationers Bae 


making it easy to carry even when 


fully loaded. 


120 SOUTH DEARBORN SIT E 
CHICAGO 9 ia | N 
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Geyer Publications; Victor Scheinman, Cole Steel 
Equipment Company; Harold Thistle, Jack Seymour 
and Charles Miller, all of Security Steel Equipment 
Company; Dave Cohen, guest; and Joseph Weiner, 
David Kramer Inc., New York, N. Y 

John R. Gray, NOFA executive director, announced 
the removal of the NOFA executive offices to Chicago, 
Ill., where they will be located at 327 S. La Salle St 
in Suite 62 and 629 after July 1, 1953. 

In conclusion, President Waldner reminded his lis- 
teners that the next meeting of the New York Chapter 
of NOFA will be held on Monday evening, June 8, in 
the Brass Rail Restaurant, New York, N. Y., with 
Howard Gatewood of the Wood Office Furniture In- 
stitute as guest speaker. 





Underwood Honors Secretaries 


More than 400 secretaries, representing metro- 
politan New York’s finest, attended a reception and 
fashion show at One Park Ave. on May 27 as Under- 
wood Corporation tipped its corporate hat and pre- 
sented a bouquet of orchids to the New York Chapter 
of the National Secretaries’ Association. 

With 25 of Underwood’s top secretaries acting as 
hostesses, the unique observance of National Secre- 
taries’ Day brought together a leading manufacturer 
of office equipment and the people who dictate its 
production. 

“You are the bosses of our business,’ said Vice- 
President Carl P. Ray in a brief talk on behalf of 
the company president, L. C. Stowell. “Today’s sec- 
retary, by her wishes, tells us what kind of machines 
to make.” 

He cited the fact that 15 years ago approximately 
85 percent of the adding machines made were man- 
ually operated. Today, the figure has completely re- 
versed as electricity has taken hold. 

Similarly, he predicted, secretaries call the tune 
in the manufacture of typewriters. Within 10 years, 
Mr. Ray said, typewriters will be overwhelmingly elec- 
tric in response to the preference being shown by the 
secretaries. 

Development of the electric typewriter, he declared, 
constituted one of the industry’s greatest strides in 
reducing the time and effort spent in typing and in 
freeing the secretary to perform “countless other jobs 
in the course of each day’s work.” 


Gala Day for Secretaries 


LEFT—Mildred Brill is awarded an Under 
wood Finger-Flite portable typewriter at the 
reception and fashion show given by Un 
derwood in honor of the New York Chapter, 
National Secretaries Assn. W. G. Turquand, 
assistant to the general sales manager, makes 
the presentation. CENTER—Fred A. Greis, 
Underwood's New York regional manager, 
welcomes more than 400 secretaries attend 
ing. RIGHT—Parade of “Around the Clock” 
fashions proceeds in the showroom normally 
used for displaying the company’s latest 
model typewriters and business machines 
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Fred A. Greis, Underwood’s New York district 
regional manager, welcomed the secretaries and in 
troduced W. G. Turquand, assistant to the gene 
sales manager, who acted as master of ceremonies 

An “Around the Clock” fashion show, featurial 
America’s top designers, proved to be the most ens 
chanting part of the evening. Arranged and narrated 
by Mia Grau, famed fashion authority, the show elic# 
ited “Ooooh’s” and “Ahhhh’s” of admiration from the 
secretaries. : 

One of the most fashionable figures at the receps 
tion was Mrs. Vincent Impellitteri, wife of the Mayor 
of New York, a secretary in her own right and ap 
NSA member. t 

Mr. Turquand, a member of NSA’s Institute fo 
Certifying Secretaries, commended NSA Secretary Lois 
Lonnquist, chairman of National Secretaries’ Week) 
for promoting the high ideals of the organization) 

Agnes Peterson, president of the New York Chapter 
referred to the reception as “one of the nicest tribu 
ever paid to any chapter of the NSA.” Dr. Este 
Popham, of the Institute for Certifying Secretaries} 
also spoke briefly. i 

During the entire reception period, George L. Hoss, 
field and Chester Soucek, Underwood’s typing cham 
pions, demonstrated the latest design electric type} 
writers. Twenty-seven salesmen were on hand t& 
answer questions about the machines which proved g@ 
magnetic attraction throughout the evening. 

Ruth Sewald, secretary at Topping Bros., in New 
York, won the “Secretary for a Day” contest after thé 
secretaries had chosen Robert Montgomery, film an¢ 
TV star, as the boss for whom they would most like 
to work. i 

Runner-up celebrities in competition for ideal b 
were Dave Garroway, of TV fame; Fleur Cowles, 
Look; John Crosby, TV and Radio Critic for 
New York Herald Tribune; Leo Durocher, manag 
of the New York Giants, and Jinx Falkenberg, of 
“Tex and Jinx” show. 

Twenty special prizes were awarded, including 
Underwood Champion Finger-Flite Portable Type 
writer which went to Mildred Brill, of Constance Hope 
Sales Promotion and Public Relations Consultant. 

A measure of the program’s success can be judged 
by the large response to a questionnaire distributed 
to the secretaries requesting that they list the thing 
they like and dislike most about their jobs. 
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CARDS 
Plain, Ruled, 
Special Printed 








ACCOUNTING 
MACHINE FORMS 
Stock — Special 


SPACE-SAVER GUIDES 
All Sizes 
—0 
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METAL TAB GUIDES 
Letter and Card Sizes 


il FOLDERS 
F _g@ Manila & Kraft 
a 167 Stock Items 


Can Represent 50% of Your Business 


ployees learn stock easier. (6) — Line includes 
hundreds of fast-selling repeat items available 
only from the Shaw-Walker dealers. 


BUYING FROM MORE THAN ONE SOURCE 
may be the reason profit-making filing supplies 
do not represent dollar volume equal to 50% of 


your filing cabinet business. Filing supplies selling rights are immediately 





Here are six basic reasons why Shaw-Walker 
dealers earn these extra profits :— 


(1) —All filing supplies can be purchased from 
Shaw-Walker. (2) — Extra discounts are earned 
by combining requirements. (3) —Selling is 
easier. Personnel need learn only one sales story. 


(4) — Inventories are simplified. (5) — Em- 


obtainable in many cities. 


“Built Like a 
| Skyscraper” 


GHAW-WALKER 


. MUSKEGON, MICH. 








Home Office . . 





—— ————————————— 


LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING 





EQUIPMENT IN THE WORLD 
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GLTC Conducts Sales Jamboree for 53 


Sales-minded stationers sent their salesmen in large 
numbers to a profitable Sales Jamboree for ’53 con- 
ducted by: the Great Lakes Travelers Club at the 
Sheraton Hotel in Chicago on May 12. A buffet dinner 
opened the program which utilized top-flight speakers 
and a panel of dealer salesmen. 

Directing the program was Don W. Sharpe, Rey- 
burn Mfg. Co. He was assisted by a committee includ- 
ing Kenneth Henderson, The Carter’s Ink Co.; Homer 
Smith, Ditto, Inc.; Tom Gillice, Rockwell-Barnes Co.; 
Rus Ragan, American Pad & Paper Co.; Walter Len- 
nartson, OFFICE APPLIANCES: “A. M. (Benny) Allen, 
American Pencil Co.; Alfred F. Cote, Reyburn Mfg. 
Co.; Ray J. Eichenlaub, Service Steel Products Corp., 
and Gordon J. Kickels, C. L. Barkley & Co. 


Reister Presides 

GLTC President Ken Reister, Minnesota Mining & 
Mfg. Co., opened the meeting, introducing the club 
officers and giving some interesting information re- 
garding the early years of the organization. He also 
introduced the committee and Phil Sol, president of 
the Stationers Club of Chicago. 

Homer Smith, educational director of Ditto, Inc., 
was the kick-off speaker on the subject, “How to Show 
a Profit on Sales Training.” He pointed out that a 
profitable sales staff is dependent upon: 1. Thoughtful 
selection; 2. Thorough training and 3. Stimulating pay. 
Qualifications of a successful salesman he enumerated 
as the correct attitude, skill and knowledge, these 
combined with the requisite of “Ask for the order.” 

A purchasing agent’s view of a salesman was ex- 
pounded by Walter Armstrong of the American Na- 
tional Bank, Chicago. He gave suggestions for ways to 
smooth the details of sales calls, recognizing the buy- 
er’s problem, providing new product information and 
passing on successful ideas of other buyers. 

“When the salesman makes money, the dealer also 
profits,” stressed Sidney Butterfield of Smith and 
Butterfield, Evansville, Ind. Mr. Butterfield, who is 
governor NSOEA District No. 5, emphasized the im- 
portance of painstaking details in filling orders and 
told of the value of the NSOEA product manuals. 


Salesmen on Panel 

A highlight of the program was a panel discussion 
of “The Dealer Salesman’s Story.” This clinical ses- 
sion was under the direction of Sidney Butterfield and 
Walter Armstrong. Participating were Ray Achtner, 
Office Staty. & Equipment; Bill Durschlag, Stevens 
Maloney & Co.; Harold Nelson, Just & Son; Leroy J. 
Peacy, Burgess, Anderson & Tate; Clark Roland, 
Marshall Jackson Co., and Dave Rucker, B. H. Hallin 
& Associates. 

Some of the subjects discussed were: 1. Why work 
in the office supply business? 2. Incentive plans for 
inside and outside men; 3. Why house accounts?; 
4. Why sell supplies vs. equipment? 5. Proper presenta- 
tion of furniture and equipment; 6. Meeting com- 
pet‘tors’ prices and 7. Sales meetings. 

The windup speaker was William H. Gove, sales de- 
velopment -manager of Minnesota Mining & Manu- 
facturing Company. Bill was his usual dramatic and 
persuasive self on the topic, “What’s Old?” He was 





— Sales Jamboree Personalities .. . 


The Speakers: Homer Smith, sales education director, Ditto, Inc, 
Walter Armstrong, director of purchases, American National Bank 
& Trust Co., Chicago; William H. Gove, sales development man 
ager, Minnesota Mining & Mig. Co.; Sidney Butterfield, governa 
NSOEA District No. 5, Smith & Butterfield, Evansville, Ind. 

2. The Committee: Gordon J. Kickels, C. L. Barkley & Co.; Rus Ragan, 
American Pad & Paper Co.; Kenneth Henderson, The Carter's Ink] 
Co.; Donald W. Shar e, Reyburn Mig. Co.; Alfred F. Cote, Reybum 
Mig. Co.; A. M. enny Allen, American Pencil Co.; Ray |. 
Eichenlaub, Service Steel Products Corp.; Tom Gillice, Rockwell. 
Barnes Co. 


3. Dealers Panel Members: Seated—-Clark Roland, Marshall-Jackson 
Co.; Harold Nelson, Just & Son; Wally Glassman, Graver-Dearborn; 
Bill Durschlag, Stevens Maloney & Co.; Standing—-Ray Achtner, 
Office Staty. & Equipment Co.; Dave Rucker, B. H. Hallin & Associ 
ates; Leroy J. Peacy, Burgess, Anderson & Tate. 

4. The Head Table: Homer Smith, Walter Armstrong; 
Gove; Donald W. Sharpe; 
oa Mining & fg. Co.; 

. H. Hallin & Associates, Chicago, 
NSOEA; Kenneth Henderson. 


William E 
Kenneth L. Reister, president of GLTC 
Sidney Butterfield; Bert Hallin. 
governor of District No. & 


an inspiration to those who have not previously heard 
him and was enjoyed by those who had fallen before 
to the spell of his oratory. It was a talk brimming 


with enthusiasm and exhorting salesmen to go out) 


and do likewise. 

A number of dealers from outside the Chicago area 
were present including a representation of five from 
Wilkinson’s of Kewanee, IIl., 140 miles away. 














New Chicago NOFA Heads... 


Norman Ginsburg, chairman of board; Lou 
Farber, director; Henry Otto, re-elected presi 
dent; Warren Spitzer, vice-president; Besse 
Masover, assistant secretary; Hal Johnson 
activities chairman; Sidney Stein, director; 
Ed Timm, treasurer; Bill Wolff, secretary 
(Story appeared in June issue) 
















OFFICE APPLIANCES, July, 19 











; 






























ART A 
N 
: "HOTOGp, 
PHs 


VATCHES 
CUTS AND ELECTROS 


MAPS AND PLANS 


=| ENGRAVINGS, 





Ink sg - es LL 


b 
TC ‘ 
rd LOCKS 
~ HEAVY STEEL BLUEPRINT CABINET  pecreicrenoe tye 
ng Lock Controlling All Five 
yut Drawers—$15.00 
Solidly | f heavy gauge furniture steel. Smooth gliding drawers on ball-bearing rollers, Additional 
ea} equipped with rear hood and lift compressor in front. 5-drawer units that can be securely 
ym stacked to meet your individual requirements. Olive green or Cole grey finish. 
~ Inside Drawer Outside Cabinet 
Dimensions Dimensions 
Wide Deep High Wide Deep High Price Shipping Weight 

No. 4030—5-drawer unit 37” 25” 2%” 40%” 28%” 15%” $112.50 162 Ibs. 

Ne B Base 7," high for above cabinet 16.00 20 Ibs. 

No. 4332——5-drawer unit 43” 32” 2%” 46%” 35%” 15%” 149.50 245 Ibs. 

No. 433-B Base 7 ¥.”" high for above cabinet 18.50 30 Ibs. 

No. 5038—S5-drawer unit 50” 38” 2%” 53%” 41%” 15%” 169.00 319 Ibs. 

Ne 38-B Base 7 V2" high for above cabinet 20.50 41% Ibs. 





Prices slightly higher in Texas, Colorado and West of the Rockies. 


‘ ee) i ae Oe ee ee ee ee a, ee Oe ee, 
285 Madison Avenue,. New York 17, New York 


———— 


COLE'S new 


SECRET VAULT 











Top index drawer can als 
be used for cancelled check 





COLE STEEL EQUIPMENT CO., INC., 285 MADISON AVE., NEW YORK 17, N. 





aa 


















SAVES TIME... All your records at your finger tips 
SAVES MONEY... Prevents pilfering of supplies and tools 
REALLY PRIVATE... Concealed vault safeguards your valuables 





| The “MERCHANTS” File The EXECUTIVE” File 


Two ball-bearing letter 
files. Two adjustable com- 
partments, under lock and 
key, two index drawers for 


A heavy gauge steel cabinet containing two 


ball-bearing letter files, index drawer for 

















3x5 or 4x6 cards (3200 cap.); 2 adjustable 3x5 or 4x6 cards (6400 ca- 
ee a pacity). 372" high, 302" 
compartments under lock and key; steel wide, 17%” deep. Olive 
é : 3 green or Cole gray, baked 

safety vault with large vault size dial lock ondenel Gale 
(only YOU know the combination). No. 1478 .....$59.95 





With plunger-type lock which 
automatically locks all draw- 


32” high, 30%” wide, 1742” deep. Olive ers. No. 1478PL $67.45 


green or Cole gray, baked enamel finish. 


No. 1370 The “DIRECTOR” File 
Gs Similar to above except in- 

— stead of the card drawers 

a third letter size filing 

, drawer has been added. 








No. 1473 ..... $53.95 
With plunger lock which automatically locks The above with plunger lock 
all drawers. No. 1370PL......... $57.45 that automatically locks all 


drawers. No. 1473PL. .$61.45 








Grained walnut, mahogany or knotty pine finish$12.5Qadditionol 








shtly higher in Texas, Colorado and West of the Rockies 
RAPHS OF ALL COLE PRODUCTS ARE AVAILABLE ON REQUEST 














GZ; R°/) eee GUARANTEE OF QUALITY 








eo 
wrong way right way transfer to pronto 
Records thrown on shelves are Records in Prontos can be located Save money, transfer into low cost Prontos 
hard to find, collect dust and ing jiffy .. . Stay neat and orderly and use your expensive cabinets over again. 
take up 50% more room. Doubles your filing space. 












SANITARY BASES 
for all size files $36° 






...- for less active files 


There is a size made for every office record. These Pronto files 
are sturdily built of 275-lb. test fibre board, reinforced with 
steel on the shell and the four corners of the drawers as well. 





FOLLOW 
BLOCKS 
9O¢ ADDITIONAL 

Made for any size file 


They cost no more than ordinary files! Can be interlocked into 
solid units and stacked to the ceiling. Beautiful in appearance, 
finished in olive green to match your regular office files. Will 


LETTER SIZE $355 last a lifetime. 


STORAGE FILES 







LEGAL size $435 





CHECK size $240 


Prices slightly higher in Texas, Colorado and West of the Rockies 

















PRONTO FILE CORPORATION 285 Madison Ave., N. Y. 17, N. Y. 
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World's Finest Duplicator 
LIBERATOR MODEL 200 
$] 64.5 0 (Plus Excise Tox) 


FRONT PAPER STOPS 


Guarantees Hairline Registration 
AUTOMATIC ROLLER RELEASE 


Prevents Inking of Impression Roller 


OPEN CYLINDER AUTOMATIC DUAL 
BRUSH INKING 


Assures Even Distribution of Ink 


EASY TO OPERATE 


Minimum Number of Adjustments 

























The ideal duplicator for system forms etc., as 


SPEED-O-PRINT CABINET $57.50 reproductions are always in the same position on 


Ideal base for your duplicator of heavy gauge stee! that " 
every ¢ . Half ream feed table capacity. Ac- 
is dust and Vermin proof. Two 12 inch pull out leaves to y Copy e e P Y 


SMe ond paper. Adequate storage space commodates stock from 3 x 5 to 9 x 14 inches. 
for stencils, inks and other duplicating and office supplies Modern Design, Sturdy, Precision Construction. 
Available in Futuramic Grey or Ebony Black finishes Quickly reproduces anything that can be typed, 


drawn, traced or photographed on a stencil. 
Available in Futuramic Grey or Ebony Black 
finish with trim in Chrome. 


A WIDE RANGE OF DUPLICATORS 


CLOSED CYLINDER AUTOMATIC DUAL BRUSH 
TO MEET ALL REQUIREMENTS INKING ot $20 Extra. 









Orcker SPEED-O-PRINT Duplicators 


LIBERATOR *Wledel 50 $295° 
‘Yodel L-P $5950 
‘* Yodel "L" $695° 

LIBERATOR "* Wledel 100 S$1Q95° 


Plus Excise Tax) 


*POSTCARD T 6x 9% SIZE **POSTCARD TO LEGAL SIZE 
Welle FOR OUR DEALERS CATALOG 









; . 
1801 W. LARCHMONT AVE. * CHICAGO 13, ILL. & 
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Spring Festival Honors Rudnick 


Some 100 members, their wives and guests attended 
the Spring Festival of The Office Machine Dealers 
Association ofsNew York Inc. It was held in the Gov- 
ernor Room of the Governor Clinton Hotel on Tuesday 
evening, May 12. 

At the close of a buffet supper, President David C. 
Silvers, American Business Machines, Inc., welcomed 
delegations from Connecticut, New Jersey and Phila- 
delphia, Pa. The following guests were then intro- 
duced: F. D. Lewis, The Specialty Service Company, 
Fort Worth, Tex.; Alvin Spaide, Philadelphia; Mr. & 
Mrs. Hoover, Precisa Adding Machine Inc., Salt Lake 





David C. Silvers (left) 
president of the New York NOMDA, presents a 
gold pen and pencil set to H. L. Rudnick (right), 
Royal Typewriter Co.'s New York portable sales 
manager. 


City, Utah; John C. Bosted, treasurer, National Asso- 
ciation of Manufacturers, and Mrs. Harry Rudnick. 

New members, who brought the total membership to 
over 100 paid-up members were Beach Typewriter 
Company, Far Rockaway, L. I.; Office Equipment Com- 
pany, Jersey City, N. J.; McNulty & Carr, Jamaica, L. I. 
and Business Products Inc., New York, N. Y. 

Al Spaide spoke briefly of the coming National Of- 
fice Machine Dealers Association Convention and Ex- 
hibit to be held June 18-20 in the Ambassadore Hotel, 
Atlantic City, N. J. He outlined the program of en- 
tertainment and announced that reservations are 
coming in from all parts of the country. Mr. Spaide 
said that indications point to one of the best attended 
conventions and he urged those who are planning to 
attend, to make their reservations as soon as pos- 
sible, so that accomodations could be provided. 

President Silvers gave a thumbnail description of 
the life of the guest of honor, Harry Rudnick, Royal 
Typewriter Co., Inc. and presented him with a Parker 
fountain pen and pencil set on behalf of the Office Ma- 
chine Dealers Association of New York. 

Major Philip W. Kurz, Remington Rand Inc., ex- 
pressed his pleasure in joining with the association to 
pay honor to an old friend who throughout his career 
has won the respect of all his associates in the trade. 
He then presented Mr. Rudnick with a Flaminaire 
cigarette lighter on behalf of Don Earl, Underwood 
Corporation; “Tom” T. De Witt, L. C. Smith & Corona 
Typewriters, Inc.; B. Reiser, Remington Rand Inc., 
and himself. 

W. H. Beckwith, Royal Typewriter Company, Inc. 
expressed his pleasure in honoring the “Old Mistro” 
as they effectionately call him. He went on to say 
that many men have learned the portable type- 
writer business from Mr. Rudnick and they, as well 
as everyone in the company respect him. 
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In acknowledgement, Mr. Rudnick expressed his 
thanks and appreciation for the gifts and honor be- 
stowed upon him. He reminisced briefly on the nu- 
merous years he has been connected with the industry 
declaring he has had lots of fun and enjoyed his work 
and the people with whom he has come in contact 
with during that time. Deeply moved by the expres- 
sion of friendship accorded him, he declared that it 
was glorious to have so many friends. In conclusion 
he remarked that some day he might retire to his 
ranch in Texas and when that day comes a cordial 
invitation awaits all his friends. 





Friden President Raps Pessimists 


Complete confidence in the economy of our country 
and the future of his company was expressed in two 
inspired talks by President Walter S. Johnson during 
the third annual international sales convention of the 
Conquistador Club of the Friden Calculating Machine 
Company, Inc., at Pebble Beach, Calif., May 4-9. 

Lashing out at pessimists who would undermine our 
economic progress through talk of recession and de- 
pression, President Johnson urged his sales force to 
tell those who talk pessimistically “they don’t know 
their country.” 

President Johnson told Fridenmen that he looked 
forward to further expansion of his company to keep 
pace with the rapidly-growing western industrial 
empire. 

Nearly 250 men from all sections of the world at- 
tended the five-day meeting at Del Monte Lodge on 
the Monterey Peninsula. These men earned their trip 
to Del Monte Lodge and membership in the Friden 





Seen at Friden Sales Convention .. . 

TOP—Four leaders gather arm in arm during the third annual Friden 
Calculating Machine Co., Inc., sales convention. They are (left to 
right) George L. Rogers, Chicago Friden manager, president of the 
Conquistador Club; Robert E. Busher, Cleveland manager elected as 
the new president; Joseph McDowell, Friden distributor for Canada; 
and H. E. Williamson, Los Angeles Friden manager; BOTTOM—Busy 
almost 24 hours a day during the sessions was the machine clinic 
conducted by Josiah Neuhart (standing, right) veteran office equip- 
ment salesman and Friden educational research manager. Clockwise 
from the bottom are shown A. W. Ratzlaff, Wichita, Kans.; A. L. Cope, 
Canton, Ohio; Wilbur Russell, Mansfield, Ohio; Don Burke, Oklahoma 
City, Okla.; Neuhart; and Ralph Crane, Pocatello, Ida 


Conquistador Club through outstanding sales work dur- 
ing the year ending March 30. During this year the 
men exceeded normal sales quotas and established 
themselves as leaders in the Friden Company sales 
effort. 

Before gathering at Del Monte the men were taken 
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The New Century desk is truly a tool of mod- 
ern business. One whose engineering design, 
interchangeable drawer arrangements and 
space-saving lines are your assurance of years 
of matchless service. 

Art Metal engineers, originators of metal 
office equipment and the first island base desk, 
discarded past design concepts, old traditions. 
They concentrated on a desk embodying 


~ 


Style No. 1860FB-30 





> 


Style No. 1845TFL 


Style No. 1855TL 


“... Built for Action . .. Styled for Leadership . . .” 


The NE EN TURY, Line 


There are 53 models of desks 
and tables in the New Century 
Line available for your selection. 


~~ 





Style No. 1855FBR 


beautiful styling, efficiency and comfort. 
Today, there’s a modern New Century desk 
to fill every office need — from the Executive 
or Conference models to the General Office 
type. For full information visit your nearest 
Art Metal sales room today or write for the 
free descriptive brochure, “Art Metal New 
Century Desks.” Art Metal Construction 
Company, Jamestown, N. Y. 


Style No. 1860FB-36 


65 YEARS 
of ORIGINATION 
and LEADERSHIP 

in METAL 
OFFICE EQUIPMENT 



































on a tour of the San Leandro Friden factory where 
they were given time to confer with department heads 
and to see the many production improvements made 
since the first visit in 1951. The convention in 1952 
was held at Virginia Beach, Va. 

Highlight of the meetings and entertainment at Del 
Monte Lodge were the sales conferences which were 
voted the finest in the three-year history of the Friden 
meetings. Speaking on practical experience in the 
field were A. N. Davis and M. V. McElhinney, Boston; 
R. P. Kennedy, Portland, Oregon; William Allen, Sac- 
ramento; R. L. Amster, Cleveland; Paul Pattyn, De- 
troit; H. B. Myers, St. Louis; J. C. Horton, Houston; 
A. W. Ratzlaff, Wichita; Charles Wolfinger, Norfolk; 
John Sweitzer, Gerald Hutchinson and Charles Kelly, 
Cincinnati; Nick Musselman, Lansing; Harry Swift, 
first Friden salesman and now a noted sales con- 
sultant; and Russell Ketchum, general service man- 
ager. 

George Rogers, Chicago Friden manager, was suc- 
ceeded in office as Conquistador president by Cleveland 
Manager R. E. Busher. With 32 years of continuous as- 
sociation in calculating machine sales Mr. Busher is 
the senior calculating machine man in the Friden 
sales family. Named to office with him in close bal- 
loting were T. A. Peck, Washington, vice-president; 
and W. J. Croxton, Chicago, secretary. Retiring from 
office with Mr. Rogers were Roy Samuelson, Houston, 
vice-president; and O. E. Bergstrom, Boston, secretary. 





Chicago Bowling Stationers Dine 

Closing another season of keen competition and good 
fellowship, members of the Stationers Bowling League 
of Chicago dined, elected officers and split their prize 
money Tuesday evening, May 5, at Riccardo’s Restau- 
rant. The food was as bountiful as the bowling spoils 





New Officers and Bowling Champs... 


Bowling League of Chicago: 
secretary; S. W. McDonald, 


TOP—-New officers of the Stationers 
Tom Gillice, treasurer; Frank Rainey 
president; John Stuercke, vice-president; BOTTOM: The championship 
team minus Captain C. W. Clemen, who was absent. Holding indi- 
vidual trophies are Bill Miller, Frank Rainey, John Stuercke and 
Harold Nelson. 


which this year included individual trophies for mem- 
bers of the winning team in addition to a huge travel- 
ing memento of the championship. 

In the absence of Captain C. W. Clemen, G. J. Aigner 
Company, Frank Rainey of Horder’s, Inc., accepted 
the championship trophy for the Indians. Other mem- 
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bers of this team were Bill Miller, Century Office Sup- 
ply Company; 
Company, and Harold Nelson of Just & Son. 

Mr. Stuercke repeated as individual champion, turn- 
ing in a hefty 187 average. 

Completing a successful year of league operation, 
President Bill Bruner turned over the executive op- 
erations to the new prexy, S. W. McDonald, Commer- 
cial Stationery Company. Elected with the popular 
“Stu” are Johnny Steurcke, vice-president; Frank 
Rainey, secretary, and Tom Gillice, Rockwell-Barnes 
Company, treasurer. 

This was the league’s 12th season and those present 
voiced appreciation to a man who was highly instru- 
mental in its inauguration, Gordon Kickels, C. L. 
Barkley & Company. 

A feature of the business meeting was the issuance 
of a challenge to Milwaukee’s 12-team Stationers’ 
league for a match. The details are to be worked out 
by the officers. 





Name Convention Committees 


In addition to General Chairman Glenn W. Cham- 
bers, The Weis Manufacturing Company, and Co-chair- 
man Robert L. Reynell, Oxford Filing Supply Company, 
the National Stationery & Office Equipment Associa- 
tion has announced the appointment of the following 
1953 convention committees: 

Ladies Hospitality: Chairman, Mrs. Adrian Pembroke, 
Salt Lake City, Utah, and Co-chairman, Mrs. Paul 
Burbank. 

Ladies Entertainment: Chairman, Norbert Burgess, 
Sanford Ink Company, and Co-chairman, A. S. Re- 
plogle, Replogle Globes, Inc. Members of the committee 
are: Jack Asthalter, W. A. Sheaffer Pen Company; 
Clarence W. Clemen, G. J. Aigner Company; Alfred E. 
Cote, Reyburn Mfg. Company; Don H. Eldridge, Rand 
McNally Company; Reed Ferguson, National Blank 
Book Company; Keith Gordon, Boorum & Pease Com- 
pany; Harold A. Heyward, Speed Products Company, 
Inc.; John R. (Dick) Hill, Eberhard Faber Pencil Com- 
pany; Arthur S. Jansky, The Carter’s Ink Company; 
Herbert J. Johnston, Ace Fastener Corporation; Wayne 
E. Mitchell, Hodgman Rubber Company; William Mur- 
ray, Geyer Publications; Harry J. Neggesmith, manu- 
facturers’ representative; and Bernard Wright, F. S. 
Webster Company. 

Reception: Ralph A. Maish, Jr., Dennison Manufac- 
turing Company, and Co-chairman, B. H. Hallin, Dis- 
trict. No. 6 Governor, B. H. Hallin & Associates, Inc. 
The presidents of the Travelers Clubs and the gov- 
ernors of the 14 districts will serve on the committee. 

Hotel: Chairman, Robert M. Cleary, Minnesota Min- 
ing & Manufacturing Company, and Co-chairman, John 
Fellowes, Bankers Box Company, Assisting them are 
Bertrand Amberg, Amberg File & Index Company, and 
Gordon McPherson, Grenville Davis Company. 

Banquet: Chairman, Warren L. Carlson, Wilson 
Jones Company, and Co-chairman, Art Pfister, Smead 
Manufacturing Company. On the committee are 
Charles H. Hucke, manufacturers’ representative; Wil- 
liam R. Kane, Oxford Filing Supply Company, Inc.; 
and Ralph V. Maneval, A. W. Faber-Castell Pencil 
Company. 

Entertainment: Chairman, Douglas L. Allen, Amer- 
ican Pad & Paper Company, and Co-chairman, Charles 
Gilbert, OrricE APPLIANCES. Serving with Mr. Allen 
and Mr. Gilbert are: Roscoe Benge, Codo Mfg. Com- 
pany; Harry E. Hoffman, Joseph Dixon Crucible Com- 
pany; Robert S. Kane, manufacturers’ representative; 
Kenneth L. Reister, Minnesota Mining & Manufactur- 
ing Company; Donald W. Sharpe, Reyburn Manufac- 
turing Company; and, Wesley W. Wilson, Industrial 
Tape Company. 

Prizes: Chairman, Howard W. Gunlocke, W. H. Gun- 

Turn to page 190, please 
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The LUXURY of tradition 


The Coronation Suite . . . an excellent example of 
the elegance of traditional furniture designed for 


distinctive office interiors. 


en the customer talks of quality in office furnishings . . . fine 
struction, beautifully matched solid walnut and superior crafts- 

. . they are talking about furniture made by Jasper Desk 
lards. Our Coronation Suite installations are the pride of execu- 


; who demand the best. 


The Jasper Desk Co., Jasper, Ind. 














all perfect coptes... 


They mimic Mama to a quack! Just as every carbon copy 
(even the last!) that you make with Queen Carbon Paper 
duplicates with remarkable clarity the original message— 
time and again! Queen has dedicated itself to producing the 
ultimate in duplicating materials; in our laboratories 

great strides are being made to perfect them still 

further. That's why you can count on Queen to ~ 
bring you the /atest developments first. Follow ¢ 
America’s business leaders to increased 
office efficiency with Queen! 








ASK YOUR PURCHASING AGENT TO SEND 
FOR FREE SAMPLES OF QUEEN QUALITY 
CARBON PAPER available in 4 weights 


edisi:te] BF Mey .\-i:te) Rao mm yo 
1055 Stewart Ave., Garden City, New York 





and finishes for all business needs. 





Manufacturers of: INKED RIBBONS, CARBON PAPERS, MASTER UNITS, CARBONIZED ROLLS, SPIRIT and HECTOGRAPH DUPLICATING CARBONS 
FACTORIES: Garden City, New York * Chicago, Illinois * Atlanta, Georgia 
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You Never Lose Your Place ee 
with €adior to Ube” i 
SoundScriber'’ 


DICTATING EQUIPMENT 





lace after scanning is as simple for short review, you hear your last few words 

mark with SoundScriber’s ex- right from your ‘mike’, without touching the 

dent listening and recording— machine. For your secretary, on-the-disc 
operating motions by 50%, too. “Television Indexing” does away with pesky 

r back as you wish with your paper strips forever. 

You can’t lose your place be- Learn what this versatile, all-purpose dic- 
cording arm stays put... you tating system can do for you. Mail coupon 


g wherever you left off. Or today! 









SoundScriber Corp., Dept. OA-7 


Only SoundScriber Offers You: 
New Haven 4, Conn. 


1 tomatic On-the-Disc Indexing. 4. Lightest All-Purpose Machine. Send sample disc and literature. 
2. Two Arm Flexibility. only dictation disc  § §éé#WaA wome.... 
useable on long playing 
3 “hute Size Discs. phonogrophs. = (i Adéress.......... 
SEND TODAY 
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Buetow Elected President of 3M 


Elevation of Herbert P. Buetow, executive vice-presi- 
dent in charge of finance, to the presidency of Min- 
nesota Mining & Manufacturing Company was recently 
announced by the board of directors. He succeeds 
Richard P. Carlton who becomes vice-chairman of the 
executive committee. 

Promotion of three members of the central research 
department was also announced. 

Dr. Matthew W. Miller was named business manager 
and Dr. Alvin M. Borders and Dr. Harold M. Schol- 
berg were named associate directors of the central 
research department. 

Mr. Buetow joined 3M as auditor in 1926 and became 


Herbert P. Buetow 





controller in 1935. He was made treasurer and a di- 
rector of the company in 1939 and has been an execu- 
tive vice-president since 1949. Mr. Carlton has been 
president of the firm since 1949. 

In announcing Mr. Buetow’s election, William L. Mc- 
Knight, board chairman, explained that for health 
reasons Mr. Carlton had asked to be relieved of the 
broad duties of president. 

“In his new assignment Mr. Carlton will be free 
to continue his interest in research and product de- 
velopment, the area in which he first distinguished 
himself, and in which he has made his greatest con- 
tributions to the company,” Mr. McKnight said. 

Thorugh the years, Mr. Carlton played a major role 
in developing the research, engineering and produc- 
tion organization which resulted in the growth of the 
company’s product list from a single item, sandpaper, 
in the mid-20’s to more than 1,000 products today. 





Sells Control of B. L. Marble Chair 


Arthur D. Pettibone, president of the B. L. Marble 
Chair Company for the past 37 years, has announced 
the sale of his controlling stock interest in the firm 
to three Marble employees. Mr. Pettibone will act in 
the new position of board chairman and chairman of 
the executive committee. 

The three firm members who bought control are 
Charles L. Pettibone, Robert L. Wilkes and James R. 
Crawmer. Officers of the firm have been elected as 
follows: C. L. Pettibone, president; C. B. Shubert, vice- 
president; R. L. Wilkes, secretary-treasurer; Paul R. 
Lambert, assistant treasurer and manager of dealer 
service; and J. R. Crawmer, factory superintendent. 
The board of directors consists of A. D. Pettibone, 
chairman: C. L. Pettibone, Mr. Wilkes, H. F. Burmester 
and J. R. Talbert. 

The new president has been with the company more 
than 25 years, serving as vice-president for several 
years. About a year ago he was elected general man- 
ager in addition to continuing as vice-president. 

Mr. Wilkes joined the firm five years ago after leav- 
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ing Cleveland Graphite Bronze and the S. K. Wellman 
Company. 

The company was founded in 1890 by B. L. Marble 
who at that time manufactured only household chairs. 
In 1901, A. D. Pettibone joined with Mr. Marble 
and incorporated the business under the present name. 
It was Mr. Pettibone who realized the possibilities for 
office chairs and by 1910 the manufacture of all house- 
hold chairs had been discontinued. The firm has twice 
rebuilt its plant to accommodate increased demand 
that has been building up over the years for office 
chairs. 





Burroughs Firm Now Burroughs Corporation 


Burroughs Adding Machine Company has been re- 
named Burroughs Corporation, and the company’s 
authorized common stock increased from 5,000,000 to 
7,500,000 shares as a result of balloting at the annual 
stockholders’ meeting in Detroit recently. Stockholders 
also re-elected the existing board of directors. 

John S. Coleman, president, explained that “the new 
name preserves the essential name of the founder and 
is more in keeping with the company’s widely diversi- 
fied line of products and services, than Burroughs 
Adding Machine Company.” 

The corporation manufactures not only adding 
machines but a variety of calculating, accounting and 
statistical machines, automatic ticket issuing ma- 
chines, business machines, and electronic instruments 
for scientific use. It is also heavily engaged in the 
production of precision navigation, fire control and 
sighting instruments for the armed services. 





Announce 1954 Regional Meeting Dates 


From NSOEA headquarters in Washington, D. C., 
have been announced the 1953 regional convention 
dates as follows: 

District 4, March 31, April 1-2; District 8, April 
22-23; District 9, April 29-30; District 6, May 6-7; 
District 7, May 13-14; District 14, May 16-17; District 
12, May 20-21; District 10, May 24-25; District 11, 
May 27-28; District 1, June 3-4; District 5, June 7-8; 
District 3, June 10-11; District 2, June 17-18; District 
13, undecided. 


Aa U,, Pi Bie . 


An article on Page 130 of the May issue carried a 
picture of the president’s office at Dormeyer Corpora- 
tion with the caption that it was fitted by the Kendrick 
Furniture Company of Chicago. This information was, 
we regret, in error. The president’s office was done 
entirely through the contract division of Marshall 
Field & Company and by its sales representative, Wil- 
liam Lawrence. 

A mistaken impression was given in description of 
the new No. 95L hand numbering machine of Roberts 
Numbering Machine Company. The newly-designed 
lever is not made entirely of plastic, as was stated. 
Instead, it is of metal with handle alone fabricated 
from red and black phenolic plastic. This error is 
regretted. 
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Manufacturers of 
the complete line 
that stands the test 


of time 


@ carbon 


Howe Simple! By having these items packaged under YOUR OWN BRAND 
NAME. This puts you in the enviable position of controlling the inventory, the 
distribution policies and the selling prices of these items . . . PLUS firmly estab- 
lishing YOUR OWN BRAND NAME with your customers. Think what this can 
mean in repeat sales! 

How to set up YOUR OWN BRAND LINE? . . . by dealing with the H. M. 
Storms Company . . . who have been serving the dealer trade for more than a 
half century with private brand Carbon Paper, Inked Ribbons and Carbonized 
Rolls. 


We would like to tell you more about the STORMS PRIVATE BRAND PRO- 


GRAM . . . and open your eyes to the benefits you will gain as a user of this 
plan. 
Please use the coupon for complete details . . . or write on your letterhead 


to Department OA 4. 


H. M. STORMS COMPANY 


STORMS BUILDING 
BROOKLYN 38, N. Y. 


H. M. STORMS COMPANY 

Storms Buildings, Brooklyn 38, N. Y. OA4 
Gentlemen: 

We are interested in the STORMS PRIVATE BRAND PROGRAM. Please send 

us complete information and samples. 


Name 





Company Neme 





Address 
City Zone State 
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Pittsburgh Firm, 104 Years 
Old, Expands Facilities 


The Joseph Horne Company, 104-year-old Pittsburgh, 
Pa., department store, has further expanded its facili- 
ties and the office furniture department now occupies 
the entire north and south wings on the first floor of 
the new Gateway Center office building. About 7,000 
square feet of space is available. Both wings are used 
to display office furniture and accessories, with the 
office in the North wing. 


To celebrate the occasion, the office furniture de- 
partment held open house for customers and suppliers 
on Wednesday, May 20. 

The Joseph Horne Company office furniture depart- 
ment was opened in 1945 in about 1,600 square feet of 
space on the sixth floor of the store’s building at 
Penn Ave. and Stanwix St. Rapid growth has been 
enjoyed. In the fall of 1952 it was moved to the third 
floor of Building No. 3 at Gateway Center where the 
space was doubled. 

Expansion of facilities was found necessary, leading 
to the opening of the department on the first floor of 
the spacious building and offering entrances from the 
street, court and inner lobby. 

The staff consists of five salesmen, who also act as 
outside contact, and two office clerks. George Whaley 
is the buyer and department manager. John E. Mc- 
Connaughy, divisional merchandise manager of home 
furnishings of the store, merchandises this operation. 

Display room walls are decorated in cocoa shades and 
fall leaf pattern draperies hang at the windows. 

The entire facilities of the Joseph Horne Company 
interior decorating studio are at the disposal of the 
office furniture department which makes it possible to 
plan and decorate an office, suite or entire building on 
a contract basis. Rugs, draperies, lamps, pictures, ac- 
cessories and other merchandise sold in the Joseph 


Horne Company store can be shown prospective cus- 
tomers, in addition to the office furniture displays at 
Gateway Center. 

Many of.the firms at Gateway Center, moving from 
other parts of the city, discarded their former furnish- 
ings and commissioned the Joseph Horne Company to 
design, decorate and furnish their new offices. The 
result is that the offices in three new (soon to be four) 
Gateway Center buildings reflect the new look as much 
as their quarters. 

The Globe-Wernicke Co., W. H. Gunlocke Chair 
Company, Clemco Desk Manufacturing Company, Ohio 
Aluminum Chair Company and Scerbo Manufacturing 
Company are included among the department sup- 
pliers. Office files, smoking stands and ash trays, and 
executive desk accessories are included in the display 
rooms. 





M. S. Kelley Retires 


American Pad & Paper Company announces the vol- 
untary retirement of its southern representative, 
M. S. Kelley. 

Mr. Kelley, who has reached the grand age of 88, 
recently underwent an operation and upon the advice 
of his physician has retired from active business. 

For a period of more than 50 years he has loyally and 
successfully covered the entire South for American 
Pad which perhaps marks him as the dean of the 
travelers of this industry. 

His friendly and gentlemanly manner has brought 
him many friends who now wish him well in health 
and his retirement. 

Up to a year or two ago, his traveling took him as 
far southwest as Texas, but more recently his territory 
has comprised Virginia, North and South Carolina, 
Georgia, Florida, part of Tennessee, Kentucky, West 
Virginia, Ohio and Pennsylvania. 

Should his friends wish to write him, mail should be 
addressed—M. S. Kelley, P. O. Box 1025, Harrisburg, Pa. 








New Furniture Department Top left: Entrance of Joseph Horne Co.'s Gateway Center Building No. 3. Right: Section of 
the furniture department looking toward the west wing. Bottom left: South wing, looking toward Liberty Ave. Right: South wing, look- 


ing toward Point Bride and Mt. Washington. 
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Another great STURGIS achievement: 
I Steel office chairs that are 


{------- SC 
on uneven floors 


thanks to this amazing 


er Glass Base 


- No matter how uneven the floor, the remarkable 


ww 






flexing characteristics of this fiber glass base 

are such that your weight keeps all four casters 
firmly on the floor. This is one of several amazing 
- features of this new base. Its durability is almost 


e— ———inbelievable. No amount of office abuse will 


:dent, deform or disfigure it. All the maintenance 


it will ever need is a wipe with a cloth. 


Your Sturgis dealer is now showing both 
executive and stenographic chairs with fiber 
glass bases. What’s more, these chairs may be 
selected with the visible steel parts finished in 
STURLON®, the extraordinary new finish which 
has 10 to 20 times the abrasion resistance of 
other finishes, is warm to the touch and is 


non-corrosive. You can’t beat that combination! 


POSTURE CHAIRS 





No refinishing—ever! 


Let the janitor drop a chair or 
bang one against another 


Cures ‘‘foot-trouble”’ Noiseless! 


Office workers are prone to in- 


Smart, beautiful patterns 
The sound deadening charac- The glass fiber formations 





nothing will disfigure or dent flict scars and scuffs on chair teristic of fiber glass insures produce a pattern of distinc- 
or deform this fiber glass base bases. But a fiber glass base is virtually noiseless movement tive beauty—introducing a 
and a wipe with a cloth will a sure cure for this sort of of the chair, even on rough brand new decorative note 


always make it look like new. 





“foot trouble’. 


and uneven floors. 


into office chairs. 


THE STURGIS POSTURE CHAIR COMPANY + STURGIS, MICHIGAN 


For complete information and the name of your nearest dealer, 
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Write to The Sturgis Posture Chair Company, General Sales Office, 154 East Erie Street, Chicago 11, IMinois 
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you're always right with 
were OLD FASHIONED that way! 


OFFICE APPLIANCES, July, 1953 











953 















we spestiiat 


Gentlemen, there’s a story coming your way . . . short and sweet . . . of a fast- 
moving quality line of typewriters and office machines that gives you a bigger 
return on your investment. 









Expanding U. S. sales operations of the famous imported Swiss HERMES type- 
writers and office machines call for MORE DEALERS... . right NOW . .. all over the country. We 
want you to be one of these new dealers. 


That’s the story coming your way . . . a story of sales support all the way down the line with BIG- 
GER PROFITS at your end. Our salesman will call on you soon to explain how it’s done, or you 
can write Dave Sigler, our HERMES sales manager, for information. 


Lend an ear, won’t you? You'll be glad you did. 








HANS STAUDER pr 

General Manager The office machine 
with the electric 
carriage return 





| Now is the time 
| for all good dealers 26 











The portable with the FES 


tO handle the — of an office 


ZRM go 


Lightest, strongest com- 
o 
lin e ‘round the world 








plete portable, known 


Paillard Products, Inc., 100 Sixth Avenue, New York 13, N. Y.+« CAnal 6-8420 
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Four Views from the New Store of Holley Midgley & Co., Inc., Gadsden, Ala. 


UPPER LEFT—Exterior views of new store; UPPER RIGHT—The 
of the store interior; LOWER RIGHT—A display featuring Cosco, 


Holley Midgley Opens New Store in Gadsden 


Better equipped to serve the area in stationery, 
office supplies and equipment is Holley Midgley & 
Company, Inc., since the opening of a new store in a 
new location, 117 S. Fourth St., Gadsden, Ala. 

Growing pains forced the move. The firm originally 
had its store in Gadsden on December 1, 1950. Growth 
was so rapid that the firm was forced to acquire a 
warehouse. Still cramped for space the opening of a 
new store at a different site was recently marked with 
a formal opening. This new location is only one-half 
block off the main street in Gadsden and is excellent 
for drop-in-trade. 

Two large windows are used effectively for window 
displays. In one the firm featurers office furniture and 
equipment and in the other—acting as a turntable 
are displayed supplies and gift items. These windows, 
plus a small display in one of the local hotels, provide 
an excellent opportunity to advertise merchandise. 

The new building has 4,000 square feet of floor 
space consisting of the first floor, balcony and second 
floor. The self-service supply section, gift bar, loose 
leaf and supply department not included in self- 
service occupy the first floor along with smaller pieces 
of office equipment. The offices and shipping room 
are also on the first floor. The balcony is utilized 
entirely for the display of office furniture and equip- 
ment and the second floor for general display and 
storage. 


Plaques on the wall call attention to the brands 
of merchandise carried. Holley Midgley is dealer for 
Alma, Myrtle and Standard wood desks, High Point 
Bending & Chair and Gunlocke wood chairs; General 
Fireproofing and Security metal furniture and equip- 
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self-service department featuring supplies; LOWER LEFT—A view 
Gunlocke and G-F name-brand products 


ment; G-F and Cosco chairs; Carter’s ribbons, carbons 
and adhesives; Wilson-Jones and Boorum & Pease 
loose leaf, Smead filing supplies and many other lines. 





Vermont Observes Ethan Allen Day 


On May 10 the 178th anniversary of the capture of 
Fort Ticonderoga from the British by Ethan Allen 
was celebrated at the Fort. As part of the Ethan Allen 
Day ceremonies, the Fort Ticonderoga Museum pre- 
sented a citation to Castleton, Vt., commemorating the 
fact that it was from Castleton that Allen and his 
men set out. 

Governor Lee E. Emerson of Vermount accepted the 
citation and delivered the principal address of the day. 
Governor Dewey of New York designated Joseph J. 
Horan of the Deparment of Commerce as his repre- 
sentative to welcome Governor Emerson. Selectman 
Edward Kehoe represented Castleton. 

The high spot of Ethan Allen Day was a pageant in 
which 100 persons in complete costume fully re- 
enacted the historic event, from the stealthy approach 
on the Fort to Allen’s ringing demand for surrender 
“In the name of the Great Jehovah and the Contin- 
ental Congress.” Another interesting feature was the 
Adirondack Bagpipe Band impersonating the famous 
42nd Highlander Black Watch, which fought at Fort 
Ticonderoga in 1758. 

In addition to Governor Emerson, another speaker 
of interest was Colonel Harry L. Downing, Command- 
mant of Ethan Allen Air Force Base at Winooski, Vt. 
Also on the reviewing stand was Set. Phil Ormsbee, 
Ticonderoga’s own recently returned hero of the 
Korean War 

Representatives of Joseph Dixon Crucible Company, 
makers of Ticonderoga pencils, attended the celebration. 
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Invincible Modernaire is the desk to sell 
for greatest profit opportunity 


Note the recessed panel back on Model 7236-AB. Provides 
comfortable knee space for person sitting on opposite side of 
desk . . . a unique feature of Invincible design. 


IS good business to feature the Invincible line of Modernaire 
desks. For instance, Model 7236-AB brings your customers 
a new unique design that sells almost on sight. Combines the 
utility of a desk with the usefulness of a conference table. More, 
Invincible’s unique method of reinforcing desk top and sides 
assures maximum strength, rigidity and freedom from trouble. 


There’s plenty of selling power in the Invincible line. Stock 
and display these desks — and watch your profits climb. Write 
for details. 
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Desk doubles as conference table. Desk top overhangs 6'/;” 
on both sides and back, allowing room for comfort and 
convenience of all people sitting at desk, 


OFFICE EQUIPMENT FOR BETTER BUSINESS LIVING 
Invincible Metal Furniture Co. * Manitowoc, Wisconsin 


123 




















Waco Disaster... Top left: View of Henson's showing cars 
smashed by falling rubble. Right: Lou Curry, Curry Office Supply, 
examines wreckage of second floor where tornado caved in the roof. 
The slope on which he is crouching was rigged to pour water out 
of the window during the two-day rain that followed. Bottom right: 
Exterior view of Business Equipment Co. showing some of the damage. 


Office Supply Firms Suffer 


Mayor Damage in Waco Disaster 


Reported by Robert Latimer and Art Carrow 


gw ALMOST EVERY office supply firm, machine dealer 
and stationer in Waco, Tex., suffered major damage 
in the tornado which caused a $20 million loss on the 
afternoon of May 11. The freak twister, which shot 
winds over 100 miles per hour down Austin and Frank- 
lin Sts., the two major shopping thoroughfares, killed 
over 100 persons and tore many buildings. 

A major sufferer in the tornado, which lasted only 
seven minutes, was Henson’s, office furniture and sup- 
ply dealer and printers. Jack Henson, head of the 
firm, stated that he felt like a miracle had happened 
to him. A second or two before the high winds, he 
opened the store’s front door to look down the street. 
Returning inside he was unable to shut the doors. At 
that moment the wind came roaring down from the 
second story and out into the street. If his front doors 
had been closed, a vacuum would have been created 
which could have resulted in the complete destruction 
of the building. 


More Damage 


As it was, a section of the roof tore away and tons 
of brick from a five-story building across the alley 
poured onto the structure. Half of the second floor 
crashed into the street, flattening cars parked in front. 
Only a few small panes of glass above the main show 
windows remained. 

There was also considerable damage to stock from 
the downpour of rain that followed. A week later Mr 
Henson had moved practically all of the remaining 
stock and printing equipment to his new location at 
2912 Franklin Ave. 

Another Franklin St. firm that suffered heavy losses 
was J. S. Barnett Company. The all-glass front of 
the building (which was completed just about a year 
ago) disappeared in a shower of particles which in- 
cluded the second story display window. Part of the 
roof was damaged and merchandise was sucked out 
through the front into the street. Frank Barnett, man- 
ager, estimated that damage would run into the thou- 
sands and that it would take many weeks to resume 
normal business. 

Business Equipment Company, office machine deal- 
ers, underwent the loss of both front windows, con- 
siderable damage from rain and an undetermined 
amount of wall strain and roof loosening. 
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Curry Office Supply suffered major damage on the 
second floor when tons of rubble from the neighboring 
YMCA crashed through. The inventory was also dam- 
aged by the torrential rains. There was a possibiilty 
that one wall might have to be condemned. 

Waco Printing Company is reported to have suffered 
some damage from the wind and rain that resulted 
in the destruction of a part of the store’s front. 

As a result of the disaster, a total of 16 city blocks 
were marked off as restricted area. Hundreds of offices 
were completely devastated and more than 150 were 
down or scheduled for razing. The tornado-ridden 
city is going to require a considerable amount of furni- 
ture, machines and supplies, according to local dealers, 
who almost immediately were searching for warehouse 
and storage space. Wholesalers in Dallas, Austin and 
other large cities have promised both financial and 
merchandise support for the stricken dealers. 

As far as is known, there were no family losses by 
any of the dealers in this industry, although some 
close shaves were reported. 





R. E. Long Operating Own Business 


A new retail firm in the industry is that of Long’s 
Office Equipment Company of 567 Union Ave., Bridge- 
port, Conn., serving southern Connecticut. 

The proprietor is Raymond E. Long who from 1946 
to 1950 was general sales manager for the Bené and 
Company of Providence and from 1951 until 1953 was 
sales manager for Anderson’s in Bridgeport. Prior to 
that time he was a salesman for the Shelby Salesbook 
Company of Shelby, Ohio. 

Equipped with this wide experience in stationery 
and office equipment merchandising, Mr. Long started 
his own business in April. He would appreciate having 
manufacturers send catalogs and trade literature. 
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by When you’re matching office hours against a weekly newsstand deadline 
me for the world’s leading baseball publication, you’ve got to be sure of 
peak office efficiency. That's why the publishers of The Sporting News, 
St. Louis, recently ordered this large installation of Steel Age Desks 
and Files. For, in a Steel Age office there’s an unmistakable air of effi- 
ciency ... born in the superb comfort and distinctive styling that’s built 
ig’s into every piece of Steel Age office furniture. 
ge- Because Steel Age consistently gives your customers so much more 
for every dollar they spend, the Steel Age name and trademark now 
946 represents one of the nation’s fastest growing lines of office furniture. re i 
ind And Steel Age Dealers from coast to coast are benefiting by more sales, The Quality Choice 
‘ re: better sales and a growing family of satisfied customers. Write today for of Modern Offices 
nok the complete story on the Steel Age line of Quality Office Furniture. 
ery 
ed CORRY-JAMESTOWN MFG. CORP., CORRY, PA. 


S Branch Offices: Boston + New York + Philadelphia + Atlanta + Detroit + Chicago +. Los Angeles + San Francisco 
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Brayton Named to New Position 


Bruce B. Brayton of the Oakville Company Division, 
Scovill Manufacturing Company, has been appointed 
to the newly created post of sales promotion manager. 
He will be located at the Oakville, Conn., headquarters 
beginning June 1. 

Mr. Brayton joined the company in 1937 and was 
located in the New York sales offices for 10 years, 
with the exception of a brief period during the war 
years when he worked out of headquarters. In 1947 
he was transferred to the Chicago sales offices where 
he has been until now. 

In his new position, Mr. Brayton will be responsible 
for sales training of the men in the field, creation and 
supervision of sales promotion programs, creation and 
development of new items and lines, trade surveys and 
eather related duties. 


Remodel ... 


Frank Cooper Recovering from Accident 


Early in the morning on the day after Frank 
Cooper, president of the Codo Manufacturing Com- 
pany, returned to Chicago from a journey that in- 
cluded visits to the NSOEA regional meetings in 
California and Colorado, he was the victim of an 
automobile accident that put him in the hospital 
for several days. It was on Friday morning, May 22 
when heavy rain made the visibility low and the streets 
slippery, that the car Mr. Cooper was driving skidded 
into an abutment near downtown Chicago. 

The result was severe bruises, a gash above the 
left eye, two broken ribs and a cracked left knee- 
cap. Despite the injuries, which will keep him im- 
mobilized for several weeks, Mr. Cooper’s delightful 
sense of humor keeps showing through. At press time 
he was making good progress toward complete recovery. 


Louisville, Ky.’s 


oldest office supply dealer, George 
G. Fetter Co., was founded in 1888, 
and incorporated in 1900. For the 


year ending June 30, John B. Fetter, 
president, reports that sales have 
exceeded all previous records, ap- 
proximately double those of five 
years ago. 

Left: Representing the country sales 
force; Ralph Spangler, sales man- 
ager, standing; Claud _  Stanfill, 
Kenneth Lawson and Hollis Good- 
win. Right: Exterior view. Below: 
Pictures of the newly remodeled 
interior include a model office and 
two furniture displays Below, 
right: The firm’s eight city sales- 
men: J. B: Fetter, president; Del- 
bert Durham, Abbott B. Pinney and 
Sam Hughes, vice-president. Back 
row: E. R. Bartman, Vern Teeter, 
Charles Allen and Gilbert Flack. 
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New improved drawer design 


The drawers of "70 Series" files now set 
up with a key-slot lock at all four corners. 
This improved feature is now used in let- 


ter and legal sizes, and will be added to 


all other sizes as soon as possible. 


Your customers will like this quick-action 
set up, which, surprisingly, brings other 


Add up the 
Add-vantages of 





Smaller, lighter carton 


The key-slot makes possible a saving in 
board, and permits folding the drawer to a 
smaller package, so that a carton of six 
letter-size files takes up 2 cubic feet less 


space and weighs 7 pounds less. Cartons 
are easier to handle and store, and your 
freight charges are reduced. 

Unit packing within carton 

For your convenience when selling single 
files, these 70 series files are tied in units, 
so that you can take out a complete fle— 
and no missing parts to be fished from the 
carton a week later. 

The green won't fade 

When your customers complain that their 
handsome green-board files have faded to 
a sickly lavender—it’s time to switch to 
Oxford green-board files, that will not fade 
even after many months in direct sunlight! 
Yes, appearance is one of the main reasons 
for buying green-board files. Be sure your 
customers will love their files in May as 
they did in December, and sell fast-color 
Oxford files. 











Don’t overlook STANDARD FILES 


Many of your customers just want low-cost 
storage with the convenience of pull-drawer 
reference. That’s a big market—and ex- 
clusively yours with Oxford Standard Series 
Files, because there is no other file in its 
low price-range. 


Easy sliding —easy selling! 
All Oxford files, whether Standard, Steel 


Front or Steel Clad, are wax coated for easy 
sliding. That's just another one of the details 
that makes the Oxford line of fiberboard 


files so popular and easy to sell. 


The season for the greatest sale of fies 
is only a short few months away. 


Decide now to make Oxford Files your 
transfer-time leader! 


FILING SUPPLY COMPANY, INC. 
Garden City, WN. Y. St. Louis 6, Mo. 
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STEEL FRONT 


STEEL CLAD 


Oxford FIBERBOARD FILES 


STANDARD 


FILING FOLDERS - FILING GUIDES - FIBERBOARD FILES - INDEX CARDS. - RED FIBER ENVELOPES - PENDAFLEX’ 
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San Antonio Firm Remodels 

The Clegg Company, one of the old established 
firms of San Antonio, Tex., recently remodeled the 
entire offices over a long week-end. Closing the store 
on Friday and Saturday, the staff pitched in and, 
working according to a carefully thought-out plan, 
managed to have practically everything in order by 
the following Monday morning. 

In the stationery and printing departments, a new 
floor of salmon Azrock tile was laid which gives color 
and light to the store and blends with the walls which 
were painted a medium soft green. The ceiling is fin- 
ished in an off-white. New lighting fixtures were in- 
stalled together with new show cases and island show- 
counters. The backs of the show windows were re- 
moved and replaced with plate glass so that customers 
could get a good view of the store from the street. 

In the furniture department a combination floor 
of Azrock tile and carpet harmonizes with walls that 
are painted in varied colors. The long show room 
on the second floor was divided into three sections, 
one for the display of steel furniture, aluminum chairs 
and filing equipment by The General Fireproofing 
Company; the second, for executive desks and occa- 
sional pieces; and the third for walnut desks, tables 
and chairs. Air conditioning was installed in all de- 


partments. 


Remodel Clegg Interior .. . Below, top: Social Sta- 
tionery department for greeting cards, wedding invitations 
and associated items. Bottom: A section of the furniture 
display showing walnut desks, tables and chairs. 

Right, top: Stationery department showing new island sales 
counters with storage space below and shadow boxes 
installed in shelves. Center: A section of the second floor 
furniture department showing steel desks and filing equip- 
ment. Bottom: Printing department office showing display 
case in rear and storage case-counter to file samples of 
complete jobs. 
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Supply Firm Relocates in Cleveland 


Anchor Office Supply Company recently moved if 
warehouses to one location at 1628 St. Clair Ave 
Cleveland 14, Ohio. With this move, the firm expands 
its operation five-fold with the new one-story building 
providing facilities for truck and trailer loading @ 
merchandise. The building has 12,000 square feet and 
features elaborate show rooms. At the same timg@ 
Admiral Office Supply, a subsidiary company @ 
Anchor, moves to the same location. This branch 
takes care of the mail orders outside the state of Ohi@) 

Administrative changes include the appointment of 
Charles P. Aker as vice-president of the firm. Ms 
Aker was formerly associated with the Eagle Pencil 
Company. Robert Hunter is now in charge of sal@ 
outside Cleveland. The firm extends an invitatio# 
to travelers in the area to stop for a visit. 





Manufacturer Opens Dallas Office 


The Charles Bruning Company, Inc., has taken ove 
the business and premises of the George J. Hundl 
Company, at 515 S. Ervay St. The manufactur 
firm opened a Dallas regional office there under th® 
management of Howard E. Pound. The territory will 
include Texas and a portion of New Mexico—JHR 
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The JAILILST DIE Story 


PLOT __.. Fact not fiction; taken from six 
exciting years of growth and devel 
opment in the office equipment 
industry. 


CAST OF CHARACTERS . Selected 
outstanding dealers, carefully cast 
interested in value and mark-up 
collaborated with the 


PRODUCER  __« H.MP. an unknown 
who startled the industry with a sim 
ple, uncompromising, hard-hitting 


PROGRAM .... of unusual value to the 


consumer and maximum mark-up to 
the dealer by the old not new 


3 DIMENSIONAL effect of quality 


value, and mark-up 


DISTRIBUTION |... Send for our cate 
log to “Check and Compare 
Selected Dealer Franchises available 
covering all our 


PRODUCTS _. Four complete lines of 
filing equipment; sectional combo 
desks, utility cabinets, quality Ste: 
ling Desks 





Send for our catalog to “Check and Compare 


HUMLILSIDIE Mtr Poectreols Src. Myles 


OFFICE APPLIANCES, July, 1953 129 

















Royal Names Three Men to Key Posts 


F. P. Ryan, president of the Royal Typewriter Com- 
pany, Inc., has announced three promotions in the 
general service division. 

J. G. Schillinger, general service manager, has been 
named co-ordinator of product design and quality. 
R. F. Thiemer, assistant general service manager, as- 
sumes the position of mechanical superintendent, and 
P. J. Ekstrand, Bridgeport district manager, has been 
appointed sales manager of the general service divi- 
sion. 

Mr. Schillinger, associated with the company for 46 
years, is one of the men who aided Royal’s inventors 
in their experimentation and research long before the 
company was organized. With the advent of the first 
Royal in 1906, Mr. Schillinger was one of the original 
Royal servicemen. His knowledge of mechanics cover- 
ing so many years has been an important factor in 
the constant improvement of the Royal Typewriter. 

Mr. Thiemer joined Royal in 1923 as a serviceman 
in Detroit and became service foreman for that branch 





P. J. Eckstrand 


].G.Schillinger R. F. Thiemer 


in 1940. He was advanced to the position of service 
superintendent in 1945 and assumed the responsibili- 
ties of assistant service manager in 1947, the position 
he held until his current appointment as mechanical 
superintendent. 

Mr. Ekstrand began his career with Royal as a 
bookkeeper at Boston in 1929 and subsequently held 
the positions of cashier and assistant manager there. 
He gained further advancement in 1945 when he was 
appointed Bridgeport manager, the position from 
which he steps up to his new post. 





G. J. Aigner Adds Extra Day to Holiday 


G. J. Aigner Company, Chicago, has announced 
the closing of offices and shop all day Friday, 
July 3, to provide an extra day for the July 4 week- 
end. Business will be resumed, as usual, on Monday 
morning, July 6. Dealers have been asked to note 
the holiday schedule. 


Koh-l-Noor Names Rosenberry Sales Manager 


William E. Danjczek, president of the Koh-I-Noor 
Pencil Company, Inc., recently announced the appoint- 
ment of Eugene L. Rosenberry as sales manager. Mr. 


Eugene L. Rosenberry 





Rosenberry, who has represented Koh-I-Noor in theg 


southeast territory, is well known in the trade and) 
brings a life-time of experience in the industry to) 
his new assignment. 





Announce Opening of New Marchant Offices 


Edgar B. Jessup, president of Marchant Calculators) 
Inc., has announced the opening of new offices inf 
Springfield, Ohio, and Honolulu, Hawaii. 

Nicholas G. Vracin has been promoted to local agent} 
in charge of the Springfield office in McAdams Build- 
ing, 31 E. High St. Charles H. Burnett has been ap- 
pointed service supervisor. ; 

Glen M. Hoppus, with more than 20 years of field} 
management experience with Marchant and former 
representative for the company in Hawaii, has been) 
appointed agency manager of the Honolulu office at 
506 Kamakee St., Honolulu. Howard W. Stahr, with 
more than 20 years of mechanical experience, has been 
appointed service manager. 





O’Malley Appointed Sales Manager 


W. E. Crouse, general manager of Murphy Chair 
Company, recently announced the appointment of 
Bob O’Malley as sales manager of the firm. He is 


Bob O'Malley 





well known in the company, having handled sales 
for many years. Besides directing sales, his duties 
include designing and advertising. 
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Take Larger Quarters ... The 
Eraser Co., Inc., recently moved from 104 
S. State St., Syracuse, N. Y., to a larger, 
more modern quarters at 1068 S. Clinton 
St. R. George Roesch, president, states 
that the move has streamlined the produc 
tion of Rush FybRglass erasers, brushes 
and Rush wire-stripping machines 
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|. L L - ST a F L the complete line of 


Quality Office Equipment 





Complete line of blueprint cabinets—a size 
for all standard size drawings. 














Over 36 styles and sizes of Storage, 
Wardrobe and Combination Cabinets. 
3485 Combination Cabinet shown. 





6276 Panel Leg Table—Seven sizes of of- 
fice and conference tables embodying the 
same modern design and convertability 











ASE Desks in all types and sizes. Convert- 

ibility of tops and drawers reduces dealer 
inventory. Flat top desk, 60” x 30”, shown. 

e Your customers —from the smallest office to the 

largest nation-wide business — will quickly appreciate the 

beauty and quality of ASE’s Steel Office Equipment. 


The continuing success of ASE is the result of many factors. 
The top quality of manufacture and design and the 
completeness of the line are just two of these factors. 


Every unit in the line has quality features that ASE’s 
engineers and designers have built in... features that your 
customers will recognize... features that you can sell. 


5401 Four Drawer Filing Cabinet—a style 
and size to meet every requirement. 


DESKS and TABLES ® STORAGE and WARD- * COUNTER SECTION = 89=—«- MM 
FILING CABINETS ROBE CABINETS nee @©5]»=£ (ee oo en eee 
UNIT ROBES ® BLUEPRINT FILES © CARD FILES 

® BOOKCASES © KEY CABINETS 


* UTILITY RACK * CLOTHING LOCKERS 


EQUIPMENT INC. 

















ASE Unit Robes occo date 16 peopl 

in 8.6 square feet of floor space. ASE 

44 GRIFFITH AVENUE «© AURORA, ILLINOIS a © nes line of Clothing 
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Smith-Corona Promotes Two 


J. B. McCormick, vice-president of L. C. Smith & 
Corona Typewriters, Inc., recently announced the pro- 
motion of Irvin L. Taylor and Louis F. Perretti to the 
positions of home office field representatives. 

Mr. Taylor comes to his new position from the 
Smith-Corona Memphis branch office, where he worked 


I. L. Taylor L. F. Perretti 


very successfully as a retail and special accounts 
salesman. He will make his headquarters in Memphis 
and will assist area dealers in promoting the sale 
of portable typewriters, adding machines and cash 
registers. 

Mr. Perretti was graduated from Manhattan Col- 
lege with a degree in business administration, and 
joined Smith-Corona in 1948 as a retail salesman in 
the New York branch office. He will make his head- 
quarters in Hartford and will assist portable type- 
writer and adding machine dealers in the Hartford, 
Providence and Worcester branch territories with 
product promotion. 





GW Opens West Coast Warehouse 


The Globe-Wernicke Co., through its President, A. C. 
Howard, recently announced the opening of a West 
Coast warehouse as a service for dealers in the states 
of California, Washington, Oregon, and Nevada. This 
new warehouse, under the managership of Fred M. 
Foster, Jr., is located in the San Francisco metro- 
politan area at 1661 Powell St., Emeryville 8, Calif. 

Under the new operation, Globe-Wernicke dealers in 


Fred M. Foster, Jr. 


the states named above will channel their orders for 
Globe-Wernicke merchandise direct to the Emeryville 
warehouse where they will be filled and from where 
they will be billed. The prime purpose of the Globe- 
Wernicke West Coast warehouse is to give these far- 
distant dealers faster, quicker shipping service. Globe- 
Wernicke’s Cincinnati factory is now brought within 
one day of the majority of west coast office equipment 
and supply dealers. 

A complete line of the firm’s products including all 
steel and wood office equipment, filing supplies, and 
accessories are carried at the new warehouse. There 
are, however, no display or sales showrooms. 





NOFA Issues Know-How Color Guide 


A third volume has been issued in the NOFA series 
of Know-How brochures. Titled a color guide, this 
helpful treatise was prepared by Anne Saum and 
Associates, training consultants. 

The brochure describes the effects of color and its 
use as a selling tool. 
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Diebold Makes Appointments 

Walter H. Dautel and Carl N. Shryock have bee 
named sales manager of the eastern division and cer 
tral division respectively of Diebold, Inc. At the sam 
time announcement was made of the appointment ¢ 
Richard M. Chatterton as manager of the Washington 
D.C., branch. 

Mr. Dautel, a veteran of 30 years in the office sy, 
tems and protection field, will supervise sales activitie 
in the following Diebold branches: Atlanta, Baltimo 
Boston, Buffalo, Charlotte, Cincinnati, Cleveland, De 
troit, Hartford, Miami, Nashville, Newark and Pit 
burgh. 

Mr. Shryock has been with the firm since 1939, wit 
the exception of two years spent in the service j 
the Pacific area. A member of the Diebold 100% Cl 
for three consecutive years, he has served as manage 


W. H. Dautel Cc. N. Shryock 


of the Canton, Ohio, branch. Mr. Shryock has bee 
instrumental in a number of product improvemen 
In his new position he will supervise sales activitie 
in the following branches: Canton, Dallas, Houstor 
Indianapolis, Kansas City, Mo.; Milwaukee, New Or 
leans, St. Louis and Toledo. 

Mr. Chatterton began his work with Diebold in 19 
and in 1949 was named manager of the Miami branel 
In 1952 he was named assistant director of fede 
government sales for Diebold, a position which he he 
until his recent appointment as Washington, D.¢ 
branch manager. 





Cosco Appoints Salesman, Adds Territory 


Hamilton Manufacturing Corporation recently an 
nounced the appointment of Paul L. Nealis as com 
pany-salesman for its Midwest district of North an 
South Dakota, Minnesota, northern Wisconsin, uppe 
Michigan, Iowa, Kansas, Missouri and Nebraska. 
Nealis will devote his full time to assisting Cosco deal 
ers and consumers in these states. He will live in § 
Louis and travel from that city. 

Also announced is the addition of Michigan to t 


Paul L. Nealis Richard Hoerle 


territory covered by Richard Hoerle. The lower per 
insula of the state has been added to his former tel 
ritory of Indiana, Ohio and Kentucky. Mr. Hoer 
who joined the corporation in January, will locate 
Toledo and call regularly on dealers in Michigan. 





Vacation Schedule for Wabash Filing Supplies 

In order to handle a vacation schedule in the md 
efficient manner, the entire plant of the Wabash Filil 
Supplies, Inc., is scheduled for closing from Saturda 
June 27, through Sunday, July 12. The office rema 
open during this period. 
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DEPARTMENTAL CONTROL 
MODEL 355 


SELF-SERVE 
MODEL 315 


ITEM ADDING © ISSUES CUSTOMER’S RECEIPT 
© SAFEGUARDS ALL TRANSACTIONS 


Only R. C. Allen Itemizing, Receipt- 
Issuing Registers Have All These 
Time and Labor-Saving Features — 


® Visible Dials ® Automatic Clear Signal 


Z 
® Visible Printing . eee Yh and 


® Visible Keyboard ® Automatic Space-Up 
From Total 


DEPARTMENTAL CONTROL CASH REGISTER 
Multiple Total Itemizer Model 355 


Designed to speed up servicing of customers in 
self-serve stores where departmental totals are 
desired. Automatically departmentalizes sales 
in three departments, provides tax total. As 
easy to operate as an adding machine ... no 
long reaches . . . comfortable hand-span key- 
board. Registers paid-out and received-on-ac- 
count items up to $10,000. Autographic detail 
audit tape . . . issues receipt with each item 
designated . . . prints count of items. Chrome 
finished, mounted on 15” ice green cash drawer. 


SELF-SERVE SPECIAL Model 315 


Especially designed for merchants wishing to 
give printed, itemized, totaled receipt, but who 
do not need departmental totals. Daily sales 
totals are under lock and key, Has all oper- 
ating advantages of Model 355, including read 
and re-set key. Large registering capacity .. . 
key for miscellaneous adding, without disturb- 
ing grand total... emergency drawer re- 
lease lock . . . department designating keys 
... certification device . . . add-speed keyboard 
. .. automatic clear signal and visible dials... 
motorized repeat key. 


Write today for prices 
and complete information. 





B.C. Alle: 


Dependability is the basis of confi- 
dence. It is on this dependability 
that R. C, Allen Typewriter Dealers 
rely when selling the new R. C. 
Allen “Standard”. THEY KNOW 
that dollar for dollar, feature for 
feature the new R. C. Allen is the 
greatest typewriter value on the mar- 
ket. And once they have tried it, 
THEIR CUSTOMERS KNOW IT 
TOO! Treat YOURSELF to a gen- 
erous portion of this confidence by 
inquiring how YOU can become an 
R. C. Allen Typewriter Dealer. IT 
WILL PAY YOU TO KNOW! 


Look at these PLUS features of 
the new R. C. Allen typewriter. 


BI rd 





= Pe | ‘OQ 
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Instant Sight-Set Margin 

The exclusive WONDER WIN- 
DOW lets you KNOW instantly 
that your margin is correctly set. 


MODEL 611 


(Six carriage 
widths available) 





Now is te time 
Now is the time 


Now isthe time 
Now is the time 














Perfect Type Alignment 





Less Time — More Lines 
The R. C. Allen “Speed Lever" 
lets you set new line in a frac- 
tion of the time needed by other 
standard machines. 


Retyping Is Unnecessary 
“Error correction control” per- 
mits deletion of characters typed 
by mistake or insertion of 
omitted characters. 


NOW only $13950 


The lowest-priced standard type- 


writer offered today! An R. C. Allen 


at this sensational price is the type- 


writer value of the year. 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, N. W., Grand Rapids, Mich. 


Cleaning Problems Ended! 

There's no dirt, no mess in 
changing ribbons and cleaning 
type on the R. C. Allen... 
ribbons, type are fully exposed. 


Your typing looks like fine print- 
ing on an R. C. Allen. Type is 
automatically aligned by the 
newly-designed segment ring. 


SEND ME TODAY 


ieeieetaatentantentententanietente tte 


| full details on the 600 line R. C. Allen Typewriter. 


Name 


Business 


Street 


City 


A few choice dealer territories are still open. 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, N. W., Grand Rapids, Mich. 
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Medium-Price Furniture Package 
Unveiled in Chicago Meeting 


The Fieldwood Continuity Group was premiered 
Wednesday afternoon, May 27, in Chicago, at the Mer- 
chant’s and Manufacturer’s Club of the Merchandise 


Mart. The following manufacturers participated in 
the presentation: Standard Furniture Company, The 
Taylor Chair Company, Modernize, Inc., Gulistan Car- 
pets, and Almco Corporation. These companies have 
joined forces to create a group of furniture, rugs and 
lamps that is intended to make a healthy bid for the 
medium-price commercial market. 


For the first time, a showing of this idea was made 
before the assembled sales and executive staff of 


Marshall Field & Company’s Contract Division. The 
same plan will subsequently be offered to office equip- 
ment dealers throughout the country. 

Great stress is laid on the word Continuity which is 
the essence of the phrase Fieldwood Continuity Group. 
The manufacturers have succeeded in achieving con- 
tinuity, first in purpose and design; secondly, in finish, 
color and tone; and thirdly, in price. 

Standard Furniture Company presented a special 





Join in New Venture... 


Marshall Field *o. contract division executives: E. Larson, E 
G uchana shilton Brown, Les Rouzer, Tom Poyer. 


Mal Fleshan nd Edwin |]. Mack, Modernize; B. H. Martin and 


Robert Jews Art Lamp Corp. 
Bill Sullivar tandard Desk Co.; Moselle Meals, Taylor Chair Co.; 
Fred Sorgenfr« Gulistan Carpets, Inc. 

line of desks and tables designed exclusively for its 


role in the Fieldwood Continuity Group. Taylor Chair 
Company likewise created a line of chairs, five styles, 
to synchronize with the desks and tables. Modernize, 


Inc., furnished the reception room pieces and there 
is complete continuity of design, finish (Gunstock wal- 
nut) and upholstery covering (Naugahyde). 

It is anticipated that many plus sales will stem from 
the inclusion of this reception space furniture in the 
group. In integrating a lamp line into the Fieldwood 
Continuity group, an effort will be made to suggest 
specific lighting fixtures rather than leave the lamp 
selection to the whim of each buyer. The lamp line 
made by Ampco Corporation is complete with tor- 
chieres, table and desk models. 

Gulistan Carpets round out the Continuity Group. 





Oakville Division Offices Move 


Oakville Company Division offices of the Scovill 
Manufacturing Company in Boston moved from their 
former location at 441 Stuart St., to 1116 Great Plain 
Ave., Boston 92, Mass. The new telephone number is 


Needham 3-3852 
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Borroughs Appoints Four Men 


Ray R. Eppert, executive vice-president of Borroughs 
Corporation, recently announced the appointment of 
Willis E. Morgan as vice-president of marketing and 
Ray R. Macdonald as general manager of a new inter- 
national activity. Noel L. Mudd succeeds Mr. Morgan 
as general sales manager and Leslie J. Peters has 
been appointed service manager in the new interna- 
tional activity. 

Mr. Morgan has been a member of the Burroughs 
organization since 1934 when he began as a salesman 
in the El Paso, Tex., branch. In 1937, he transferred 





R. Macdonald 


W. E. Morgan 


to the home office in Detroit to handle sales promo- 
tion activities. He subsequently served as manager 
of the Charlotte, N. C., branch and as division man- 
ager of branches in the North Central states. He was 
appointed assistant sales manager in 1946 and in 1948 
became general sales manager. 

Mr. Macdonald joined Burroughs immediately after 
being graduated from the University of Chicago School 
of Business Administration in 1935. He served first as 
a salesman in the Chicago branch, in 1939 being trans- 
ferred to the home office sales promotion staff. In 
1941 he became a member of the export department, 
in 1943 assistant export manager and export manager 
in 1948. 

Mr. Mudd started with Burroughs in 1923 as a junior 
salesman and has subsequently served as branch and 
regional managers and in 1948 was appointed assistant 
general sales manager. Mr. Peters joined Burroughs 
in 1942 and has served as a serviceman, service super- 
visor and instructor in Boston and Detroit, division 
service manager and export service supervisor. 





Underwood Appoints Scott 


The appointment of Richard N. Scott as manager 
of the recently-opened Samas Punched Card Account- 
ing Division, Underwood Corporation’s new Chicago 
office, has been announced by Harold E. Russell, man- 
ager of the division. The new quarters are located 
at 341 E. Ohio St. 

Mr. Scott, thoroughly experienced in the tabulating 


Richard N. Scott 





field, will direct sales and service in the Chicago area 
for a complete line of punched card machines unique 
in their use of two small card sizes designed for 
economy and space saving. 





Appoint Moore Manager in Buffalo 

Donald R. Beverley has been appointed Buffalo, N. Y., 
district manager of Moore Business Forms, Inc. He 
succeeds De Leslie Allen, who has resigned to become 
sales manager of the Labelon Company of Rochester, 
N. Y. Mr. Beverley has been district manager of the 
Louisville, Ky., office of Moore-—GET 
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PROTECT FLOORS 


Roll smoothly, easily, quietly 


“‘Diamond-Arrow’ Casters 
Most efficient ball-bearing 
swivel casters you can sell 





= 





For wood-base chairs For tubular-base chairs For metal-base chairs 








These nationally advertised Bassick casters with 
soft rubber or hard composition tread are easy on 
your customers’ floors, easy on their budgets— 
and easy to sell. THE Bassick ComPANy, Bridge- 
port 2, Conn. Jn Canada: Belleville, Ont. 


Bassick 


A DIVISION OF 





MAKING MORE KINDS OF CASTERS. .. MAKING CASTERS DO MORE 
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Named Sales Manager ... John 
O. Jonassen has been appointed gen- 
eral sales manager of the Fisher Pen 
Co. according to an announcement by 
Paul Fisher, owner of the firm. Mr. 
Jonassen owned and operated the 
Jonassen Paper Co. of Chicago for the 
past seven years. 








Bermuda Trip for Two is Contest Prize 


Plans for a back-to-school promotion on the Swing- 
line “Tot 50” pocket-sized stapler with 1000 staples 
in a plastic kit were unveiled at a recent meeting of 
the national sales force of Speed Products Company, 
Inc., at the Long Island City plant. 

An important feature was the announcement of a 
back-to-school window display contest to be run in 
the Fall. First prize is a Bermuda cruise for two 
including a five-day stay at a luxury Bermuda hotel. 
Second and third prizes are a $100 and $50 savings 
bond, respectively. Any retailer may enter the contest 
by sending a photograph of his window in which he 
has included the three back-to-school display items 
furnished by the firm. Every entrant will receive a 
handy eight-piece tool kit. Judgment will be made 
on the basis or originality and effectiveness. 

Judges in the contest will be John A. Gilbert, pub- 





Dealer Helps . The three displays available to dealers 
in Swingline window competition for free Bermuda trip. 


lisher of OFFICE APPLIANCES magazine; Carroll Swan, 
editor in charge of display, Printers Ink magazine; and 
J. Kingsley Gould, executive director, Point-of-Pur- 
chase Advertising Institute. 

Three displays illustrate the many and various jobs 
done by the stapler and feature a light and motion 
display, a poster and a window streamer. Free ad 
mats and a free one-minute television film ana also 
available, the company paying up to 50% of the space 
or time cost. 





Pencil Official . Mrs. Eberhard 
Lothar Faber has been elected vice- 
president of the Eberhard Faber Pencil 
Co. She is the widow of the grandson 
of Eberhard Faber, who founded the 
firm in 1849. A member of the board 
of directors since 1949, Mrs. Faber will 
now serve on the management com- 
mittee and assist in the general man- 
agement of the business. 
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BANK GOES 
WILTSHIRE 
MODERN 





Handsome Wiltshire Modern Walnut was installed at the In- 
dianapolis Morris Plan Bank by Sidman Office Equipment Co., 
of Indianepolis, who has found wide acceptance of the entire 
Imperial line - - “ 
eet wonder why so many financial institu- 
: aa : ; : 
Methods tions prefer Imperial’s beautiful Wiltshire 
2 Modern? One banker expressed it aptly: “It 
looks like bank furniture should look—hand- 


some, dignified, friendly.” 





That’s one reason why dealers across the 
country are making mass installations of Wilt- 
shire Modern. You can, too. Write today for 
information. 


Regular advertising in these national magazines “pre-sells” 4 Ges af er «@ é 


your customers on Imperial wood office furniture. Cash in 


on this bonus by keying your sales effort to Imperial’s a oa bey i co me Pp a aD Y 


advertising 
EVANSVILLE 7, INDIANA 
For greater benefits — \aay 


eed 
join COPS today! MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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2693 
LOUNGE CHAIR 


IT BELONGS 
in your Customer’s Office 





Yes, this Gunlocke Lounge Chair belongs 
in your customer’s office. He'll think so, too. 


vert ical 





Note the luxurious styling 
pattern in the back, repeated on the seat 
platform and below the arms. Top grain 
leather, beautiful tailoring and seating com- 
fort are typical of Gunlocke’s standards of 


excellence. It has that (ED 


executive wants in his 





office or reception room. 
Chairs for Your Working Comfort 


GoPoW.H.GUNLOCKE CHAIR COMPANY 


WAYLAND NEW YORK 
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Wilson Jones Makes Appointments 


Tony Love, general sales manager of Wilson Jones 
Company, recently announced the appointment of 
Karl V. Koops as sales manager of the school division 
and William H. Corbett as the division’s representative 
in the eastern US. 

Mr. Koops has extensive sales experience in the 
school supply field. His headquarters will be at the 
firm’s Chicago office. Mr. Corbett’s background in- 
cludes store management and design of a large uni- 
versity book store. The W-J school division makes 
available in one organized line the products of Wilson 
Jones and those of its subsidiaries, Cooke & Cobb and 
Standard Diary. 

Mr. Love also announced the appointment of War- 
ren A. Schneider as field representative for southern 


Warren A. Schneider 





Wisconsin, Iowa and downstate Illinois. Mr. Schneider 
is well-known to the stationery trade, having repre- 
sented other suppliers since his discharge from the 
Army in 1946. He has also held merchandising posi- 
tions with two Chicago department stores. 





Jack A. Lang Joins All-Steel Equipment, Inc. 
All-Steel Equipment, Inc., Aurora, Ill., has announced 
that Jack A. Lang is now associated with the company. 
He was formerly sales manager for the Cramer Posture 
Chair Company. 
Mr. Lang’s duties will be to work with the field 
men at All-Steel Equipment, Inc., specializing in chair 


Jack A. Lang 





ha. 


education for them and dealers. He will also assist 
the company in an advisory capacity on the future 
development and improvement of the chair line. 





Marshall-Jackson Appoints W. Lee Fergus 

The appointment of W. Lee Fergus to its sales staff 
effective June 1 has been announced by Marshall- 
Jackson Company, Chicago. 

Mr. Fergus has now returned to the company with 
which he was originally connected. He had taken 
another position in the industry during the interim. 
An index of loose leaf forms was twice compiled by 
Mr. Fergus for OFFIcE APPLIANCES, reflecting his long 
association and continued study of this type of office 
supplies. 

At Marshall-Jackson Company, Mr. Fergus will be 
able to serve his old friends in the industry with 
items for the office including the complete Globe- 
Wernicke line. 


Eusines Opportunities: 


Opens now Firm, Desires Office Supply Lines 


A te 3 Office Supply < 84 





R. to add quality off n ind w es 
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HOSPITALS 
FACTORIES 


| 
scromz |p No, he doesn't know 
warcoursyg them all like a book... 


—.__}} 

but ... there’s one phase of virtually every business 
which Lyon Steel Equipment Dealers know “from 
cover to cover.”’ That phase has to do with helping 
their customers make the most out of steel equipment 
in terms of savings in time, labor and money. 

A highly diversified line of more than 1500 stand- 
ard Lyon items enables Lyon Dealers to meet the 
varying needs of business, industry and institutions 
—better. A very few typical products are shown below. 































This and similar ads appear each month in News- 
week, Business Week and leading trade publications. 
Many products, plus many markets, plus consistent 
advertising support, equal volume steel equipment 
sales every month of the year. 


FACTORIES IN... AURORA, ILL., AND YORK, PA. 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 728 Monroe Avenue, Aurora, Illinois 














A PARTIAL LIST OF LYON 
® Shelving © Kitchen Cabinets ¢ T Toter: ker Rack 

® Lockers © Cabinet Benches ° 

® Stools ® Storage Cobinets ¢-1 Box 
® Bin Units © Drawing Tcbles ° 


Bor Rack 


Ports Case 
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cTAPLES, PINS Ee. 
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DESIGNED FOR EYE-APPEAL, loaded with buy-appeal, this sleek, modern stapler a 


ts a new standard in efficiency and beauty. Gleaming chrome plated top and cap Ee 


iccented by the light gray aluminum base makes it a handsome desk ornament as Sam So 


well as a practical office tool. Ruggedly built with all steel parts case hardened, it Sam ay 
will provide years. of trouble-free service wherever used oe 
A SINGLE DEMONSTRATION MAKES A SALE 


IMMEDIATE DELIVERY + ORDER TODAY OR WRITE FOR LITERATURE ‘em 


VAIL MFG. CO. soctosnsrr- nao. — os 





Segets seesessveseeeees 
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Robert F. Collett Appointed Manager 
of Yawman and Erbe Boston Office 

Yawman and Erbe Manufacturing Company has an- 
nounced the appointment of Robert F. Collett to the 
management of its branch office at 70 Franklin St., 
Boston 2, Mass. He succeeds F. R. Hendrick, who 
retired recently after serving Y and E since May 1, 


Robert F. Collett 





1909, most of which time was with the Boston office. 
Mr. Collett was transferred to his new position Jan- 
uary 1, 1953, from a sales position in the Rochester 
branch office, where he had served since August 1, 1952. 
Following a third season of professional baseball at 
Columbus, Ohio, and Houston, Tex., and a year as 
sports announcer for Station KEPO, El Paso, Tex., 
Mr. Collett spent four years in general sales work, 
joining the Y and E sales force in August, 1952. 





Neville Recovering from Illness 

The trade and friends of Frank Neville, 280 N. 
Colonial Homes Circle, N. W., Atlanta, Ga., will be 
glad to learn that he is making rapid progress and 
hopes to be back on the road within the next three 
or four weeks 

Mr. Neville covers the southern territory for Haskell, 
Inc 

During his absence, Mr. Neville would welcome hear- 
ing from his many friends and assures the trade that 
the home office of his firm has arranged for special 
customer service during his absence 





Royal Names Bridgeport Manager 
Announcement that Clyde Stanny, formerly assist- 
ant Pittsburgh manager for Royal Typewriter Com- 
pany, has been named to head the firm’s Bridgeport 
office has been made by J. D. Farr, office machine sales 
manager. 
Mr. Stanny has been with Royal since 1946 when 


Clyde Stanny 





4 


he became a typewriter salesman in Pittsburgh. He 
was named assistant manager in 1951, a post he held 
intil his new appointment. In this new capacity he 
succeeds P. J. Ekstrand who has been named sales 
manager of the general service division at the com- 
Pany’s home offices 





Receives Appointment .. . Geo 
E. Stringfellow, senior vice-president and 

jirector of Thomas A. Edison, Inc., has 
been named manager of the firm's Edi 
phone Div., it was announced by Charles 
Edison, chairman. In his new capacity, 
he succeeds C. T. Jacobs, who continues 
1s a vice-president of the general division 
f the company. Mr. Stringfellow, a close 
issociate of Thomas A. Edison for many 
years, also continues as manager of the 
torage batterv division 
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BI92E Electric Printing Calculator 


arrett 


TEN-KEY PRINTING CALCULATORS 





ADDING AND LISTING 
DIRECT SUBTRACTION 
MULTIPLICATION 
DIRECT DIVISION 


The two models shown here , the Barrett Electric Big2E and 

the Barrett Hand Model B192, are designed to save machine 

hours continuously —/or years to come. Both have many 
exclusive features, precisioned by Monotype. 

Dials visible at all times and all calculations are shown on 
printed proof. Special Multiply Key, as easy 
and simple as adding. Transparent paper 
cutter for complete visibility. Items and totals 


up to 9,999,999-99- 


BARRETT ADDING MACHINE DIVISION 
——— __ Lanston Monotype Machine Company 


Twenty-fourth at Locust St., Philadelphia 3, Pa. 


B192 Hand-Operated Printing Calculator 





141 























DEALERS EVERYWHERE are saying: 





“WE LIKE TO SELL MARKWELL 
Pasten-ating PRODUCTS!" 


a 


PLEASE WRITE FOR 
DEALER DISCOUNTS AND CATALOGUE 













VET AW 
_ 200 HUDSON STREET 
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Apsco Honors Veteran Employees 
A total of 475 years of expert pencil sharpener 
| craftsmanship were represented at the inaugural din- 
ner of Apsco Products, Inc.’s, 25-Year Club. More than 
135 friends and relatives gathered in Rockford, Ill, 





APSCO Veterans ... G. W. Dye. plant manager; A. R. 
Johnson; C. J. Kostrzewa, plant superintendent, and A. D. Farrell, 
vice-president—all veterans of the firm 


at the Faust Hotel to offer congratulations to 19 
veteran employees. Each received an inscribed gold 
watch in recognition of long service to the company. 

The 25-Year-Club dinner will be an annual affair 
since there are many employees who will become 
eligible within the next few years. 








L.A. Window Display ... 
silk gauze ribbons and carbon papers made by Co- 
lumbia Ribbon & Carbon Mfg. Co., Inc., is one of a 
series of displays devoted to Columbia products by 


The featuring of 


the Schwabacher-Frey Co., Los Angeles. Thomas 
Burke, display director, has found that tieing in with 
nationally advertised brand names helps increase the 
effectiveness of displays. 





Flo-Ball Appoints Robert L. Spitz 


Appointment of Robert L. Spitz as metropolitan re- 
gional sales manager for the Flo-Ball Pen Corporation, 
was announced recently by Charles Sabel, executive 
vice-president. 

Mr. Spitz will supervise sales activities of the com- 
pany throughout New York City, Long Island, West- 
chester County and northern New Jersey. He will 
headquarter at Flo-Ball’s executive offices, 16 E. 40th 
St., New York City. 
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Tie-in with the Jumbo-size 


Gsterbrook 


SCHOOL-OPENING CAMPAIGN 
For the biggest sales ever 














Pd <4 THE ESTERBROOK PEN COMPANY 
é x , CAMDEN 1, NEW JERSEY 
‘ Li = The Esterbrook Pen Company of Canada, Ltd., 


92 Fleet St., East; Toronto, Ontario 


The Biggest Esterbrook Campaign Yet 


. ee HOW’S YOUR STOCK? 





yn, 

Sparke | 

ve sparked by Make sure y 
4-color spread in LIFE and : 

a Full Color pages in Pens, Pen 

il] SATURDAY EVENING POST 

ith COLLIER’'S 
AMERICAN 
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Sofa No. 960 
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Presen ling DNistinclive Hyling 
and Individuality tn 
eather Yurntline... 


Our furniture is designed with a thought 
for the dealer who is particularly interested in 
building customer goodwill and for the cus- 
tomer with discriminating taste for styling and 
good value. 


Each piece has been selected for its fine 
styling, Rettniehde construction and full value, 
to give our dealers and their customers a 
lasting satisfaction in performance. 


FRANK SCERBO & SONS INC. 


Manufacturers of 
Distinctive Upholstered Furniture 


536 Pearl Street © ##New York 7, N. Y. 













Posture Swivel 
Chair No. 200 








A FEW OF THE MANY BEAUTIFUL CUSTOM BUILT ‘STYLES BY SCERBO" 
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Hold Annual Duk-It Sales Meeting 


McDonald Products Corporation, Buffalo, N. Y. 
manufacturer of Duk-It smoking accessories, held its 
annual sales meeting May 25 to 28 at the home office 
and factory in Buffalo. 

An educational as well as instructive sales program, 





McDonald Sales Meeting .. . Seated—E. F. McDonald, 
Mrs. B. Van Krik, F. C. Thomas, J. F. Vevirit; Second row- 
H. E. Kaufman, G. J. Goold, H. N. Oppegard, O. M. Tucker, S. K. 
Jones; Third Row—D. C. Neuhaus, E. G. Trumbull, C. W. 
McGilvery, H. Cole, F. Forster, H. M. Heydorn. Mrs. M. Lehmann 
was present but not pictured. 


which included an exhibit of attractive new items for 
the fall trade, was supervised by E. F. McDonald, with 
assistance from F. C. Thomas and J. V. Vevirit. 





Decal Identifies Royal Dealers 


A new multi-color decal window sign produced by 
American Decalcomania Company, is now being dis- 
tributed to Royal Typewriter dealers and distributors 
throughtout the nation. The decal sign, 8 by 10 inches 
in size, may be placed in either window, door or show- 
case—inside or out. It will also effectively grip opaque 
fixtures and walls 


WORLD'S LARGEST MANUFACTURER 
OF TYPEWRITERS 


» 





Royal receives multiple promotional value from the 
eye catching decal spot sign. It identifies the dealer; 
it promotes both the brand name and product to 
passersby and it ties in all other Royal advertising 


at the point of sale 

American decal signs may be printed on both sides 

promoting brand name on the outside as well as 
on the inside. A system recently perfected by the 
decalcomania company also makes it possible to eco- 
nomically personalize each decal sign with the indi- 
vidual dealer’s own name, telephone number or other 
mesage. Unlike ordinary printed window signs, the 
decals are of a semi-permanent nature, having been 


designed to remain on the window for years without 
any loss of attractiveness. They do not interfere with 
the washing or cleaning of the window and may be 
easily applied with the use of water. 
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WHEN CUSTOMERS INSIST ON 








(No. 6058C) 


SHOW AND SELL THE NEW MYRTLE 


Fal 


You will meet every demand for 
style, value and quality with the 
new Pacemaker. It’s easy to sell, 
because there is so much to tell. 
Here are the features that will 
mean increased sales for you. 


ADJUSTABLE HEIGHT ISLAND BASE 
GENUINE WALNUT DRAWER INTERIORS 
FULL EXTENSION DRAWERS 

SIDE SUSPENSION METAL DRAWER GUIDES 


FIVE-WAY ADJUSTABLE TYPEWRITER PLATFORM 
(FROM 26” TO 311%”) 


INDIVIDUAL SIDE PEDESTAL LOCK 
CAST BRASS HARDWARE — ENGLISH ANTIQUE FINISH 


ADJUSTABLE FOOT REST 


* In regular or frosted walnut. (Chrome hardware on frosted walnut finish.) 


ca 


BETTER DESKS 
ARE MADE OF WOOD 





MYRTLE DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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A CHAIR FOR 
EVERY NEED 
A SALE FOR EVERY LEAD 


HE COMPLETE Rest-All Aluminum 

Chair line—executive and secre- 
tarial posture swivels, side chairs and 
institutional chairs—gives you a superb 
model for every conceivable requirement 
of business and industry in your area. 
With Rest-All quality of design, construc- 
tion and finishing, every bona fide lead 
you press is as close to a completed sale 
as modern seating engineering can help 
you carry it. You'll like Rest-All chairs 
AND the totally specialized treatment 
from the manufacturer. Write for details. 





REST-ALL 
MODEL 950 
STRAIGHT CHAIR 


REST-ALL 
MODEL 850 
STRAIGHT CHAIR 








146 


GLTC Holds Golf Outing 


The Great Lakes Travelers Club opening golf tourna- 
ment at Rolling Green Country Club, Thursday, 
June 4, was a success in more ways than one. First 
of all, Chairman Roscoe (Codo) Benge broke Rolling 
Green tradition by staving off the rain until late in 
the evening. The weather was sticky but the showers 
held off. 

From an attendance standpoint this was one of 
the best tournaments in GLTC history. A total of 
89 golfers toured the always popular course with 
varying results in their attack on par. Many more 
came for dinner and 121 sat down to a prime ribs 
of beef repast with the delectable trimmings. 

Highpoint of the evening was, of course, the divi- 






; .. Pi > Ae. - 
Seen at GLTC Golf Outing Dinner... 


l. The Committee: Norbert Burgess, Wes Wilson, Chairman Roscoe 
Benge, Co-Chairman Doug Allen, Wayne Mitchell, President Ken 
Reister, Ray Eichenlaub and Harry Hoffman. 

2. Two “young oldtimers”: W. D. Comstock and Billy Schmiederer, 
both retired. They were guests of G. J. Aigner. 

3. Two winners: Harry Balch, low net; Bob Krumwiede, low gross. 





sion of the spoils and the separation of the golfers 
from the dubs—via the Peoria handicap system. 

Young Bob Krumwiede of Elmer Krumwiede & Asso- 
ciates had a sparkling 77 as low gross for the day and 
took first pick of the prizes, selecting non-golf equip- 
ment in the shape of a fishing rod. 

Next up to look over the prizes, and taking home 
a golf bag, was Harry Balch of Quality Park Envelope 
Company. His 68 net, off the Peoria handicap plan, 
was best of the day in that department. Many others 
shared in the fine array of prizes purchased by Chair- 
man Benge, co-chairman Doug (American Pad & 
Paper) Allen, and committee members Harry Hoffman, 
Joseph Dixon Crucible Company; Norman Burgess, 
Sanford Ink Company; B. J. Powell, A. W. Faber- 
Castell Pencil Company; Wes Wilson, Industrial Tape 
Company; Wayne Mitchell, Hodgman Rubber Com- 
pany, and Ray J. Eichenlaub, Service Steel Products 
Company. The latter efficiently handled the tickets. 

Blind bogey winners of the day were Herb Johnson, 
Tony Peters, Phil Sol, Eldon Just, Ray Achtner, C. W. 
Clemen, Chuck Lofgren and Norm Bickell. 

Among the distinguished visitors at Rolling Green 
for a delightful day were Billie Schmiederer recently 
retired from Buxton & Skinner, St. Louis and now 
living at 1114 6th Ave., Des Plaines, Ill.; W. D. Com- 
stock, retired from G. J. Aigner Company; Sixth Dis- 
trict Governor Jesse Peck, Springfield, Ill.; Phil Sol, 
president of the Stationers Club of Chicago; Joe 
McShane, president of the Chico Club; newly-elected 
Sixth District Governor Bert Hallin, Chicago, and 
President Jacobson of Horder’s, Inc. 





Underwood Appoints Sales Representative 


M. H. Johnson has been appointed supply sales 
representative for the Houston branch office of the 
Underwood corporation JHR 
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While in a name f.. tre The eight name... 





1. Your profits come faster and 
easier when you do business 
with Mosler. For Mosler is 
the largest - selling line in the 
world. Has been for over a 


hundred years. That kind of 
leadership really helps a 
dealer move merchandise. 


Want more facts? Write or wire 
The Mosler Safe Ce ny. Ham- 
on, Ohio. D t, now, while 


you're thinking of it! 


World's largest builders of safes and bank vaults . 
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says MR. CHARLES HOOKER, President of the Mississippi Stationery Company, outstanding Jackson , Mississippi dealer. 


‘Take the name Mosler, for instance... on a record safe, money chest or vault 


door. It’s a mighty effective sales talk, all by itself. For Mosler is not only 


the best known name in protective equipment, it’s also known as the best. And 


we've found that we always wind up with easier sales and more sales—when 


customers start out with that kind of confidence in the product.” 





2. Mosler makes customers for 
you! Mosler is the only safe 
manufacturer with a regular 
program of powerful, well- 
aimed advertising. That means 
prospects with lowered sales 
resistance...the kind of pros- 
pects that mean more sales. 





3. Mosler helps train your sales- 
men in every phase of the 
selling job. Regular training 


schools are held at the factory 
and in the field. Just part of 
Mosler’s thorough-going ef- 
fort to aid dealers in every 
possible way. 


IF IT’S MOSLER . . . IT’S SAFE 


* Mosler Safe 


. . Mosler built the U. S. Gold Storage Vaults at Fort Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima 


July, 1953 


Company 


Since 1848 





-ta 


4. Mosler backs you up with 
proved promotional material 
..- mailing literature, ad mats 
and window displays .. . to 
help you sell effectively. And 
Mosler men call regularly, 
too, to help you with your 
sales problems. 
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.. your EXTRA salesman 


With BOLING CHAIRS on your sales floor, every salesman, whether new 
or experienced, has the assistance of the best salesman of all... the 

outstanding value of BOLING CHAIRS that is immediately apparent in their 
construction, design, and economy. 





This extra salesman never stops selling; long after the initial purchase is made, he 
constantly reminds the purchaser of BOLING quality and economy, 
and of the services of his BOLING dealer. 


Over forty-nine years of experience in the manufacture of every type of 
business chair enables the High Point Bending and Chair Company to 
provide you with the services of this extra salesman... the 
value that makes BOLING America’s fastest-selling chairs! 


HIGH POINT BENDING & CHAIR CO. 
| SILER CITY, NORTH CAROLINA 
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Y and E Detroit Branch Moves 
Plans to expand its sales force inspired a decision 


to relocate the Detroit branch office of Yawman and 
Erbe Manufacturing Company from Detroit’s busy hub 
to a location six miles from the center of town. 

The move from 224 W. Congress to 16611 Wyoming 
follows a pattern begun several years ago by many 
Detroit business firms of relocating away from the 
traditional and overcrowded business district. The 
company leased an entire one-story building when it 


was in a partial state of completion and has since had 
finished and decorated to its own specifications. 
Aside from creating a background for increased sell- 

ing activities, the move was made chiefly to provide 


more spacious offices, greater warehousing space and 
better parking facilities. The absence of parking fa- 
cilities has been an obstacle in the past when pros- 
pects and customers have visited Y and E showrooms. 

“As a matter of fact, we’re nearer more of our cus- 
tomers now than we were before,” R. R. Moore, man- 
ager, stated. “This is a big industrial area out here.” 
Mr. Moore is now recruiting men to expand his sales 
force 





Old Town Corp. Establishes Southern Division 


Old Town Corporation recently announced the es- 
tablishment of a new Southern sales division under 
the supervision of John B. Ware. The move was di- 
rected by the firm’s president, Anthony J. Zino, Jr., 
to give better support and to integrate the efforts of 
the company’s southern dealers and distributors in 
their promotion and sales of fluid duplicators, supplies, 
carbon and ribbons. 

The sales representatives under Mr. Ware in this 
territory are J. F. Hipsher, Tulsa, Okla.; V. A. Chate- 
lain, Dallas, Tex.; J. B. Ellis, Columbus, Ga., and H. E. 
Loper, Gautier, Miss. 





R. P. Lewis Company Buys Equipment Firm 


The R. P. Lewis Company of Flint, Mich., recently 
bought the Hurley Brothers Stationers in Bay City, 
Mich., and will operate this fifth store under the name 
of the R. P. Lewis Company, Bay City store, along with 
firms in Flint, Saginaw, Lansing and Jackson. The 
new store will now handle office furniture as well as 
supplies and stationery. 





New Firm Opens in Sacramento 


The E. F. Corbin Company, office furnishings dealers, 
recently opened for business at 1908 Capitol Ave., 
Sacramento, Calif. The new building provides 35 x 160 
feet of floor space. The firm, headed by Eugene F. 
Corbin, will handle all types of office equipment in- 
cluding desks, filing cabinets, chairs, typewriter stands 
ana counters 


Master Addresser Granted Trade Mark 


The Master Addresser Company recently announced 





that on its fifth anniversary, June 1, 1953, the firm was 
granted trade mark registration on the term “Master 
Addresser” as applied to spirit type addresser machines. 

On June 1, 1948, the first spirit type addressing 
machines ever made were shipped by the company 
from its Minneapolis plant. In the intervening years, 
Master Addresser” has become a familiar term to 


office workers thi 
imprints addresses 
mailing piec« 


ughout the country. The machine 
on envelopes, circulars and other 





Vacation Schedule for Wabash Filing Supplies 

In order to handle a vacation schedule in the most 
efficient manner, the entire plant of the Wabash Filing 
Supplies, Inc cheduled for closing from Saturday, 
June 27, through Sunday, July 12. The office remains 
open during this period 
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America’s Finest Low-Cost Adding Machine 





AS ADVERTISED IN 








Precision-Built 

by Victor, World's Largest 
Exclusive Manufacturer 
of Adding Machines 


10-KEY MODEL (7-6-0 
writes numbers jus! os 
you read them, totals 7 
columns 


FULL-KEYBOARD MODEL 
(6-6-0) prints zeroes ov 
teomotically, totals 7 col 
umn 


9-column-capacity Champions available at slightly higher cost. 


6 REASONS WHY IT’S EASY TO SELL THE CHAMPION 


4. Low price — Compare! Champion 
can't be beat for value! Built to last 
for years! 

5. Quiet — fewer moving parts, no 
“hammering” type to make a clatter. 
6. Choice of keyboard—both 10- 
key and full-keyboard models. 


1. Easy to use — simplified key 
arrangement, natural-angle “‘feather- 
touch” keys. 


2. Easy to carry — lightweight, 
compact. Carrying case available. 


3. Modern design—attractive in any 
office, store or home. 


VICTOR ADDING MACHINE CO., CHICAGO 18, ILL. 
In Canada: McCaskey Systems Limited, Galt, Ontario 


FOR DETAILS Victor Adding Machine Co., Chicago 18, Dept. OA753 
write wire » Send details on how I can become a Victor Cham- 
~ pion dealer. 
oct . 


Name 


Address 
































A LOW PRICED CHAIR 
FOR A HIGH PRICED 
EXECUTIVE 








Gregson No. 505 
Executive Posture 


Plenty of room for executive growth 

Lots of comfort to dispel brain weary fatigue 
Made to sell at a price to please even a 

Scrooge — that’s the new Gregson executive 

posture chair. 

Available in Top Grain Leather and Gros 
Point or Naugahyde and Gros Point combi- 
nations; in walnut, mahogany, light oak or 
softone oak finish. Seng Syncro-tilt mechanism 
gives firm, gentle posture support. Spring edge 
and foam rubber seat. 

The Gregson 505 executive posture is a lot 
of chair for little money. 


Dealer Inquiries Invited 








GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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NOMA Business Show 
(Continued from page 45) 

sles, ma pene folding machines and a Tickometer unting and 
oding machine Attending was C. W. Janks, manage f the Boston 
branch of 6 

Recordak Corp.. New York 22, N. ¥.—On display were the Recordak Micro 
film machines and Verifax copy machines and supplies. In charge were 
Frank L. Hilton, Jr., vice-president, and James A. Wall, Jr., manager of the 
Boston office. A ting the two were R. Kieh!, R. E. Nelson, A. E. McClellan 


iJ. E. Bagg 
Remington Rand Inc., New York 10, N. Y.—The Low-Cost bookkeeping 


nachine was the featured item at this booth along with the Transcopy 


plex. A included in the exhibit were Safe and Imperial Kardex 
safe-File Variadex and Triple Check Filing systems edger tray the 
ectr standard, Office-riter and noiseless typewriters, the 98 Calculator 
nd a mplete e of photo record and punched card equipment. Repre 
entative f the firm were in attendance 
Rite-Line Corp., Washington, D. C.—A new telescop eye guide was 
featured n this exhibit along with the Rite-Line pyh je and ucite 
e magnifier. Salesmanager Raymond L. Weber was in charge 
Robotyper Corp., Hendersonville, N. C.—Shown was the standard Robo- 
typer with an auxiliary and a manual perforator along with the firm's new 
mpletely automat name-inserter Robotyper Attending was D. C 
riffir presi jent 


Rockwell-Barnes Co., Chicago I—Displayed here was wood and stee 
jular furniture. Leonard O. Rose attended the booth 
Royal Typewriter Co., Inc., New York 16, N. Y.—Shown were Roya! portable 


electric, standard, special purpose, front feed and carbon ribbon electric 
typewriters along with the Policy writer. and standard register dual-feed 
tr and business machine supplies n attendance were Gordon G 
Ackland and G. H. Palmer 
Security seo! eng SH Corp., Avenel, N. J.—Featured here was Crest 
ne fice ture id ng desks filing abinet b kcase sna tele 
>» stand | harge f the booth was C H.C $ 
‘Shaw. Walker a Muskegon, Mich. On display were Time Engi 
eered Office sipment and. syster iding ndexing-Point-of-Use 
Protection f re correct seating and other exhibits of Time Eng 


neered office t s W. . Ci atfield of the New York office was in charge. 

Stkes Co., Inc., Buffalo, N. Y.—On exhibit was the Sikes Posture Seating 
equipment. Vice-president Lawrence A. Bush was in charge 

Simplex Time eessiee Co., Gardiner, Mass.—Shown were master and 
program time ystems, payroll fv re rders st recorders 
watchman's clocks, and ord racks. Attending was F. Paul Ha k, adver 
tising manager 

The SoundScriber Corporation, New Haven 4, Conn.—On display was the 


SoundScriber Disc Dictating and business recording equipment. In attend 
e was J. J. McKeon, director of advertising and sales promotion 
"Standard Register Co., Dayton, Ohio—C jisplay were the Automatic 
ne Finder and the Dual-Feed typewriters and bookkeeping machine 
Als hown was the new continuous tabulating card punch. Be Sarrott 
nanage f market development. was in charae 
TelAutograph —— , New York 23, N. Y.—TelAutograph Instan-Form 
Telescribers were featured at this exhibit with Vice-president Roy J. Keller 
attending the t +} 


Thomas Mechanical Collator Corp., New York 7, N. Y¥.—Products on dis 
play here were Fingertip gathering trays, 5 and 8-bin portable table models 
floor models in 5, 8, 10, 16 and 32-bin types and the electric powered 


sathermati In charge of the booth was George W. O 

Tiffany Stand Company, Poplar Bluff, Mo.—Tiffany's fu e of portable 
teel business machine stands including the especially designed models for 
srtain types of calculating and bookkeeping machines were displayed. The 
k th was ir harge f Arnold E. Wolf, sales manager 

The Todd Co., Rochester, N. Y¥.—Included at this exhibit were the Todd 
Bank Balance ¢ t er, the Todd Form-Master and the portable electric 

tectograph check signer. Harold E. Miller, sales promotion and adver- 


} manager, was in charge of the booth 


Underwood Corporation, New York 16, N. Y.—Exhibited were electric and 

synual typewriters accounting and adding machine electr writing 

schines, Samas, and equipment featuring tabulators, punched cards and 
sorting equipment. Attending was A. J. Moynihan 

Victor Adding Machine Co., Chicago 18, I!!.—Displayed were the firm's 
sdding machines. Boston branch manager, Henry Politzer, directe 

Wheeldex Sales Company, New York, " Y.—Shown were Wheeldex and 
Simplafind card files. Attending the booth was J. K. Davis 

Weed Office Furniture Institute, Washington 1, 0. C.—Here, the model 


center f the nstitute's certified office planning service was effectively 
lisplayed and demonstrated. Institute literature was als svailable. The 
ntire space f 2700 sauare feet represented a display f r Tw window 
we sed and |6 institute members exhibited their product Howard 
tew | secretary snd Robert Spelmar assistant ecretary were if 


Yawman and Erbe Manufacturing Co., Rochester, N. Y.—On exhibit were 
the Stylemaster Executive suite, the Style Master Associate and Departmental 
es, "Y and E" Empire filing cabinets, Sort-o-Mat, ledger grays, glass- 





vered systems display units and visible cabinets. A complete line of 
Y and E” systems supplies was available for inspection. Shown for the 
first time were a nber of new items including the No. 4986.1 OTA desk 


ynd the N 49424 executive file. E. W. Murphy, manager of the supplies 


Jivision, was harge of the impressive display assisted by C. W. Ward, 
sales engineer: A. N. Hartshorn, advertising manager; T. M. Hargen, 
jistrict manage R. F. Collett, manager f the Boston branch, and 
E. L. Murphy, J. G. Colbert and G. E. Waring of the Boston office. 





Open Corpus Christi Firm 

The Spencer Office Supply Company has been 
opened at 414 Mesquite St. by Garland and Lillian 
Spencer.—JHR 
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You'ne going to be interested... 


Your customers are going 


to be even more interested! 


Check this magazine next month 
for an announcement of interest 
to all dealers in the office ap- 
pliance field. Here’s the name to 


look for 





WOLBER DUPLICATOR & SUPPLY CO. 


1203 CORTLAND ST. CHICAGO 14, ILLINOIS 
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/—— Planned Installations - - - 


N made with Security 






Planned installations—right at the design stage, while the office 
building is still on the drawing board—can be made with 
Security’s CRESTLINE. 


loday’s office management—the men who make the “yes” and “no 





decisions—want and demand office furniture that is rugged, efficient 
and attractive. They welcome the job-designed efficiency that 
CRESTLINE Steel Office Furniture offers. 
It is this recognition that makes possible increased installation 
profits through original office planning. And, because Security is 


your business, you can make the most of it! 


CREATORS OF (otek LINE FOR THE BEST PLANNED OFFICES OF COURSE 
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NSOEA District 10 Meeting 


1 page 52) 


Continued fron 


Transportation he referred to as one of the greatest 
industries of all time; without it our economy could 
not endure. He surprised some by his statement that 
this country had 750 operating railroads. He told how 
development in the West followed the railroads and 


said that the Rio Grande still served practically all 
the producing mines in Colorado and Utah. At one 
time, he said, the mines supplied 85% of his company’s 
freight traffic 

Speakin; improvements in equipment and serv- 
ice, he told of freight schedules from Ogden to Pueblo 


Denver faster than passenger schedules of only 
10 years a Some of the railroad problems were in- 
dicated in figures on volume, income and costs. In 
years the road acquired a 38% increase in ton- 
a gross operating income much greater 
ating expense increase 15% greater than 
revenue. Formerly, he said, most traffic 
his own line, that situation 


and 


recent 


nage Carrl 

offset by opel 
the increase in 
hauled originated on 








Pictured at Out West Store... 


t Out West H. F. (Bud) Monnick, Ennis Tag & Sales 
Book C M. H. Rife, Wabash Filing Supplies, Inc.; Ray Kelly, 
Denver, Col.; W. M. Bachmann, Art Metal 


lliam Steck,» V ming Typewriter & Equipment Co., Cheyenne, 
Wy Jack Wentworth, Wentworth Co., Albuquerque, N. Mex.; 
Theron G. Fiske, Wyoming Typewriter & Equipment Co.; Warren 
bean be Stationery Co., Roswell, N. Mex.; Donald Stan- 
Wyor y Typewriter & Equipment Co.; Elbert L. Filer, O’Brien 
: Pueblo, Col.; H. E. Babcock, Roswell Typewriter 
Roswe N. Mex.; Jerry Dubusky, General Fireproofing Co.; 
F ‘obean Stationery Co. 
Buckw r, National Blank Book Co.; 
rnic M in Coulter, Seal Office Supplies, Inc., Denver, 
Herb Riley it West Ptg. & Staty. Co.; Walter Kane, Na- 
1] mk Book C Joseph A. Gibas, Utility Office Supply Co., 
nver el McWilliams, Globe-Wernicke Co. 
R. Adding iemonstrating Art Metal file to Bill Goff, Madison, 


Elmer Rahe, Globe 


Ww im M n model office. 
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Leather Goods Catalog 


Yes — that’s right... the DOPP-BILT 24-PAGE 

CATALOG IS AT YOUR SERVICE. Efficient, easy-to-see 

on your counter— convenient for sales presentation. 
Punch-packed, this powerful sales approach tells 

a real selling story. Gives the complete information 

about the DOPP-BILT National Advertising program. Explains 
the DOPP-BILT policies —all based on solid, satisfaction guar- 


anteed principles — helps build prestige for your store! 


“ 
Pictured and described in this catalog you will find a <> 
line of fine cases and other leather goods items to : 
meet your every selling need. They’re wanted by your 


customers — businessmen... professional men...and students! 


~ No effort has been spared to assure you the greatest 
presentation convenience — at prices that give 
greatest value to your customers — full profits 
to you. Send for your copy of the DOPP-BILT 
four-color catalog TODAY. 





Nationally Advertised 


Charles Doppelt & Co., Inc. 


2024 S. WABASH AVE.+ CHICAGO 16, ILL. 


New York — 389 Fifth Ave. + Telephone MUrrayhill 3-5777 
Los Angeles — 712 Olive St. + Merchandise Mart Building 


Showrooms: 
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lf you're looking for comfort dramatic styling 
. eye-appealing tailoring superb quality and 
the finest craftsmanship . . . there's no doubt about it, 
you'll find them all in this No. 1742F JOHNSON 
CHAIR. It’s your best posture chair . with that 
famous 4-way custom-fit adjustments, foam rubber 
cushions and arm rest, spring filled back, gros point 
and genuine leather upholstering, plastic scuff plates. 
All these fine features . . . at the /owest price! 


Learn how this popular number can mean 
lots of easy sales for you! Write for the 
big new JOHNSON CHAIR catalog today. 


JOHNSON CHAIR COMPANY 


4401 W. North Avenve Chicago 39, Illinois 
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changing as volume of transcontinental freight origi- 
nating on other lines increases. In a question and 
answer period questions of routing and crating were 
discussed. 

William Mason, Jr., president of the Out West Print- 
ing & Stationery Company, was luncheon speaker prior 
to a visit to his company’s remodeled quarters de- 
scribed in the January number of OFFICE APPLIANCES. 
First, he related briefly the historical background. 
He told how the late General William J. Palmer and 
others laid out the town site of Colorado Springs in 
1871. The general erected a two-story building in 1872, 
equipped it with printing machinery and the Out West 
company was born. In 1891 a four-story brick building 
was erected to house the printing plant and newspaper. 
Five years later, the paper was sold. In 1898 a one 
story building adjoining the printing plant was opened 
as a store for office supplies and business equipment. 
The business flourished and in time the need for ad- 





More Photos from Out West Firm... 


1. Charles A. Butler, Butler Stationery Co., LaJunta, Col.; Clell Short, 

New Mexico School Supply Co., Albuquerque, N. Mex.; Maybelle 
Cole, caterer. In background, Mrs. Velva Kahler and one other 
Out West employee. 
Spencer Scribner, Rocky Mountain Bank Note Co., Pueblo, Col.; 
Clell Short, New Mexico School Supply Co., Albuquerque, N. Mex.; 
Charles A. Butler, Butler Staty. Co., LaJunta, Col.; L. W. Oswald, 
Clovis Printing Co., Clovis, N. Mex.; Elmer Pearce, Rocky Moun- 
tain Bank Note Co.; Joe Perry, Butler Paper Co. 

3. L. R. Addington, Art Metal Construction Co.; Harold Richardson, 
Richardson Office Supply Co., Grand Junction, Col.; William Ma- 
son, Jr., Out West Ptg. & Staty. Co., Colorado Springs, Col.; Elmer 
Pearce, Rocky Mountain Bank Note Co., Pueblo, Col. Picture taken 
in corner of model office. 

4. Store view from balcony. 
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is a Contiguous* one. The Empire 4800 Series 
brings You in contact with contemporary 
design and an efficiency-quotient most 
pertinent to Today’s Office Requirements. 
End to end with the accessory units, or used 
singly, these Desks will serve purposefully 
' ... for many tomorrow’s to come... with no 

interval in their satisfactory performance- 


backed durability and quality. 


— *Contiguous: in contact; end- a 
nll to-end; pertinent; 1 
“ with no interval. 


THE mp mM STORY 
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90 3 met standard untess a Manufactured Sy) mam by the Standard Furniture Company, Herkimer, N. Y 
A> ; 4 SA 
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Here is your 
opportunity to 
cash in! 











Every day new enthusiastic 
dealers are accepting the 
REGNA Cash Register — revolu- 


tionary in design, beautiful in ap- 


pearance, easy and fast to sell! 


Smart Styling - ' Seepertor Construction 





The REGNA handles all retail transactions: cash sales—paid 
outs—charge sales—no sales—received on account, and it 


gives a printed, double cash receipt. 


If you are not a REGNA dealer, you can become one—write 


for illustrated brochure and further information, to 





REGNA CASH REGISTERS, INC. 


175 FIFTH AVE., NEW YORK 10, N. Y. 
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evident. Plans were started before 
restrictions on building delayed 
the latter part of 1951 when the 


ditional space was 
World War II but 
construction until 
excavation started 

The new plant was erected the following year with- 
out disturbing operation in the old although both oc- 
cupied the one site. The new was built around the 


ff the details of the new store given 
the request of Governor Pearce follow 
report. 
opened with talks by Mr. Spelman 
and Mr. Rahe after which dealers and travelers met 
separately. The dealers had a panel composed of W. 
R. Cobean of Cobean Stationery Company, Roswell, 


completed. Som« 
by Mr. Mason at 
this convention 

The second day 


N. M.; Harold Richardson, Richardson Office Supplies 
Company, Grand Junction, Colo.; Lloyd G. Nelson, 
Nelson Office Supply Company, Greeley, Colo., and 


Harvey Hawort Weber Office Supplies, Ogden, Utah. 
The panel endeavored to answer questions pertaining 
to transportation, and damage in transit, both of which 
were considered earlier following the address of Mr. 
Burnaugh; matters of credit, stock control and 
reasonable inventory. 

The Travelers went through various matters of rou- 
tine. They voted a special resolution in honor of the 
late Herbert Johnson whom they referred to as having 
been one of the greatest friends of the travelers in the 
district. Glen Barclay of Kistler’s submitted his res- 
ignation as secretary-treasurer, an office he had held 
for six years. In the subsequent election he agreed to 
continue as treasurer 

With Glen « of the room, it was agreed to present 
him with some suitable token of appreciation for his 
activities on behalf of the club. The session closed 
with the annual election. Dan Koss, Eberhard-Faber 
Pencil Co., was elected president; John Stewart, mfrs. 
rep., first vice-president; Edward Robinson, Weber- 
Costello Company, second vice president; George 
Zuhlke, Dennison Manufacturing Company, secretary; 
George M. Feeley, Dennison Maufacturing Company, 
Sergeant at Arm 

Annual Banquet 

The governor presided as toastmaster at the banquet. 
Brief remarks were made by Mr. Pembroke and Mr. 
Burbank. The tter expressed his appreciation to Paul 
Buckwalter for his generous offer of assistance when 
the pressure of duties in Washington made it necessary 
for him to omit several regional meetings. Mr. Buck- 
walter substituted for Mr. Burbank as a member of 
the troupe in the four western meetings. Mr. Burbank 
awarded the NSOEA plaque to Elmer Pearce for his 
good work as governor. He paid tribute for past serv- 
ices to two former presidents of the association, L. R. 
Kendrick of Kendrick-Bellamy Company, Denver, and 
R. D. Latsch, Latsch Bros., Lincoln, Nebr. 

Mr. Pearce, taking over for closing remarks, called 
John Daughaday to the front and gave him full credit 
for the success of the convention, Mr. Daughaday being 
chairman of the convention committee. Sincere thanks 
were given to the Rocky Mountain Travelers through 
Jim Haynes, American Pencil Company, club president. 

Entertainment took various forms, including golf. 
Provided in the program were a bingo party put on by 
the Rocky Mountain travelers and a luncheon for the 
exclusive Garden of the Gods Club 
foot of the mountains and named for 
view of that famous phenomenon of 

Each one of the ladies was presented 
lapel pin. 

Broadmoor attracted dealers from out- 
District No. 10. Among those attend- 
Latsch mentioned earlier, were Jesse 

Ill.; Leonard Wilcox, Hutchinson, 


ladies at the nev 
situated at thx 
its outstanding 
natural sculpture 
with a beautiful 

As usual, the 
Side the 
ing, including M1 
Peck, Springfield 


area Ol 


Kans.; Bill Goff, Madison, Wis.; J. L. Hardisty, Salina, 
Kans.; Allan Kissack and A. W. Yarnell of Scottsbluff, 
Nebr 
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%& The “man who has everything” hasn't, until 
his office is furnished with the new 39014 
swivel and matching arm chairs. Nothing 
in the way of luxurious comfort and high- 
styled enriched design has been omitted. 


Furnished in top grain leathers only, with 
foam latex cushioning throughout. 


Write for complete details. 


we LALO CHAIR COMPANY « Bedford, Ohie 
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With the 
automatic, 


Patents 
Applied For 





only 


105°" 


F.O.B. Factory 
opens 200 to plus excise tax. 
300 Letters saltain ban 


subject to change 
without notice.) 


per minute 


built right — priced right 


for thousands of small and 
medium-sized businesses 


NOTHING ELSE LIKE IT! Opens letters 30 times faster than 
by hand! Gets the whole office staff into high gear 
—fast. Designed to handle from 100 to 200 up to 
2000 letters per day. Small, compact — readily 
used on any desk or table. “Scottie” weighs only 
9 pounds,—it’s easy to carry from desk to desk, 
can be put in any convenient corner when not in 
use. Opens all sizes of envelopes,—no clipped 
corners or damaged mail. Takes a clean slice off 
tops of envelopes, with adjustment from 0 to Y%” 
for width of trim. 


OPENS A HUGH NEW MARKET — The Scottie Letter Opener 
does a lot more than open mail — it opens the huge 
market of middle-sized offices where the time it 
saves makes it very profitable. It is needed by 
banks, stores, wholesale houses, insurance offices, 
mail order businesses, factories and dozens of other 
lines. 


OPENS A RARE SALES OPPORTUNITY — Reports from es- 
tablished Scottie sales representatives are excellent. 
Thousands of smaller businesses offer a practically 
untouched market for this speedy, low cost machine. 
If you are experienced on specialty equipment sales 
—look into the Scottie for steady, future re 


| 
ARNOLD MAC KENZIE, Inc. 


i 
3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 


SEND ME THE DOPE ON SCOTTIE : 


RNOLD MacKENZIE, INC. 
3135 Overlook Drive, Minneapolis 20, Minn. 
I <apartnees in sales of specialty office equipment. 
informa ion on Scottie Letter Opener. My territory is 











Send full 
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Some Data About the 
New Out West Store 


Excerpts from Address at Annual Meeting of NSOEA 
District No. 10 By Wm. Mason, Jr., Out West Printing 
& Stationery Company, Colorado Springs, Colo. 


mg GOVERNOR PEARCE has suggested that I explain 
briefly some of the features of our building. We wel- 
come you and we want you to feel perfectly at home 
with us. Whether you Know this or not, every one of 
you has contributed a part in the planning and ar- 
rangement of our new store by your support and 
leadership of our National Stationery & Office Equip- 
ment Association, for it is only through such associa- 
tions that individual dealers gain the wider experience 
and knowledge so essential in serving present day 
business. 


Modern Features 


Many of you have already visited our new store 
building, but let me describe briefly some of its fea- 
tures. Its design is modern. The towering “open front” 
of this two-story structure gives an unobstructed view 
of the main floor and a partial view of the mezzanine 
and second floors. As you step through the doorways 
of the glass-fronted building, the entire layout strikes 
the eye with completely modern design from cool 
green walls to the special cove-lighted shelves and 
show cases. All lights are built flush into the acous- 
tical ceiling which, in the main store, is about 
18 feet from the floor. Both incandescent and fluo- 
rescent fixtures have been used and are controlled 
through office panels on each floor and master con- 
trols in the basement. The flooring with dark green 
asphalt tile carries out the general color scheme. 
Show cases and display counter units are all designed 
for our merchandise. The Columbus Show Case Com- 
pany supplied all new show cases, while the American 
Fixture Company made up the shelving and special 
display counters. 

Our center fountain pen case was patterned after 
the Parker “Show King” case but with two levels of 
open stock display. Other cases accommodate desk 
sets and special pen and pencil sets, and close by is a 
complete display of ink for all makes of fountain pens. 

While the building is of steel beam construction 
and materials are designed to offer the maximum in 
fire protection, five spots on the main floor have 
“safety openings.” In case of a basement fire, spray 
nozzles can be put through these openings and the 
entire basement covered with water in short order. 
On each level of the new store, we have fire door con- 
nections to the older building 


Hidden Shelves 

A worthwhile feature of our new store is the “hidden 
shelves” area on the main floor which practically du- 
plicates the merchandise on open shelves. On this 
same floor the cashier’s cage, city order desk, informa- 
tion counter, store offices, order department, delivery 
room and rest rooms are conveniently placed. 

At the rear of our store is an eight-foot wide dock 
for loading and unloading of merchandise. This dock 
is set back from a private alley some 20 feet, to allow 
trucks room to unload without blocking the alleyway, 
and at one end of the dock is an all steel “chute” 
for handling shipments of merchandise into the base- 
ment receiving room. 

For the comfort of the customers and the employees, 
the main floor, second floor and mezzanine have been 
completely air-conditioned. 

On the mezzanine floor, which has a balcony over- 
looking the main floor, model offices have been fur- 
nished in wood and steel for exhibition purposes. Part 
of the balcony space provides desk room for outside 
salesmen and the telephone operator, with switchboard 
1953 
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“Our Clary dealership gives 


us anew feeling of security 


says WILLIAM H. CLUSE 


BINGHAMTON, N.Y 


es 
O,; all the companies we do business with, I feel 
Clary tops them all for lifetime security. 


s 


First of all, there’s Clary’s long-standing reputation as 
a good dealer company. Clary gives you a more generous 
profit deal than any I know of in the business machine 


industry. 
“Take my own case, for instance. Clary has helped me 
more than double my income since I took on my Clary 


Dealership. Do you see what I mean by security? 





“Now, naturally, this only pays off for the dealer if 
the product is right, if it’s a good moving item. . . if it 
helps sustain good relations for me. Well, let me tell 
you about Clary on that score. 


“First, the Clary is certainly the handsomest add- 
ing machine on the market—as you can see by looking 
at the picture. And prospects take to Clary’s beauty 
right away. 

“Next, Clary’s engineering and design is brand 
new, right from the desk up. It has rotary printing— 
a revolutionary new mechanism that far outdistances 
old-fashioned, back-and-forth designs. 


“Third, the Clary electric is the fastest adding 
machine in the world — 188 entries a minute. It’s 
the only honest-to-goodness all-electric machine on 


the market. 
CLARY Multiplier Corporation, Dept. (OA-73) he 


San Gabriel, California 


“These and many other features make Clary easy 
Please send me immediately full information about 
ny advantages of a Clary Dealership. 


to demonstrate and easier to sell. 

“Frankly, if you’re a business machine dealer, 
you'd be doing yourself a favor by filling out the cou- 
pon and finding out whether you're eligible for a Clary 


Cit ( ) State 


a NT ERY SE Ah ee J Dealership. You will be a lot better off if you do!” 
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R-B MIMEO PAPERS 









“Customer-Keeping” 
Merchandise 


Mimeo and 
Duplicator Papers 


Satisfied customers come back again and 
again. And’the best way to insure satis- 
faction is with top quality merchandise 


as represented by the Rockwell-Barnes 
line of mimeograph and duplicator papers. 


The R-B line, which again includes 
“‘Bonwove” mimeo paper, offers an as- 
sortment of weights, colors and textures 
for all types of machines. With the R-B 
line, you get more business because your 
customers get more satisfaction. 


Like every product bearing an R-B 
watermark or label, the quality offered by 
the Rockwell-Barnes line of mimeo and 
duplicator papers is backed by 50 years 
of experience as “specialists to the sta- 
tioner.’’ That’s a reputation you and your 
customers can depend on. 





Colors and weights in 
wide variety, and in 
any required size. 
Samples submitted 


promptiy on ewes =, sROCKWELL-BARNES COMPANY 


to interested dealers. 


Specialists to the Stationer since 1903 
oo EAST WACKER DRIVE ° CHICAGO Zs ILLINOIS 
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connecting all departments in both of our buildings. 


The accounting department also is conveniently and 
completely quartered on the mezzanine floor. The 
latest models of Burroughs accounting machines keep 
this department working smoothly. 

A kitchenette, complete with refrigerator, provides 
a pleasant room for those employees who bring their 


lunches 

Because our furniture display is largely confined to 
the second floor level, the installation of an elevator 
was essential. An Otis automatic elevator, with freight 


capacity of 4000 pounds yet attractively finished for 
customer use, gives us complete service from basement 
to second floor. Near the elevator entrance on the 
main floor is an electric drinking fountain which cools 
our city water to the original “Pikes Peak” tempera- 
ture 


Furniture Display 
The furniture department on the second floor is 
arranged for both display and storage space. The ceil- 
ing of the display room allows for special lighting 
effects to simulate the height of an average office, as 
well as providing higher ceiling area for general dis- 
play of miscellaneous items. Indirect cove lighting 
and the north light provided by the panelled glass 
front of our building add much to the “eye appeal” 
of this furniture department. 
Duplicating, folding and adding machines are shown 


in the adjoining room. Two larger storage rooms on 
this floor give space for reserve stocks of desks, files, 
tables, stands, chairs, and so forth, and a repair de- 
partment space is conveniently arranged where minor 


repairs may be made to furniture and machines. 
Mention has been made of our receiving and load- 
ing dock and the chute delivery of merchandise to our 


receiving room in the basement. This method of re- 
ceiving goods is very satisfactory—saves time and 
work. Goods are better handled and practically no 


damage is incurred in the unloading process. The re- 
ceiving room is spacious enough to allow goods to be 
stacked, checked and marked without confusion. Bins 
for open stock are well-lighted and of proper dimen- 
sions to house our merchandise without loss of space 
and the alcove arrangement of these open stock bins 


allows for good stock control. Wide aisles give ready 
access by truck to the more than 200 bins. In the 
center portion of the basement, the platforms are 


arranged double-deck and are built to hold goods in 
original cartons, such as filing folders, mimeograph 


paper, ink and adhesives, and so forth. 
Utility Rooms 
rhree utility rooms occupy the east side of the base- 
ment; one for the window trimmer, another for tem- 


porary storage of seasonable merchandise and the 
third for the storage of our own office and accounting 
forms. Besides these special features in the basement, 
two additional rooms approximately 24 feet by 24 feet 
occupy the front part and are used to store equipment 


which is being held for special orders and for later 
delivery when customers request same. 
The heating plant consists of an American gas-fired 


boiler, low pressure type, two to four pounds, com- 
pletely automatic with button controls. For store room 


spaces and basement, steam radiation is used, while 
for the air nditioning, a special steam line goes to 
the penthouse on the roof where necessary fans, heat- 
ing units, air filters, water spray unit cleans, washes, 


heats and generally conditions the air used in all sell- 


ing and office reas 





Philadelphia NOFA Chapter Meets 
The Philadelphia Chapter of NOFA held its monthly 


meeting at the Alpha Club, Monday, May 11. Some of 
the topics discussed were the Cleveland convention, 
the June 24 lfing outing, a new meeting place and 
publicity for the chapter. 
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Desks that have won 
acceptance and 
are backed with 


effective advertising and 


powerful selling helps 





ft 


This is the | | that 


you can take advantage of 


May we pass this idea along to you—that 
sales come faster and easier when you stock, 
display and promote Indiana Desks! 


Wood office furniture prospects are “‘presold”’ 
on the ID line before they come into your store. 
They are first sold by friends and acquaintances 
who are well-satisfied with their experiences 
with Indiana Desks. 


They are resold by national advertising in top 
business publications. 


The final step remains for you to sell them on 
buying Indiana Desks from you! Stock, display 
and promote the ID line—and you'll profit! 


If you are not on the ID bandwagon, drop us 
a line. We'll be glad to explain our deal to you. 


— 
IAN Porn 
ESK CO. 


JASPER, INDIANA 
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aluminum 
chairs 


Are You In The Market 


for a productive and lucrative chair line? Are you in 
the market for a chair line on which you and your cus- 
tomers can depend—one which you can sell with confi- 
dence? 


If the answer to the above questions is yes, we suggest 
that you investigate the possibility of FINE-REST Chairs. 
Why not drop us a line so that we can discuss the avail- 
ability of a FINE-REST franchise in your area? Such an 
inquiry might well lead to a mutually beneficial relation- 


ship. 
















17 $8. CHERRY STREET = RON 8,OHIO 


ALUMINUM SEATING f gioialion 





Dishibular AETNA SAFE wee 46-50 W. 29th St, N. Y. 

METROPOLITAN N. Y. & EXPORT DISTRIBUTOR 

SAPE & EQUIPMENT WHOLESALERS, 260 S&S. FIFTH ST., PHILADELPHIA 6, PA. 
EASTERN PA. DISTRIBUTOR 
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NSOEA District 11 Meeting 


(Continued from page 54) 

in the United States. He expressed the belief that 
times will soon be tougher for salesmen, but not neces- 
sarily easier for purchasing agents. Buyers and sellers 
are both involved in the private enterprise system, 
a system that is on trial. Salesmen and purchasing 
agents can do much to bring about a favorable decision. 

The other address of the morning was the previously 
reported talk, “There’s a System,” by NSOEA Trouper 
Elmer Rahe, Globe-Wernicke Company. 

Next on the agenda were committee reports and 
election of officers. Then came the annual skit 
presented by the Oregon Trail Travelers Club. It 
consisted of a two-act sketch wherein some veteran 
travelers gave what they believed was a bum lead toa 
new member. The vets enjoyed themselves until the 





Pictured at the G-F Breakfast... 
Seated: Mrs. Sam Colton, Medford, Ore.; Mrs. Herb Peterson, 
Seattle; Mrs. George Abelset, Tacoma, Wash.; Mrs. Eugene Von- 
Dieck, Great Falls, Mont. Standing: Sam Colton, Office Staty. & 
Supply Co., Medford, Ore.; R. M. Church, Church & Nelson, Wenat- 
chee, Wash.; George Abelset, Tacoma Office Supply Co., Tacoma, 
Wash.; Eugene VonDieck, Dundas Office Supply Co., Great Falls, 


2. Seated: Herb Peterson, General Fireproofing Co., host at the break- 
fast; Mrs. Clarence Larkin, Portland, Ore.; Mrs. William Leeper, 
Salem, Ore.; Mrs. E. F. Pessemier. Standing: Ken Fowlds, Jack 
Fowlds, both Everett Book & Staty. Co., Everett, Wash.; William 
Leeper, Commercial Book Store, Salem, Ore.; Win Mcllvaine, General 
Fireproofing Co. 

3. Seated: Bob Frier, Pacific Stationer, San Francisco, Calif.; Mrs 
Harry Anderson; Mrs. William Pessemier; John Boden, James D 
Headley Co., Seattle, Wash. Standing: John Graef, Western Busi 
ness Systems, Spokane, Wash.; G. N. Canalli, James D. Headley 
both James D. Headley Co., Seattle, Wash., Herb Peterson, Mount 
Vernon, Wash 


poor credit risk was suddenly granted a $50,000 bank 
loan so that the new salesman’s orders all became 
valid. As usual, the presentation was hilarious and 
much enjoyed by the audience 

Immediately following luncheon Chet Williams pre- 
sided at a “Sales Institute” addressed by President 
Pembroke; George Carlson, executive director, Re- 
publican State Central Committee of Washington, 
and Stanley Griebel, Yawman and Erbe Manufacturing 
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PEERLESS 


CARD RECORD DESKS 


DESIGNED... 





to make Your Selling Job Easier 


The many features built into Peerless Card Record Desks 
make posting and filing an easier and more efficient operation. 
The sturdy, rigid construction assures long life and a firm 
working surface, in both the single and double types. Draw- 
ers, mounted on progressive roller suspensions, open and close 
at a touch, even when filled. There are no annoying jammed 
or sagging drawers to waste time. The tough linoleum tops on 
the posting desks provide a smooth, pleasant working area. 


Peerless Card Record Desks are standard counter height. 
Cabinets can be of six drawers with trays for 3 x 5 or 4x 6 
cards or five drawers with trays for 3 x 5,4.x 6 or 5 x 8 cards. 
Trays are easily removed for convenience. 

Single cabinet desks can be supplied with pedestal on either 
right or left. 

The attractive and durable baked-on enamel finishes, com- 
bined with the satin-aluminum hardware give distinctive 
beauty that enhances the appearance of any office. 

Cash-in on the wide need for equipment of this type... 
recommend and sell “*Peerless’’. 


Write for dealer’s proposition covering the entire line of 
Peerless ““Grade-A”’ Filing Equipment. 


6604 Hasbrook Avenue, Philadelphia 11, Pa. 
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CARD 
TRAYS.. 







... for use 
with CARD 
RECORD DESKS 


These illustrations show a Cross Filing Tray 


and a typical drawer with trays in position. 


Trays are husky and long-lasting. 












PEERLESS steet EquipMENT Co. 


New York Chicago Dallas Los Angeles 
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METAL-LUX LINE 







America’s de luxe metal chair line now gives you 
more fo sell with these outstanding new numbers. 
They live up to MILWAUKEE'S reputation for creating 
that “selling look,” and, of course, they embody 
all of MILWAUKEE'S superior comfort and construction 
features. Your metal chair sales will show a 
definite boost when you stock 
and display these all-new, 


user-appecling numbers... 





* 
“The complete MILWAUKEE 
Be ; . METAL-LUX line is o solid 
selling success. If you haven't yet 
shared in METAL-LUX profits, 
‘get the full details today. 





Write for complete descriptive literature 


MILWAUKEE METAL FURNITURE COMPANY 
120 S. La Salle Street, Chicago 3, Illinois 
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ier the title, “Management and Man- 
Pembroke defined management as people 
eadership, ingenuity and efficiency, and 
manpowe! people who work under the direction 
of management. He described the office equipment 
and supply market, referred to some deterrent factors, 


Company 
power, M1 
providing 


and then pointed out that a salesman usually gets 
about 10% of a sales dollar, while management’s share 
is only about 3%. The speaker’s concluding comments 
concerned sales training and practice. 


Mr. Carlson’s presentation was a humorous address 
called, “Man’s Greatest Enemy,” which turned out to 
be perfume, used so effectively by the “deadlier” sex. 

Contrary the belief that the business honeymoon 
is about over, Mr. Griebel thinks that it can be just 
starting. Consequently he titled his talk, “Get Ready 
for the Honeymoon.” For genuine salesmen he believes 
that the honeymoon is in the near future; for order 
takers, it over. According to Mr. Griebel, if you 
have product knowledge, sales training and an attitude 
of service, you are ready for the honeymoon. He rec- 
ommended weekly sales meetings, study of NSOEA 
manuals, planning each day’s work and planning each 


eall. The sales honeymoon is available to those who 
are prepared ior it. 

With Gov. Lew Hilton as toastmaster, the annual 
banquet got under way at 7:30 Friday evening. Island 
orchid leis were given to the ladies and everybody 
enjoyed, or tried to enjoy, the all-Hawaiian dinner. 


iction of head table folk, Pres. Adrian 
briefly. Mr. Hilton introduced past 
then expressed appreciation to the 

members for their contributions to the 
h was given a miniature totem pole as 
a mement the Seattle meeting. 

Following announcement of golf winners by Bill 
Jesmer, B. & M. Supply Company, Seattle, tournament 
chairman, L. R. Addington presented a NSOEA plaque 
of appreciation to Lew Hilton. 

Bob Strawn took over as the new governor and 
announced that the 1954 convention will be held in 
Sun Valley, Idaho, May 27 and 28. A rousing round 
of applaus« r Lew Hilton and all who had assisted 
in making the convention a success concluded the 
formal program at the banquet. As usual, dancing 
followed for young, and the young in heart. 


After introd 
Pembroke spoke 
governors 

NSOEA Troup 
program. Ea 





Houston Firm Expands 


John K. St whose firm, the Atlas Office Supply 
Company, recently moved into a new $60,000 building 
1502 Che vert St., Houston, Texas, presents a 


f the “American Way of Life.” 
irs ago Mr. Stone decided that he wanted 
iness for himself. He didn’t have enough 
1 store and stock it—or enough influ- 
bank to do it for him—but that didn’t 
stop him. He rented a furnished room for $5.00 a 
month in which he could keep a small stock of mer- 
chandise. Then he put some samples in a brief-case 
and illing on business friends and acquaint- 
unces. Before the 


good examples 
Thirteen ye 

to go into Du 

money t 


ence Lo vet 


year was out, he was able to rent 
a small offic: the Zindler Building, a better location. 


Three ye ater, in 1943, he opened his first real 
‘ffice supply store, at 1717 McKinney Ave. The follow- 
ing year, realizing that office supplies and printing 
are “business twins,” he added a printing department. 


Today he can sit in a fine, air-conditioned office 


ith no need making outside calls. His salesmen 
make them for him—but they all know the boss can 
do it too, if it becomes necessary. This knowledge keeps 
them on their toes 

Mr. Stone rmula for success is a simple one. “The 
lifference he says, “is the satisfied customer. They 


Keep a bu progressive and growing. Dissatisfied 


iet stand still, or, if there are too many 
f{ them, contribute to its downfall.”—-JHR 


— = 
Cusvomers 
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PARKER’S SPARKLERS! 


Price + Quality = 
VALUE GEMS in 
STEEL OFFICE 
EQUIPMENT 


STEEL 
TRANSFER FILES 
FOR YOUR FILING NEEDS 


THESE STURDY 
STEEL 
TRANSFER 
FILES CAN BE 
STACKED 
TO ANY 
DESIRABLE 
HEIGHT 


ALSO STORAGE @« WARDROBE and COMBINATION 
CABINETS e COUNTER HIGH and DESK HIGH 
CABINETS e¢ SECTIONAL BOOKCASES 


Made of heavy Gauge Steel . . . Electrically welded 
construction and completely reinforced throughout . . 
Baked-on enamel finish in Green or Grey. 


Write for Catalog and NEW price list 


PARKER STEEL PRODUCTS INC. 


56 COLUMBIA STREET + BROOKLYN 2, NEW YORK 
—— 2 TTL 





STEEL 
BOOKCASE 


The Bookcase is of 
standard size with disap- 
pearing glass front panel 
for clear visibility. Avail- 
able in three different 
sectional sizes: 


H Ww D 


12" x 35%" x 11%" 
15" x 3594" x HA" 
18” x 35%" x ii” 





LEGAL AND LETTER SIZE 
SPECIAL SIZES MADE 
ON REQUEST 
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MODEL 
U-22 









He can 
afford to turn 
HIS back to 
the audience 


The Most 
Popular Stenographic Posture Chair 


EVER Made 


often imitated—but never equalled 


Send for new brochure illustrating 
4 and describing Model U-22 and 
other chairs in this series. 


Cramer POSTURE CHAIR CO., Inc. 


1205 CHARLOTTE — KANSAS CITY 6, MO. 








PACKED 

WITH MANY 
FAMOUS Cramer 
FEATURES PLUS 
BRAND NEW 
INNOVATIONS 
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NSOEA District 7 Meeting 


(Continued from page 56) 


ernors were L. E. Swartz, Swartz Office Equipment 
Company, Rhinelander, Wis.; Dick Gaffaney, Gaffa- 
ney’s Minot Stationery Company, Minot; N. D.; D. L. 
Ransom, Educator Supply Company, Mitchell,, S. D.; 
Walter Hubbs, Thomas & Grayston Company, Minne- 





1. C. B. Horr, Associated Stationers Supply Co.; Adrian Pembroke, 
Pembroke Co., Salt Lake City, Utah, NSOEA president; Roy Clarke, 
F. S. Webster Co. 

2. Ralph Maish, Dennison Mfg. Co.; Mrs. Adrian Pembroke, Salt 
Lake City, Utah; Bob Pembroke; Glenn Chambers, Weis Mfg. Co. 

3. Owen Doss, Associated Stationers Supply Co.; Bob Brown, Koch 
Brothers, DesMoines, Ia.; Roy Melind, Louis Melind Co.; Neilan 
W. Short, mfrs. rep.; Earl Collins, Rockwell-Barnes Co. 

4. Harry Horder, Horder’s, Inc., Chicago, Ill; Carl Schutz, Eagle 
Pencil Co.; L. W. Hamm, The Pierce Co., Fargo, N. D 

5. Roy Edgren, Corry-Jamestown Mfg. Corp.; Al Nordstrom, Smead 
Mfg. Co.; R. W. Vater, Jos. Dixon Crucible Co. 

6. G. W. Paardekooper and Robert Brown, both Koch Brothers, Des- 
Moines, Ia.; Ed Friedmann, LePage’s Glue Co.; Frank Zeller, Des- 
Moines Staty. Co., DesMoines, Ia. 


apolis, Minn.; William Anderson, Des Moines Stationery 
Company, Des Moines, Ia. 

Two other officers elected were Howard Schaub, 
Schaub Office Supply Company, Minneapolis, secretary, 
and Robert Davies, Miller-Davis Company, Minne- 
apolis, treasurer. 

The dates selected for next year’s convention are 
May 13 and 14. It is expected that Des Moines will 
be the host city. 

At the opening luncheon on Monday, Governor 
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ALMA 900 DEBONAIR 









bu can Profit from the Period Style 
that Wise Economy made Popuila IF | 


It's little wonder that the ALMA 900 
Debonair enjoys a comfortable place 





Ti miemiilcla 48 


Styled in the richness of period design 
. built for quiet, enduring efficiency 
. at a down-to-earth price, the Deb- 
onair offers Wise Economy that’s hard 


Alma 


to pass. 





if you want to boost your profits and 
provide your customers with greater 
period value, the ALMA Debonair will 
be a favorite of yours ... and theirs. 
Write today for details. 























In every field of endeavor 





there is one outstanding name 


Ln protection tts 


A name that can make money for you! 


JusT FOR A MOMENT, imagine yourself a York Dealer. 





A dealer for the famous York line of Safes, Chests and insulated Vault 


Doors enjoying a reputation for quality unsurpassed in the 


protection field. 


Because of York’s long experience, York’s outstanding design, and York’s master 
craftsmanship, the name itself implies excellence to anyone seeking protection 
equipment. You, as a dealer, will make this name work for you. 

The York line is complete. It offers every model and size in safes, chests 
and insulated vault doors, all fully tested and rated by Underwriters’ Labora- 


tories and Safe Manufacturers National Association. 


You are backed up with sales promotion material, national advertising, 


publicity and direct mail. 


Can you qualify? Send the coupon in today for more information cover- 


ing your qualifications as a York Dealer. You'll be glad you 


eran nD I SR SED ER ES ND GY GD GED EES CED SERED GRID GENS CED Cay GED Gam GED CED CED CED ED 


| YORK SAFE & LOCK COMPANY, dept. 101, Canton, Ohio 























| 

i | 

I'm interested in the York line of protection equipment—put my name down for 

| 

( ) More information ( ) York Dealer Supervisor’s call. | 

I 

NAME TITLE | 

{ 

COMPANY 

| ADDRESS ; 
| 

| 

! city ZONE STATE | 
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did. 





The most famous name 
in protection 





UNDERWRITERS’ 
and S. M,N. A. label- 
ed one, two and four 
hour safes in all sizes, 





UNDERWRITERS' 
and S. M,N. A. label- 
ed chests. Both en- 
cased and nonen- 
cased in various sizes. 





UNDERWRITERS’ 


and S. M.N. A. label- 
ed file and record 
vault room doors in 4, 
1, 2,4 and 6 hour clas- 
sifications—grout and 
nongrovut installations. 
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Halverson presided and Mayor Hoyer of Minneapolis 


spoke some words of welcome. Rev. Reuben K. Young- 
dahl, pastor of the Mount Olivet Lutheran Church, 
Minneapolis, was the featured speaker. Asserting that 
the time is short in which to preserve the ideals of e 





democracy, Rev. Youngdahl challenged his listeners to 
become intellectually equipped, socially alert and spir- 
itually aware. Through faith in God, faith in man and ‘ ‘ 
faith in oneself, it is possible to make each job a Top Executives Across the Nation 
Sacrament . . 

Most of the afternoon program was devoted to the will Entertain Important Customers 
trilogy I We Believe.” The final speaker was H . 
Fred A. Miller of the National Association of Manu- with Wonderbars this Year! 


facturers. Talking on the topic, “Building a Better 
America,” Mr. Miller reviewed the progress made by 
mankind since 1900, pointing out that today over 





With the Northwest Travelers Club... 





New ex¢ tive staff: Rev. Jack Berry, chaplain; M. D. Hasty, 
mfrs. rej rrespondent; Berkley O. Ertl, American Pencil Co. 
secy.-tr« Warren Carlson, Wilson-Jones Co., retiring pres.; 
Harry Bergq t, Boorum & Pease Co., 2nd vice-pres.; Mel Sowell 
Esterbrook r ; president. Not present when picture was 


taken ins, Rockwell-Barnes Co., Ist. vice-pres. 


Registrat mmittee at rest—Seated: Mrs. Donald, Minneapolis e 

Chamber of mmerce; Jack Guntrum, Eaton Paper Corp.; Stanley SERVEL 

Griebe wman and Erbe Mfg. Co. Standing: Merrill Hasty Bo C fd) C7; 
mfrs. rey ruce Blackbourn, Blackbourn Systems, Inc.; Berkley 


? 


Ertl, Am«e m Pencil Co. 
PORTABLE, SILENT REFRIGERETTE STYLED AS SMART FURNITURE 

half the population of the world is under the rule 
of Communist Russia. The threat to the rest of the Wenderbas’s eppensance in 00 many eaeant eliees naseus 
world is real. To meet the challenge Mr. Miller the nation means that top management has given Won- 
suggested a three-point program: 1. Become acquainted derbar its enthusiastic approval! Every one of America’s 
with the facts. 2. Tell other people what the facts 80,000 top executives is now a Wonderbar prospect! 
are. 3. Visit schools for the purpose of selling the 


Wonderbar makes ice cubes .. . chills drinks and snacks! 
Perfect for entertaining business friends . . . impressing 
important customers! Takes 


American Way of Life. 
The Twin Cities Stationers Association was host 





at the “Welcome Party” on Monday night. A high up less space than a file cab- 
class floor show preceded dancing until midnight. inet. Mahogany, blond, white 
A “Wake Up and Get Acquainted” breakfast at or paint it to match office. 
8:30 Tuesday morning found most registrants up and 
ready to eat. At 9:30 the group moved to a meeting __ Wood or tubular legs, cab- 
. inet base which serves as cel- 
room and listened to the addresses of Robert Spel- larette, Wondercart and other 
man and Elmer Rahe accessories optional at a small 
Paul J. Ocken, general manager of Graphic Arts additional cost. AC or DC, 12 
Industry, lh frequently on the program at Seventh to 230 volts. 5-year warranty 
District meetings, spoke on the subject, “Manage- on silent freezing system. 
ment Problems Most of such problems stem from Contact your Servel distribu- 
labor relations and they are becoming more acute tor today! 
because of the increasing strength of labor unions. 
Many of the troubles in industry, according to Mr. 
Ocken, are caused by the ignorance, stupidity and 
laziness of business men. The speaker pointed out 
that union members pay much more to their unions 
han employers pay to their associations. Too many 
employe! ienate employees by talking poverty and nh aiittindin: Giant dive dane dined 
ving ricniy : ; REFRIGERATION and AIR CONDITIONING 
An open forum discussion followed the addresses Sanit Genk, Cinna WA Cations 
Panel members were Paul Ocken, Stanley Griebel, ‘In Conada, Serve! (Canada) Litd., 548 King St.W., Toronto, Ont. 
Yawmal i] Erbe Manufacturing Company, and 
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FINE CARBON PAPERS RIBBONS 


Typewriter, Billing, Fan- 
Fold, Pencil, Carbon For: TYPEWRITERS, 


Jackets, Register Rolls. TABULATING MA- 
HECTOGRAPH supplies | SHINES, ADDRESSO- 
GRAPHS, TIME STAMPS, 
BOOKKEEPING MA- 


Carbons, Master Units, 
Ribbons, Duplicating 
Fiuvid, Correction Pencils, CHINES and ADDING 


Hand-Cleanser Cream. MACHINES. 





We Invite Your Inquiries 


OF F —" MANUFACTURING CORP. 


Factory: Coraopolis, Pa. 
40 E. 40th St. 401 Wood St. 564 W. Monroe St. 
New York 16, N. Y. e Pittsburgh 22, Pa. ° Chicago 6, Ill. 


z ” a j . S| et i ae 
; W 
( ocko- (hall (Mablfica 
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Sterley Jerue, McClain & Hedman Company, St. Paul, 
Minn. Several subjects were aired, such as postage 
costs on mailing of small orders, dating of manufac- 
turers’ catalogs, net prices in catalogs, dealer adver- 
tising, and so forth. 

The luncheon speaker on Tuesday was Paul Chelgren, 
North American Life & Casualty Company. Mr. Chel- 
gren is convinced that almost anyone can “Think and 
Sell.” His definition of a good salesman is one who 
sells in such a way that there is value to both buyer 
and seller in the transaction. Selling, he asserted, is 
basically the process of building up value in the mind 
of the prospect. 

Three Steps 

Mr. Chelgren suggested three steps to easier selling: 
1. Deliberately and consciously reduce all of your 
sales process to a routine. 2. Do some careful thinking 
before going out to attempt to make a sale. 3. Sell 
yourself before you try to sell the proposition. 

While members of the Northwest Travelers Club 
were holding their annual meeting in the Hennepin 
Room, the dealers’ session was continued in the Min- 
nesota Terrace. The first speaker was Ralph Maish, 
who gave his standard address, “A Traveler Talks to 
Dealers.” Next, Harry G. Castello, Jr., Faricy, Burger, 
Moore & Costello, St. Paul, Minn., gave an interesting 
presentation on “Preventive Law.” The last address 
was by Harry Horder, Horder’s, Inc., Chicago, who 
assured his listeners, “You Can Tell Your Own 
Fortune.” 

Through expert use of charts and statistics, Mr. 
Horder showed how the stationery business follows 
the general business trend very closely and how it 
is possible to estimate quite accurately what is going 
to happen to business volume six months ahead. The 
shrinking net profit of stationers makes several things 
necessary, according to Mr. Horder, among which are 
the following: 1. Sell more goods. 2. Eliminate waste 
3. Ask the consumer to pay for the several services 
now given without charge. 

In conclusion Mr. Horder said that a 40% gross 
margin is no longer adequate. At least 45% is needed 
now, with a 50% minimum a requirement in the not 
very distant future. 

At the business meeting following the addresses, 
the officers previously named were elected 

As usual, the House of Friendship before the annual 
banquet was a pleasant affair. It was sponsored by the 
Northwest Travelers Club, with Fred Schaefer, Sanford 
Ink Company, chairman of the committee in charge. 


New Hat for Al 

Following a delectable dinner, Cliff Halverson chair- 
maned a program involving introduction of notables 
and expression of appreciation to all committee chair- 
men and members, particularly Howard Schaub, gen- 
eral convention chairman. 

Al Nordstrom, Smead Manufacturing Company, was 
given a new hat as the member of the Northwest Trav- 
elers Club member who brought in the largest number 
of new NSOEA members. 

President Adrian Pembroke presented the NSOEA 
plaque of appreciation to Cliff Halverson and then 
spoke briefly on the practical values of association 
membership 

Governor-elect Bill Whiting made a very short 
speech before the convention was adjourned and 
dancing started 





Pentron Leases Offices at 664 N. Michigan 


In order to provide more convenient facilities for 
customers and representatives the Pentron Corpora- 
tion has leased offices at 664 N. Michigan Ave., Chicago 
11. The manufacturing, engineering and general 
offices will remain at their present location, 221 E. 
Cullerton St., Chicago. 
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"FACILITIES FOR CONFERENCES AND PERSONAL WORK* 








"TIME SAVING - ENERGY SAVING" 
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© FORD INSTRUMENT COMPANY 


[Ze] 'a°mm DIVISION OF THE SPERRY CORPORATION 
4 

REPORTS... VuZ 

bealing 7 

we the / 
ADDED WORKERS, instead of bunch 


rowded space, gain 







Main picture shows combination con- 
ference center and personal execu- 
tive work station. 


Inset — Contract Sales Department for 
which six additional Techniplan sta- 
tions are scheduled. 


g-up in ( 
eas, increased comfort, 

lities with TECHNI 
PLAN —the stated experience of 
Ford Instru Company. Actual 
floor area s amount to 18.3% 


imple work 
be tter work { 
the individual job requires, TECH- 
NIPLAN provides. 


CHANGE AT WILL— interlocking, in- 
terchangeable units permit quick 


unit 


YOUR IDEAL personal office—individ- change-over to any desired job re- 
ualized for particular needs, quirement in any desired arrange- 
ur speci rk, your own comfort ment, without special tools or skill. 
| efficiency! —that’s TECHNI- Partitions, if needed, are available in 
PLAN I modular equip- wood, steel, glass. 


ment for te offices. Modern le FACTS. 
stvling nn earance, sag 


: See Techniplan at 
EVERY KIND OF OFFICE WORK is cus- 
tom-fitted by adaptable, fully 
flexible equip: Maximum usable 
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‘phone book under 
work surface nv chosen amount “Office Equipment.” 


or kind of special convenience — Request Techniplan 
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GREAT OAKS— 
FROM LITTLE ACORNS 


Business executives and officers are 
well served by TECHNIPLAN—Globe- 
Wernicke Engineered Modular Equip- 
ment. 


Alert G/W TECHNIPLAN dealers have 
told us that an installation for ex- 
ecutive or private office use is the 
finest possible entree to a full-scale 
Techniplan installation. There is no 
better way, certainly, of bringing the 
many advantages of Techniplan to ex- 
ecutive attention. There is no better 
way, certainly, of enlisting executive 
influence and approval than indi- 
vidual day-to-day experience with 
Techniplan individualized working 
efficiency. 


The neighboring ad, one of the series in 
the great G/W 1958 advertising pro- 
gram, shows a very exacting application 
of Techniplan. The Ford Instrument 
Company selected Techniplan to meet 
two distinct requirements. The several 
combination conference and personal ex- 
ecutive work centers provided each 
executive with conference facilities as 
well as an organized work station for his 
personal executive duties—frequently 
entailing the handling of unusual sized 
documents. The departmental installa- 
tions met the needs of the expanded 
staff without additional space. The ap- 
pearance of these offices is modern, 
smart, clean-cut, businesslike — ex- 
pressed in beautiful furniture. 

Globe-Wernicke tells this story in 
leading business publications—BUSI- 
NESS WEEK, NEWSWEEK, MANAGE- 
MENT METHODS 


most progressive business prospects 


reaching your 


and customers. 


Plant these acorns in the form of execu- 
tive, official, and private office TECH- 
NIPLAN installations. Follow them up 
with sales stories on Techniplan for 
complete general office service. Read 
the ad. Show it to your salesmen. En- 
courage your staff to follow through on 
this Techniplan promotion—designed to 
open up new accounts and generate 
more profitable business for you. 







Cordially, 


Elmer G. Rahe 


Vice-President- 
Sales 


Globe-Wernicke 
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(Upper left) Ne. 2301 Side Chair for of- BUSINESS SERIES ' 
fice or reception room. 
(Upper right) No. 2300 Swivel Chair : For the first time in office furniture, hand-crafted elastic ‘ 
matches Side Chair. l Texileather covers Mur-Mill’s handsome new Coronation ( 
| Business Series. This striking selection of fine furniture 
(Below) No. 2302 Three-piece Sectional. : combines the richest of coverings—Elastic Tolex—with solid 
No. 901 Corner Table especially designed American walnut and fine selected oak, offered in walnut ‘ 
for the Coronation Business Series. | or softone oak finish. t 
This is truly luxurious furniture 
5 to satisfy even your most dis- \ 
cerning customers. Yet, you will f 
be surprised at the modest price 
tags. 
in There is profit in this Corona- t 
tion Series, and in the entire . 
Mur-Mill line . . . handsome . 
r 
profits for you! Let us send you o 
complete information about 
Coronation and Mur-Mill. Write 
today. . 
n 
b 
& 
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Stationers Guild of Canada 
Continued f 1 page 58) 

Gage Love, Secretary Manager Fred R. Smart, Guild 
Director S. Takaberry in charge of the program and 
President Dave Brown of the Windsor Stationers As- 
sociation. It was a convention moving exactly on 
chedule, maintaining nearly 100% attendance for all 


uv 


sessions and having an enjoyable banquet as a Friday 

night feature in the beautiful Elmwood Casino. 
Lordly W. “Bill” Jones of the Lordly Jones & Com- 

pany, Hamilton, Ont., was elected by the directors to 


succeed the efficient Gage Love as president. Mr. Jones 
is flanked Vice-Presidents Robert C. Denver, Mc- 
Farlane Son & Hodgson, Ltd., Montreal, Que., and 
Hugh L. Kennedy, L. E. Waterman Company, Ltd., 
Montreal, Que 
Name Directors 

lirectors are Immediate Past President 
Gage Love; George Basil, The Carter’s Ink Co., Ltd., 
Montreal, Qu Arthur Careau, T. J. Moore & Co., 
Ltd., Quebe Que.; Eugene B. Charters, Charters 
& Charters, Ltd., Montreal, Que.; Harold Hopkins, 
Barnes-Hopkins, Ltd., St. John, N. B.; A. G. Lancaster, 
Dennison Mfg. Co., Ltd., Toronto, Ont.; Gord Lowe, 
representing field division, Toronto, Ont.; J. S. Luckett, 
Jr., The Luckett Loose Leaf, Ltd., Toronto, Ont.; Mil- 
ford E. Miller, Columbia Paper Co., Ltd., Vancouver, 
B. C.; J. H. Raham, J. H. Raham, St. Catherines, Ont.; 
S. Tackaberry, Windsor Office Supply, Ltd., Windsor, 
Ont.; Armand Toupin, T. V. Bell, Ltd., Montreal, Que.; 
and Robert Usher, Commercial Printers, Ltd., Regina, 
Sask 

Member! f the advisory board are Lawrence F. 
Beattie, Beattie-Hill, Ltd., St. Catherines, Ont., and 
J.S. Luckett, Sr., The Luckett Loose Leaf, Ltd., Toronto, 
Ont 
The 1953 
will be hel 
in Toront O1 

The Wind 
delegates 
on Sunday « 


Chosen 


nvention is to include an exhibit and 
n May 16-19 at the King Edward Hotel 


stationers were hosts to all convention 

reception in the King Edward Hotel 
ening, May 13. Convention activities were 
launched the next morning at a breakfast which was 
addressed by His Worship Mayor Reaume of Windsor 
following al vocation by Rev. M. C. Davies. Wind- 
sor’s role wing Canadian expansion was ably 
told by the mayor and he explained the city’s hos- 
pitality t visitors including the rebate of over- 
parking fees. The genial S. Tackaberry, himself a 
Windsor stationer, was the chairman for this break- 
fast which eded the opening business session. 


Guild Objectives 
spoke of the work done by Guild 
ind his reference to the labors of Secre- 
tary Manager Smart brought spontaneous applause. 
“The life bl of our Guild is activity and service 
when it ceases to render service it will die of dry 


President Love 
trail blaze: 


rot,” declared the Guild president. He defined Guild 
objectives a 

1. More ily relations among the members. 

2. Improvement of the public relations program. 

3. Development of an educational program through 
sectional meetings and the use of the material fur- 
nished by NSOEA 

4. Expan of the insurance program. 

». Enlistment of all reputable stationers as mem- 
pers 

6. Help in time of war while still dedicated to the 
cause ol peace 


7. Study 
to profit sale 


sts with the trend away from volume 


8. Strengthening of regional meetings 

Secretary Manager Smart than gave a complete 
account of his stewardship and a report of the Guild’s 
progress. He expressed the hope that a “practical, 
down-to-earth, facing-up to the questions that have 
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Spot and Oxy-Acetylene welded 
Available in all sizes, letter 


Beautifully matched 
hardware 







Full Depth, wide workable and legal 

drawers Locks, Paracentric, plunger 
Baked enamel finish (Olive types 

Green or Modern Gray) Fabricated of heavy furniture 
Six reinforced Uprights steel 


Suspension Files Equipped with Full Cradle-Type 
Progressive Suspension and Thumb Latch 


CATALOG AND PRICE LIST UPON REQUEST DEPT. G-7 





STEEL EQUIPMENT COMPANY, INC. 
1914 S. WATER STREET, PHILA. 48, PA. 
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THE HOME OF QUALITY PARK ENVELOPES 


FACTS avo FANCIES 


By McGillicudy 


When you see Old Glory flying in the breeze 
the Fourth of July and on other holidays, you 
might keep in mind that there is a strong pos- 
sibility that the number of stars might change 
from 48 to 49 with the admission of Hawaii as 
a state. The last change was 41 years ago, 
when Arizona was admitted as the 48th state 
in 1912. 


From its beginning with 13 stars, the 
American flag has been a symbol of 
freedom and liberty for independence 
leving people . . . a symbol that today 
offers the only hope to enslaved people 
the world over. Whenever we see Old 
Glory flying in the breeze, let it be a 
reminder to us of the privileges that are 
ours, and of our responsibility in pre- 
serving and protecting the freedom 
and independence symbolized by the 
American flag. 


It was only seven years after the 48th star was 
added to the American flag that the Quality 
Park Envelope Company was organized and 
started making Quality envelopes. And that 
word “Quality” has been mighty important for 
the past 34 years. It’s mighty important to you, 
too — it’s part of Quality Park’s three way 
policy of (1) Quality products; (2) Quality 
packaging; and (3) Quality service that means 
greater satisfaction for you because it means 
greater satisfaction for your customers. 


It seems that summer is just starting ... 
but it’s sad but true thot Fall isn’t far 
away — just count the days until Labor 
Day. So now’s probably a good time to 
make a close check of your stocks and 
place orders for any or all of the more 
than 400 styles, sizes, stocks and weights 
of Quality Park envelopes for every pur- 
pose ... envelopes that build REPEAT 
business for you. 


Sold Through Dealers Only 








Destiny Pk 





Cz 


% General Office and Factory, Quality Park, St. Pau! 4, Minnesota | 
%* Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 
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been annoying you of late” would be the plan of the 
convention. An interesting sidelight of his address 
was the revelation that an old golf prize fund estab- 
lished in 1939 and never used because of World War 
II had been discovered. The original $149.40 fund 
has now been increased to $197.29 through accumu- 
lated interest and will be available for a golf tourna- 
ment if it is held in conjunction with the 1954 con- 
vention in Toronto. 

The Guild executive praised the National Stationery 
& Office Equipment Association of the United States 
and particularly its general secretary Paul E. Burbank 
for making available to the Guild its sales manuals, 
bulletins, pre-employment testing and interview man- 
uals. These are available for the same fee as in the 
United States. In addition, Mr. Smart reported that 
any Guild member may register at the same price as 
a NSOEA member for the national convention in Chi- 
cago. 

“Ladies and gentlemen,” said Mr. Smart, “these ar- 
rangements, in my opinion, constitute the finest 
example of association co-operation of which I have 
any knowledge, and I hope these splendid relationships 
will continue on through the years on the same kindly 
and helpful basis.” 

New Services 

New Guild services were explained including a sur- 
vey of the retail cost of doing business amongst sta- 
tioners in Canada. This is to be made an annual 
feature of Guild activity. Development of the Guild 
product library was likewise told 

The necrology report included the names of J. A. 
Parent, Librairie J. A. Parent, Montreal; Ernest J. 
Grand, Grand & Toy, Ltd., Toronto; and Clement H. 
McFarlane, previously of McFarlane Son & Hodgson, 
Ltd., Montreal. 

In closing, Mr. Smart said, “As for the Guild, I think 
there is a marvelous opportunity ahead. Speaking 
personally, I am just as ready to serve you in your 
21st year as I was in the first and I am much better 
equipped to do so.” 

Following this report J. S. “Steve” Luckett moved 
that a certificate of honorary life membership in the 
Stationers Guild of Canada, Inc., be tendered to Paul 
E. Burbank, general secretary of NSOEA in “genuine 
avvreciation of the co-operation both he and his as- 
sociates have given.” This was unanimously adopted 
and plans were made to have the certificate pre- 
sented by Secretary Manager Smart during the Dis- 
trict 5 NSOEA regional at Columbus, Ohio, June 9-10. 

Treasurer Arthur Lancaster, Dennison Mfg. Co., 
Toronto, presented his report of satisfactory financial 
condition. C. J. Dutton, Luckett Loose Leaf Co., Ltd., 
was reappointed auditor. 

Reports from the Guild Clubs were heard and Di- 
rector Vice-President Hugh Kennedy, L. E. Waterman 
Co., explained the NSOEA product manuals. 


Luncheon 

David Brown, President of the Windsor Stationers’ 
Association, presided at the noon luncheon which was 
addressed by W. B. Gregory II of W. B. Gregory & 
Son, Inc., Detroit, Mich., on the subject of “Specializ- 
ing.” This third generation member of a stationery 
firm that started in Detroit in 1898 asserted that any 
product a stationer sells “can be a specialty article 
if he trains his salesmen to sell it.” He referred spe- 
cifically to the sale of pencils through imprints, the 
use of a catalog, “More than Just Office Supplies,” 
and the sale of binding machines. 

An enjoyable Thursday afternoon feature was a 
visit to Jack Miner’s bird sanctuary in Kingsville, Ont. 
This beautiful “rest home” for migratory birds was 
reached by a devious bus route. Although rain fell, 
those making the trip felt amply repaid by the oppor- 
tunity to see the beautiful trees and shrubbery, the 
baseball diamond bequeathed to the youngsters of 
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Think of any perfect combination—peaches and cream, moonlight 
and roses, Romeo and Juliet . . . that’s how WRITEMASTER 
Ribbons go with WRITEMASTER Carbons. decasede ... 


WRITEMASTER RIBBONS 


—are made of fine woven, exceptionally soft cloth .. . 
are specially inked by our own formula to give clean im- 
pressions of print-like beauty .. . give extra length—two 
full yards more—which means longer wear and greater 


econory. 


WRITEMASTER CARBONS 


—are a Selected all-rag, perfectly-inked carbon paper .. . 
produce sharp, permanent copies and are popular with 
Typists who appreciate smudge-free, easy-to-handle carbon 

come in all weights and finishes for every office requirement. 


Sell WRITEMASTER and discover that QUALITY and PROFITS go hand in hand, too. 


Write today for samples and prices . . . as the first step in joining bundle of good American greenbacks waiting for the Dealer who 
the prosperous PEERLESS IMPERIAL Family of Dealers. There's a sells WRITEMASTER. 


PEERLESS-IMPERIAL CO., INC. 


28 Peerless Place, Newark 5, New Jersey 





ie a 99 
eeé / / . 
| ( teat rs i. in ( ee hae Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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MEILINK MAKES NEWS WITH 


/ERLULES MODEL 1X 





Outside dimensions of this double purpose beauty are height 20%2'’, width 143%’ 
and depth 15'2'’. Thermo-Cel insulation is cast between electrically welded double 
steel walls providing sufficient protection against heat to earn the SMNA One Hour 
Label. Five sturdy locking bolts and a full size pin tumbler, changeable combination 
lock with drill-proof plates provide protection against burglary. The gray wrinkle 
finish and a gray combination dial with black figures create a handsome appearance. 
The figures on the price tag are attractive, too. All together these features foretell 
more PROFITS for DEALERS. For your share, order now. 


STEEL SAFE COMPANY + Toledo 6, Ohio 


Warehouses and distributors in: New York-Export Dept. © Philadelphia * Boston * Chicago 
SINCE 1899 Washington, D.C. * Detroit * Fort Worth * Houston * Seattle * Los Angeles * San Francisco 





A, B, C LABEL SAFES, HOME VAULTS, INSULATED FILES, BUSINESS MACHINE, TYPEWRITER STANDS 
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the area, : the Memorial park where Mr. and Mrs. 
Minor are buried. This sanctuary, not commercialized 
in any man! is now the home of the famed “Win- 
nie,” the which wears a gold band from Tiffany’s 
of New York City on its leg. Crippled, “Winnie” was 
transported airplane from the United States after 
fellow fowl attempted to give it a helping hand. Man- 
ley Minor now operating the sanctuary and he 
graciously lained its features to the Guild dele- 
gation 

Divisiona eetings were held for members on Fri- 
lay, May These closed sessions had as their 
*+hairmen tailers, Jos. Raham, St. Catherines, Ont.; 
suppliers s Preston, Stratford, Ont.; field divi- 
sion, Gord we, Toronto, Ont. 


Howard Gul 
Chair Com} 
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ment It Pays t 





cke, president of the W. H. Gunlocke 
Wayland, N. Y., was the Friday noon 


ker on the subject, “With Office Equip- 


Package.” He used an imaginary Joe 


Addresses Guild—Howard Gunlocke, president of W. H 
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istomer who wanted a package office 
efforts to sell him only in part. It 
iting treatise on the needs of a fur- 
ing equipped to handle all details from 
new treatment of walls. 
on on Friday afternoon was presided 
Hopkins, St. John, N. B. He presented 
the manufacturer, A. S. Patrick, 


Patrick, Ltd., Ottawa, Ont.; the whole- 


nith, Buntin Gillies & Co., Ltd., Ham- 
R. H. Stainton, Stainton & Evis, Ltd., 


of their remarks are: 

We believe that the place in the 
here we receive volume is through 
t’s the place where the effort should 
1in your men to take it off the shelf 
specials.” 

Mr. Retailer, you are going to be 
existence soon, just as the whole- 
think we can both win the fight if 
loing a public relations job on the 
show them the value and the neces- 

their branded lines through the 
ed channels; that is, the wholesaler 

The biggest problem of the whole- 
eing bypassed by both retailer and 

ontinuation of this practice will 

which will be detrimental to all 
lustry.” 

The man most important to us in 
t with us—the Joe Doakes who pays 
| to please him we fail utterly in 

Price isn’t the only thing, con- 
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@ Colson’s attractive new counter display 
peps up your caster sales, brings you extra 
business — extra profits by displaying re- 
placement casters for all types of office. fur- 
niture and equipment. 


Requiring a minimum of counter space, the 
Colson display shows hard and soft wheel 
casters for wood or metal office equipment 
—also two sizes of glides. Millions of these 
products are sold and the Colson “Silent 
Salesman” merchandising plan can help 
you get your share of this sales volume. 


a Mail Coupon Today 
; “JHE COLSON CORPORATION —C—™ ” 


ELYRIA, OHIO 

Pleese send data on Colson Casters for office furniture 
—also information on Colson’s new “Silent-Salesman” 
merchandising plan. 

Name__ 

Company 

Address. cone eS orn 


ee er Zone 






| 
ELYRIA, OHIO 
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In all standard weights, colors 
and rulings. 
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FOREST PARK, ILLINOIS 





178 


WITH THESE CARDS 














venience isn’t everything. It is the friendly touch of 
the retailer—the smile and the handshake—that the 
customer doesn’t get in the supermarket.” 

Following announcement of the results of new di- 
rector balloting that group held a short session to 
elect officers. 

The annual banquet in the evening at the Elmwood 
Casino was a function which was featured by good 
food and entertainment. Two hours of high class fun, 
dancing and variety acts was provided. The new 
president was presented and the retiring president 
thanked the Guild members for the ‘support given 
him. 

Final general business session on Saturday heard 
reports and resolutions from divisional meetings held 
the previous day. Chairman was Ted Costain, London, 
Ont. Gord. Lowe, Toronto, was announced as presi- 
dent of the field division. 

J. S. Luckett, Sr., outlined the Guild’s plan for an 
extended public relations effort. 

Resolutions put before the meeting for considera- 
tion included one urging retailers to follow a sound 
merchandising policy of supporting manufacturers 
who make their products available through “legiti- 
mate” channels. Others: That efforts be made to have 
certain items re-classified to be included in pool car 
shipments rather than at first class rate; that stand- 
ard price lists be issued by suppliers, with western 
resale price lists continued; that suppliers give more 
thought to mark-up needed by retailer in suggested 
resale prices; that manufacturers refrain from pub- 
lishing prices at wholesale or retail level in trade 
papers; that there be closer association and exchange 
of ideas between the Guild and local associations; 
that Guild and other associations present evidence to 
the government urging the reintroduction of the power 
(or right) of manufacturers to set resale prices on 
their own products; that greater publicity be given 
accomplishments of Guild directors’ meetings. 

The closing-day’s luncheon session saw the Guild’s 
new president, Lordly W. Jones, Hamilton, as chair- 
man. He expressed the delegates’ appreciation to 
Windsor Stationers’ Association and the Stationers’ 
Guild of Western Ontario, for their assistance in 
facilitating the success of the conference which he 
termed “pleasurable and profitable.” 

The guest speaker was Dr. S. Floyd Maine, director of 
extension and summer school, University of Western 
Ontario. Dr. Maine’s talk, titled ‘“Let’s Be Ourselves,” 
urged maintenance of Canadian traditions and stand- 
ards of values. 

Ladies of the Guild were entertained in a special 
program highlighted by a Friday noon luncheon at 
the Norton Palmer Hotel with a showing of the film, 
“Essex County Holiday.” 





Apsco Runs New Campaign 


Increased office efficiency will be stressed by Apsco 
Products Inc. in the 1953-54 advertising campaign on 
pencil sharpeners, staples and so forth. 

The new schedule will carry ads in the trade mag- 
azines, along with Fortune, Nation’s Business, U. S. 
News & World Report, and other similar publications. 
The campaign will stress the fact that a pencil sharp- 
ener is an actual piece of office equipment and not a 
gadget. A. D. Farrell, vice-president in charge of sales, 
said, “It is our intention to point out to Mr. Executive 
that he can materially reduce his operating cost, get 
greater efficiency, and better quality work from his 
employees through correct installation of pencil sharp- 
eners. 

Also included in the new campaign, is a series of 
unusual seasonal displays that will be made avail- 
able to the trade without cost for point-of-purchase 
display, and the stimulation of impulse buying. In 
summing up, Mr. Farrell mentioned that in his opin- 
ion, the plan will provide the dealer with a great deal 
more actual selling help, and will make sales of Apsco 
products easier, faster and more profitable. 
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WITH THE HARTER E-LINE 


Coll Complete Installations 
piill Be Proud Ot 


Here’s a line of quality steel posture chairs you'll 4 
enjoy selling! Even the sharpest buyer on price can ’ 
recognize their value. And you can be proud to 
install Harter E-Line Chairs in the finest offices. 
They belong! And, because Harter chairs have the 
design and construction that stay young-looking, 
you'll have the comfortable feeling of knowing 
that through the years they’ll continue doing a 


sales job for you. 


«=. 


In the E-Line there’s the competitively priced 


extra-deep foam rubber seat and form-fitting metal 


E-32R for smaller workers. There’s the E-15R with H: 


back. And in the E-Line you can get high base pos- 


ture chairs in three popular heights. Along with the LI (a) D Ar E RB 
Harter executive chairs, the E-Line enables you to ral ri Nn T ~ n 
sell complete installations. Write for literature on S'ee dese BAS Hi eee 
the full line of Harter Quality Steel Chairs. POSTURE CHAIRS 


HARTER CORPORATION, 725 PRAIRIE, STURGIS, MICHIGAN 
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and here’s why: FAULTLESS offers even more than 
matchless quality . . . prestige . . . and opportunity for increased 
profits! Added to these are other reasons that have made FAULTLESS 
the “most wanted” loose leaf line. Among them are the warm, friendly 
relationship between dealer and manufacturer . . . and the policies that 
protect dealer profits and minimize competition. FAULTLESS prod- 
ucts are sold only through a quota of authorized retail dealers .. . 
never through jobbers . . . and no direct orders from consumers are 
accepted by the company. No wonder it’s the “most wanted” line! 
FAULTLESS is the perfect answer to a complete loose leaf line of 
distinctive quality! 


STATIONERS LOOSE LEAF CO. 


MILWAUKEE 1, 524 N. Brocdway + NEW YORK 3, 114-116 E. 13th St. 





THE WaRsaaw MFG. CO. INC. 


TR ob Tis 1B. RoQ QUO YON. che: 
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Canadian Office Machine Convention 
Continued from page 61) 


sured his listeners that electric typewriters require less 
service than manual machines. Electrical operation 
prevents the operator from misusing the machine. 

The two remaining addresses of the morning were 
concerned with deferred payment selling of office ma- 
chines. The first speaker was Jack Weiner, Belmont 
Typewriter Sales & Service, Chicago, Ill., president of 
the National Office Machine Dealers Association. Mr. 
Weiner told about the success of the NOMDA plan, 
which involves arrangements with finance companies 
in the United States to handle paper for dealers on 
a no recourse basis. Participating dealers receive their 
money within 24 hours after sales have been made. 
Mr. Weiner outlined the steps in the finance plan and 
pointed out that it is available only to NOMDA mem- 
bers. He urged the Canadian association to set up a 
similar plan 

Kimball Keeping of the Personal Finance Company 
of Canada explained the Canadian set-up, showing 
how the NOMDA plan could be put into function in 
Canada, with certain changes. 


Elect Officers 


The final function of the morning was the election 
of the following officers and directors: 

Campbell Hood, City Typewriter Company, Toronto, 
president; Roger Vigeant, Speed-O-Print Company, 
Montreal, first vice-president; Eugene Roy, Roy Type- 
writers, Ltd., Hull, Que., second vice-president; Esther 
Doyle, Murdock Duplicator Company, Toronto, secre- 
tary; George Hofstetter, M. P. Hofstetter, Ltd., Toronto, 
treasurer; Ernest Maag, Maag & Company, Montreal, 
chairman of the board; Jack Barr, Barr Typewriter 
Company, Vancouver, B. C., director; A. Harrisman, 
General Typewriter Company, Winnipeg, director; Ted 
Costain, Costain-Stiles-Langford, London, Ont., di- 
rector; George Donaldson, Donaldson Adding Ma- 
chines, Ltd., Toronto, director; Rene Armand, Canada 
Typewriter Company, Montreal, director; A. Kaiser, 
Reliable Typewriter Company, Montreal, director; J. 
Colpitts, R. R. Colpitts & Sons, Ltd., Moncton, N. B., 
director 

During the afternoon most of the registrants took 
a conducted tour by buses to Dufferin Islands, Table 
Rock, the Rapids, the Whirlpool, the Queenston power 
plant, Brock’s monument, and several other scenic 
spots. They returned in plenty of time to enjoy cock- 
tails before the banquet, final event of the conven- 
tion 

At the banquet, sponsored by the manufacturers of 
Remington, Royal, Smith-Corona and Underwood 
typewriter, Ernest Maag functioned efficiently as mas- 
ter of ceremonies. Following introduction of notables, 
appreciation was expressed to everyone who had con- 
tributed to the success of the convention. As the new 
president, Campbell Hood took over and called on Ted 
Costain, who presented a beautiful barometer to Mr. 
and Mrs. Maag. Jack Weiner invited all present to 
attend the NOMDA convention in Atlantic City, June 
18 to 20 

Formal adjournment of the convention was followed 
by dancing 





Maso Steel Products Expands 

Maso Steel Products is now located in new and 
larger quarters at Suite 912, 53 W. Jackson Blvd., 
Chicago 4, Ill. The previous location was 81 W. Van 
Buren St., Chicago. The new suite of offices contain, 
in addition to executive and clerical accommodations, 
display room space to show their entire line of prod- 
ucts. Wholesalers, dealers, and others in the trade 
are cordially invited to visit the larger quarters and 
inspect the lines available. 

Jack Murray, president, and John Burke, sales man- 
ager, will be on hand to greet those who accept their 
invitation to visit the new address. 
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When Greek writes Greek, there’s no mistake from Alpha to 
Omega that can't be swiftly smoothed away the best way—the 
story’s the same the work over: Weldon Roberts Erasers 
Correct Mistakes In Any Language. People everywhere praise 
them—buy them—like your customers do. Biggest demand 
spells best sales for these world’s best erasers. Be sure to 


feature them prominently—continually! 


121 ~ELLIPTIC. Soft gray 


eraser in handy elliptical 





shape for pencil or ink 


ELuPtiC 2 


MAOE IN u 


erasures on all types of 


work. Feature it for vol- 





ume sales to office workers, 


typists, draftsmen, artists. 


440 GREEN GLOW. Soft, smooth, 
pliable eraser in attractive green 
color for pencil erasures and 
cleaning work. Features the 
“stubby shape with beveled 


ends For office, drafting, art, 





school and general use. (Large 
size, No. 441) 


310 CORALINE. Sof: 
pink eraser for pencil 
work and cleaning. Bias- 
beveled ends for single 
letters; broad surface for 
cleaning large areas. 


(Large size, No. 315) 





JET ERASER. Convenient cylindrical stick eraser in attractive, trans- 
parent plastic holder. Top unscrews so eraser stick can be moved 
1 outward. Red rubber for pencil erasing, gray rubber for ink. Pocket 
clip style for general use. Brush whisk style for typists. Refills. Tops 


for typing, accounting, drafting, professional and student use 


WELDON ROBERTS RUBBER CO. 
365 Sixth Ave., Newark 7, N. J. 


World's Foremost Eraser Specialists 




















HAS ONE TOO 
With their TWO-PLI-TOP FOLDER 


Saves space and money 

errr, 
r *, aanst The top edge and tab of 
2 Smead’s TWO-PLI-TOP 


folders are reinforced by 


turning over and glueing 
4 f ' an extra inch of stock. 
€ \ : This gives a smooth, 
} rolled non-cutting edge 
of double strength at 


* the points of great- 


est wear. Made of 
* rigid, close knit manila 
4 fiber. A medium-weight TWO- 


PLI-TOP FOLDER of 9'2-point thick- 
ness actually provides 23 points of thick- 
ness at the tab— more than twice that 
of a standard single top heavy- 


o~ weight 11-point folder. 


NOTE THIS CONSTRUCTION! 
9' points of paper folded over and glued— 
with 4-point thickness of glue gives 23 points 
of strength at the place of greater wear. 







Smead's TWO-PLI-TOP folders, medium 
heavy-weight 9! -point 2/scul tabs(illustrated) 
cost approximately$.90 per thousand less 
than standard single top heavy-weigh!t 1!- 
point folders. 

Smead's TWO-PLI-TOP folder with its round- " 
ed corners is a better folder than the standard yA 
single top because it is double at the point ; 
of greatest wear (the tab). Tabs will wear a 
longer and the rolled edge eliminates cuts . 

and scratches of file clerks’ fingers. 


One thousand 9'/2-point TWO-PLI-TOP folders will take 
up 3 inches less space in a standard drawer file than will 
be taken up by one thousand 1!1-point standard single 
top folders because the TWO-PLI-TOP is above corre- 
spondence height. 


Write us today for a free bes 
sample of Smead's TWO- T 10 


PLI-TOP folder, Always use MANUFACTURING CO. 


@ system folder—"'lt permits 
growth os needed.” HASTINGS, MINNESOTA LOGAN, OHIO 
ean tip Gem Gm ean Gam ee eam cab Em enn ED ee ep ow Ge “| 
Send us a free sample of Smead's TWO-PLI-TOP | 
FOLDER. 
Name eet | 
Address ——s 
City Zone State 





In Other Lands 


(Continued from page 88) 


J. D. Duguay, who had been operating an office ap- 
pliance and supply business at Rouyn, Que., for some 
years, is now focusing all his attention on this business. 
Previously, he had been a partner in the Rouyn busi- 
ness and another at Kirkland Lake, Ont. Both being 
operated under the J. D. Duguay title, but with George 
Apolzer as a partner. Mr. Apolzer and Mr. Duguay have 
separated with Mr. Apolzer taking over the Kirkland 
Lake business retitled Apolzer Office Supply. 


* > x 


Drive-in theatres form a new source of business for 
office suppliers in the provinces of Nova Scotia, New 
Brunswick, Prince Edward Island, Newfoundland and 
Quebec. The supplies include office and portable type- 
writers, adding machines, cash registers and dupli- 
cators. 

*« 7 * 

J. E. Cole, manager of the Underwood branch at 
Saint John, has increased the use of the show window 
space of the store with special emphasis on promotion 
of new typewriter sales. 

x ” * 

W. C. Stirling, of Saint John, N. B., a veteran office 
appliance dealer, has been doing business from his 
home in the buying and selling of office appliances 
and the repairing of the machines. He discontinued 
operation of a store several months ago. 

7 * * 

Soulis Typewriter Company, Ltd., Halifax, N. S., is 
accenting Allen adding and calculating machines in 
the eastern Canadian provinces. The firm operates 
sales branches at Saint John and Moncton in New 
Brunswick. 

Both new and rebuilt addressograph machines are 
being distributed through the Atlantic provinces by 
the Addressograph-Multigraph Sales Agency, Halifax, 
N. S. 

a nd » 

International Business Machines Company, Ltd., 
with branches at Halifax, N. S., Saint John, and 
Moncton, N. B., have been giving special attention to 
electric typewriters and time recorders. 

* © * 

Erling Bergh, manager of the National agency in 
Saint John, N. B., has his home in close proximity to 
participation of not only himself but members of his 
family in their favored pastimes of skiing in the winter 
and golfing in the summer. 





News Notes from Australia 


W. BEECHAM, CORRESPONDENT 
BOX E256, G.P.O., PERTH, W.A. 


The Australasian Manufacturer, Sydney’s leading 
journal for the factory executive, recently featured a 
full-page article headed “Systems Make the Office,” in 
which it stated: “Every present-day organization, 
whether it be industiral, commercial, professional, 
governmental or other type, must keep many records. 
They are essential to the daily life and work and to 
any possible future development. Filing is un- 
doubtedly an item of office routine which is all too 
often taken for granted, nobody worrying very much 
about it until the inevitable occasion when something 
goes wrong. That something can all too easily go wrong 
unless the whole procedure is reduced to terms of 
the utmost simplicity.” 

“~ ~ * 

Ideas, Australia’s leading journal for the retail 
stationer and seller of office equipment, recently fea- 
tured an article, “Sales Possibilities in Office Equip- 
ment,” in which it was pointed out that one of the 
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IT’S BACK!— 


the WATSON 22-Drawer 


Tabulating File! 


Style 4127—without lock 
Style 4128—with lock 





Watson 


SINCE 1887 


573 lineal inch 
capacity 


Full ball bearing pro- 
gressive suspension 


Positive side lock com- 
pressors with knurled 
case hardened cams 
(exclusive Watson 
feature) 


Dual carriage with 
safety latch to hold 


trays in position 


Easy removal or 
replacement of trays 


Slotted bottom for 
easy card removal 


Outside Dimensions 


W 199/32 H51% D28'2 


Inside Clear 


W 7'2 H3 17/32 D261/16 


For a Complete Line of Stock Files 


and Custom-Built Equipment 


See WATSON First! 


WRITE DEPT. A-7 
FOR FULL INFORMATION 


WATSON MANUFACTURING COMPANY, Inc., Jamestown 3, New York 
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When you sell your customers... 


Remington Rand 
TOP flight: 
Adding Machines 


The world’s fastest keyboard— Remington Rand’s 
simplified 10-key keyboard gives your customers 
greater adding machine efficiency, boosts your sales. 

TOPflight Adding Machines are the fastest sell- 
ing line of adding machines on the market today. 
That’s because they’re a balanced line of models... 
hand and electric... with direct subtraction and 
credit balance available...in a range of listing and 
totaling capacities to satisfy your customers’ 
demands. 

Write us today for complete details. 


DEALER SALES DIVISION 


315 Fourth Avenue, New York 10, N. Y. 


184 





SALES COUP 


WHEN YOU STOCK UP 
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ae 


STOCK ITEMS 
— VS 


SALESBOOKS 
GUEST CHECKS 
SHIPPING TAGS 


Add to your 
volume ...add 
to your profits 
by adding 
to your line 
of fast-selling 
ENNIS stock 
and 
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E. B. HAYES MACHINERY COMPANY 
WILL. MOUSTAIAL AND PLUMBING SUPPLIES 
¥ BELT AWD OMIVES ELECTRIC MOTORS 


MARSHALL, TEXAS 






Index Cards . File Folders ” Ring Book Sheets 
Figure Pads @¢ Stenographers Note Books © Legal 


Ruled Pads @ Adding Machine Tape @ Teller Tickets 


Ennis; 


TAG & 


inns 
GED a 





Write today 
SALESBOOK CO. for Catalog 
Factories at Ennis, Texas @ Chatham, Va. prnceows 
Branch Offices and Werehouses at Hous- ENNIS for 
ton, Dallas, Birmingham, New Orleans, Quicker 
les Angeles, Denver, $t. Levis. Turnovers! 
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PLUS EXCISE TAX 


Mechanical Features... 


Front Paper Stop assures accurate registration. 
Automatic Roller Release eliminates smudged sheets. 
Automatic Counter counts only printed sheets. 


Open Drum—selt-contained, internal brush inking. 
Automatic Feed — positive action. 


Selective inking by means of our ink dispenser. 


“NY OO OO & WN — 


Paper Pusher is automatically lifted and carried back 
to feeding position. Eliminates lint on the stencil. 











TECHNYGRAPH CO. 


TECHNY, ILLINOIS 
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AROUND 


—~_ THE 


DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


Write today I 
for Our 


Handsomely 
Illustrated 


CATALOG No. 96 


and 


Price List 











RASTEWART 


SEO MANE Ae 


80 DUANE ST.NEW YORK 7,N.Y 









































aicene ANSWER 


Special Sizes - Different Designs. 
Unusual Paper Stock-Plain-Printed 
Lithographed or Engraved. 


Send Us Your Inquiries 





SOLD THRU DEALERS ONLY 


Write for the Latest Price List 


TWO MODERN FACTORIES 
For Aes trits Service 


in Atlanta It’s 


JUSTRITE ENVELOPE MFG. CO. 


58-60 Gilmer St., S. E. 
In St. Paul It’s 


NORTHERN STATES ENVELOPE CO. 


300 E. 4th St. St. Paul, Minn. 
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Atlanta, Ga. 





problems in selling office machines and costly office 
equipment is the difficulty of proving their value to 
the man who has the final say on the expenditure. 
It suggested that sellers of such merchandise should 
feature, in their window display, a sign: “How out- 
of-date is YOUR office?” and it added that a most 
appealing message to the possible buyer could be: 
“It costs only what you pay a boy—it saves what you 
have to pay a man... and the savings continue year 
after year.” 
* + 7 

Wiggins Teape, manufacturer of office stationery in 
the United Kingdom, has registered two new com- 
panies in Melbourne. This firm has been represented 
in Australia for some years, but it will now erect its 
own paper mill in New South Wales. The two new com- 
panies are Wiggins Teape and William Nash, Ltd. 
(nominal captial £1,500,000) and Wiggins Teape and 
Alex Pirie, Victoria, Ltd. (nominal capital £300,000). 

* * ” 

Business Equipment Pty. Ltd. (incorporated in Vic- 
toria) has been registered in Western Australia with 
a capital of £250,000 in £1 shares and offices c/o Bur- 
ridge and Warren Pty. Ltd., 69 King St., Perth. Objects 
of the firm are stated as: Importers and vendors of 
typewriters, adding and calculating machines, and 
so forth. 

+ * * 

New firms registered during the past month in- 
cluded F. E. Cox Pty. Ltd., manufacturers of office 
furniture, factory 12 Thompson St., Kensington, Vic- 
toria; Perfacol (Australasia) Pty. Ltd., capital £10,000, 
manufacturers of inks and paper, office c/o Henry and 
McSpenden, 195 Elizabeth St., Sydney; and the S. L. 
Charters Manufacturing Co. Pty. Ltd., manufacturers 
of office systems, factory 11 Stewart St., Richmond, 
Victoria. 

” * « 

Stott & Hoare Typewriters Pty., Ltd., of Murray 
Street, Perth, has increased its capital to £50,000 by the 
creation of 37,000 new shares of £1 each. The firm does 
a flourishing business in office equipment. 

- ” 7 

Recent alterations to import cuts in regard to mer- 
chandise from sterling areas allows adding and com- 
puting machines and typewriters to henceforth be 
imported on the basis of 80% of the set quota as 
against the previous 60%. 

7 . ” 

The Western Australian Government Statistician 
reports that during the six months ended December 31, 
1952, imports included the following from overseas 
(figures in parentheses being imports in the six months 
to Dec. 31, 1951): Writing and typewriting papers, 
£12,102 (£122,046) and stationery, £59,447 (£52,975). 

*~ - 


* 


The South Australian Government Statistician re- 
ports that during the nine months ended March 31, 
1953, imports from overseas of stationery were valued 
at £299,660 as compared with the £476,158 of the same 
period to March 31, 1952. 

~ * * 

We regret to record the recent death of George H. 
Hoos, who for many years was the Victorian agent 
for Swan fountain pens. A very large circle of friends 
mourn his passing. 





Marchant Appoints Agency Manager 

Edgar B. Jessup, president of Marchant Calculators, 
Inc., recently announced the appointment of Ward 
J. Koepenick to the position of agency manager of 
the Houston, Tex., district office. Mr. Koepenick rep- 
resented Marchant in Atlanta, Ga., Greenvile, S. C. 
and Nashville, Tenn. prior to his present position. 
Marchant’s service department for the Houston dis- 
trict continues under the supervision of Fisher A 
Wright, a 10-year Marchant veteran. 
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FOLDING CHAIR Glas 


trucks — 






For easier, faster stacking and 
mobility ...space saving storage 


Here's portable seating's most popular 
chair truck. Heavy gauge carbon steel 
tubing, electrically welded into one rigid 
integral unit. Roller bearing rubber tired 
wheels with ball bearing swivels. Standard 
tubular chair size holds 50 chairs. 
Standard Channel chair size holds 75 chairs. 


Custom-built sizes are also available. 


Plus. .. Finest quality Tubular 
and Channel steel folding chairs 


Krueger's complete line of steel chairs 
features types and models to meet every 
need and budget. Write for catalog. 
describing each chair in detail. 





METAL PRODUCTS e GREEN BAY @ WISCONSIN 





Buckeve 


CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 


Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 
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another N E W 


PROFIT-MAKER 


From THE GOODFREND CATALOG 


STEEL RECORD 


CABINET 


1,500 
CARD 


CAPACITY 














INCLUDES 
ALPHABETICAL 
INDEX 





Here's a steel record file that does 
away with the clutter and mess of 
having 4 or 5 separate file boxes on 
desk or table. Large 1,500 card ca- 
pacity makes this an ideal record file 
for mailing lists, group insurance, 
sales, purchasing and records of all 
kinds. 


Steel Record File is 11%” long, 814” 
wide and 4” high. Two steel follower 
blocks are included in each of the 
divided compartments. Comes complete 
with alphabetical index. Convenient 
handle and identification plate are re- 
cessed and remain out of the way when 
not needed. Colors: gray, green, brown. 





A GOODFREND 
PRODUCT 


GOODFREND 


METAL PRODUCTS CO. 


1019 East 75th Street, Dept. 07 ° Chicago 19, Illinois 
Manufacturer of Steel Specialties 











QRIGIIT 


=aAFTSMANSHIE 


OUR NEW CATALOG 


BEAUTIFULLY ILLUSTRATED 


NOW AVAILABLE : 
Past off the Pm E 






127-133 BLEECKER STREET, NEW YORK 12, N. Y. 





[HAT HAS STOOD THE TEST OF TIME! 





/ BUILDS 
REPEAT 
BUSINESS 
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THE BENTSON MANUFACTURING COMPANY - 
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51 Years of Experience, and Research 






a 3 
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PLATEN 


COMPOUNDED AND PRODUCED 
UNDER LABORATORY CONTROL 


Manufactured & Distributed to Office Machine Dealers by 


AMES SUPPLY COMPANY 


ATLANTA CHICAGO DALLAS LOS ANGELES NEW YORK CITY SAN FRANCISCO 
156 Alexander, N.W. 564 W. Randolph St. 19132 Commerce St. 777-779 E. Pico Blvd. 37 Murray St. 583 Market St. 


THEBIG 5 


IN STENCIL DUPLICATING 


E_., © TEMPO Fim 
g= STENCIL 

will produce better copies 
than any other stencil, regard- 


less of typewriter used for 
cutting 























© TEMPO ALL-ELECTRIC 
OFFICE PRINTER 


for speed—efficiency—beauty 







© TEMPO INKS 


Designed to produce beautiful copies 
and meet your specific requirements 





WRITE FOR CATALOG showing complete 
line of Tempo Duplicators, Stencils, 
Inks and Accessories 








qnanen a nas enasanarmananamananena 4 
MILO HARDING CO. 
G58. ©0 9a OP 434 W. Pico Bivd., Los Angeles 15, Calif. 
M i L 0 H A R D ; N G STENCIL Please send illustrated catalog 





| DUPLICATING PRODUCTS 


COMPANY | Name 
Established 1904 
434 WEST PICO BOULEVARD, LOS ANGELES 15, CALIFORNIA Resm 
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CONSOLIDATED 


A Complete Line of 


CARBON PAPERS 


and 


INKED RIBBONS 


for all Office Machines 
and Purposes 


RIBBONS CARBON PAPER 
e HECTOGRAPH e GENERAL 
e TYPEWRITER HECTO-SPIRIT 


e MISCELLANEOUS) « PENCIL 
MACHINES e PEN 


‘Everbest” and “’Challenge”’ 
Brands are popular wherever 
Carbon Papers are used. 


CARBONIZED ROLLS 
FOR ALL MACHINES 
Specialists in... 


DEALER “Personalized” 
IMPRINTED CARBON PAPER 














Write for Details & Prices 


CONSOLIDATED 
RIBBON 
& CARBON CO. 


Manufacturers 
ESTABLISHED 1893 
DEP’T D, 2900 W. MEDILL AVENUE 
CHICAGO 47, ILL. 
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Meetings—Dinners—Conventions 


(Continued from page 110) 

locke Chair Company, and Co-chairman, Herb Walsh, 
Ace Fastener Corporation. Members of the committee 
are: Harry Balch, Quality Park Envelope Company; 
Ray J. Eichenlaub, Service Steel Products Corporation; 
Leonard J. Halen, Henkel-Clauss Company; Gordon J. 
Kickels, C. L. Barkley Company; and James B. Lynch, 
manufacturers’ representative. 

Exhibit Hall: Chairman, Harron H. Dobey, Parker 
Pen Company, and Co-chairman, Earl H. Hanson, man- 
ufacturers’ representative. On the committee are: Al C. 
Aigner, G. J. Aigner Company; A. M. (Benny) Allen, 
American Lead Pencil Company; Eugene Biggs, Koh-I- 
Noor Pencil Company; Raiph P. Blackburn, The Globe 
Wernicke Company; E. James Bradley, Higgins Ink 
Company; Dwight N. Briggs, The Sun Rubber Com- 
pany; Carl W. Carlmark, The Parker Pen Company; 
Frank Cognato, C. Howard Hunt Pen Company; James 
C. Crell, manufacturers’ representative; Joseph S. Do- 
manski, Smead Manufacturing Company; H. M. Donis- 
thorpe, Ace Fastener Corporation; Tom Gillice, Rock- 
well Barnes Company; Frank N. Graham, The Bates 
Manufacturing Company; Roy E. Hansen, Globe Wer- 
nicke Co. 

Other members of the exhibit hall committee in- 
clude: George H. Huber, Boorum & Pease Company; 
G. L. Kogelschatz, Columbia Ribbon & Carbon Manu- 
facturing Company, Inc.; Edwin E. Kraft, National 
Blank Book Company; Robert M. Lamson, Yawman and 
Erbe Mfg. Co.; Lloyd W. Landenberger, Richard 
Best Pencil Company; Frank J. Lazowski, Aspco Prod- 
ucts, Inc.; Jack Luke, manufacturers’ representative; 
W. A. McNichols, Amberg File & Index Company; John 
L. McPike, The Weis Manufacturing Company; Alfred 
H. Mehl, Elmer Krumwiede & Associates, Inc., Roy L. 
Melind, Louis Melind Company; Wes Montpas, manu- 
facturers’ representative; Ben J. Powell, A. W. Faber- 
Castell Pencil Company; Sam E. Riggs, manufacturers’ 
representative. 

Also serving are: John Knox Robinson, V & E Manu- 
facturing Company, Pickett & Eckel, Inc.; George 
Rocker, W. H. Gunlocke Chair Company; W. T. Roussey, 
Esterbrook Pen Company; Leonard O. Schneider, The 
Globe-Wernicke Co.; C. M. Smith, Jr., A. W. 
Faber-Castell Pencil Company, Inc.; Homer Smith, 
Ditto, Inc.; Albert H. Spafford, Victor Safe & Equip- 
ment Company; Richard P. Steding, Wallace Pencil 
Company; Larry Struckmeyer, McLennon Pen Com- 
pany; Harry P. Venet, Reyburn Mfg. Company; Robert 
C. Warner, Rockwell-Barnes Company; Gilbert Weis, 
The Weis Mfg. Company; Ed J. Williamson, Elmer 
Krumwiede & Associates; Oscar M. (Doc) Wilson, 
Mittag & Volger, Inc.; and Floyd E. Zinkhon, American 
Lead Pencil Company. 





Sheppard Observes 53rd Anniversary 


On May 22 the entire personnel celebrated the 53rd 
anniversary of the C. E. Sheppard Company at the 
plant, 44-07 2ist St., Long Island City, N. Y. The 
group, all assembled in the general offices, spent an 
hour in fraternizing and partaking of the delicious 
refreshments while Harry Lennon and his orchestra 
played their favorite tunes. 

President John W. Sheppard presented service pins 
and bonuses to the long list of employees who have 
been connected with the organization for more than 
five years. Among the oldsters in the organization 
were the chairman of the board and founder, Charles 
E. Sheppard, and others whose names and years of 
service follows: 

Charles E. Sheppard, 53; William I. Kloper, 46; 
Gustave Rasmuson, 40; Henry Briggs, 32; Thomas F 
W. Lundberg, 31; Carlos L. Peynado, 30; Adolph A 
Engler, 27; Nat Britton, 26; and John W. Sheppard, 21. 

As was ably said, “this celebration was gratefully 
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NOW-—the sales-successful 


H-H-M SAFE RECORD FILE 


in 4, 3 and 2-DRAWER MODELS.... 
LETTER AND LEGAL SIZES 













Ordinary steel files which offer practically no more resistance to 
fire than wood or fibre files are fast being replaced by insulated 
files with certified protection. 





Today, office appliance dealers are concentrating, with marked 
success, on selling the new type of filing equipment that provides 
full protection for records at point of use. 


The H. H. M. Safe Record File has passed all of the exacting 
tests of the Underwriters’ Laborato- 
ries, not only for resistance to fire 
but for endurance against drop or 
impact. All models carry the Class 
“C” (fire and impact test) label. 


Important features: a safe-type 
combination lock (optional) on the 
top drawer; each drawer has auto- 
matic boltwork with finger-tip con- 
trol; caster bases (at slight addi- 
tional cost); cross tray files available 
for both letter and legal sizes. 


HERRING - HALL - MARVIN 


get '*e 


M yy a 
SAE COMPANY 8 


. 
*san® 


Inquiries are invited. 
Complete new catalog 


will be sent on request. 


TELL YOUR CUSTOMERS... 
It’s easy to correct fluid duplicator masters 
with DENNISON PRES-a-ply CORRECTION TAPE 


Cleaner, neater, faster — no carbon-stained fingers 


*« No scraping, erasing, smearing « Lies flat—nowaste «+ Self-adhesive 
— requires no moistening « Comes inconvenient strips — no dispenser needed 
¢« Master does not have to be removed or realigned 








In single 
and double 
space widths. 

Retail : 
50¢ per envelope. 





Advertisements are now running in Office 
poneenen & contenant. he eee 
Measure length needed by placing sheet Press tape on back of master over part to be oday's Secretary — to tell your customers 
against correction in typewriter. Cut strip and corrected and retype. Use of small piece of about Dennison PRES-a-ply rection Tape. 
peel from backing. new carbon is optional. ORDER YOUR SUPPLY TODAY 


* 
Dennison Framingham, Mass. 
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Here's the Best Buy 
in OFFICE DESKS anywhere! 


No. 4230S—SINGLE PED- 
ESTAL FLAT TOP DESK 


No. 60321—Executive 

; —Top 42 x 30 x 1% 
ssland-sty thick. Rift Oak and 
Sliced Wainut. Paneis & 
drawer fronts of Ri 
& Sliced Wainut. 





framed-in bottom. All Oak 
interiors. Finishes: Oak 
Wainut and Mahogany. 


ing device. All-stee! 
island, adjustable as 
to height 


Let us ship you a PREPAID SAMPLE on an absolute 100% return guarantee. 
Freight charges invoiced to you after you say you're completely satisfied. 


Write for Catalog of Complete Line of Desks & Costumers 











manufacturing company 
220 Institute Place 
CHICAGO 10, ILL. 














Reve 


Lightweight—Well Balanced Unit 

Tapered to fit all Wood Pencils 

Refillable Pencil Eraser 2'<"’ long 

Doubles the Life of Pencils 

Attractive Counter Card Holds 3 Doz. 
Imprinting Available for Specialty Advertising 


Srushmakers, Tuc. 


529 So. 7th Street © Minneapolis 15, Minn. 
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FORCE ) | 


NUMBERING \\ << 
MACHINE (jf 


Fast-selling ... highly 
profitable. Every office 
needs this sturdy, 
time-saving number- 
ing machine. Auto- 
matic action. Consecu- 
tive, duplicate and 
repeat movements. 
Write for latest price 
lists and catalog. 





WM. A. FORCE. 


2IO NICHOLS AVENUE, BROOKLYN 8,N.Y. 
SALES OFFICES: NEW YORK. CHICAGO. SAN FRANCISCO. CANADA 
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dedicated to the employees whose faithful service has 


made possible the successful progress of our organiza- 
tion.” 
Charles E. Sheppard, whose birthday coincides with 





scat Cc. E. Sheppard Anniversary... 


& Mr. John W. Sheppard; Mrs. & Mr. Charles E. Sheppard 
E Denne receives hearty birthday wishes from John 


or more of service: William I. Kloper, 46 years; 
Sheppard. 53 years; Gustave Rasmussen, 40 years. 
ears or more of service: Thomas F. W. Lundberg, 31 years; 
eynado, 30 years. 
ty ye mS OF more of service: Adolph A. Engler, 27 years; 
John W. § ppard, 21 years; Nat Britton, 26 years. 





the celebra 
toasted 

After the official presentations, the group spent the 
rest of the time dancing and just mixing. It was 
another of those delightful company frolics long rec- 
ognized for bringing all into closer relationship and 
understanding 


tion each year, was soundly cheered and 





Hallowell Honored by Award 


H. Thomas Hallowell, Jr., president of the Standard 
Pressed Steel Company, Jenkintown, Pa., recently was 
presented with the annual Achievement Award of the 
National Metal Trades Association. The presentation 
was made by Charles S. Craigmile, NMTA president at 
the association’s annual Mid-Atlantic Assembly, held 
in the ballroom of the Bellevue-Stratford hotel, Phila- 
delphia 

The award 


was made to Mr. Hallowell, the fourth 
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FOR YOU 


It's a dealers’ paradise . 200 rooms just 
chock full of the largest variety of luggage and 
leather goods ever assembled anywhere .. . 
and every room holds promise of added profits. 
Here you'll find a new item . . . perhaps in the next 
room a variation of an already established number 

. but modified to do a better selling job. 


There's no doubt about it . . . you must see 
this ‘Travelogue of Fashion"’ in Luggage and 
leother Goods. 


attend the 


national luggage & 


leather goods show 
AUGUST 2-6, 1953 


HOTEL NEW YORKER, New York City 


sponsored ond monaged by 


LUGGAGE & LEATHER GOODS MANUFACTURERS 


OF AMERICA, Inc. 


Address all inquiries to: Jack Citronboum Exec. Vice-Pres., 
220 Fifth Avenue, New York 1, N. Y. 
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man in the country to receive the honor, in recogni- 
tion of the industrial relations program in operation 
at his plant, for promoting progressive management 
practices and for achieving a closer co-ordination be- 
tween industry and educational institutions. 

As a measure of increased productivity at his plant, 
Mr. Hallowell said, “If we used the same methods as 
10 years ago we’d need 6000 people today and they’d 
all have to work harder to produce as much as our 
2000 are now doing. 

“The most important thing in this increase in pro- 
ductivity is that the owners of the corporation have 


_— 
—_ - 
_—_—_ 
—_ 














8 TO OS RCN IEA EY NTI eal ee Aa, a> Saae eee 


Reorders are assured : 
by top quality 
and service 





Receives Award ... H. Thomas Hallowell, Jr., 
right, accepts NMTA‘s annual Achievement award 
from Charles S. Craigmile. 


shared their profits with the people in our company, 
allowed the profits to stay in the business, and were 
satisfied with only a moderate yearly dividend,” Mr. 
Hallowell said. 

Speaking of the profit concept, he stated, “There 
is nothing in the definition of profit which is at all 
insidious. In fact, I think a profit is a very desirable 
thing. While most people think of a profit as belong- 
ing to a corporation, a profit is quite an individual 
thing, too, belonging to persons when they take in 
more than they put out.” He stated the individual 
has the capital of his skill and ambition that he can 
invest in education and other forms of self-improve- 
ment to make himself able to increase his profits. 

In his address, Mr. Craigmile, Belden Manufactur- 

. bon with continuous ing Company, said that good business mangement 
One time ree any typewriter or ill- should be measured in terms of whether it contributed 
form speed “1 y long-term benefits to society. 
a re ee oe oe ee ee Those at the dinner meeting were from companies 
imal ceca in Pennsylvania, New York, New Jersey, Maryland 
and Delaware. 


From simple hand- 
licated machine 


SNAP-A-PART SETS 
written to comp 
bookkeeping forms. 





CONTINUOUS CARBON INTERLEAVED SETS 





- _. La. Printers & Stationers Convene 
. REPORTED BY ART CARROW 


The fifth annual convention of the Louisiana Print- 
ers & Stationers Association was held at the Jung Hotel 
in New Orleans on April 25 and 26. General chairman 
of the two-day session was James Renton, A. Blanco. 
Inc., New Orleans. Harold Cornay was his co-chairman 
and Miss Rose Hornot was in charge of ladies’ enter- 
tainment. 

Officers elected for the 1953-54 term are as follows: 
president, James E. Renton, A. Blanco, Inc.: first 
vice-president, Marvin Drake, The Drake Company, 
Shreveport; second vice-president, Claude Latil, Latil 
Stationery Company, Baton Rouge: and secretary- 
treasurer, Bob Burns, Bob Burns Printing Company, 
Monroe. 

At the first session on Saturday afternoon, George 
Rollosson, Geo. Rollosson & Son, Crowley, La., gave a 

' talk entitled “Buy in Louisiana,” a movement which 
has been started by the association. Herbert C. Parker. 





i hed for 
yous FORMS Lithograp 
fon efficiency and appearance for 
any machine billing. 


— —— 
—— 


tablished Dealers wanted in South, 
Southwest and Midwest 
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» | REMARKABLE BARGAIN ) 
: Mae VISIBLE FILING 
“| FOR COMPLETE PROTECTION EQUIPMENT 


nt Whether your customers 
as 

vd are home owners, farmers 
yur 


KARDEX-ACME-POST INDEX 
Etc. All types of panel equipment 
Thoroughly Rebuilt 
and Guaranteed 


BIG SAVINGS 











or businessmen, they will 


‘0 be amazed at the low 








price of the Sentry Safe. 
You'll be amazed, too, at 


how fast Sentry sells and 





helps you build profits. 
It's an investment in pro- 
tection against fire and 


theft that sells on sight. 


Surplus Equipment BOUGHT 


SENTRY SAFES 
INCREASE DEALER'S 
PROFITS 


Full cooperation and prompt 


attention on all inquiries. 


COMMERCIAL 
CARD SYSTEM CO. 


135 GRAND STREET 
NEW YORK 13, N.Y 









We'll Be Glad To Send More Information 










DEALER INQUIRIES INVITED... 
GET THE FACTS, THEN THE PROFITS! 


‘BRUSH-PUNNETT CO. 













Ly, HN) “sares. 545 WEST-AVE.- ROCHESTER 11, N.Y 
nde ~ CA nal 6-5728 
fr 
re a 
ul 
ie Increase YourSALES... 
al 
in 
al utth y 
: Wor 
. SALDA VO 
r- SPONGE RUBBER 
< STAMP PADS 
es 
id 
| 
THE ONLY ALL-PURPOSE 
t- | STAMP PAD LINE! 
a] 
There’s a SPEED-MO stamp pad and ink for every office or 
O industrial stamping problem your customers may have. Speed-Mo 
n is the only complete line of stamp pads on the market — and 
r. 4 f ; d S that means multiple sales for Speed-Mo dealers. You need carry 
Large Va riety oO Sizes an tyles only the common pads. Prompt shipment made on special pads 
. (up to 20” x 36’’). 
” All Speed-Mo stamp pads are of specially treated, odorless 
. ° sponge rubber. Clear impressions guaranteed. Re-inking is neat 
A Noesting considers QUALITY and simple — you just brush the ink on Speed-Mo pads. 
J is of first Tal olelas- la LIBERAL DEALER DISCOUNTS 
) Write for folder showing over 35 stock items 
: NOESTING PIN TICKET CO., INC. RIVET-O MANUFACTURING CO. 
. 50 FEDERAL ST. ORANGE, MASSACHUSETTS 
h 728 E. ields Street, New York, N. 7. in Canada, for omplet information writ 


Be nN & Co 429 Main St West Hamilton Ontor« 
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paper clips 


staples Boa 


clamps . > ely 


\ « 
fag wire @ A Glass Smooth Surface—Made of Tempered Presdwood, 


4’, Smooth Two Sides 
@ Vise-like Spring Holds Papers Securely 


eo 








There is now a complete line of ARMA dy G 4 
> . e t 
Products to fill your office supply needs Pe ee 
. Arma Gem Paper Clips; Arma Giant FURNISHED IN THE FOLLOWING SIZES 
Stock Stock 


clips; No. 1 and No. 2 Ideal Clamps; Ne. Size No. ile 
Arma Standard Staples; and all standard 200 62" x11 Note) | 206 9 x17 Cap 
gauges of Tag Wire. Write direct or see 203 6 x 9 Memo) | 207 15 x 20 Way Bill 
° » one . 204 9 x 12/2" (Letter 208 11%" x 131%" (Auditor 
your jobber for ARMA—The Quality 205 9 x 152" (Legal) | Packed 12 to Carton 
Line! 
Write for descriptive circular and latest price list 
Pittsburgh Cut Wire Co. 
1120 Galveston Avenue Pittsburgh 33, Pa. WooDALL [NDUSTRIES [NC. 











3500 OAKTON ST. Chicago Telephone CO 7-2600 SKOKIE, ILL. 








GUIDES AND FOLDERS 

















MANIFOLD BOOKS 
AND PRINTED STOCK FORMS 





C-THRU clear plastic rulers and 
drawing devices give you a com- 
plete line to feature for back-to- 
school. Their high quality and mul- 
tiple utility have won world wide ~ : Vonufact 


‘ * 4 \ » } 1 
renown, They're priced for profits— ( : N SUSPEND-O-FOLDERS @ FILING SUPPLIES 
‘ designed for eye appeal— MANIFOLD BOOKS @ PRINTED STOCK FORMS 


a real ‘Golden Rule” line. 
ADVANCo 
ADVANCO PRODUCTS 


Division. of {dvance Suleshook Ca 


148 West 24th Street, New York 11, N. Y. 
Telephone CHelsea 3-1276 


For more than 25 years, We have been offering 
our wares through the dealer exclusively. 


Write for our Illustrated Price Lists 












Send for Catalog. 





RULERS @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS @ STENCILS @ PROTRACTORS @ OTHER DEVICES 


CTW Fale Boyaany 


aes CONN. U.S A. 
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H. C. Parker, Inc., New Orleans, spoke on “System 
Selling,” explaining in detail how filing has changed 
step by step during the past 50 years. 

Following the cocktail hour, the annual banquet was 





New Officers of Louisiana Printers .. . 

1. Claude Latil, Latil Stationery Co., Baton Rouge, 2nd vice- 
president farvin Drake, The Drake Co., Shreveport, Ist 

ce-president; J. E. Renton, A. Blanco, Inc., New Orleans, 

resident; Bob Burns, Bob Burns Printing Co,; Monroe, sec- 

retary-treasurer 

Milton Ford, Sr., Twin City Printing; George Y. Phebus, 

Tayloe Paper Co.; W. L. Keating, Louisiana Paper Co.; 

Gus Bordages, Pelican Engraving, Lake Charles and Edward 

Burchett, Shreveport Engraving. 


Seated—-Buddy LeBlanc, A. Blanco, Inc.; J. O. Long, Mittag 
& Volger; August Schmitt, J. A. Hoerner Co.; New Orleans; 
Stand m Kreiter, Henri Petetin, Inc.; William B. Kay, 


J]. A. Hoerner Co.; M. H. McLeod, Bodermuller the Printer, 
Ope 1s, and C. Geene Holcomb, Ennis Tag & Salesbook 


3 . y 

More Pictures of Louisiana Printers .. . 

l. Directors rude Latil, Latil Staty. Co., Baton Rouge; Marvin Drake, 
The Drake C Shreveport; Armand Breard, Monroe Office Equip 
ment C Monroe; George Rolloson, Rollosson’s, Crowley; Mrs. E. J. 
Land, Franklin Press, Baton Rouge; H. A. Kuhlman, Kuhlman Office 


Supply, Baton Rouge; Bob Burns, Bob Burns’ Printing Co., Monroe; 
J. E. Renton, A. Blanco, Inc., New Orleans; L. W. Tabb, Lake 
Charles Office Supply, Lake Charles; Edgar Jordan Sr., Standard 
Printing Alexandria. 

J. Arthur Pritzen, Baton Rouge Printing Co.; J. R. Root, Kuhlman 
Supply; Ivy J. Garon, Latil Staty. Co.; Herbert C. Parker, 
Parker, In H. A. Kuhlman, Kuhlman Office Supply Baton 





Warren Petty, Kuhlman Office Supply and Land 
i Pre 

Breard, Monroe Office Equipment Co., Monroe; Mrs. 
Breard; L. W. Tabb, Lake Charles Office Supply, Lake 


Long and J. O. Long, Mittag & Volger 
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POSTAL and 
AIR MAIL 
LABELS 


For FAST TURNOVER 
QUICK PROFITS 











PARCEL POIT 
LABELS 





SPECIAL 


HANDLE 
WITH CARI 


ee ee 


GLASS 


A® 





FRAGILI 


Aim ance, #0 
4 Cee 
uM. 


>» a 


\AIR MAIL — 


tA 


THE REYBURN MANUFACTURING CO.,INC. 
PHILADELPHIA 32 
W AREHOUSES 


RUPER 
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line of exceptional ears and 
iY Clean, erisp styling . . . functional 
odern cari be. Its very simplicity make~ 
a with any office — ‘modern or tradi- 





® BOOK CASE 


No. BC-634G 


eS «aT es 2" 
high. With sliding 
glass doors. Gen- 
uine Walnut or 


Rift White Oak. 






framed 
. Genu- 





© WASTEBASKET 


No. W-513 
13” x 13” x 15” high. 


Genuine Walnut only. 


E”-Your Assurance of Quality 


Flawless arerkmanship and fine 
iple-coat finishes insure extra long 
fe... extra years of service. Warm, 
nd-rubbed finishes lend a look of 
xury that pays you dividends * 


profitable sales 
ms WRITE FOR CATALOG 


“oa 


Si PEM taBLe co. 


JASPER, INDIANA 
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held on Saturday evening in the grand ballroom of 
the Roosevelt Hotel. The affair was held jointly with 
the Southern Graphic Arts Association which was in 
New Orleans at the same time for their own annual 
convention. 

Clayton Rand, nationally known columnist, was the 
principal speaker at the banquet. The evening’s activi- 
ties ended with dancing. 

At the Sunday morning session, Elmer D. Conner, 


| executive director of the Department of Commerce 


and Industry, spoke on Louisiana. He was followed 
by Russ Shaw, D. & W. Paper Company, New Orleans, 
who discussed “What the Printer and Stationer Ex- 
pects of the Paper Man.” 

Armand Breard, Monroe Office Equipment Company, 
Monroe, La., served as moderator at an open forum. 
He was assisted in the panel by H. A. Kuhlman, Kuhl- 
man Office Supply, Baton Rouge; Edgar Jordan, Sr., 
Standard Printing Company, Alexandria; and Milton 
Forod, Sr., Twin City Printing Company, Monroe. 

During the convention the ladies were entertained 
at a luncheon at Antoine’s, a sight-seeing tour of New 
Orleans and cocktails at the Court of Two Sisters. 

Outgoing President Mrs. Inez Land, Franklin Press, 
Baton Rouge, was extended a vote of thanks for the 
exceptional job done throughout the year. 

Next year’s annual convention will be held in Shreve- 
port, La. 





Name Vice-President... At a 
recent meeting of the board of directors 
of Royal Typewriter Co., Inc., Carl Mc- 
Kelvy. factory manager, was appointed 
a vice-president. Mr. McKelvy joined 
Royal in 1946 as a clerk in the cashier's 
office of the Dallas branch. His subse- 
quent promotions included being named 
assistant to the president in 1951, and 
Hartford factory manager in January 
of this year. 








Thomas W. Pearlman Opens Own Firm 


Thomas W. Pearlman has announced the opening 
of his own firm, known as A. & A. Sterling Office 
Supply Company, at 86 Weybosset St., Providence 
3, R. I. He desires to be sales representative in the 
Providence area for quality office supply manufac- 


Thomas W. Pearlman 





turers. He will handle a full line of office supplies, 
specializing in typewriters, mimeographs, adding ma- 
chine equipment and supplies. 

This 25-year-old war veteran has had an interesting 
and varied career including the foundation of Eisen- 
hower-for-President Club. He graduated with honors 
from both Amherst College and Harvard Law School 
and at the latter institution won the Roscoe Pound 
prize. 


Missing wen 


Rp sare Disappears in New York—A table | th typewrite 
Mercury Business Mact 900 Broadway, New York 3 
> 








| NY The Y j Ww » Skywriter 2Y é . N 45817 and othe nachine 
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ny, » HO \\) 
— fels and restaur® 
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Sr., These gleaming 
von satin-spun aluminum 
ned accessories combine 
lew eye-appeal and 
buy-appeal... 
ess, resulting in faster, 
the easier sales, quicker 
turnover ... more 
ve =) profit for you. 
write or wire 
. No. 260 for details and prices 
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ALL SIZES AVAILABLE 





= 


FILE ie Y) 


“with Aan 5 LE | / 












a sense 
of responsibility” 


GUARDSMAN Insulated Files 
give protection where 
it is most needed 


Dealer Inquiries Invited 





No. 4835 
8” Deep with Follower Block and Slide Catch 


4" wood stock—lock corner construction—rounded edges and 


UARDSMAN SAFE COMPANY | ASS 


hedges wanuracturine company 


2931 WENTWORTH AVE. « CHICAGO 16, ILLINOIS 












La Porte, Indiana 
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O17 ADVERTISING 
in “THE OFFICE” 








OFFERING YOU 
QUALITY AND VALUE 
RESULTING IN PROFIT 
AND REPEAT BUSINESS 





— 


Can't break 
or dent... 








High quality at low prices assures you of 
customer satisfaction . . . A unique kit consist- 
ing of holders, stamp pad, tweezer and rubber 
type ... Made of super-duty red para rubber, 
even in thickness, height, and alignment — 
and deep-cut for clear impressions — the type 
used in the FULTON outfit is of the finest 
quality. Can be used for notices, prices, addres- 
ses, labels... The sets are presented in 
attractively designed, durable cardboard 
boxes... having both beauty and utility. 


A BETTER LINE OF STAMP PADS AND DATERS 
DRI-KWIK Stamp Pads are excellent repeat-business 
deluxe items. The FULTON fine-line Stamp Pad is 
outstandingly useful and economically priced . . . 
SERVICE fine quality precision made Daters are indi- 
vidually boxed and guaranteed to give satisfactory 






Light weight... 
costs less 









Translucent plastic 
provides sales-stim- 
vilating color dis- 
play on your 

shelves . in 

RAFID DRY RED, 

BLUE, GREEN and 
BLACK as well as 
DRI-RITE BLACK. 


















service. 





ORDER NOW! PROMPT SHIPMENTS! 
WRITE FOR OUR NEW CATALOG #52 


FULTON MARKING 
EQUIPMENT COMPANY 


82 Fulton Street _ Elizabeth 1, N. J. 






offers you prestige and profit with the finest 
inks in the duplicating field, in the dispens- 





ing package of tomorrow. 


INK SPECIALTIES CO., INC. 
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1953 


Passed Away : 








J. Ogden Pierson, 
78, president of the Dameron-Pierson Company, Ltd., 
died in his home May 24, at 437 Walnut, New Orleans, 
La 

Mr. Pie! 1 was vice-president of the New Orleans 
stationers firm when it was founded in 1904 and in 
1938 became president. He was a past president of 
the National Association of Stationers. A member of 
the Chamber of Commerce of the New Orleans area, 


The Late 
J]. Ogden Pierson 





vas also a member of the Boston Club, 


Mr. Pierson \v 
the Louisiana Club and the Round Table Club as 
carnival organizations. 

was educated in private schools, Tulane 
| was a member of Sigma Chi fraternity. 
him are his widow, the former Florence 
laughters, Mrs. Mason Hammond and Mrs. 


well as several 
Mr. Pierson 

University al 
Surviving 


Kells: tw 
Moreland H. Hogan, and two grandchildren. 
Service vere conducted from the residence and 
interment in Metairie cemetery. 
+ | - 


Jessie I. Taylor, 


president the Globe Typewriter & Adding Machine 
Company 37 Murray St., New York, N. Y., died 
May 24 at her home in New Jersey. Mrs. Taylor was 
a real pioneer in the industry and long known for her 
ervice to her firm. 

Her stor head of the company began in July, 
1919, when ‘ husband, Arthur E. Taylor, opened a 
new typewriter exchange business in New York City. 
Two weeks later, he collapsed in an illness which 
proved fatal in 16 weeks. On July 26, then, she started 


SUCCESS al 


working in an unfamiliar business with her husband’s 
teaching lide her. 

The early years were hard ones, but Mrs. Taylor 
found that the men who knew and respected her hus- 


rything in their power to help her carry 


Dana ala ¢ 


The Late 
Jessie I. Taylor 





on. She fre 
and estimate 


She also learned to call on offices and was pleasantly 


iently called on them for advice on prices 
on machines she was not familiar with. 


surprised when her first day of soliciting brought her 
an order . typewriter. 


Accumulating more business knowledge, she found 
that it was easier to sell rebuilding the customer’s 
present model than a new machine, and with the 


mechanic and an office boy successfully 


help of 


carried on tl end of the work. 
Mrs. Tayl long prominent in NOMDA and the 
national association, was elected a NOMDA director 
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ACE LITE-STEP 
SPONGERUBBER 
TYPEWRITER PAD 


e SOUNDPROOFS 
TYPEWRITER 


e SHOCKPROOFS 
TYPEWRITER 


¢ SKIDPROOFS 
TYPEWRITER 


2) 


TRS 
Ss : 


Xe 





A FAST SELLER! 


it cleans~ easily, 
won't pack down, 
is long lasting 


Standard Typewriter 
No. 100 


Retail: $2.25 each 


Less Regular Dealer Discount. 





and good looking 


Electric Typewriter too. 
No. 300 


Retail: $3.95 


Less Regular Dealer Discount. 


Colors: 


Black, Maroon, 








Office Gray and 


Adding Machine and Other Green. 


Office Machines 
No. 200 


Retail: $3.65 


Less Regular Dealer Discount. 


ORDER FROM YOUR JOBBER OR 
SEND ORDERS TO: 











ACE LITE-STEP CO. 


JTH STATE STR 


HICAGO 16, ILLINOIS 


~ ~ 
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‘ Line isthe 
I _tceless ingrediat 


STARK CALENDARS 


- Gwe it grealer 
y AZ a>, usefulness! 


y 
t= e el ad 
~ — 


ey 7 
FA £58, 











oe 


Aquality line of stands 
and pads featuring all 
popular styles and sizes. Cal- 
endar pads are lithographed— 
on high-grade bond paper with the 
date in red and the monthly calendar 
in blue. 

Fast, 2-color lithograph printing enables us to 


write or phone 
for complete 


give you the best in quality and prompt service. details 
“IN CALENDARS THE QUALITY MARK IS STARK” 


STARK CALENDARS 


100-112 BISSELL ST. * PHONE $e? * JOLIET, ILL. 


Another New Mayfarr First! 


KING SIZE PERSONAL FILE 


Heavy Gauge Steel 12x10x10 
inches 


















Immediate 
Delivery 









Send your 
order Today to 


The Wlayfatr. COMPANY 


315 N. DESPLAINES ST. CHICAGO 6, ILLINOIS 
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and also served as treasurer for four years 

Surviving her are her son, Arthur R. Taylor, an 
active partner in the firm as vice-president and treas- 
urer, and three grandchildren. Services were held 
May 28, at the Leber Funeral Home, 20th St. and 
Hudson Blvd., Union City, N. J 


+ + - 
Robert C. Macke, 


75, president and treasurer of the Macke-Williamson 
Stationery Co., Rochester, N. Y., died May 23. A native 
of Cincinnati, Ohio, he started as an office boy with 
the Samuel C. Tatum Company, and became vice- 
president in charge of the New York City branch. 
With his son, Mr. Macke came to Rochester and formed 
the Macke Office Systems Company. They later pur- 
chased the stationery department of the Williamson 
Law Book Company, in 1930 and formed the Macke- 
Williamson Stationery Company. Mr. Macke is sur- 
vived by his son.—RCS 


tr Ft + 
Abraham |. Goldberg, 


59, a wholesale stationer located at 59 Walker St., New 
York, N. Y., died on May 16, in Malaga, Spain. He was 
on a cruise on the Cunard liner Coronia. 

Mr. Goldberg resided at 30 Ocean Parkway, Brook- 


The Late 
A. I. Goldberg 





lyn, N. Y. He was a Mason, a member of the Station- 
ers Square Club and Stationers’ Golf Association. 
Surviving are his widow, Mrs. Rae Shear Goldberg, 
four sisters and a brother, all of Brooklyn 


of ob 


Rufus G. Nichols, 

retired typewriter salesman, died May 18 at his home 
in Topeka, Kans. He has been associated with type- 
writer companies from 1905 to 1942 when he retired 
As Salina branch manager for Remington Rand Inc., 
Mr. Nichols had 35 Kansas counties in his territory. 
He later joined L. C. Smith & Corona Typewriters, Inc., 
in Oklahoma. 

Obtaining a Royal Typewriter Company franchise 
for Kansas and Oklahoma, Mr. Nichols remained with 
that firm for 27 years. After his retirement he spent 
considerable time on his 640-acre farm northwest of 
Topeka. 

He is survived by his widow, Mrs. Marie Gormley 
Nichols, two daughters: Mrs. Ruth H. Young, Marys- 
ville, Kans., and Mrs. Betty L. Holliday, Cincinnati, 
and six grandchildren——GMH 


H.R. Williamson, 


47, founder and owner of General Duplicating Supplies, 
398 Broadway, Mahattan, N. Y., died May 16, at his 
home, 209 Rutland Rd. Mr. Williamson was born in 
Brooklyn and lived in Englewood, N. J., for a number 
of years. Surviving are his widow, Dorothy, and his 
father, Henry L. Williamson of Englewood 


' F + 


Arthur J. Pestinger, 
52, owner of the Pestinger Typewriter Company, Wich- 
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Send for Catalog. 


LEHIGH DESK CO., INC. 


106 Duane St., New Yerk © Factory: Bethlehem, Pe. 











Just of the press! 











NEW 

Styles! 

NEW 

Fabrics! 

NEW 

Prices! 
! 


DISTRIBUTORS — DEALERS! 
Ask for YOUR FREE COPY—Today! 
and FROFIT BY |T—Tomerrew! 














Remember .. . 
in Upholstered furniture 
what you DON’T SEE is more 
{} important than 
~ what you do see. . 





NIEMANN 


and deliver 
maximum 
value both 


inside 
and out! 
No. 285 
Ha s< ‘ ™ 





The Niemann Label on furniture means Custom Built 

ELASTIC NAUGAHYDE quality from ‘the inside out.’ The finest materials 

now available a! ond the best workmanship in the frame—interiors-— 
NEW LOW PRICES construction and finish 


2Memann 


WMeman Fig SS Pill l 
Fae a Sart oy waassecd Aeszelet=zou ree 





459 AS OniO ST. AT LAKE SHORE DRIVE, CHICAGO 11, ILL 
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The Brand-New Beautifully tMustrated 
1954 CATALOG of 
INSTITUTIONAL ALUMINUM FURNITURE 
by U. S. CHAIRCRAFT 



































PACKED WITH 
SALES POWER! 


% A desk set that eliminates conven- 
tional pencil sharpening — insures 
clean uniform lines, permanently. 


*% A lifetime injection lead holder 
with “pointer” that really sharpens 
new precision points in a jifty! 


* A point-of-sale item that stops cus- 
tomers and sells them on sight! 


Here's a startling new time saver 
that makes conventional pencils and 
sharpeners obsolete. For fine, accur- 
ate detail work .. . an’indispensable 
aid to Draftsmen, Artists, Architects, 
Designers, Engineers, Students, Book- 
keepers and others. Lead holders 
available with lead in deg. 7B to 9H. 


DON’T DELAY 
This is but one of hundreds of qual- 
ity profit-proved Alvin drafting, draw- 
ing and stationery items available— 
send for complete catalog 
and amazing price list today! 
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IN PACIFIC JUNGLES 
WEIRD GIGANTIC 
STATUES WARN EVERYONE 


, ’ may: 


IN BUSINESS, GRAFFCO CELLUGRAF 
COLORED SIGNALS ON RECORDS 
AND CONTROL SYSTEMS WARN OF 
VITAL FACTS, AND SPARK ACTION . 





—<—=>= ee 
S>= 


SS 
SIGNALS 


and MAPTACKS 


GEORGE B. GRAFF CO., CAMBRIDGE 40, MASS. 



















Spirit 
MASTER 


UNITS 
or 


CARBON 
PAPER 


now PRINTED = 


h your 
PRIVATE BRAND NAME 


AT NO ADDITIONAL COST OTHER THAN ART AND PLATES 


Duplicating carbons should produce the same number of sharp, 
clear copies every time. You can depend on the uniform high 
quality of Colonial carbons—because for years Colonial has spe- 
cialized in the manufacture of spirit master units, spirit carbons, 
gelatin carbons and related duplicating supplies. Colonial car- 
bons give longer runs, clearer copies and uniform results. 
Send us a sample of your imprint —a rough sketch will do— 
for quotations. 





: CARBON COMPANY 
GENERAL OFFICES ¢ SKOKIE, ILL. 
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DEALERS WANTED - 
to handle BIG-PROFIT 


mailMaster 









the ONLY Machine 
. that OPENS, SEALS, 
“ p STAMPS in ONE Unit 


Every office, store and shop is a hot 
prospect for this nationally adver- 
tised office machine. First time offered 
dealers on a national basis. No 
sliced letters, no stamp licking, no 
lost stamps— with mailMaster! 

Retail Price, $59.50 plus tax. 


Write now for full information on 


COMMERC\RY 
CONTROLS 


ORPORAT ¥ 


Introductory Package Offer 


COMMERCIAL CONTROLS CORPORATION 
Dept. OA-73 
1 Leighton Ave., Rochester 2, N. Y. 





10 Different Styles of 


ZIPPER RING BINDERS 


for the School Trade, Genuine Leather or Tolex 


Large Variety of Sizes 
Highest Grades to Popular Prices 





Send for our BIG CATALOG showing 
Complete Line of Profitable 


BRIEF CASES—BRIEF BAGS—PORTFOLIOS 
Immediate Delivery 


Bristol Mjz. Company 





1670 MORROW ST. GREEN BAY, WIS. 
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ita, Kans., died on May 15 in St. Francis hospital, 
Wichita. He had been a patient there for two months. 
Born on March 24, 1901, on a farm near Willowdale, 
Kans., he moved to Wichita’ 29 years ago. He and his 
wife, NaeDeane, started the typewriter company in 
1935 
Surviving are his widow, three brothers and three 


sisters —_-GMH 
+ | § 

Emma |. McClure, 

72, wife of William K. McClure, for 44 years an execu- 
tive of Wilson Jones Company, died May 31. Mrs. 
McClure, whose maiden name was Hallbauer, was a 
native of Chicago. She frequently accompanied her 
husband on business trips during the many years he 


served as purchasing agent for loose-leaf company 
and was widely known, especially among paper sup- 
pliers. Mr. McClure is one of the 12 founders of the 
Purchasing Agents Association of Chicago. 


tT F fs 


Robert A. Rehm, 


64, who established the Albuquerque Typewriter Ex- 
change, Albuquerque, N. M., died April 27. Mr. Rehm 


settled in Albuquerque 34 years ago, coming from 
Lancaster, Pa., and resided at 1016 Adams St., S.E. 
His typewriter business is now operated by two 


sons, Robert A. Rehm, Jr. and William W. who survive 
him. Also surviving is his widow, Eva M. Rehm. 





UNITED STATES EXPORTS OF OFFICE 
MACHINES, EQUIPMENT AND SUPPLIES 


Figures for February, 1953, Released in May, 1953, 
by the U. S. Department of Commerce 
(A breakdown by countries is available from the Foreign 


Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 


Quantity (Dollars) 
Net Value 
Machines Accounting Nondescriptive except 
Punched card New 377 482802 
Machines Accounting Descriptive except 
Punched card New : 393 677806 
Machines Listing—Adding except 
Punched card New 1918 308397 
Machines Calculating Non-Listing except 
Punched card New 2079 709117 
Machines Accounting Etc. except 
Punched card New, Nes. ‘ 163 44732 
Machines Card Punching and auxiliary New 130 480845 
Machines Accounting Etc. Used and Rebuilt 445 58032 
Parts for Accounting Etc. Machines 1042064 
Addressing Machines , 148 53616 
Accessories & Parts for Addressing Machines 35705 
Machines Duplicating Ex Lithographic Offset 294 63705 
Machines Duplicating Lithographic Offset 27 54461 
Parts for Duplicating Machines 63058 
Cash Registers New 710 260237 
Cash Registers Used Rebuilt 230 23462 
Parts for Cash Registers ; 188169 
Typewriters Standard New Except Electric 4685 500545 
Typewriters Standard Electric except 
Automatic New 329 84067 
Typewriters Portable New 3718 197788 
Typewriters Used Rebuilt except Automatic 1631 82319 
Typewriters Nes , 95 86554 
Parts & Accessories for Typewriters 406098 
Staplers for Office 26100 46989 
Dictating Machines 177 34477 
Mail Handling Machines & Parts 110754 
Check Handling Machines & Parts 43084 
Office Machines & Parts Nes. 128795 
Mechanical Pencils All Materials (Doz.) 20956 112884 
Mechanical Pencil Parts 24651 
Pencils Ex Mechanical Black Lead (Gr.) 26963 85220 
Pencils Ex Mechanical Nes. (Gr.) 6766 25086 
Pencil Leads , 36367 
Crayons 39762 
Fountain Pens Ball Type (Doz.) . 51635 159031 
Fountain Pens Ex Ball Type (Doz.) 53001 598058 
Ball Pen Refill ink Cartridges (Doz.) 30078 49992 
Fountain Pen & Ball Pen Points Nes. 134166 
Fountain Pen Points (Gr.) 12881 80414 
Carbon Stee! Pen Points (Gr.) 7684 9140 
Desk Pen Sets 3934 12737 
ink Writing 54524 
Ink Nes 265820 
Carbon Paper (Lb 102178 101741 
Ribbons Cloth Inked Office Machines 41872 
Office Supplies Nes. 229392 


Nes.—Not elsewhere specified) 


OFFICE APPLIANCES, July, 1953 





The Lowest Priced Mechanical 
Addresser 


$2430 


(Plus Fed. tax 
and supplies) 















ws One Model of a Complete Line 


A Leader in VALUE for 5 Years 


In 1948, Master Addresser originated and in- 
troduced a NEW PRODUCT for sale through 
office supply dealers—the Model 25 spirit- 
type addresser. It is one of the very few 
NEW inventions to be placed on the market 
within recent years, and fast became a staple 
item in dealers’ stores throughout the United 
States. 


This spirit-type addresser is providing office 
supply dealers with a new source of business, 
and in addition, provides a lucrative REPEAT 
BUSINESS through the sale of addresser sup- 
plies. As it was in 1948, the Model 25 is still 
today the LOWEST COST mechanical ad- 
dresser on the market that holds 500 names 
on an address roll. 


Since its introduction, Master Addressers 
have been one of the few office machines that 
could successfully be sold as an OVER THE 
COUNTER ITEM by office supply dealers. 


A planned program of continuous national 

advertising and dealer merchandising aids 

support all Master Addresser products. 
STOCK — ADVERTISE — SELL 
Master Addresser Products for 


PROFITABLE REPEAT BUSINESS 


w= Nationally Advertised Every Month=—=—= 


If you are not among the thousands of dealers who sell Master 
Addressers, write today for full details. 


flier rhédreadde C2 


6500-D West Lake Street, Minneapolis 16, Minnesota 
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ONGHOBRN Gitaeca c 


ART METAL CONSTRUCTION COMPANY, JAMESTOWN, N. Y. 

























































































An artractiv J r of a £2308 1¢ t 3} anc 
ustrating aesk the tirms new tury line is vw availabdie 
CARBONS... in se Ene ea 
r tT Teature s large enter spread that strate epresenta 
Je } Jetailed howr 
Dack s 4 
‘ & kt B scares 


for g ad “3 De Ire ea Vew ify t 5 
7 C. L. BARKLEY & COMPANY, 1220 W. VAN BUREN ST., CHI- 
l ONG e , = ake CAGO 7, ILL. r idea in tt 36 page tolder-r é t is ar 
sg 7 5 : : 1ex t merchanaise Many items are trated r and a 
ri e specificat snd dimensions a ‘i. eee { fiems usina 


part ila 1¢ A tront paae ; aDoOrOx 





leatnerette 7 


Leaders in | weights of fil . 
toiaers. ihe st t merchandise inciuade type f Barkley at 


AMCO's complete : | Settenees auides. telders. evstoms, \et ar hist ileal 


ne ft TING asTreria A busine 


Malco handelaelolal 
folate Malelelelal 
for the office— 


N 553 is 


BURROUGHS CORPORATION, DETROIT, MICH.—A 








, — program tor OD jair 
leaders in sales oe fo RE Oe cor a Mas + haeteas ae oe 
and profits for you! : nanufacturer. The window or wall sign, silk-screened in red 

w ang n 5 3 >] c n 
Sf Send for Illustrated 
AMCO Catalog 
inter sia \ 2 watt ncandescent ¢ k yi + flashes a piast 
pane! tf w T Ins nfours ana ¢f } of nt eaage nT 
} 
Cea, = Spiednjete ci apleegetanrape dys 
of ent a brochure Ins { G 3 Bu reminding them ot 
Tne mportance ft orawing window snoppe sTrenr rders ana 
INVISION CLOVIS EN ZCHEEOM — cverics may be addressed to Deal Oe 


Texas—Chatham, Virginia 
DIEBOLD, INC., CANTON 2, OHIO 


Warehouses and Offices at Houston, Dallas, New Orleans, 
Birmingnam, St. Louis, Denver, Los Angeles. 


> weakne 
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STOP COUNTER CLUTTER! 


USED and SERVICEABLE 
OFFICE FURNITURE 


for Dealers and Retailers 





e DESKS, TABLES PEDESTAL, OAK 
e BOOK CASES AND WALNUT 
e SWIVEL CHAIRS ° rE ae eee 
and steel, an 
© TYPIST CHAIRS letter dose, with and Here is a sleek, well-built stamp rack that blends beautifully 
e TYPISTS DESK without locks with the most modern, up-to-date bank or office styling. 
e EXECUTIVE DESKS e DOCUMENT FILES Made in six sizes, the Andy Stamp Rack ends the confusion and 


mess resulting from rubber stamps being jumbled on the desk or 
in a drawer. All stamps are kept neatly visible and easy-to-use. 
Spring type holders support stamps perfectly allowing them to slip 
in or out smoothly. 

Sturdily built of aluminum, with crackle-gray finished base. A 
large tray in the base holds stamp pad, rubber bands, or paper 
clips, and grooves hold pen and pencil. Rubber feet prevent wear- 


DOUBLE ANDSINGLE e CARD FILES 


We offer to the trade office furniture in good condition, 
priced right so you can resell at a good profit. 


Arrangements to ship less than carload lots, and car- 
loads if desired. Five warehouses located in Washing- 

















ton, D. C. Unlimited stock. Priced Right for Resale. ing of any surface. 
Model No. and 
To any dealers who find it difficult to secure new equip- Capacity* List Price 
ment today we recommend the purchase of this material. Place your order for these ASF .nreeeververnenne--$ 6.75 
Inquiries solicited wonderful, convenient racks NOW! AS-12 > cncccoverscassee . 7,00 
pS ae ee 8.50 
Send for free price list, and catalogue. REE dtc 9.50 
Prices include boxing for shipment. atta mented anaes REF crimson 10.25 
He. 153 showing OBBB cocina 
MANHATTAN OFFICE So. | attra 
ity: No. AS- olds stomps, 
Faymus benk and AS-12 holds 12 stamps, ete. Ali 
office supplies. open shipped by prepaid por- 
cel post. 
EQUIPMENT CO. Wholesalers 


639 NEW YORK AVENUE, N. W., WASHINGTON 1, D. C. Fas 002 DIV., Bankers & Mer 


Maurice Kressin, Gen. Mgr. Phone: Metropolitan 2043 














Sheffield Avenue Chicag 








| Atlast...§TRAIGHT TALK WATCH OEC FOR VALUES! 


on merchandising — some 
Key pointers you can apply TYPEWRITERS * ADD MACHINES 
in any business of any siz BOOKKEEPING MACHINES » CALCULATORS 
o move goods faster 
ELECTRIC TYPEWRITERS * CHECKWRITERS 


Just HERE is a crystal-clear guide- er 
Out! book of the seelty esscntial We are one of America’s largest wholesalers of 
, features of sound merchandising used and rebuilt machines. Famous for high qual- 
—proven operational rules that . : ' : : 
MERCHANDISING will incsens ton Giielanes ond ity, low prices! Prompt, dependable service 
economy of your efforts, broaden anywhere in the world! 
PRIMER markets, and lower marketing e © 
costs. Fast-reading, written in Sp | ff g 
picture-primer style, it helps you ecia 0 eri n 
, plan and evaluate each phase of sae 
By BUD WILSON merchandising, from product of Reconditioned and 
— Twining Sales Corpora.  ¢sign through point of sale. 
ion, Former wi) KM. Mio) & erchanding Jeions, fr Select Rough Machines 
a oe sis, > toy: merchandising decisions, fur- 4 h 
Company, 1 & Rubicam, Old ishing checklists of factors you 
should weigh before promoting 


7. On on on any product in any market! 
6 pp., illus., $3. == = = — = Write, ph ire, tod. Deale; 
c rite, phone, wire, ay 
FREE EXAMINATION COUPON for Dealers Wholesale Price $ 




















Town Cort n, and Hanscom Bak- 








certainly to 1 copy, 


i I 
E. B. WEISS, Direc- : . 
4 ' McGraw-Hill veg Se ere te ' List #400-A for details on 
oO} inmais- Send me Wilson's MERC ANDISING , or 
Coe» Ai ing | 10 days’ examination on approval. In 10 days | | these and hundreds of other 
“ , j will remit $3.95, plus a few cents for delivery ot l unbeatable values! Easy-to- 
igen¢ i? ‘ I return book postpaid. (We pay for delivery if you | d listi : d eo 
recommend Mr. Wil- ! remit with this « pon; same return privilege.) | rea istings; easy-to-or er 
~~ oo ae a re from: Lisy 
son § OR miy | : 
to the sale "He eae J 
the marketing and | Address ‘ 
, — ss | aes 
nerchandis Cit Zone State | e * 
veut sho to the : ipment Cor 
( ipany 
idvertising imost | = ! ice qu p e 
| : 
| 


298 Broadway, New York, COrtlandt 7-9091 
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AUN) 
SALES IMPRESSIONS 


For only “TS 


Your name on your products . . . your own 
“AUTOGRAPHS” . . . deliver sales-stimulating 
| advertising impressions a// day, every day, thou- 
sands of times a month for /ess than a penny a year. 
"AUTOGRAPHS" are just as appropriate, just as 
impressive and fully as sales producing on a $2.00 
pencil sharpener or letter tray as on a $200 desk 
or typewriter. A flick of a solvent saturated brush, 
slight finger pressure, and "AUTOGRAPHS" are 
ready to start selling and keep selling your name 
_and your products for life! 


*Based on per plate cost of average Dealer order. 


WDVERTISING IMPRESSIONS THAT ,S7/0K(/ 


WRITE TODAY 


on your letterhead for samples 
and literature. Dept. O-5 








NOW! NEW SMOOTH FRONTS 
ON CONVOY Soxtc: FILES! 


CHEM-BOARD 
Already unmatched for durability, operating ease 
and low cost, NOW CONVOY FILES HAVE 
‘ATTRACTIVE SMOOTH FRONTS... com- 
pletely free of stitches and dimples. A MAJOR 
IMPROVEMENT AT NO EXTRA COST. 


Write for illustrated price list and 
details of Dealer Franchise. 


CONVOY, INC. 
Canton 6, Ohio 
P. O. Siation B, Box 216-G 
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HANDY ‘GLIDEX” 


TRADEMARK® 571978 


TELEPHONE BRACKET 


A Stable Seller the Year ‘Round 








Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


Made of strong, durable steel. Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, etc. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 





desk papers. 
WRITE FOR ILLUSTRATED LITERATURE AND DEALER’S PRICES 
rs) , «& 
A /S JN dp 
er » 4 nan [ } ss 
\ \\ \ | \\ | i 

oY WN “— 
GLIDEX CORP. smimx= 
4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 



























CAN | GET 
: PROMPT DELIVERY? “? 
BUT w BRAND cps 
AKES IT? NAME, ive 
Y IN CLEVELAND 
wHo ™ a s count 
S\ZE | © 





"7 | | 
poe | 


Here’s where 


to find it. eae 


| Bas BD DD. 4 
ISSUE 











' 
This is your ANSWER 4 
BOOK to all your Buy- ( 
ing Needs 





KEEP IT HANDY 


USE IT OFTEN « 
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presents 
THE ROYAL FAMILY OF SMOKERS 


KING QUEEN PRINCE 


oS. See ££ eee FS ee. 
‘S Petes eeF £2 8 FF Ff FS # 



























This Coronation Year, SMO- 
KING proudly presents Plated 
Metal Smokers that are regal 
in splendor . . . excellent in 
construction. 





“THE KING.” "A King 
Size Smoker Fit for a King” 

. available in two finishes— 
Polished Chrome, overall and 
Statuary Bronze, overall. 
Packed | to a Carton. Weight 
16 Ibs., 2’ diameter Tube, 
11” weighted base resists tip- 
ping—Big 11” Tray with 8” 
Glass Liner. 


Write for NEW Complete 
“Coronation Year” Catalog. 


Su Oo my G 


PRODUCTS, INC. 


111 PIONEER STREET 
BROOKLYN 31, N. Y. 





pec de ag 
of VOX 7 





J -— A 
Year after year, for the 
past 33 years, it has been = 
our privilege to be consid- 
ered No. 1 on the Dealer’s List 
Parade for rough and rebuilt office 
mat hine . 
Only because of you could this grati- 
fying record have been established. 
It’s a position that we strive to maintain 
through our recognized policy of offering 
the finest rough and rebuilt office machines 





it down to earth prices. 


Whatever your requirements may be in Add- 
ing, Bookkeeping, Billing, Calculating and 
Addressograph machines .. . you’re sure to find 
the model you need from our stock of thou- 
sands of office machines, in our modern, 
spacious building. 

Write for Dealer Price List No. 10 


INTERNATIONAL OFFICE APPLIANCES, Inc. 


326 Broadway, New York 7, N. Y 


* HA 2-6700 
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Sell Silence 




















Every office needs “ANDAL” TyPad to 
cut nerve-wracking noise. This new 
sound-absorbing office machine pad 
effectively reduces clatter and vibra- 
tion to a minimum. TyPad features 
luxurious, decorator-fabric insepara- 
bly combined with \4-inch of dense 
foamed latex. Good-looking . . . long 
wearing . . . TyPad won't noticeably 
increase the working height of office 
machines. For quick sales . . . quick 
profits, sell “ANDAL” TyPad. Available 
in 3 sizes (11x13”, 10x17” and 15x17”) 
with dark green or gray fabric on 
light green foam. 





* Another “ANDAL” Foam-Fabric Achievement, ~~ Write for 
"~—s sample 
ANDrews-ALoerrer 





COMPANY 


Akron 10, Ohio ee (284A AF 


1169 Home Avenue . 








A typical installation of the Huntington 190 series 


Surmiturce by CEES STET ESE 


- always mn good Taste 
































Designed by Jorgen Hansen and Jens Thuesen 4 
& J 
to please the most particular client : ue 
The Huntington name is your guarantee of + s 
quality materials and workmanship Ee s? 
+ 22 
- ; 
MAIL TODAY 85 rs 
es 2 

2% s 
HUNTINGTON Ee 25 
CHAIR CORPORATION | &% 
HUNTINGTON. WEST VIRGINIA c i 82¢€ 
3 4 
ies es. 
Permanent Showrooms: Huntington, Chicago and New York | © af os <= 
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why-ASF 


VERTICAL FILING? 


because 


e IT SAVES PAPER—MANPOWER 
e PRESERVES OFFSET PLATES 
AND MASTERS 


ATLAS DELUXE 
PLATE MODEL 


Capacity 200 to 600 plates. 
25%" high, 13” wide, 26” deep. 


ATLAS PLATE HANGERS 

The vertical hanging of masters as 
sures protection against scratching, 
dust and improper handling. One 
master is filed on each SHA hanger, 
one or two masters on each PSC 
hanger. 


ATLAS INDEXES 






SPECIFICATIONS 





The hangers are quickly identified by AT we I nh gy wen 
means of the removable metal in H Frame Models fi 
dexes which may be obtained as vo Pig ny. black, gre 
eA ‘. wri ‘ r rray hammerloid 
additional equipment. Both standard Write for information on other 


and angular styles are availble. 


WRITE FOR ILLUSTRATED LITERATURE ON THE COMPLETE LINE 
Note New Address 





+ CLEVELAND, OHIO 





' / the biggest value 
5 in Comfort, 

¥ | Beauty, 

b 

E \ and Quality... 
; -\ 

“ 

i / 

ii 

» KING Sis te Kighest choic 


_ value an office dollar con buy. 
The handsome styling and 
Figdatom-eratied quality of the 
entire King Royalty Line is in- 
 stantly appealing. You'll find 
volume sales easier to make . 
_ and individual sales easier to 
close. And, you'll acquire a 
measure of customer satisfaction 
" you've never before enjoyed. 
and personnel are 
pleased investment- 
comfort-wise 


... THAT 





Model 222-5 


The Duchess... 





‘ Write Today for a New Royalty Line Literature 
KING POSTURE CHAIR CO. 


ay 953 South Raymond Avenue * 









Pasadena 2, California 
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=| ft na ntains @ calorie inter especially drawn up 
xecutives, w sts the calorie intake sagested for reducing 
among various weight groups. Als sted is the ca nt of 


. ~ -_ a4 —— 
(© IME WORLD'S FASTEST FILING TRAY <« | 


| onty Diebold Heme) 





ee eee oe 
hewders te feverd Mewsiny for Ove oers 
© momcnon — ROTARY, wists, VERTICAL Pues — ictorum © J 





t 3s w s tren mak a bus 
Th nient size ak 3 
arry at a hat an ‘execu 4 
tain r 3 s available a 
Seam tHe on 


GRAVER-DEARBORN CORP., 209 S. JEFFERSON ST., CHICAGO 


6, ILL. Now available trom THis Geale 
ted atal Tu Ind r ) 
c € >| rat $ ava 
aC 5 


JOHNSON CHAIR COMPANY, 440! W. NORTH AVE., CHI- 


CAGO 39, ILL.—Containing 31 illustrated pace n busir hairs 
or nure ve ] mplete ne ? ver tyr + fee 
Modern, traditional and special types are teatured. Both all-wood 





J ea 4 fy niture c 
klet which | 5s an index ? parterr jmber Dimer ns and 
fications a 4 ncluded along le! 
s °| T tne ac 


MEYERCORD COMPANY, 5323 W. LAKE ST., CHICAGO 44, 
ILL.—Engineers, de sd weiaes ooailatil. 


yners and drat 




















e-saving jeca here pictured show 1 ; ma eau slents in 
64ths, by writing the Meyercord Compa st the above address 
 SkES ee TNS he SO0TS : me, OS me bad 
a O05 Ne ars ee 950375 “ aps “ee 8593 
m 0668) ee 26317 ays e ‘’~ he ~ 475 
0625 ° Yer 2I8 Me, 390625 ‘ ea "ee 89082 
‘he D7O12S «he TDE37S te 00625 es 124175 ee S0EPS 
“ee— 09375 ae 2498 ee 28S se. bo es 828 
ee 105075 ee 2812S ee 8975 _—_ ne on 
‘——~ 125 te 2968 ee 59125 “ee 98 ee 191? 
Mee 140625 he 3125 Me ARTS 40625 he — 8 —: 
ee 2812s "Me 40075 128 tee 9843 
D 1é al s niy 6 ¥ 4 S o nea 
7 
Spr at slide rules | }uUa awin Sk 
[ and other s ar drawin 7 t 4 
read, pr >| arp black and n ack 
na TI pa Tates a a 


MOORE BUSINESS FORMS, INC., 900 BUFFALO AVE., NI- 
AGARA FALLS, N. Ve A new sales ker aTTracrive printea 


ed, yellow, blue, black and white 
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DEALERS: If you have not 
as yet received your FREE 
SAMPLE of the Magic Grip 
pad, write for yours today. 
Each pad attractively wrap- 
ped. GUARANTEED SALES! 
Pads may be returned with- 
in 30 days for full credit if 
not sold. Larger discounts 
on orders of 3 doz. or more. 


ORDER TODAY! 


Adding machine size: 
12 x 18 — $1.75 


Typewriter size: 
12x 13— $1.25 


P.O. Box 2095A Madison, Wis 














INTERCHANGEABLE 
PLASTIC NAMEPLATES 


Beautiful, dignified. permanent, personalized, all Acme plastic 
name plates are interchangeable . . . can changed instantly 
with new name inserts ... make changes to suit your require- 
ments. Illustrated are the popular models. 


No. 60!, desk type, gray; 
No. 601, brown, size 144” 













by 6%”. 


No. 602, transpar- 
ent door style name S$ 50 
plate, size 2” - | 
10”, name on blac’ 


background, geld 
letters. 


No. 603, trans- 
parent easel $300 
type name plate 
= oo 
black baek- 


greund, gold 
lettering. 


No. 604, desk 
style, vertical, $ 00 
ean be read from 
both sides, size 

2” by 10”, black 
background, gold 

lettering. 


speretas $500 


round, gold 


New name inserts can be ettering. 


ordered as required at rea- 
sonable prices. Prompt delivery . 
today. 


ACME PRODUCTS CoO. 


406-408 North Van Buren St. ° Green Bay, Wis. 





- . order your requirements 
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BUILD BRAND PREFERENCES 
THE Colorful WAY 


wed 
Slow. 


Make it easy for your customer to re-order . . . fea- 
ture Silver Eagle . . . the carbon paper made with 
four different colored backs for each of the four 
weights . . . green, purple, blue and black! 


Smartly packaged in boxes of corresponding colors 
that establish customer-recognition. 


See for yourself . . . send for samples. 








{ (ff ra PP 


U. 5. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY ST 


PHILADELPHIA 6, PENNA 


. . . the sensational new 10- 
key adding machine’ imported 
direct from |taly. 


ADDS: SUBTRACTS: 


MULTIPLIES: 
AC or DC current. Easy to oper- 
ate .. . New, exclusive features. 


Choice Totalia territories in East- 
ern U. S. now available to Dis- 
tributors and Dealers. 


WIRE — WRITE — PHONE 





J. E. ALBRIGHT & CO. 


S Sales Ager 


- 


833 Broadway (13 St) N Y ( 
AL gonquin 4-4828 
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Designed and created by 34” wide lip 


No. 1005 R CHAIR 





je Revolving Chair 
Grand Rapids 
Am MATS 
Office Chairs, Davenports EXTRA COST 


and related furniture. 





For That 
MODERN DESK 


(ISLAND BASE) 


IDEAL OVER HEAVY 

CARPETS — ROUGH 

FLOORS — WORN 
SPOTS 


Overall Height 33" 
Overall Width 24" 


Seat Depth 20" 
Between Arms 20" 


Back Height from 
Seat 17" 






er on Chair to Made of 
ate TEMPERED 
HARDBOARD 


Write for illustrated 
Literature and Prices. 


COLORS: BROWN e GREEN @e MAROON e BLACK e GREY 


CIRCULAR PRICES 
UPON REQUEST 













GRAND RAPIDS 


HARDBOARD FABRICATORS, INC. 


59 BRANCH ST * ST. LOUIS 7, MO 


LEATHER FURNITURE CO. 


201-207 Front Avenue, NW. Grand Rapids 4, Mich. 


eile adjustable 
\A SJ STEEL SHELVING 


U. S. Pat. No. 2,621,800 





TYPEWRITERS 
ALL MAKES 





Extra Value Features REGAL’S NEW YORK warehouse 
To Help You Sell and 80 stock depots carry a re- 

NEUBAUER “TWIN-POST” volving stock of 10,000 machines. 

Adjustable Steel Shelving is 

stronger, more rigid at thew 

oints rO ts. - 

BAUER TWIN POST” de THE UTMOST IN QUALITY 

sign is actually 2 posts with 3 : 

strong corners (see inset). ; Nia 

Shelves fit tightly . . . every- - tia ul LE 


thing stays in line. Smooth, 
beautiful and strong—adaptable 
for most shelving needs. 


18 and 20 ga. steel shelves 
range in 25 sizes from 24”x9” 
to 48”x24”, 16 ga. posts from 
” to 10’. Olive Green or Air 
line Grey baked-on enamel 
Special colors available. Built 
o last, priced to sell... 

wonderful repeat order builder 


—THE LOWEST IN PRICES 





Cone REGALRITE BRAND 
pase eacteaves RIBBONS AND CARBONS 


we'll quote through you. 


Write today for complete in- PROVEN-BEST BY TEST-BEST FOR LESS 


formation 


Ask about NEUBAUER 


Meee eee REGAL TYPEWRITER COMPANY, INC. 


rooms 


TTT TT MAM _Mioneovoln 18, Minna a | p00, HUDSERE BF. ° NEW YORK 13, N.Y. 
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Ilustrat snd featuring the Moore 
pamphlet stresses t ne-stop nplete 
rm needed. All types of Moore items 
ststanding ‘teatures, 4S well as ther 


MOSLER SAFE CO., 320 FIFTH AVE., NEW YORK I N. Y. 


400, 200 and 100 
3 sate are now available Tt 
ana bugiary-re Tive intormation at 


REMINGTON RAND INC. 315 FOURTH AVE., NEW YORK 


i0. N. Y ed Accounts Receivable Postina 

) shed by this tirm. It describes how 
Machine provides simplified 
iNustrated 

ed and the double-entr 


Ab-587 may be had by 


SPEED PRODUCTS COMPANY, INC., LONG ISLAND CITY 





plast e-usable box ontaining 5,000 
h ewly designed dispenser cartor 
4 
a nanif a uses 
8% « - $ the see 
Ww a nsumed 
and ns and 
SAMUEL TAUBMAN & COMPANY, | W. 34th ST.. NEW 
YORK |!, N timulate the sale of the new $.59 Taut 


avaiiabie ar 








Equipment Company Opens New Showroom 


Larson Equipment Company, office appliances, has 
opened new showrooms at 2558 Delaware Ave., Buf- 
falo, N. Y. The firm is headed by Don and Court 
Larson GET 
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An Outstanding New 


SOLID WALNUT SMOKER 


Designed to Match High Grade 
Executive Furniture 
— SELLS ON SIGHT — 


No. 130X Smoker 
@ Solid brass handle, 
brushed finish. 


@ Heavy 8 in. wide- 
lipped glass liner. 

@ Solid walnut: Top 10 x 
IY, ins Post 2 in.; 
Base 12 x I in. 

@ Heavily weighted with steel discs. 

@ Overall height 25% in. 

@ Shipping weight (Individually boxed) 
17 Ibs. 

@ Available Immediately in standard & 
bleached walnut. 

Write for Catalog of 
Complete LASALLE Metal 
and Wood Line of 


Smokers—Ash Trays 
& Costumers 


LA SALLE 
PRODUCTS CO. 


216 N. CLYBOURN AVE. 
CHICAGO 14, ILL. 
























A Promotional Item for Volume Sales! 





MASO’S 


NEW 
GENERAL 
UTILITY 
STAND 


With or Without 
Handy Drawer 








No. 495 
With Letter 
Size Drawer 


* Boked Enamel Finish 
* Gray, Green, Brown 
* Ships Parcel Post 


* Popular Priced 
* Quality Built 
« All Steel Thru-out 


Meets Every Demand for A Fast Moving Item! 


This Maso stand is quality built and priced to sell. Top and drop 
leaves have smooth round corners; heavy gauge steel. Rolled edge, curved, 


steel legs are snag and burr proof. Off- 
ey ee for more leg room. 
bolts. Full directions included. *"°2¢er strength. Special hinged bracket 
Shipping carton only 1434" x for drop leaves 14%” x 35” 
22" x 24”. Stores easily; 27” high 14%,” x 18”. This 
ships parcel post. Wot. 16 Ibs. is a top value that moves fast. 


WRITE FOR LITERATURE—ORDER YOUR SAMPLE TODAY! 


set center brace 


Opened: 
Closed: 


MASO STEEL PRODUCTS 


Dept. A 8] W. Van Buren St Chicago 5, III 
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One of the 
most 





useful For Binding 
all Records 


freee 







items in 






your stock 






Vouchers to 


and 
Newspapers 


therefore 
one of the 









MOST PROFITABLE 


ACCOPRESS 
BINDERS 


thousands of 
because there is 
not useful. 


AY copress 
no de- 
For 


Some firms use 
Binders every year 
partment where they are 
temporary or permanent binding, for current 
files or long storage, for a few letters or 
2000 invoices, Accopress Binders keep all 
kinds of papers safe at minimum cost. Fea- 
ture them all year around. 





See Your Acco Catalog for Styles. 


ACCO PRODUCTS, INC. 
OGDENSBURG, N. Y. 


Acco Canadian Co., Litd., Toronto 


nN. 


In Canada: 




















8 


—— Closets with Val -A-r ak 











v¥ 





Eliminates need for floor costumers o: 
cloak rooms. Val-A-RAK opens from a 
sturdy piece of attractive matching wal! 
furniture into a 19 x 12 x 13 in. closet 


Handles wardrobe of six people. Allows 
floor beneath it to be unoccupied for 
easy cleaning. Gives room an unencum 
bered appearance. When not in use 
folds up into space of 19 x 12 x 3% in 
Made in blond, walnut and mahogany 
wood—and either conventional or mod- 
ern styles. 


All this for only $19.50 


(suggested retail price) 


Write for Illustrated Literature 
& Dealer Discounts 


SHERNESS COMPANY (eccummmmess 


4356 Nicollet Avenue South 
MINNEAPOLIS 9, MINNESOTA 






For Producers of 

INDEX SYSTEMS 

INDEX DEVICES 

INDEX EQUIPMENT 

And All Others Who 

Use Tabbing, Indexes or Guides Of Any Type, 
Design or Material In The Finished Product! 


All These Products Aud Gacilities 
Ane At Your Service! 


v Tabs and Tabbing 
_ “* Of any type, style, 
range of materials 





size and ao wide 


5 Indexes—Guides 

= With or without Tabs, 

: full range of materials 
- 


any size, style, 


Design Service 


u 
id 
Skilful, experienced, minded 


economy 


7 


aos 


personnel to help you 


t is - 
tC " 

, pee. 

Above illustration shows only 


a few of the many varieties 
of products manufactured. 


Send Your Specs For Quotations—Write For Details! 


AIGNER INDEX CO.., Reade St., New York 13 
G. J. AIGNER CO, 22 S. Clinton St., Chicago 7 


Equipment 
Specially designed machinery 
economy and speed 


assures 


Free Quotations 
Quotations promptly furnished for short, 
medium, long runs 








4 
ie 


Fritz-Cross 











Built especially 
for the Junior 
Executive. 

it’s mansized, 
brute-strong 

and designed 

for masculine 
comfort and 
pride. 

AND the only 
2-way chair on 
the market. Rigid 
or “L” Spring 
Back with the flip 
of a lever. 





No. 150-L 


THE FRITZ-CROSS CO. 


300 East Fourth Street 
ST. PAUL 1, MINN. 
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For Your School Trade 


Smartly Styled 


ZIPPER 
RING BINDERS 


PORTFOLIOS 
BUSINESS CASES 


A Quality Line Carefully Fashioned for Business, School 
and Professional Use 


BRIEF BAGS 





WRITE FOR ILLUSTRATED CATALOG 
AND DEALERS’ PRICES 


Our Line also includes Many New Popular Priced Items 
of Special Appeal Quick delivery guaranteed. 


CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. e CHICAGO 6, ILL. 














FILE 


2,3 and 4 Drawer 
Letter and Legal sizes 





FIRE TESTED—1700° for 1 
hour 


Insulated between each 
drawer, making each 
drawer a separate safe. 


« “A” grade insulation, re- 
inforced. 


Heavy ball bearing ex- 
tension slides. 


Positive lock compressor 


Available with either key 
or combination leck which 
operates all drawers. 


* 2534," clear drawer depth 


Modern Hardware. 


Smooth, baked enamel fin- 
ish, green or gray. 


All files drilled and tapped 
so casters can be attached 
whenever desired. 





WRITE TODAY! 
THE SCHWAB SAFE COMPANY 





LAFAYETTE, INDIANA 
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READY 
SELLER 


A 





AT 








$1775 


TAX EXTRA 
INCLUDING 
TELESCOPIC 

EYEGUIDE 













Takes all copy up to 20 inches 


A money-moker that is easy to sell. 
Now the RITE-LINE Copy holder has 
the new Telescopic Eyeguide at no 
extra cost. Takes all widths of copy 
from a machine tape to 20 inches. 
Self-contained, all-metal, compact, at- 





EYEGUIDE CONTRACTED 


ay sl tegetive. Requires no installation or 
service. Illustration shows it with LINE 





“™ MAGNIFIER attached. Magnifier is 
extra equipment you can sell. 


EYEGUIDE EXTENDED 
For full particulors, discounts, efc., write to— 


RITE-LINE CORPORATION, 1025 15th Street, N. W., Washington 5, D. C. 
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FOR 
EVERY 
PURPOSE 






NOTCHING 
<«— PUNCH 












THE HOGGSON & PETTIS MFG. CO., 141T Brewery St, New Haven, Conn. 









TALLY PUNCH 





Nos. 17, 33—Notches cards, sheets, etc. No. 

17 dies not over 4%” wide, #%” deep; No. 33, 

not over %” deep 

No. 2—For %-%” round holes; 134” reach. 

No. 3, 1%” reach & No. 12, 2” reach, same 

style as No. 2. All will take special dies. 
number of punchings to 


Talley Punch—Registers 


99,999. Punches 4%”, %” or %” round holes—a 
special designs. Same counter available in our Nos. 
2, 3, 10, 11, 21. Write for circulars. 
















The time-saving snap-on 


PENCIL CLIPPER 


. for 

, », , Artists, 
Engineers, 
Draftsmen 


List 
Price 


brushes 


rush within 
grading, free- 
me 





lection of correct 
yilage and leas 


—e - 
Ee 


Liberal Dealer Disc 


ROWLEY'S 


Office Equipment Co. 


La Crosse, Wisconsin 

















Sell telephone comfort 
and convenience in the NEW 


REST-A-PHONE 


UNIVERSAL MODEL 
TELEPHONE REST 


. 
the new features include . . 

(1) Universal model fits €-1, F-1, and G-1 
handset (Western Electric equipment). (2) New 
gray ribbed rubber will not soil clothing. (3) 
Patented 3 point suspension makes Rest-A- 
Phone a true telephone and not just a hook. 
(4) Molded of tight, tough, tenite plastic te 
eliminate weight. (5) Spring clip gives 5S sec- 
ond installation with complete ease of adjust 
ment. (6) A 7 degree siope on cradie offsets 
slope of average shoulder and gives greater 
stability. Write today. A trial order will prove 
profitable! 


Exclusively Patented & Manufactured by 


Rest-A-Phone Co. 


P.O. BOX 8788 + PORTLAND 7, ORE. 


WANTED 


AGENTS 


Who Call on Financial Institutions 
To SELL A Complete Line of: 
PASSBOOKS 
POCKET CHECK COVERS 
write to— COIN SAVERS 
AMERICAN PASSBOOK CO. 


Ontario Building Cleveland 13, Ohio 
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TYPE CLEANING MADE EASIER 


with the amazing 


fa , 


CLEANS 
¢ Typewriters 
* Billing Machines 
¢ Adding Machines 
* Addressing Plates 
* Marking Devices, etc. 







Typists and business 
machine operators want 
*Norta Plastic Type Cleaner 
—it's easy to use—no mess 
—no liquids to spill. 


*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 


Free sample sent upon reques?t...write to 


NORTA DISTRIBUTING COMPANY 


1165 Broadway, New York 1, N.Y. 











_ FOR ALL TRAVELERS 


by train, bus, plane or automobile, 
whether for pleasure, on private busi- 
ness or government service, 


BEACH’S 


“Common Sense” 
Expense Books and Sheets 


are best for keeping track of expense. 
There is a Personal Expense Book, too, 
for records at home. 


Beach Publishing Co. 


7338 Woodward Ave., Detroit 2, Mich. 


Master 
Speed | 
Keys | 


Spring Cushion 


























Typewriter 


Keys 








SPEED KEY CORP. ‘rciie ss ny. | 
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OF 





ines 

nes 

es 
etc. 
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FOLDING CHAIRS 
: a CHAIRS 
NG TABLES 


a 


TABLET ARM CHAIRS 
METAL HAIR 





AUDITORIUM UNITS 





have inquiries 
from churches, 


138 STYLES 


STEEL or WOOD 
FOLDING — NON-FOLDING. 
Save time . . . state type and 
quantity under consideration. 


ADIRONDACK CHAIR CO. 


Dept. 22, 1140 Breadway (Nr. 27th St.) N. Y.1, N.Y, 








Rugged all steel chair caddy will give years 
>) of trouble-free use. De- 
a signed to hold any size 


folding chairs. Capac- 
ity up to 60 single fold 
30 double fold 


| or 
| chairs. Also adjustable 





chair caddys, table 
caddys and under 
stage models. 


Write today for 


Don't Forget iwes — 
For The Finest tr ry r 
Folding Tables my) ~ specifications and prices. 


Distributors in al! principal cities. Sold by all Equipment Dealers. 


MIDWEST FOLDING PRODUCTS 


DEPT. 0-2, ROSELLE, ILLINOIS 
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> . . « Raise the headpiece to any desired 


© PLANTS 
© OFFicEs 
° eoneroanns position . . . it will automatically stay at 
e HOTELS that position . . . To release the “Magic- 
oy ee Hold,” raise the headpiece all the way. 


a it can then be lowered to the “flat” posi- 

® pocTors tion. Available in the finest plastic mate- 

+ orm unos rials in @ wide variety of colors. Show 
Leisurest for extra sales!!! 

WRITE FOR OUR NEW 1952 CATALOG OF LEATHER FURNITURE 


eG 


1 Potut MECHANICAL 
PENCIL LEAD POINTER 


FOR DRAFTSMEN, ENGINEERS, 
ARTISTS, ACCOUNTANTS 


Leads are pointed in a fraction of the time 
required by messy, old-fashioned methods; 
and, the TRU-POINT is fool proof — 
will not break leads even when an ex- 
tremely fine point is required! 

Puts perfect points on leads of mechanical 
pencils (draftsman type) and on wood 
pencils, after wood has been cut back 
with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer 
prices, write today to 


ELWARD MANUFACTURING CO. 


557 Paw Paw Avenve, Benton Harbor, Michigan 











WASTE BASKETS 









Profit-Plus Prices 
on ROBERT-JAMES 


ae Re 
ystem 
Control 


500 Receipts and 
500 Duplicates 


write for catalog 


Duplicate Receipt Book Co. 
Box 842, Birmingham 1, Alabama 
Jobbers, Brokers Wanted 


Rated dealers only) 








Ever popular, EXECUTIVE WOOD GRAINS 
are faithful lithographic reproductions of 
beautiful Mahogany or Walnut on sturdy 
steel. 


Steady year ‘round profit makers . . . also 
come in best selling Olive Green and Pearl 
Gray. Write for complete information, 
prices on all Ohio Baskets. 

NO. 26-0 (26 Qt.) MAHOGANY OR WALNUT. 
1442” high, 13” top dia. Also made in Olive Green 
or Pearl Gray. 

NO. 16-0 (16 Qt.) MADE IN WALNUT ONLY. 
11%” high, 11%” top dia. Also made in Olive Green. 


Have you seen the Deluxe SOLID ALUMINUM BOTTOM Basket? True LONG LIFE appeal for h 
offices, institutions, hospitals, doctors, dentists, public places. 


THE QHIO CAN & CROWN CO. MASSILLON 7, OHIO 
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RANSON Postal Scales 


Model 1546 (illustrated) 


Lustron plastic body — 2 Ibs. by | oz 


Model 1509 — for average office use. 5 |b 


by ‘2 oz. Computes postage for air-mail, 
first-class, and merchandise up to 4 Ibs 


Model 1530, Parcel Post Scale. 


25 Ibs. by 1 oz. 


Model 1515, Heavy duty Parcel Post 
50 Ibs. by 2 ozs. 


Model 158, Honson, Jr. 8 oz. by 12 07. 
HANSON SCALE CO. 


NORTHBROOK, ILLINOIS 





desk scale, with 








INDEX 


CARDS 


Ruled and Plain 
White and Colors 


C. L. BARKLEY & CO. 


MANUFACTURERS OF FILING SUPPLIES 
1220 W. Van Buren St. 


The Original 
SINGLE - ELuip 
Ink Eradicator 


@ INK-OUT contains no free acid, 
leaves no brown stains. 

@ INK-OUT makes permanent eradice- 
tions quickly with one application. 

@ INK-OUT removes ink, iodine, fruit 
and medicine stains from paper, 

hands and clothing. 


MONTCLAIR. NEW JERSEY 





Chicago 7, Illinois 




























FOR SALE...UNUSUAL OFFER 


Will dispose of tools, dies, patents and good- 
will of long established nationally known metal 
product in office appliance field. Now being 
manufactured under contract and sold to Com- 
mercial Stationers and Typewriter Dealers. 

Opportunity to take over going business and 
immediately add over $100,000 to your annual 
sales with proportionate ready-made income 
and excellent growth possibilities. 


P. O. Box 1397, Church St. Station 
New York 8, N. Y. 























LIT-NING 


In and Out 
BOARD 


(Patent Pending) 


This new item of 
streamlined design al- 
lows faster and more 
omplete at-a-glance 


information by use of 
varying colors. Filex- 
ibility of use is pro- 
vided by permitting 
the substitution of 


longer channels in up- 
rights which hold name 
and time. EXTENSION 
CHANNEL 12 EC allows addition 





1218 of 6 or 12 more names In Hammertone gray or 
office green individually packed 
HEIGHT MODEL DESCRIPTION PACKING WEIGHT 
ia” WIDTH L'GTH TY 'e In and Out Board i 6 Ibs. 
(with top) 6” is” i Extension Channe! 1 Set 17g Ib 
3 TS Six Name Times Strip 1 ig Ib 


NN. £. & WN. Y. Area Distributor: Jayem Sales Corp 31 Coffey St., Brookiyn, N.Y. 
So. Distributor: Jack C. Kern Co., 2100 McKinney Ave., Dallas 1 ex. 


LIT-NING PRODUCTS CO. fiisocAlr 
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MARKILO 
CELLULOIO PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chicage 9, U. S. A. 










WORLD WIDE SERVICE HIGHEST QUALITY PRODUCTS 


WRITE FOR OUR LATEST CATALOG 
INTERNATIONAL CASH REGISTER & PARTS CO. 


ish Register Parts Co 
207 EAST EVERGREEN AVE + MT. PROSPECT, ILLINOIS 
CHICAGO PHONE: NEwcastie 11-2900 


ROLLING LADDERS—Made 


from Oak or Birch 

SIDE and CEILING TYPES— 
with stecl track for mounting 
on shelving, filing cabinets or 
ceiling 


“A"' and LIBRARY TYPES - 
require no track and 
mounted on wheels with Au ito- 
matic Safety Brakes 

Send for Circular 42-OA and 
dealer discount 

WELDED STEEL SAFETY 





LADDERS—Made from 1” di- 
ameter round furniture tub- 
ing, with expanded metal 
steps. Mounted on Swivel 
Brake Casters. Ladder can be 
rolied freely when no one is 


on it. When you step on the 
ladder the rubber tipped legs 
rest on the floor and prevent 
rolling. Made in 2 to 8 step 
heigh's, and 3 widtns 

Send for Circular 52-OA and 
dealer discount. 





Manufactured by 


4535 N. Ravenswood Ave. 
CHICAGO 40 
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MR. DEALER ... 
DON’T LOSE THOSE ORDERS 


NEEDLESSLY! 


IT COSTS YOU LESS TO DRAW 
FROM OUR LARGE STOCK OF 
WOOD AND STEEL 
DESKS - CHAIRS - FILING CABINETS 
LEATHER FURNITURE and ACCESSORIES 
IMMEDIATE SHIPMENTS 
USE OUR SHOWROOMS” 











OFFICE FURNITURE WHOLESALE DISTRIBUTORS 


WAREHOUSES 
MIAMI, FLORIDA LOS ANGELES ALIF 
15 W. FLAGLER ST 830 WILSHIRE BLVD 
82-8484 TR—7003 


NEW YORK 4,.N_ Y 
74 BROAD ST 
BOling Green 9-823) 











FREE HAND BINDER! 


A quick selling loose leaf 
holder. When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks positively 
and secures contents 
against loss and spoil- 
age. Thousands in use 
daily. 

Here's a profitable item 
for every dealer. Write 
for descriptive price list 
today. 


FREE HAND 
BINDER CO. 
43 Fulton Street, New York, N. Y. 














All Styles of RING and POST 





A complete line of Binders for the 
Commercial Stationer 


Write today for Free Catalog 


NEIMAN LOOSE LEAF & BINDERY CO. 


NOT INC. 


1717-19 S. HALSTED ST. . CHICAGO 8, ILLINOIS 











PRINT-O-MATICS "PERFECT PAIR" gf 


WORLD'S FINEST 
FULL-SIZED 


DUPLICATOR 
under +60. 00 * 


PRINTED DANG 


MODEL 4-A 
Fast—Accurate—Ffficient 
Handles Post-Card to Legal Size 







IMPRESS 
“Twin-Pakt"’ 
STENCILS 


Write for Complete Catalog of 
Duplicating Equipment ond Suppligs 


PRINT-O-MATIC CO., INC. 


MERCHANDISE MART * CHICAGO 54 ILLINOIS 
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THE 


WREN-KIT 
— 


TRAVEL KITS 


4 different models 
9 or 10 inch sizes 
Ginger or Suntan 
Tepe grain cowhide. Talon $ 
Multiple saddie-stitehed. tic 


water apres pocketed lining. lnels 
vidually boxed. 


| A SURE PROFIT-MAKER! e 
Write for Literature & Dealer Prices RA k/ 
|HARRY WARREN Mp. Co. 

[GENUINE TOP GRAIN] 


127 South Market St. Chicago 6, Ill. 


















DAYTON STENCIL 
WORKS CO. °ohis” 











@ The “Original” and still the best 
@ Holds, clamps, binds anything 


@ Precision-made of tempered 
spring steel for lifetime 
service 


@ Removable nickel-plated handles 


CUSHMAN & DENISON MFG. CO. 
153 West 23rd St., N. Y. 11, N. Y. 













NOW...A Genuine TJatibman 
LAUNDRY MARKING PEN 


MODEL = &.59 
Retails at 


59¢ — 















@ BLACK INDELIBLE INK 

@ RUN PROOF 

@ QUICK DRYING 

@ WON'T WASH OUT 

@ INK IS ODORLESS 

@ WON'T EVAPORATE 

@ WRITES ON ALL FABRICS 
AND PAPER 


Refills available 














oS 

” pelling counter 

iy displey card 
holds a dozen 


















pens. Nationally 
odvertised. 


SAMUEL TAUBMAN & CO. 
1 WEST 34th ST., DEPT. NEW YORK 1,N. ¥. 






Order through | 
your wholescler J 
or write direct 
for literoture ond 
prices. 
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No. 1265 
Secretarial Posture Chair 
No. 1250 


Spring tension tilting back , 
Executive Posture Chair 


rest with four way adjustment. 
Posture shaped height- 
adjustable seat of buoyant 
molded foam rubber. Re- 
placeable snap-on seat. 


, 
Free floating padded back rest st 
adjustable up, down, forward 
and back. Spacious coil spring 
waterfall roll front seat with 
individualized up-down con- 
trol. 


New Royal pocture chairs me | 


to increase office efficiency and your profits! 





Now give your customers the finest in secretarial and 


executive posture seating. Royal combines comfort Nv ee 
3. 





with perfect support in these precision engineered Secretarial Posture Chair £ 

swivel models with fully adjustable seats and backs. Four way adjustable floating 

Frames are of strong, durable square tubular steel, and ag ager ng te 
island bases are all welded. Choice of handsome Suicide eeuiic darted Gees 7 
Plastelle finishes. HePPESSMON. 


P.S.—We’ve redesigned our entire line of square 
tube executive chairs. Improved features at no in- 
crease in prices! Write for free Royal catalog today. 








ecause eee 


a tired worker 


metal furniture since '97 costs much more 


than 4 good om 


—, 


ROYAL METAL MANUFACTURING COMPANY 


175 North Michigan Avenue, Dept. 57, Chicago 1 


Factories: Los Angeles - Michigan City, ind. - Warren, Pa. « Walden, N.Y. + Galt. Ontario 
Showrooms: Chicago « Los Angeles - San Francisco » New York City 
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Wet Love Our 
Daily 








MODESTO, CALIFORNIA 


"Bae to you dealers who have written so 


hecause the MODEL 10 enthusiastically about the new Conqueror 


dlealers a sl 


The Model best machine of it Pe ally. I was amazed at "We like it fine. especially the were very pleased at the 
on > P ¢ ir per the ease peed and cleanlins Jevice for raising or lowe g the } ty and plus values that you 
inigus f the machine and the type the page The desig t a incorporated into this 


















‘THE MACHINE WITH 


pate THE FEATURES 


New Raise-and-Lower Control. Forget 

J rulers, scissors and other centering tricks. 

Simple dialing of control wheels on 

if. J L handle raises or lowers printing on page. 


Visible Fivid Supply. No need to ever 
run dry. Big 32 oz. tank—no pumps, no 
rubber hoses...operates with a minimum 
of fluid consumption, 


Built-in Reset Counter. Always visible to 
operotor. No waste... you run exact 
number of copies you want. 


Adjustable Pressure Control. Assures 
moximum copy runs, brilliant copies. 


Should copies lighten merely tighten up Model 70 $ 00 
on colibrated pressure control. ne 
Ask your HEYER man, 


Z . New Rotary Feed. Provides up Plus Fed. Excise T. . 
r= 5 tae po preva us Fed, Excuse tax or write for literature and prices. 
c= perfect registration . . . card 


SUUNUUERURI 0.) 


os FAMOUS IN DUPLICATING FOR OVER 50 YEARS coos: 















THE HEYER CORPORATION i852 south Kosmer Avenve, Chicago 23, illinois 





Eastern Office Western Office Conodien Distributors 
17 East 17th Street 2610 Sunset Bivd. The Brown Bros. Ltd. 
New York 3, N. Y. Los Angeles 26, Colif. Montreci—TORONTO 


Voncouver 














DISTINCTIVE 
SILK 











Here’s a distinctive ribbon that makes a 
good impression on any letterhead . . . and 
on every customer. This Underwood 
Corporation Gold Box Ribbon is pure 
silk for extra-long service and uniform 
ink distribution. 


...0n Carbon Paper 


Typists get clean, strong carbon copies with 
Underwood Corporation Distinctive ‘‘Non-Curling”’ 
Carbon Papers. . . no wonder they always come 
back for more. Treated with a special plastic, 

they transfer type impact faithfully, and give up to 
50°) longer wear. 








Offer Distinctive Service 


You can’t beat this Distinctive pair when it comes to making 

a hit with the girls. And you can’t beat them for making profits 
. for you! Phone your nearest Underwood Corporation 

office for prices and data... today! 








TITTLE 


| 








